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Preface

British Columbia’s Highway 16 region has historically supplied vast quantities of the province’s 
agricultural product, but now, after several decades of decline, British Columbia’s potential new 
farmers and the public at large understand little of the unique advantages that the region provides 
for agricultural production. With many of the province’s current agricultural areas facing increasing 
pressure from urban and commercial development, the BC Highway 16 region offers large and 
diverse land base, extensive transportation infrastructure and many other strategic advantages for 
the production agricultural products. The New Farm Development Initiative recognizes the unique 
opportunities to promote the project region as a great place to work and farm, and raise the profile 
of the region’s agricultural capacity. 
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Disclaimer

This document is not intended to be a definitive resource and makes no guarantees of accuracy. 
Much of what is contained in the guide has been gleaned from fireside stories, kitchen table 
conversations, field tours, social events, knowledgeable community leaders and many other public 
resources available on the topic of agriculture. The information presented in this document is 
anecdotal in nature and has not been verified for accuracy. 

Agriculture and Agri-Food Canada, the BC Ministry of Agriculture and the Investment Agriculture 
Foundation of BC, are pleased to participate in the production and delivery of this publication. 
They are committed to working with our partners to address issues of importance to the agriculture 
and agri-food industry in British Columbia. Opinions expressed in this publication are those of 
Community Futures Fraser Fort George and not necessarily those of Agriculture and Agri-Food 
Canada, the BC Ministry of Agriculture and the Investment Agriculture Foundation.

Limitation of Liability

Information in this document is used with the strict understanding that the author is not liable to 
any person or business entity for loss or damage of any nature, whether direct, indirect, special, 
incidental, consequential, or other damages based on any use of the information in this document 
or any websites or other references cited in this document, including, without limitation, any lost 
profits or business interruption arising from the use of the information in this document or websites 
used or linked to in this document.
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A
Abattoirs

An abattoir is a slaughterhouse. These licensed facilities are designed to provide safe and humane 
kill of livestock for human consumption, as well as storage and packing facilities to reduce risk of 
meat contamination. By law in Canada, all meat sold for human consumption must be slaughtered at 
a licensed facility; thus, abattoirs are a critically important piece in moving farm product to market. 

Licensing for the facilities is complex, but in general, licensing can be divided into two tiers: federal 
and provincial. Federal facilities are governed by the federal Meat Protection Act and are inspected 
by Canadian Food Inspection Agency inspectors. Federal abattoirs are typically larger operations, 
and the products from animals slaughtered in these facilities are often destined for national and 
international distribution channels. At the time of writing of this publication, there are no federally 
licensed abattoirs in the BC Highway 16 region. For an updated list of federally registered facilities, 
contact the Canadian Food Inspection Agency1.

Provincially licensed abattoirs are governed in BC by the provincial Meat Inspection Regulation, with 
a set of graduated licensing: Classes A, B, D and E (Class C is no longer available). Class A facilities 
permit slaughter and butchering/processing services (i.e., cut-and-wrap). Class B provincial facilities 
provide slaughter only. Products from Class A and B abattoirs can only be sold within the province 
of BC. This is a barrier for meat producers who would like to target markets in Alberta and other 
provinces, but are prohibited from selling their products across the BC border. At the time of this 
publication, there are five provincially registered abattoirs in the BC Highway 16 region:

• Country Locker in Vanderhoof (Class A)
• Kawano Farms in Prince George (Class A)
• Munroe Creek Meats in McBride (Class A)
• Newsat Farms in Vanderhoof (Class A)
• Bulkley Valley Custom Slaughter in Telkwa (Class B)

For an updated list, please contact the BC Centre for Disease Control

Class D and E licenses are issued to on-farm slaughter operations in remote or under-serviced 
communities where access to an abattoir is extremely limited. Class D licenses allows on-farm 
slaughter of a small number of animals (1-25 animal units) for sale within the boundaries of the 
regional district where the meat was produced. Class D license holders may slaughter their own or 
other peoples’ animals. Class D licenses are only available in 10 provincially designated areas.

In the BC Highway 16 region, this includes the regional districts of Kitimat-Stikine and Skeena-
Queen Charlotte. Class E licenses allow on-farm slaughter of an even smaller number of animals 
annually (1-10 animal units) for direct sale to consumers. Class E licenses can be issued in any 
regional district, but will only be issued in cases where an operator demonstrates a clear need for 
additional slaughter capacity, or requires services that are not available through an existing Class 

1 http://www.inspection.gc.ca/active/scripts/meavia/reglist/reglist.asp?lang=e 
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A or B facility (e.g., species-specific slaughter or specialty slaughter services such as certified 
organic, halal, or kosher). Sales are restricted to the regional district in which the meat was 
produced, and operators are only permitted to slaughter their own animals. For an updated list of 
Class D and E facilities, please contact the Ministry of Health2.

See also: Butchers, BC Centre for Disease Control

Accounting 

Keeping track of your books is a critical piece of good farm management. Records of the expenses 
related to farm business should be kept not only for income tax purposes, (expenses related to 
your business can be deducted from your net income, reducing your income tax burden) but for 
your own understanding of your spending, and for generating a cost of production for your product. 
With good records, you can quickly compare prices from different suppliers, and calculate how, 
for example, a rise in fuels costs will affect your bottom line. For farmers who are comfortable with 
managing their own books, there are a number of guidebooks and templates online and in print. 
Short courses on bookkeeping and financial management are often offered by local community 
colleges and Community Futures offices.

See also: Cash Flow, Debt, Financing, Taxes

Agriculture & Agri-Food Canada

Agriculture & Agri-Food Canada, also known as Ag-Canada, is the Federal department responsible 
for agriculture in Canada. Its main functions include research, policy development, regulation and 
inspection. Ag-Canada is responsible for other agencies such as the Canadian Food Inspection 
Agency, Farm Credit Canada, and the Rural Secretariat. Ag-Canada currently partners with the 
provinces and territories through its Growing Forward programs.  These programs provide a suite 
of services to farmers and agri-food producers in addition to stand alone programs such as the 
Farm Debt Mediation Service, and Canadian Agricultural Loans Act Program. For a complete list of 
the activities run under Ag-Canada, visit their website3.

See also: Growing Forward 2

Agricultural Land Reserve

The Agricultural Land Reserve (ALR) is a collection of public and private lands where agriculture 
is recognized as the priority use. Established in 1974, the ALR was a response to the rapid rate of 
conversion of agricultural lands to residential, commercial and industrial purposes. Governed by 
the Agricultural Land Commission, the ALR places tight restrictions on developments to ALR lands 
in an effort to prevent the erosion of the agricultural land base. 

2 http://www.health.gov.bc.ca/protect/meat-regulation/pdf/d-e-slaughter-facilities.pdf 
3 http://www.agr.gc.ca
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While the size of the ALR (4.7 million hectares) is roughly the same today as it was at its 
establishment in 1974, the geographic distribution of ALR lands has shifted. In general, the 
southern half of the Province has experienced a reduction of ALR lands, while the northern regions 
have experienced an increase in ALR designations. BC’s Highway 16 region encompasses 18% 
of the province’s ALR, and the neighbouring Peace River Regional District and Cariboo Regional 
District encompass 31% and 19% respectively. All together, the area of the province north of the 
Okanagan accounts for 81% of the province’s total Agricultural Land Reserve. 

See also: Land

Agritourism

Agritourism is an industry that combines tourism products and services with farm products and 
services in an agricultural setting. Examples include garden tours, processing facility tours, 
historical buildings and other sites on the farm, trail rides, petting zoos, corn mazes, special events 
such as birthdays, conferences and weddings hosted on the farm, bed & breakfast stays, festivals, 
u-picks and more. While agritourism products are generally not recognized as true agricultural 
products, they are most certainly an important part of a diversified small farm business; not only 
does agritourism add value to farm products and services, but it has the added benefit of drawing 
customers to your door. Successful agritourism operations are usually paired with a farm retail 
opportunity. The North Cariboo Agricultural Marketing Association4 is a grassroots group in the 
northern interior focused on developing agritourism opportunities in the region.

Agroforestry

Agroforestry is an agricultural production system where trees, shrubs, and other forest plants 
contribute to the overall yield and productivity of an agricultural operation. Agroforestry systems range 
from silvopasture to fruit, nut and herb production. Common agroforestry products in the region 
includes Christmas tree and ornamental evergreen production, short rotation forestry crops producing 
fibre for the bioproducts, biochemical and bioenergy industries, and birch syrup production. As a 
fledgling industry in BC, there are several organizations developing to provide support to a growing 
network of small and medium sized operators. The BC Woodlot Federation is home to the province-
wide Agroforestry Industry Development Initiative, and the Prince George based Resources North 
Association hosts the Agroforestry Capacity Building Project in Northern BC.

Alfalfa

Alfalfa is a perennial legume grown widely in the region for hay and silage. It is valued for both its 
high protein yield and nutritional value. Alfalfa is a staple for grass-finished animals. Alfalfa grows 
best in sandy and well-drained soil, so careful site selection for alfalfa fields must be made to avoid 
heavy clay soil typical of the region.

See also: Forage, Hay

4 North Cariboo Agricultural Marketing Association
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Auctions

There are two types of auctions in northern BC that serve agricultural operators. The first kind 
is equipment, estate and farm auctions, which are common ways to buy and sell new farm 
equipment. Central auction houses will gather auctions items over time and offer them for sale 
through regularly scheduled auction events, usually on a monthly basis. Auction sales are held 
from time to time on farm sites, usually in the case of dispersal sales, where all of the assets of a 
farm business are put up for sale. Auctions can be a great place to source used equipment and 
also serve as social occasion for many farmers.

The second type of auction in the region is the primary marketing outlet for commodity cattle producers. 
The BC Livestock Producers Coop5 hosts regular livestock auctions in Vanderhoof. Cattle marketed 
through the auction include finished cattle, bred cows, overwintered calves to be put on grass, cull 
(butcher) cows and bulls, fall weaned calves, and replacement/breeding stock (heifers, cows, bulls). 
A special auction occurs for bulls. The Vanderhoof Auction Market sold approximately 20,000 animals 
through weekly live auctions between February 2012 and June 2013. Other auctions exist in Alberta 
and BC, but high costs of transportation reduce the financial incentive to travel to these auctions. 
Virtual auctions also exist, and approximately 10% of the regions’ auction cattle are marketed through 
the Electronic Auction Market (TEAM)6 - an online, interactive marketplace in partnership with Calgary 
Stockyards that brings together cattle buyers and cattle sellers. 

Equipment, Estate and Farm Auctioneers in the BC Highway 16 region:

• All West Auctions, Vanderhoof
• J C Ross Auctioneers, Prince George
• Ritchie Bros Auctioneers, Prince George
• Mike’s Auction, Burns Lake
• Schmidt Auctions, Burns Lake
• Marjon Auctions, Terrace

See also: Equipment, Tractors

5 http://www.bclivestock.bc.ca/ 
6 http://www.teamauctionsales.com/web/home.jsp 
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BC Assessment 

BC Assessment is a provincial Crown Corporation responsible for annual property assessments 
for tax purposes. More importantly for farmers, BC Assessment is responsible for assigning farm 
class to farm land. Land classified by BC Assessment as a farm is subject to lower property 
taxation rates. To apply for farm class for a given tax year, an application must be submitted to BC 
Assessment by October 31 of the year prior. For application forms and more information on what 
qualifies land for farm class, please visit the BC Assessment website7.

See also: Farm Land Classification 

BC Centre for Disease Control

The BC Centre for Disease Control is an agency of the Provincial Health Authority responsible for 
surveillance, detection, treatment, and prevention of disease in the province. The BCCDC develops 
policy and guidelines for local health authorities, which are responsible for licensing, inspecting 
and following up on complaints related to food facilities. Their guidelines include Safe Transport 
of Carcasses, Poultry and Meat Products, Cutting and Wrapping Uninspected Meat, and Sale of 
Foods at Temporary Markets. The BC Centre for Disease Control is responsible for the licensing 
and inspection of provincial abattoirs and maintains an updated list of licensed facilities in the 
province. For more information, please visit the BC Centre for Disease Control website8. 

See also: Abattoirs, Food Safety, Northern Health

BC Ministry of Agriculture

The BC Ministry of Agriculture is the provincial department responsible for supporting the agri-
foods sectors in the province. The role of the Ministry has changed dramatically over the decades, 
and many farmers lament the loss of agricultural research stations and extension services. The 
priorities of the Ministry’s modern-day mandate are clearly laid out in its current service plan:

• Supporting practices that promote adaptable, sustainable and competitive agri-foods 
production; 

• Ensuring, in partnership with the Ministry of Health and the Federal Government, a regulatory 
system that promotes animal and plant health and food safety;

• Delivering programs to stabilize farm incomes when threatened by circumstances beyond 
farmers’ control to ensure continued long-term production; 

• Providing guidance and funding to the sector to increase market development; 
• Supporting the agricultural industry’s contribution to the green economy; 

7 http://bcassessment.ca 
8 http://www.bccdc.ca 
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• Working with other ministries, federal partners and other governments, stakeholders and 
industry to ensure sustainable marine fisheries; and 

• Working to balance urban / agricultural interests. 

The recently released BC Agri-foods Strategy9 is a five-year strategic plan currently guiding the 
Ministry’s work with three main goals: to focus on high-quality and high-value products, to expand 
domestic and international markets, and to enhance industry competitiveness. The Agri-food 
Strategy hopes to increase the sector from $10.5 billion in 2010 to $14 billion in 2017. The BC 
Highway 16 region is currently home to two Ministry of Agriculture offices located in Prince George 
and Smithers.

See Also: Extension, Growing Forward 2

Beyond the Market

Beyond the Market is a series of economic development projects run by Community Futures Fraser 
Fort-George, each designed to support the agriculture sector in the BC Highway 16 region. Beyond 
the Market assists agricultural producers in creating business plans, evaluating new business 
strategies, adopting new technologies, connecting with new markets, navigating regulatory 
systems, and more. The program provides regular training and networking opportunities in rural 
communities throughout the region and periodically issues publications relevant to the needs of the 
agriculture sector, such as the guide you are currently reading. The current focus of the project is 
on new farm entrants and cattle producers seeking direct marketing opportunities for finished beef. 
Future plans for the project include expansion of community-based extension services. The project 
offices are based in Prince George and they maintain a virtual presence through their website10.

See Also: Community Futures

Brand 

The term ‘brand’ originates from the farming practice of marking an animal’s side with a hot iron 
stamp, but now encompasses a much broader world of a business identity. Most people will 
directly associate the term ‘brand’ with a logo, but a brand encompasses many more aspects of 
your farm business, most importantly, customer perceptions of your business and its products. 
In order to pursue an effective marketing strategy for your farm, you must develop a solid brand 
to serve as your foundation. Your brand should clearly communicate the values of your business 
and how your business can serve the needs of your customers. Your brand should be consistent 
across all of the points of interaction with your customers, from your logo and brochures, to your 
voicemail message and even your personal conversations. 

Whether or not you invest your energy in professionally developing your brand, your customers 
will develop a perception of your business, positive or negative, every time they interact with you. 
By creating and executing a brand strategy, you will provide your potential customers with a clear 

9 http://www.gov.bc.ca/agri/down/bc_agri-foods_strategy.pdf 
10 http://www.beyondthemarket.ca/
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and consistent identity they can remember and share. Developing a brand requires good market 
research; you must know what your customers’ needs and challenges are before you can claim to 
offer them solutions.

See also: Marketing; Market Research

Burns Lake

The Village of Burns Lake and area is located near the divide between the Bulkley and Fraser 
watersheds. It is home to the headquarters of the Regional District of Bulkley Nechako, and six 
First Nations bands: Wet’suwet’en First Nation, Lake Babine Nation, Cheslatta Band, Burns Lake 
band, Skin Tyee band and Nee Tahi Buhn band. The population of the village of Burns Lake is 
approximately 2,700 people, but the village services nearly 8,000 others in the surrounding Lakes 
District communities of Rose Lake, Decker Lake, Southbank, Danskin, Grassy Plains, Takysie Lake, 
Cheslatta, Wisteria and more. 

The economy of Burns Lake is traditionally based on forestry and mining, but with extreme cycles 
in the boom and bust economy, the area is now seeking more diversified opportunities in tourism 
and recreation. The village is home to several amenities including a hospital, a college, an arena, 
fairgrounds, a Chamber of Commerce and a world class mountain bike park. The Burns Lake 
climate is one of the most extreme in the Highway 16 region, recording some of the lowest winter 
temperatures, but also recording long hours of sunshine in the summer. A summary of the area’s 
climate data can be found on Environment Canada’s website11. 

The Burns Lake area is home to a large Mennonite population, which immigrated to the area in the 
1940s, seeking new arable land in the wake of droughts in Saskatchewan. It is estimated that 30% 
of the population of the Burns Lake region are members of the Mennonite community. According 
the to the 2011 Census of Agriculture, Electoral Areas B (Burns Lake Rural) and E (Francois Lake/
Ootsa Lake Rural) are home to approximately 150 farms, mostly involving cattle, other livestock 
and hay production. For more information about Burns Lake, we recommend Invest Northwest BC’s 
community profile12.

See also: Southside

Business Name and Registration

There are two important questions to consider when selecting a name for your farm business: 
do you have the rights to use the name? Is the name a good name for your business? If you are 
operating your business under your own name (i.e. John Smith), you are not required to register 
your business. If operating under any other name, you must register your business with the BC 
Registry Services in a two-step process. 

11 http://www.climate.weatheroffice.gc.ca/climate_normals/index_e.html 
12 http://investnorthwestbc.ca/site-selector-community-profiles/burns-lake/invest-in-burns-lake-2 
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First, submit a Name Request to the BC Registry Services to for approval. Your business name 
must be distinct from other existing businesses in BC, and must consist of two parts: a distinctive 
element (the name) and a descriptive element (what you do), ie. “Terrace Tasty Produce” or “Three 
Pigs Farms”. Once you have received approval for your name request, you must then complete the 
second step: registering your business. You must register your business within 56 days of receiving 
your name request approval. While it may seem like a complex process, submitting a name request 
and registering your business has been made simple through the BC Registry Service’s One Stop 
Business Registry13, which can be accessed online,  in person at any Service BC location, as well 
as some Community Futures office and Chambers of Commerce. 

Please note that you can also register with WorkSafeBC, register with the Canada Revenue Agency 
for GST/HST, payroll deductions, and import/export accounts, register for Provincial Sales Tax 
(PST) with the Ministry of Finance, and apply for one or more business licenses with participating 
municipalities through the One Stop Business Registry online.

The second major consideration for your business name is how good it is! Choosing a name is 
a very important step and should be given careful consideration, especially if you plan to market 
your farm products directly. Be sure to ask for feedback from others on some of your potential 
name choices and give yourself ample time to sleep on it before making a final decision. Generally, 
a name should appeal to not only you, but your customers as well; choosing a name that is too 
personal may prohibit a connection to your customers. Think of who you target market is. Youth 
and families may gravitate to a fun and playful name, whereas business customers may want 
something more professional. 

A name should be relatively short, simple, easy to pronounce and easy to remember; using 
acronyms or words from foreign languages is generally discouraged as your customer will 
have a hard time remembering it. Your name should also have a visual element and a positive 
connotation, meaning that not only should the name inspire an image in your customer’s head, but 
it should be a positive image. Of course, almost any name can be put to good use if it is backed 
by a solid marketing strategy. 

Business License

A business license is a permit issued by a municipality to allow an operator to do business within 
the geographical boundaries of that municipality. A business license is only required if your farm is 
located within the boundaries of a municipality or if your farm is vending products in a municipality. 
Business activities conducted in the Regional Districts do not require a business license. Farmers’ 
market vendors do not require a business license to vend at the market – the onus for the 
business license falls on the farmers’ market association.

13 http://www.bcbusinessregistry.ca/
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Business Plan

A business plan serves as both a blueprint and a road map for a business – it will tell the story 
of how the business is structured, what the goals of the business are, and how the business 
should develop over time. All farm enterprises should begin with a well-researched business plan. 
If you plan to seek financing or investment for your business, a business plan is a must. Writing 
a business plan can take anywhere from two weeks to two years, depending on the volume 
of information that will be gathered and researched. Many business operators find business 
plan development a challenging exercise, but the end results will provide a clear vision for your 
business and a tool to leverage partnerships, investments and financing. More importantly, a 
business plan will provide valuable planning and research that could prevent costly mistakes down 
the line. There are several important components to a business plan:

Summary: this section will summarize the details provided in the subsequent sections of the 
business plan and will provide readers a succinct overview of your business. This is an important 
section for potential partners and investors and should be written only after all other sections of the 
business plan are complete. If you are seeking something from the reader, it will be important to 
state it clearly in this section.

Business Framework: this section will describe the owners and operators of the business including 
your history and experience in the industry, the legal framework for your business, your location 
and other central details.

Products and Services: this section will describe what you intend to offer to customers. It should 
describe your production practices, your competitive advantages, and other key details of your 
products or services.

Industry: this section will describe the trends in the broader agricultural industry. What opportunities 
are growing? What challenges are presented? What do your competitors look like? You should 
provide data and statistics to back up these claims.

Marketing: this section will provide a comprehensive overview of the market(s) you will be targeting, 
a demonstration of demand for your product or service, strategies for accessing your customer 
base and marketing your product or service.

Operations: this section will describe how you will produce your goods and services and 
demonstrate that you have the land, equipment, capital, knowledge, and human resources required 
to do so. If you plan on hiring a number of staff, you may want to create a separate section to 
describe your human resources plan.

Financial: this section will demonstrate the financial viability of your business. An income statement, 
cash flow statement and balance sheet are the three central components of a financial statement. An 
income statement summarizes all the expenses and revenues of a business over time and should 
demonstrate the potential for profit. A cash flow statement will show how much money comes in 
and out of your business on a weekly, monthly or quarterly basis. A balance sheet describes that 
net worth of your business at a given point in time, allowing readers to understand what assets and 
liabilities your farm holds. A break-even analysis is another common financial statement that will 
demonstrate the volume of sales your business will have to make to ‘break even’.
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Even if you are not seeking financing or investment, developing a business plan is an important 
process to provide structure and vision to your dreams. Even existing businesses will benefit 
from a new business plan, especially when evaluating a big change, such as a new product, new 
customer base or new marketing strategy. Business plans are not static and should be revisited 
and revised over time. Community Futures offices can provide you with business planning support, 
resources, templates and examples. For further reading, we recommend Farm Management 
Canada’s workbook “Farm Business Planning: Understanding, Preparing and Using.”

Butcher

While a licensed abattoir is the only operation that can slaughter livestock destined for human 
consumption, there are several other operations in the BC Highway 16 region licensed to transform 
a slaughtered carcass into consumer-ready products. These operators are known as butchers or 
meat cutters. While independent butchers have faced stiff competition from large supermarkets, there 
are several independent butchers still operating in the BC Highway 16 region. Butchers can perform 
custom smoking, curing, drying, sausage making and other value-added services for meat products 
according to customer tastes, cultural or religious preferences, dietary restrictions and allergies. 

Butchers also specialize in cutting, packaging and labeling cuts of meat (cut and wrap) to best 
meet consumer demands. In additional to agricultural clients, independent butchers also cater to 
a large number of hunters who wish to have their game professional cut and wrapped. Farmers 
or customers interested in using the services of a local butcher should take care to call ahead 
and avoid peak hunting seasons. Independent butchers in the BC Highway 16 region that service 
agriculture needs include:

• A&B Meats, Prince George
• Chilako Meats, Prince George
• Country Locker, Vanderhoof
• Homesteader Meats, Prince George
• Kawano Farms, Prince George
• Rogers Custom Deli, Prince George
• Rudolph’s Pure Sausage, Telkwa
• Rupert Meats, Prince Rupert
• SHARS Meats, Burns Lake
• The Sausage Factory, Smithers

See also: Abattoir
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C
Canadian Food Inspection Agency

The Canadian Food Inspection Agency (CFIA) is a science-based regulator responsible for policy 
development, monitoring, and enforcement of food safety, animal health, and plant health in 
Canada. They are responsible for the administration and enforcement of several Acts, including:

• Agriculture and Agri-Food Administrative Monetary Penalties Act
• Appropriation Act
• Canada Agricultural Products Act
• Canadian Food Inspection Agency Act
• Consumer Packaging and Labeling Act 
• Feeds Act
• Fertilizers Act
• Fish Inspection Act
• Food and Drugs Act
• Health of Animals Act
• Meat Inspection Act
• Plant Breeders’ Rights Act
• Plant Protection Act
• Safe Food for Canadians Act
• Seeds Act

The CFIA maintains a small regional office in Prince George. For more information on the CFIA, 
please visit their website14.

Cash Flow

Cash flow is the movement of money in and out of your business over the short term. Farm 
operations typically have large amounts of cash flowing out of their business in the spring and 
large amounts of cash coming back into the business in the fall. While your business may be 
viable on an annual basis or in the long term, running short of cash mid-way through the season 
can bankrupt your business before it you even have a chance to bring your product to market. 
Planning for cash flow is critically important to ensure that you have enough funds to keep things 
like the tractor running, your animals fed, and your workers working during through the season. 

Many farmers will balance their cash flow by producing products that provide revenue throughout the 
year, such as Christmas tree sales, greenhouse crops, cellared vegetables, farm tours, eggs sales 
and other items that can bring in revenue outside the peak harvest season. Other farmers who are 
highly specialized must plan ahead, set adequate amounts of cash aside for savings, or establish a 
line of credit at a lending institution. Several cash flow planning templates can be found online.

See also: Accounting, Finances

14 http://www.inspection.gc.ca 
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Cattle

Next to hay and forage production, cattle ranching is the predominant agriculture activity in the BC 
Highway 16 region, although dramatic changes to the industry have encouraged a shift away from 
cattle production into more hay production or withdrawal from agriculture altogether. Between the 
2006 and 2011 census of agriculture, the total number of beef cattle in the BC Highway 16 region 
declined by 44%. In 2011, the region was home to 31,724 beef cattle, approximately 11% of the 
provincial total. The majority of cattle ranches in the region are cow-calf operations, raising and 
weaning marketable beef calves. A smaller proportion of ranches will background and finish their 
animals on grass or at one of several small feedlots in Vanderhoof in order to provide a finished 
product to local customers. A small proportion of the region’s herd consists of dairy cattle, though no 
dairy processing facilities exist in the region. For more information on cattle in BC Highway 16 region, 
please refer to Beef in Northern BC Report, published by Community Futures Fraser Fort George.

See also: Cattlemen’s Associations

Cattlemen’s Associations

The presence of local farmer networks and organizations is critical to the strength of the agriculture 
sector. Next to farmers’ market associations, the local chapters of the BC Cattlemen’s Association 
are the most common community-based farm organizations in the BC Highway 16 region. Each 
local chapter of the BCCA operates independently, and takes on issues and programs that directly 
influence the cattle industry in their geographic area.   At the same time, they provide input to the 
provincial organization for the development of pan-provincial policy and advocacy. While the local  
Cattlemen’s Associations are typically the most active grass-roots farm organizations in the region, 
their membership is limited to operators who raise cattle. Thus, farmers who do not raise cattle 
generally lack a forum for networking and local industry organization. 

Local and regional chapters of the BCCA in the BC Highway 16 region include:

• Prince George Regional
• Skeena Regional
• Bulkley Valley Local
• Lakes District Local
• Pleasant Valley Local
• Skeena Stockmen
• Nechako Regional
• Cluculz Lake Local
• Fort Fraser Local
• Punchaw Local
• Sinkut Mountain Local
• Robson Valley Regional
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Chicken – Broilers

Broilers are chickens raised for the purposes of meat production. They are a popular addition to 
small-scale livestock operations as they can be raised from chick to a harvestable age in anywhere 
from 6 to 14 weeks under relatively simple conditions.   Animals do not need to be sexed as both 
female and male broilers are raised together; however, high feed costs coupled with low market 
prices have created very slim margins of profitability for broiler production. Nonetheless, health, 
environment and animal welfare concerns from consumers have created niche markets that offer 
higher prices for sustainably, locally and humanely raised birds. Profitability in raising broilers 
hinges on efficient and effective feed management as feed costs constitute the majority of input 
costs for a broiler operation. In BC, production of broilers is limited under a supply system through 
the BC Chicken Marketing Board15. Under this system, you must either obtain quota or apply for a 
permit to raise up to 2,000 birds annually.

Chicken – Layers

Layers are hens raised for egg production. Unlike broiler flocks, layer flocks consist mainly of 
female animals, with only a few roosters for fertilization and flock protection if needed. Laying 
flocks are kept year-round until a hen’s eggs production declines after 2-3 years of age, and 
she is swapped out for a new hen. Eggs sales are a popular small farm product as they provide 
consistent revenue throughout the year, and farm fresh eggs are in high consumer demand. 
Sales of eggs, however, fall under several different pieces of legislation and are subject to supply 
management. In BC, a producer must obtain quota from the BC Egg Marketing Board if they plan 
to raise more than 99 layers. Producers raising organic, heritage, free run or other specialty flocks 
can apply for an exemption from registration annually, if they plan to raise more than 99 and fewer 
than 399 layers, and don’t plan to market their eggs through Federally Registered grading stations. 

Ungraded eggs can be sold through farm gate sales, directly from producer to end consumer, but 
only graded eggs can be sold to or used by retail outlets, restaurants, caterers, bakeries or any 
other commercial food outlet. Daybreak Farms16 in Terrace is one of four grading stations in the 
province. Producers selling eggs at farm gate or at Farmers’ markets should contact the health 
authority for an overview of safe egg handling practices. For more information on quota and other 
issues, visit the BC Egg Marketing Board website17.

15 http://bcchicken.ca/ 
16 http://www.daybreakfarms.ca/ 
17 http://www.bcegg.com/ 
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Climate & Climate Change

Farmers follow weather reports just as a stock broker would follow market reports, and now 
farmers are being advised to keep a close eye on climate patterns as well. The difference 
between weather and climate is time: weather is the short term (often day-to-day) condition of 
the atmosphere, whereas climate is the long-term atmospheric patterns, often based on 30 years 
or more of data. While weather can change from moment to moment, climate has typically been 
predictable. Scientific research is now telling us that climate patterns are changing more rapidly, 
and that these changes will have profound effects on agricultural, forestry, transportation and other 
systems developed in the past under relatively stable climates. 

A study in Prince George predicted that the area’s average temperatures will warm by 1.5°C to 
2.6°C by the 2050’s, and average precipitation will rise by 10%. The increase in precipitation 
will be concentrated in the winter and spring seasons, and summer precipitation may actually 
decrease. This raises the potential for more freeze-thaw conditions in the winter, more severe 
flooding during spring runoff, and more frequent droughts in the summer. Climate change can also 
increase the frequency of extreme weather events such as storms and wildfires. 

Much of BC’s central interior experienced the effects of climate change first-hand with the 
infestation of the mountain pine beetle, which proliferated partly due to a rise in minimum winter 
temperatures. Now millions of acres of dead pine stands are drastically affecting the movement 
of snow and water in the region’s watersheds, further compounding the effects of climate change. 
While warmer temperatures may provide some opportunities for farming in the north, changes in 
precipitation will place more pressure on farmers to better manage their water resources. Farmers 
are being encouraged to pursue diversified production on their farms to help offset the impact of 
sudden environmental changes. For the latest reports of climate change and agriculture in BC, 
please visit the Pacific Institute for Climate Solutions website18.

Community Futures

Community Futures is a network of nearly 300 community-based economic development offices in 
rural Canada.  They provide their local communities with a variety of services including business 
development, loans, technical support, training and information. Community Futures offices are 
also well-known for leading community-based initiatives, such as the Beyond the Market project. 
Each Community Futures offices is run autonomously, and thus services can vary from location to 
location, but in general, all Community Futures organizations offer support to small and medium 
enterprises. The BC Highway 16 region is home to three Community Futures offices: Fraser-Fort 
George (Prince George), Stuart-Nechako (Vanderhoof), Nadina (Houston) and 16/37 (Terrace).

See Also: Beyond the Market

18 http://pics.uvic.ca/ 
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Community Supported Agriculture

Community Supported Agriculture (CSA) is a relatively new sales model that provides a partnership 
of commitment between a farmer (or group of farmers) and their customers. Under a CSA program, 
a customer will purchase a subscription share of a farm’s anticipated harvest. The purchase 
is made up front at the beginning of the season, providing farmers with valuable early season 
cash flow. A proportional share of produce is then boxed and delivered to CSA shareholders (or 
members) on a regular basis (typically weekly or biweekly) throughout the season. 

CSA farms typically specialize in produce, though meats, eggs, honey and other farm items could 
be included. The CSA model is touted as a low-risk strategy for new farmers, as well as a direct 
and trusted method for discerning consumers to support local farmers and access some of the 
freshest available produce. While CSA programs do have their challenges, they continue to grow 
in number across North America. CSA programs provide farmers with more flexibility and shared 
risk. If bad weather reduces farm yields, the CSA customers simply receive less, guaranteeing an 
income for the farmer, but if low yields persist, CSA customers are likely to find a new supplier the 
next year. Similarly, if a farm produces bumper crop, CSA customers will reap the benefits. 

While the planning, aggregation and distribution of a CSA program represents many extra hours 
of labour for a farmer, the opportunity to market CSA shares early in the year offsets many 
hours of marketing labour from the peak growing season. Farmers interested in a CSA model 
should prepare a detailed crop plan to ensure that produce will be available consistently and in 
appropriate quantities throughout the season. Farmers will also have to plan efficient delivery/pick 
up locations. For more information on CSA programs in Canada, including tools, timelines, tips and 
spreadsheets,  visit the Biodynamic Farming and Gardening Association website19 or explore the 
vast information on this growing subject online. For a list of CSA programs in BC, visit FarmFolk 
CityFolk’s website20. Current CSA farms in the BC Highway 16 region include:

• Twin Meadows Organics (McBride)
• Borno Farms (Vanderhoof)
• Lauriston Farms (Smithers)
• Groundbreakers Collective (Smithers)

Competitors

Who is your competition? It is easy for niche market farmers to fool themselves into thinking that 
they have no competition, but the reality is that the food business is highly competitive.  Your 
products can be readily substituted by another, even if you feel your product is one-of-a-kind. 
A competitive food industry works both ways; with the right product, service and marketing, 
you should be able to convince potential customers to abandon their current supplier in favour 
of your business, but your competitors will likely being doing the same. You will need innovate 
and continually improve your business or risk losing customers when you are not able to stay 
competitive. As a food purveyor, you are competing with everything from supermarkets, to 
boutique retailers, to online order systems, to the farmer down the road. Instead of ignoring your 
competition, learn from them. 

19 https://www.biodynamics.com/content/community-supported-agriculture-introduction-csa 
20 http://www.farmfolkcityfolk.ca/resources/knowledge-pantry/csa/ 
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A well-prepared business plan will always include a good assessment of the competition and 
demonstrate how your business can excel amongst them. Browse supermarket shelves to 
understand what prices they charge and how they display their product. Ask your friends and family 
who their favourite vendors are at the local farmers’ market; they may have the marketing pizzazz 
or an essential product that you are missing! Learn which suppliers and business services your 
competitors use – they may be getting better service or prices than you. 

Keep in mind that you will not be able to compete on all of the factors that appeal to consumers: 
price, taste, freshness, aesthetic appeal, convenience, variety, customer service, packaging, and 
more. Instead, spend time carefully evaluating your competition to understand which competitive 
advantages you may hold to help position yourself in the market place. In an industry where prices 
and products can easily change, the competition can be stiff, and you should be re-evaluating your 
competitors on a regular basis. 

See also: Competitive Advantage

Competitive Advantage

Your competitive advantage, simply put, is the advantage you have over your competitors. While 
there are many different strategies for achieving competitive advantage, they fall roughly into four 
main categories: price, product, innovation and operational effectiveness. Attaining price advantage 
is extremely difficult; there can only be one lowest price producer, and as a small farm, it won’t 
be you. There are, however, price strategies that small farms can use. Many large companies will 
attract new customers with loss leaders: products that are sold below cost to bring customers in 
the door where they may purchase other higher priced items. Using this strategy effectively means 
converting new customers into regular customers. 

Direct farm marketing experts caution against product discounts, encouraging giveaways or two-
for-one sales instead. Discounting your prices may change your customers’ perceived value of 
your product, and they may end up refusing to pay the regular price.  Most customers understand 
that free product is a special thing and is not available every day. Price advantage aside, the most 
common competitive advantage used by small farms is product advantage: having a better or 
different product. There are many ways to differentiate your product: varieties, techniques, styles, 
locations, packaging, history, story-telling, and more. The key is knowing what your personal 
strengths as an operator are, what the capacity of your land base is, and what types of customers 
you can access. 

Innovation advantage is closely related to product advantage, but goes one step further; having the 
innovation advantage means having a product or service that no one else on the market currently 
offers. Examples might include an exciting new vegetable variety that you’ve developed yourself, 
or birthday parties in the barnyard in a community where there are no other agritourism operators. 
Having the innovation advantage requires creative thinking, the ability to understand customers 
needs (perhaps even before the customers themselves know they need it), and a lot of trial and 
error. The final advantage, operational effectiveness, is all about service. Friendly smiles, clear 
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signage, good parking, tidy premises, multiple methods of payments, quick service, and helpful 
staff are all examples of internal operations that can make doing business with your farm a more 
pleasurable experience. Once you have determined your competitive advantage(s), be sure to 
clearly communicate them in your marketing and branding strategies.

See also: Competitors, Marketing

Compost

Compost is simply decomposed organic matter composed mainly of humus. It is a cornerstone of 
organic soil management. There are many benefits to using compost over chemical fertilizers or 
raw materials. Compost stabilizes nitrogen levels, provides an even distribution of trace minerals, 
and can eliminate many pathogens and weeds through thermal processes. Compost is a great way 
for farmers to make use of organic waste and recycle carbon from their land base. We recommend 
Grace Gershuny’s book “Compost, Vermicompost, and Compost Tea” as great resource to learn 
more about the science and application of compost. The Regional District of Fraser Fort George 
sells composted residential yard waste (Norgrow21) collected from Prince George, at its Foothills 
landfill for a very low price.

See also: Manure, Soil

Cost

Many people will use the terms cost and price interchangeably, but these are indeed two very 
different concepts. Your costs are the monetary value of the inputs required to produce your farm 
products, while your prices are the value your finished goods are sold at. Costs can include feed, 
seed, equipment, fuel, labour, insurance, packaging and a host of others inputs. It is essential 
to estimate, track and evaluate your costs of production on a regularly basis in order to a) have 
an estimate of the money you will have to spend to produce your products before you earn any 
revenue (see cash flow) b) understand how a change in input prices will affect your overall costs of 
production, and c) to ensure that the price you set for your product provides you with revenue over 
and above your expenses (a profit). 

Unfortunately, many farmers avoid calculating their own costs of production, and simply price their 
products based on the going market rates of similar products. The reality, however, is that every 
farm has a different set of advantages and disadvantages, and every farm will have different costs 
of production. Costs are broken down into two categories: fixed and variable. Fixed costs are 
those that you incur no matter how much you produce. These can include rent or mortgage on the 
land, insurance, taxes, heat and electricity, building repairs, business licenses, advertising, major 
equipment purchases, etc. Variable costs are those that rise or fall with increase or decrease in the 
level of production. These can include seed, feed, fuel, veterinary services and others. 

See also: Price

21 http://www.rdffg.bc.ca/services/environment/waste-reduction/composting/centralized-composting
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Customers

Who are your customers? If your answer to that is “people who eat food”, you may want to sit down 
and better evaluate exactly who you customers are; there are 7 billion food eaters in the world, and 
only a tiny fraction will ever become your customers. Start by asking yourself a few critical questions:

• What communities do your customers live in? (i.e. Vanderhoof, Prince George, Vancouver)
• How do your customers prefer to do their purchasing? (i.e. farmers markets, delivery, 

retail, online)
• Is your customer single or feeding a family? Do they buy in bulk or in individual packages?
• Is your customer another business (i.e. chef, wholesaler or specialty retailer)?
• How does your customer like their product packaged? (i.e. brown-wrapped or vacuum 

packed, fancy or basic labels, fresh or frozen)
• How much is your customer willing to pay?
• What other values does your customer hold dear (i.e. freshness, health and safety, taste, 

environmental and social benefits, convenience, etc)

The process of answering these questions, combined with an evaluation of your competition, 
is called market research – understanding the who, what, where, when and how of selling your 
product. All too often, we meet farmers who have centered their farm business on a passion for the 
product they produce, but have failed to evaluate who their customer is and what they want. 

The customer is the most valuable component of your business; they provide your income, and 
their preferences may be different from your own. The ‘if you build it, they will come’ mantra does 
not always hold true, and new farmers would be well advised to demonstrate the demand for their 
product with empirical evidence before launching into full-fledged production. The best business 
planning will start with market research prior to production planning. 

See Also: Direct Marketing, Market Research.

D
Dairy

Dairy production in BC is a supply managed industry. Quota is required to produce cow’s milk, 
but not sheep’s or goat’s milk. All milk destined for human consumption must be processed by 
licensed processors. While there a handful of dairy farms in the BC Highway 16 region, there are 
currently no dairy processing facilities in the region. Raw product from these farms is shipped 
to the south for processing and distribution. For more information, please contact the BC Milk 
Marketing Board22.

22 http://bcmilkmarketing.worldsecuresystems.com/ 



D23

Debt

Debt is created when a bank, credit card, family member, dealership, or any creditor lends a sum 
to a farmer and expects repayment, usually with interest within a given period of time. Debt can 
sometimes be an important part of business development. As the old saying goes, ‘it takes money to 
make money’, but over-reliance on lending is a growing problem for Canada’s farmers. Many farmers 
will tell you to avoid debt all together, but the start-up capital needed to finance a new farm operation 
is a difficult achievement for new entrants. Some new farmers may be able to avoid debt by investing 
their personal savings and by pursuing off-farm income for supplemental cash flow. Others will only 
grow their business with profits they generate themselves – a low-risk strategy that may pay off in the 
long term, but will require foregoing opportunities that present themselves along the way. 

Imagine if a grocery store expressed an interest in retailing your pasture-raised chicken, but you 
didn’t have the money available to increase your flock size. Is avoiding debt still the best strategy 
in this situation? The best way to know if borrowing is right for you is to develop a proper financial 
forecast and analysis of your farm to understand what your anticipated revenues and costs will be 
over time. When adding a major investment to your farm, such as a piece of new equipment or a 
champion bull, be sure to develop a cost-benefit analysis to determine if your investment will reap 
adequate rewards. 

For example, when considering a new tractor, determine how much more revenue the tractor 
will bring to your farm versus how much it will cost and how long it will take to pay off. For other 
specialized equipment and tools, you can also estimate how many hours of labour the equipment 
will save and assign an hourly rate to those savings. For example, an automated seed dispenser 
for your market garden may save you 15 hours of labour during planting season, and if you value 
your labour at $15 an hour, it would save you $225 in a season. How does this compare with the 
cost of the dispenser? When seeking financing, shop around for the best lending rates and terms. 
Your current bank may offer package rates with some of the other services they already provide, 
such as insurance and personal banking. 

Farm Credit Canada is a Crown Corporation and Canada’s largest agriculture lender, even offering 
specialized lending products for new farmers. Community Futures organizations also offer lending 
packages to local businesses. If you find yourself balancing multiple sources of debt, be sure to 
pay off the source with highest interest rate first, usually credit cards. 

See also: Financing

Direct Marketing

Direct marketing is a two-way exchange between producers and end consumers, with minimal 
interference or outsourcing involved. It allows farmers to better influence the price they receive for their 
products, and provides an alternative for small farms that cannot compete in commodity markets. 

Direct marketing is the sale of farm products and transfer of knowledge about farm products and 
practices directly from the farm to the consumer, as well as the exchange of money and feedback 
directly from the consumer to the farmer. Direct marketing has many advantages for the small-
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scale farm; farmers can create a brand, play off their competitive advantages, and differentiate 
their product from other products on the market. Direct marketing also reduces the reliance on 
aggregators, packers, retailers, distributors, marketers and other ‘middle men’ services that reduce 
returns to the farm. Many farmers also find the relationship they build with customers through 
direct marketing to be incredibly rewarding. Consumers benefit from direct marketing by having 
access to some of the freshest product available, learning more about farming and the processes 
used to grow their food, developing a trust relationship with their food providers, and having more 
opportunity to concentrate their spending in the local economy. 

Direct marketing, however, is no walk in the park. ‘Middle men’ exist because the services that they 
perform require a great deal of time and knowledge. Farms involved in direct marketing will spend 
longer hours running their business, and may often be pulled away from production duties in order 
to deal with sales and marketing tasks. Customer demands will have a much more profound effect 
on the business and farmers must learn how to put customer service first. Marketing directly to the 
consumer also involves several health and zoning regulations, and farms will have to invest a great 
deal of time and money complying with zoning restrictions, health codes, insurance and safety 
needs, and packaging and labeling requirements. Farms interested in pursuing a direct marketing 
strategy can find many resources online that will help determine if a direct sale model is right 
for them and what strategies they should take. We recommended Farm Management Canada’s 
guidebook, “Marketing on the Edge: a Marketing Guide for Progressive Farmers’. 

See also: Brand, Customers, Marketing, Market Research

Drainage

Water is an essential component for the productivity of crops on the farm – too much or too little 
water will inhibit healthy plant growth. Well constructed ditches allow fields to be planted earlier in 
the spring, remove excess water, and dry up fields that normally would be too wet to support the 
weight of heavy farm machinery. In drier regions, ditches may allow farmers to tap into streams 
or other natural water sources for irrigation. Farmers should have a drainage plan for their farm to 
effectively move water around the property and protect sensitive riparian areas and fish habitats. 
New farmers assessing potential farm land should carefully evaluate drainage qualities. Water-
retaining clay sub soils are typical in the BC Highway 16 region, and gradual even slopes can 
improve drainage. For more information on drainage, consult the BC Ministry of Agriculture’s “BC 
Agriculture Drainage Manual” and the “Drainage Management Guide”. 

See also: Irrigation, Water

Dunster

Dunster is an unincorporated community in the Regional District of Fraser Fort George, located 
approximately halfway between the Village of McBride and the Village of Valemount. Dunster has 
a reputation as a strongly independent arts and agriculture community with a handful of other 
business and organizations such as the Dunster General Store, the Dunster Community Hall, and 
the annual Robson Valley Music Festival. Recently, the local School District made the decision to 
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close the elementary school in Dunster, due to budget shortfalls and declining enrollment, much 
to the dismay of the local community. As a result, the Dunster Fine Arts Society was formed and 
raised funds to purchase the empty elementary school from the School District and transform it into 
a community-run learning centre for all ages.

See also: McBride

E
Employees

Farming on any scale can is difficult to achieve alone. A good farm team is required to ensure that 
there are a variety of skills available for the many different types of tasks required on a farm, as 
well as extra sets of hands for jobs that simply cannot be done alone. Many farms have typically 
relied on the family unit to form the farm team, but where family, friends and volunteers are not 
available, you may have to consider hiring employees. Whatever the makeup of your team, they will 
form your farm’s human resources. 

Hiring employees does come with some important sets of legislation to follow. Before you 
hire an employee, you should refer to the BC Ministry of Labour’s Employment Standards 
Branch23 for information on the current minimum requirements that you, as the employer, are 
required to meet under the Employment Standards Act24. You should also prepare detailed job 
descriptions of each employment position so that both you and potential candidates have realistic 
expectations. Once you hire an employee, you must register with WorksafeBC25 for compensation 
coverage, and with the Canada Revenue Agency26 for payroll deductions. 

Your local WorkBC office27 should be able to guide you through questions you may have about 
hiring employees, as well as providing links to potential candidates. The BC Ministry of Agriculture 
recently published “A Guide to Developing a B.C. Agriculture Employee Handbook” – a useful 
tool for creating positive working relationship between you and your employee(s). We recommend 
Richard Wiswall’s book “The Organic Farmer’s Business Handbook” for suggestions on how to 
create a productive and healthy workplace environment on your farm.

See also: Internships, WWOOF

23 http://www.labour.gov.bc.ca/esb/ 
24 http://www.bclaws.ca/EPLibraries/bclaws_new/document/ID/freeside/00_96113_01 
25 http://www.worksafebc.com/insurance/registering_for_coverage/register_with_worksafebc/default.asp 
26 http://www.cra-arc.gc.ca/tx/bsnss/tpcs/pyrll/menu-eng.html 
27 http://www.workbc.ca/Workplace-Resources/Pages/Workplace-Resources.aspx 
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Equipment

One of the most critical factors limiting the growth of your farm is time. Farming is a labour 
intensive business, and getting all of the necessary farm tasks and chores done can seem near 
impossible for a growing farm. Equipment plays a central role in farming, making a farmers’ 
labour more efficient. The right tool for the job could save hundreds of hours of labour and help 
reduce strain on the body, but there are important factors to consider when looking at acquiring, 
upgrading, or selling equipment. 

The best strategy is to evaluate how much the equipment will cost to acquire and operate versus 
how much time it will save you. Some important questions to ask are:

• Do I have the right storage space to store my equipment? 
• How long do I expect the equipment to last?
• Can the farm grow without it?
• How much time will it take to learn how to use my equipment? Will I need special training to 

operate it?
• Must I purchase the equipment or are there lease or rental options available?
• If the equipment breaks, how difficult or expensive will it be to repair?

Ultimately, you must demonstrate to yourself that the equipment will generate enough revenue to 
outweigh any associated costs. Once you have acquired your equipment, be sure to spend the 
necessary time keeping your equipment in good order.

Farm Equipment Dealers in the BC Highway 16 region:

• Huber Equipment, Prince George and Smithers
• Northern Acreage, Prince George
• Grassland Equipment, Vanderhoof
• Horseshoe Lake Ventures, McBride
• NR Motors, Prince George
• Williams Machinery, Prince George

Extension

Extension is the transformation of new research, science and knowledge into applicable practice 
by operators through education and communication. It is the popularization of knowledge and 
the application of knowledge in operations. Agricultural extension is a common service provided 
to agriculture sectors across the globe by research institutions, government bodies, and non-
profit organizations. In the United States, extension services are typically run by universities 
and research institutions. In Canada, extension services have historically been provided by the 
provincial government. 

In past decades, the BC Ministry of Agriculture’s extension services were quite robust, with both 
centralized and regional extension services, including experimental farm sites. More recently, 
extension services through the BC Ministry of Agriculture have shrunk and the former experimental 
farms in Prince George and Smithers no longer exist. The BC Ministry of Agriculture still retains a 
staff of extension specialists who specialize in areas such as soils and organic production and are 
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largely based in Abbotsford, as well as regional agrologists who work in communities across the 
province to serve as the main point of contact for farmers to the Ministry. Many farmers feel there is 
a need for renewed investment in to province’s extension services, and other organizations such as 
universities and non-profits are beginning to offer these services.

See also: BC Ministry of Agriculture

F
Family

In the family farm situation, a work/life balance can be difficult to achieve; there is very little 
distinction between what is work and what is life! When your spouse is also your business partner, 
how can you address problems in the business without going to bed angry? When you hire your 
teenagers for farm help, will they continue to do household chores for free? When your in-laws own 
the business, how do you maintain a say in the family priorities? 

In a farm business operated as a partnership amongst family members, it is important to clearly 
state the roles each member will play from the beginning to avoid misunderstandings down the 
road. Decide who actually owns your business and how much of the profits (and losses) they’ll 
take. If you have kids, it’s important to determine whether they will be included as stakeholders 
in your business, or paid labourers for their help. If you are using land or equipment belonging to 
family members, determine how they will be compensated. 

Most importantly, be sure to schedule regular farm team meetings, so that the time taken to 
discuss the business does not detract from family meals and personal time. Other family and 
friends not directly invested in the farm business are invaluable for short-term help, but be careful 
not to abuse this privilege. Long term commitments should include compensation for their time and 
asset contributions. Above all, it is important that your farm team shares a common vision for your 
farm, sets goals together as a group, and maintains open and respectful lines of communication. 
For more information on family dynamics on the farm, we recommend Elaine Froese, a world-
renowned Canadian farm family business coach. Her website28 offers many resources in addition to 
her speaking videos on Youtube and Agriwebinar29.

28 http://www.elainefroese.com/ 
29 http://www.agriwebinar.com/speakerprofile.aspx?id=6dc00a64-6d68-42df-9521-7d866a75f556 
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FarmFolk CityFolk

FarmFolk CityFolk30 is a non-profit organization founded to facilitate greater connections between 
farmers and cities. Their work includes efforts to protect farmland, programs to support producers, 
education for key players in the foods system, and the celebration of local food. The organization 
is based in Vancouver and has extended their programming as far north at the Okanagan. FamFolk 
CityFolk has published many valuable resources and tools for farmers and communities that can 
be downloaded from their website. Recently, FarmFolk CityFolk launched the Young Agrarians 
movement to reach out to broader areas of the province.

See also: Young Agrarians

Farm Gate Sales

Farm gate sales are a method of selling agricultural product directly from the farmer who 
produced it to the consumer, usually on the farmer’s premises. The definition of farm gate sales 
is ambiguous. A proposed amendment to the Food Safety Act defining farm gate as “land owned, 
leased, or used by a food establishment to raise animals for sale and includes an individual’s 
residence” received its first reading in 2009, but was never ratified. In practice, farmers’ markets 
are typically considered an extension of farm gate sales, and with the rise of e-commerce and 
producer-run delivery systems, the definition of farm gates sales is even more complicated. 

Definitions aside, farm gate sales are one of the most common ways for small scale producers in 
the region to market their product. Through farm gate sales, the producer will interact directly with 
their customer, handing over the product, taking payment, receiving feedback and answering any 
questions. This method of sales can be labour intensive, but it does provide farmers with control 
over how their business is perceived and understood by their customer; moreover, customers can 
establish a trust and service relationship with their food providers. 

Farm Land Classification

Farm class is a designation assigned to farm properties by BC Assessment to indicate that lands 
are actively being used for qualifying agricultural use, earning the property owner a discount in 
their annual property taxes. Farm land classification is designed to separate commercial farming 
operations from hobby farms and homesteading by using income as the primary determinant 
for classification. As such, a property owner will have to demonstrate that their land generates 
a certain amount of income from the production of qualifying agricultural uses, beyond their 
own personal consumption. Qualifying agricultural uses include a variety of farm enterprises but 
generally exclude value-added agricultural products, such as wine, preserves and sausages. 
Farmers that don’t own property can earn farm class for their leasehold, providing a tax benefit 
to the property owner – it would be wise to include a discussion of this potential benefit when 
negotiating a lease. 

See also: BC Assessment

30 http://www.farmfolkcityfolk.ca/ 
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Farmers’ Institutes

In the pioneering age of the province, one of the first provisions of public education was delivered 
to farmers to help bolster food production and land cultivation to feed growing populations. This 
spurred the creation of Farmers’ Institutes in 1897, designed to facilitate co-operative purchasing, 
producing, and marketing, and a program of scientific agricultural education for the province’s 
farmers. With a decline in agricultural extension services in the province over the years, especially 
in the BC Highway 16 region, some Farmers’ Institutes have lost some of their original focus. 
Several have faded away in history altogether. Some, however, maintain their status as a society in 
BC under the Farmers and Womens Institute Act in order to pursue cooperative endeavours and 
preserve and share the history of agriculture in the community. 

The activity of Farmers’ Institutes across the region varies; some will meet on a monthly basis, and 
others do not meet at all. Some maintain a focus on agricultural policy, advocacy, and education, 
while others simply provide a space for socializing, networking and volunteering. Known active 
Farmers’ Institutes in the BC Highway 16 region at the time of writing include:

• District C Farmers’ Institute
• Eaglet Lake Farmers’ Institute
• Kispiox Farmers’ Institute
• McBride Farmers’ Institute
• Mud River/Beaverly Farmers’ Institute
• Prince George Farmers’ Institute
• Reid Lake Farmers’ Institute
• Salmon River Farmers’ Institute
• Smithers Farmers’ Institute
• Tatalrose Farmers’ Institute

Farmers’ Markets

Farmers’ Markets are a traditional cooperative venue for sales of farm products and generally 
anything else that a vendor can make, bake or grow themselves. Farmers’ Markets have 
experienced a resurgence in Canada in the last decade, and nearly every municipality in the BC 
Highway 16 region has a seasonal Farmers’ Market operating on a once-a-week basis during the 
growing season (typically May through September). A year-round market has been established in 
Prince George and one is currently developing in Smithers. Most Farmers’ Markets in the region 
are registered not-for-profit societies and members of the BC Association of Farmers’ Markets, 
though some markets continue to operate on an independent basis without legal structure. 

While all markets and their vendors must adhere to a standard set of health guidelines for 
temporary food markets, most other policies are independently developed by each market’s 
governing board. Some markets may restrict the types of vendors they allow, based on types 
of products, geographic location and other criteria, while other markets may develop policies to 
actively recruit as many vendors as possible. 

When building farmers’ market sales into your business plan, always check with the local market 
manager to see what their requirements are and if there is a vendor wait list. All food vendors must 
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follow the Guidelines for Sale of Food at Temporary Food Markets (see BC Centre for Disease 
Control). Farmers’ Markets are an excellent venue for new farmers to market their products, 
develop their branding and sales skills, and network with other producers. 

Farmers’ markets, however, are highly speculative and provide limited income while requiring many 
hours of labour to prepare for and attend. Typically, new farmers will vend at a Farmers’ Market 
for a few years until they have built up a client base and product line that can be sold through 
other venues. With a rise in the number of farmers’ markets across the province, some vendors 
are finding success vending at multiple markets, providing income 2-3 days a week during the 
peak season. This type of strategy requires a good farm team that has members who both remain 
on farm to complete the daily chores, and hit the road to make much needed sales. For more 
information about farmers’ markets, including toolkits, reports, research, contact information for 
local markets and other resources, contact the BC Association of Farmers’ Markets31.

Feed (Fodder)

Feed is actually a term for two different food delivery methods; forage and fodder. Forage is food 
that animals harvest themselves by grazing. Fodder is plant-based food, including leaves, stems, 
grains or legumes, which is harvested and delivered to animals. In our region, the term feed is 
commonly used to describe fodder. The feed you use on your farm is largely subject to your farm 
size, the needs of your animals, and the availability of feed in your community. Most small farms 
will have to buy bagged feed, which is more expensive than bulk, but comes with the added benefit 
of being pre-formulated for your animals’ needs. 

Ordering bulk feed is a much more economical way to feed a large number of animals, but keep 
in mind that most feed should not be stored longer than 45 days to maintain freshness. Some 
feed mills may even custom mix your order, but more than likely you will have to mix your own bulk 
order. Often feed costs represent the largest expense of keep and raising animals; maintaining an 
effective and efficient feeding strategy is important for building profits. To do this, you will want to 
experiment with free-choice feeding (animals have access to feed at all times) versus controlled 
feeding (animals receives rations at specific times of day) to measure how effective each strategy 
is with your herd or flock. 

You will also want to thoroughly research the feed requirements for your animals, and ensure that 
their diet is appropriate, especially as your animals enter different stages of life (infancy, pregnancy, 
lactation, growth, finishing, etc). Allowing animals access to pasture and forage will significantly 
reduce feed cost, and building well designed feed troughs will also minimize feed wastage. Your 
farm feeding programs should be carefully managed to ensure profitable and healthy animals.

31 http://www.bcfarmersmarket.org/ 



F31

BC Highway 16 Feed Dealers:

• Bulkley Valley Home Centre, Telkwa and Houston
• Day & Night Stores, Prince George
• Glendale Agra Services, Vanderhoof
• Northern Acreage Supply, Prince George
• Ospika Pet & Farm Supply, Prince George
• P&B Feeds, Burns Lake
• Ridgway Feeds, Terrace
• Rogers Ranch, McBride
• Smithers Feed Store, Smithers
• Spruce Capital Feeds, Prince George
• Sure Crop Feeds (bulk delivery to area), Grindrod
• Tri-Town Lumber & Feed, South Hazelton
• Vanderhoof Coop, Vanderhoof
• Zenmar Feeds, Prince George

Fencing

Fencing serves an important dual purpose on the farm: keeping farm animals in and unwanted 
pests and predators out. There are many different fencing systems available to suit a wide variety 
of needs, and all will likely represent a significant expense for your farm. Whatever your fencing 
choice, it should be well-researched, built right, and regularly maintained to avoid headaches and 
costly losses down the road. If you have inherited an existing fence, be sure to walk the entire line 
and perform a careful inspection. Are the posts rotting? Can you push them over with your own 
force? Are the wire and fasteners rusted through? Hopefully, your existing fence will need only a few 
spot repairs, but if problems persist throughout, it will have to be dug up and replaced. 

It goes without saying that fences should be brought up to snuff before you bring your livestock 
home or put them out to pasture. Good fence design will prevent animals from digging underneath 
the fence, as hogs tend to do, leaping over the fence, as goats tend to do, breaking down the 
fence, as bulls tend to do, and getting caught and injuring themselves in the fence, as all animals 
tend to do. Good fence design will take into account local wildlife pressures. Got an elk and deer 
problem? Nothing short of 6-8 feet tall will deter them. Got a bird of prey problem? You may want 
to consider an enclosed run for your chickens. Located in a populated area? A privacy fence may 
deter thieves and trespassers from your market garden. Planning on managing an intensive or 
rotational grazing program? There are several electrical fence configurations you could try. Planning 
on going organic? Treated wood is a prohibited material under organic certification, so plan on 
investing in more expensive materials or replacing untreated posts every 2-3 years. 

We recommend browsing your local library for fence design and resource books, and running a 
detailed budget for a variety of different designs. Hobbyfarms.com32 provides a good overview of 
fencing designs to get you started. Visiting your local fencing supply store can also help you price 
out the various options available to you

32 http://www.hobbyfarms.com/ 
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Fencing suppliers in the BC Highway 16 region:

• Your local building supply store will carry most supplies for traditional post and wire fences
• AB Custom Fencing, Fort St. James
• Glen Dale Agra Services, Vanderhoof
• Northern Acreage Supply, Prince George
• Smithers Feed Store, Smithers
• Vanderhoof Coop, Vanderhoof

Financing

Who is going to pay for my farm and how much do I need? These are important questions that 
should be answered as you develop your farm business plan. Too often, new farmers will put the 
cart before the horse by seeking start-up financing before they’ve properly evaluated their start-up 
costs, monthly cash flow and annual revenue projections. A solid business plan should be in place 
before seeking financing options; this way you will have a better understanding of when you are 
going to need financing, how much you require, and how long it will take you to pay off your debt. 

In an ideal situation, new farmers would finance their farm start up with their own resources. 
Borrowing money from a financial institution can be costly, and a great deal of money can be 
saved by avoiding debt. By using personal savings, selling off personal assets, and maintaining off-
farm income from other employment, new farmers may be able to fund a start-up themselves. The 
majority of new farmers, however, will require some level of finance from a lender, especially if their 
business entails large capital purchases such as land, buildings and equipment. 

Loans are a common and widely available source of financing. There are many different loan 
products available. Shop around not only for the best interest rates, but also the most flexible 
payment, best customer service and other benefits like discounted packages: insurance, credit 
cards, RRSPs, and other bank services that may be offered together. 

Lines of credit and credit cards are generally more flexible than loans, as you can make payments on 
them or withdraw money at any time, but they generally come with higher interest rates. Credit cards 
are very easy to acquire in Canada, but should avoided for anything except short term investments 
that can be paid off within a month or two. Credit cards are most useful for the loyalty benefits they 
often offer; cash back, air miles, and other loyalty gifts can add up quickly if you pay your credit card 
balance off completely each billing cycle and avoid interest payments on your purchases. 

At the other end of the scale, grants are financing options that do not require repayment, but they can 
be extremely difficult to access. Most grants, whether from private trusts or government agencies, 
are earmarked for projects that provide a direct public benefit. These often include projects that 
further scientific research, pilot new technologies, create job opportunities for the underemployed, or 
enhance environmental services. Many small farm enterprises may indirectly benefit the public, but 
their primary function is to provide an income for the farmers – a private benefit. Grant opportunities 
are constantly changing, and a great deal of research is required to know what is available. 
Granting agencies will rarely provide all of the start-up capital needed for a project and usually 
require that at least 50% of project costs come from other sources. The Investment Agriculture 
Foundation of BC33 administers many agricultural grants in the province.

33 http://www.iafbc.ca/ 
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Apart from lending institutions and funding agencies, financing may also be available from family, 
friends, partnering businesses, customers and other angel investors. This type of financing may 
take the form of a loan or even ownership equity. Online platforms such as Kickstarter34 and 
Indigogo35 also provide an opportunity for alternative fundraising for creative and entrepreneurial 
projects. These crowdfunding platforms raise funds through small contributions from many parties 
in order to finance a particular project or venture.

See also: Debt, Grants

Flowers

We typically think of farms as places that grow food, but there are many other types of products 
grown on farms, especially ornamental products like pumpkins, gourds, corn and flowers. Cut 
flowers are a popular item in Canadian supermarkets, and most towns have a local florist. Like 
food, consumers are increasingly demanding flowers grown in their local area under sustainable 
management practices. Floriculture is a branch of horticulture that shares many of the challenges 
and opportunities presented in a vegetable garden. The tools and techniques used are often very 
similar, and even some of the customers may be the same. For a comprehensive overview of a 
small-scale organic flower garden, we recommend Lynn Byczynski’s book, The Flower Farmer. 
For a look at the larger industry, we recommend the BC Ministry of Agriculture’s BC Floriculture 
Industry Overview36.

Forage

Forage is the plant-based food that livestock consume in the field through grazing. In BC, forage 
is often used to describe cut hay, even though this would technically classify as fodder. Grazing 
is an important strategy for a farm business, as it the most cost-effective way of delivering food 
to livestock. Fodder must be cut, cured, baled, transported, stored and transported again to the 
animal pens. By allowing livestock to graze on forage in the fields, the time, fuel, equipment and 
other costly expenses of creating, storing and delivering fodder can be reduced. Moreover, animals 
grazing in the field will drop their manure directly on the fields, reducing the expense of hauling 
manure out of shelters and pens. 

While there are many benefits to forage grazing, it does not come without its management 
challenges. The forage season in our region is shorter than more southern locals. Techniques such 
as swath and bale grazing may extend the forage season, but they are only effective under the 
right conditions and require a well-planned and well-executed strategy. The nutritional properties of 
forage grasses and legumes vary from variety to variety and at different times during the seasons. 

Farmers must weigh the nutrition needs of their livestock with that available from their forage 
plants. An effective forage management strategy requires extensive research into adaptation, 
establishment, rejuvenation and harvesting of different grasses and legumes, as well as soil 
fertility, insects, diseases and other pasture damages. The BC Forage Council provides support 

34 http://www.kickstarter.com/ 
35 http://www.indiegogo.com/ 
36 http://www.al.gov.bc.ca/ornamentals/overview_floriculture.htm 
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for research and education on forage matters, and houses data from forage variety trails in Fort 
Fraser and the Cariboo (among others) on their website37. The Agri-foodBC website38 also houses 
a wide variety of information on forage production in BC and beyond. The Alberta Ministry of 
Agriculture’s Alberta Forage Manual39 and the Pacific Field Corn Association’s “Cool Forages” are 
also recommend resources for forage managers. Steve Kenyon’s grazing seminars40 are highly 
recommend for northern livestock operators wishing to expand their grazing season.

See also: Hay, Alfalfa

Fort Saint James

Fort Saint James is a municipality at the south east tip of Stuart Lake, and the north end of Highway 27, 
approximately 60 km north of Vanderhoof. Fort St. James is one of BC’s oldest permanent European 
settlements. Founded in 1806 by fur-trader Simon Fraser, it was an important hub for the Hudson’s 
Bay Company. The town site and surrounding area is now home to 5000 residents, a quarter of which 
belong to First Nations communities. The town includes a college and university campus, a hospital, 
a chamber of commerce, several recreation facilities, and a national historic site. While only a handful 
of farms (35) reported from the Fort St. James region in 2011 census of agriculture, the local farmers’ 
market runs every Friday from May to September. Situated at an elevation of 2,280ft, Fort St. James 
receives 178mm of precipitation, 1,516 heat units and a mean temperature of 10°C during the critical 
April to August period. It experiences an average of 67 frost free days and 112 days without a kill 
frost41. The soils in the Fort St. James area are primarily clay-based. For more information about Fort 
Saint James, we recommend its Investment-Ready Community Profile42. 

Fraser Lake, Fort Fraser and Endako

Electoral Area D of the Bulkley Nechako Regional District encompasses the communities of Fraser 
Lake, Fort Fraser and Endako, as well as the Stellat’en and Nadleh Whet’un First Nations. The 
area is home to approximately 1700 residents and two major industries: Fraser Lake Sawmills and 
Endako Mines. The Village of Fraser Lake, known as the ‘White Swan Capital’ is home to most of 
the area’s amenities, including a library, a community health centre, and recreation centres. Nadleh 
Whut’en and Fort Fraser lie east of Fraser Lake.

Fort Fraser is an unincorporated community and was one of the oldest European settlements in 
BC. It is the site of the first land ever cultivated in British Columbia by non-first nations people. The 
fertile land in this area is the basin of a glacial lake. It is also the site of the famous ‘last spike’ of 
the Grand Trunk Pacific Railway, driven in 1914. Neighbouring Nadleh Whut’en has some land with 

37 http://www.farmwest.com/bc-forage-council 
38 http://www.agri-foodbc.ca/communities/forage/3005 
39 http://www1.agric.gov.ab.ca/$department/deptdocs.nsf/all/agdex16 
40 http://www.greenerpasturesranching.com/contactus.html
41 https://archive.org/details/climateagricultu00mcdo 
42 https://fortstjames.civicweb.net/Documents/DocumentDisplay.aspx?ID=4095 
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agricultural potential, and the band currently runs a small haying operation. Endako and Stellat’en 
lie on the west end of Fraser Lake. For more information about Fraser Lake area, we recommend 
this Investment-Ready Community Profile43.

G
Goats

According to Stats Canada, the number of goats on Canadian farms has doubled from 1996 to 
2011. The increasing demand for goat meat is commonly attributed to a rise in immigration in 
Canada. Many new immigrants from Hispanic, Caribbean, European, African and Southeast Asian 
countries use goat meat as a staple in their home countries and want to keep their traditional 
eating habits when they settle in Canada. In 2010, goat meat accounted for 70% of the red 
meat consumed globally, and goat milk was the most widely consumed dairy. Goat meat is even 
catching on in the traditional North American market as health conscious consumers learn that 
goat meat is the leanest of all red meats. 

Demand is currently out-pacing supply across North America and several producers are building 
herds to become a part of this growing market. Kawano Farms, a Class A abattoir in Prince George, 
now offers Halal processing for goats – a requirement for customers observing Islamic law.

Goats are proving popular for other products as well, including dairy, fibre and invasive weed 
management. For years, forest companies have employed goat and sheep herds to reduce weed 
pressure on forest cut blocks. Now municipalities are catching on. The University of Northern BC 
conducted a two year field trial using goats to manage weeds at Prince George sewage treatment 
sites where the use of pesticides is prohibited. The City of Kamloops employs a goat herd for 
some of its weed management, and now the BC Ministry of Transportation is experimenting with 
goats at some of its gravel pits.

Goats are also milk producers. The supply of goat milk to the market is not regulated by a 
central marketing desk or supply management, as it is with cow milk.  This makes it attractive to 
new producers who cannot afford to buy dairy quota. The sale of unpasteurized milk for human 
consumption is illegal in BC, and there are currently no facilities in the BC Highway 16 region 
licensed to process milk, goat or otherwise. 

Any farmer in the region interested in starting a goat dairy operation would have to also build 
and establish a licensed dairy processing facility or arrange supply contracts with processors 
elsewhere in the province. Unpasteurized goat milk can be sold legally if not destined for human 
consumption. Several dairy goat farms in the region supply artisanal bath and body products as 
well as pet food companies, animal shelters and veterinary hospitals which use goat milk to nurse 
orphaned animals. 

43  http://www.fraserlake.ca/upload/docs/Fraser%20Lake%20-%20Investment%20Ready%20Profile%20
%28web%29.pdf 
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Goats as farm animals are increasing in popularity due to their small manageable size and ease 
of care. Goats are a popular livestock animal in the north, which is home to approximately 11% of 
BC’s goat herd. Goats are recognized as good animals for families, as their stature and demeanour 
poses less of threat to children and small-framed adults than hogs or cattle. Goats are a relatively 
low-investment herd as they do not have elaborate housing requirements, are primarily fed forage 
and hay, and have short 5-month gestation period.

Grants

Grants are non-repayable funds allocated to special projects with specific outcomes, and often 
require detailed reporting and monitoring from the recipient. Grants can come from a variety of 
sources and are always changing, making it difficult to keep track of what grants are available 
at any given time. Generally grants can come from private trusts or public institutions, but are 
almost always oriented towards an outcome that serves a broader good. Grants that simply 
serve to increase the bottom line of a private business are few and far between; however, grants 
that provide broader benefits such as employment generation, development of new research, 
advancement of new technologies, and collaboration across sectors are available. 

Historically, grants for small businesses were more accessible, but it has become increasingly 
difficult for private business to receive grants, especially from public funds. Instead, low interest 
financing options may be available. Ultimately, a farm business should not seek grant funding until 
they have a business plan and an intimate understanding of the scale of financing required to 
execute the business plan. 

See also: BC Real Estate Foundation, Growing Forward 2, Financing, Investment Agriculture 
Foundation, Northern Development Initiative Trust

Greenhouses

A greenhouse is a term used to describe a vast number of different structures, primarily composed 
of glass or plastic, which perform the same basic function: capturing convective heat and moisture 
to provide optimal conditions for productive plant growth, even in times of inclement weather. 

A greenhouse could be a small as a cloche (a hand-held domed covering of glass or plastic 
placed over plants during cold nights) or cold frame (an insulated raised bed with a glass cover). 
Greenhouses can also be very large. British Columbia is recognized as a global leader in modern 
commercial greenhouses, with approximately 1400 acres under greenhousing, utilizing advanced 
technology for pest control and climate control systems. 90% of BC’s commercial greenhouse 
industry is located in the Lower Fraser Valley. 

Quota is required from the BC Vegetable Marketing Commission for the production of greenhouse 
tomatoes, peppers, cucumbers and butter lettuce; however, this regulation only applies to the area 
south of the 53rd parallel (Quesnel), so producers in BC’s Highway 16 region would be exempt 
from quota requirements. Despite this advantage, higher heating costs, a larger transportation 
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requirement, and less productive soils make the BC’s Highway 16 region less competitive with the 
south for large scale greenhouse production. On a small scale, however, most market gardens in 
the region employ some sort of greenhouse structure to extend short growing seasons. 

Most market gardeners in our region will construct a small permanent greenhouse structure to 
provide space for early seeding in trays as well as cultivation of warm weather crops for home use. 
Larger greenhouse structures in the region are most often hoop houses (also called high tunnels 
or polytunnels). These structures are typically constructed of rows of arched piping covered with 
polyethylene sheeting and doors or large openings on the ends. These structures are simple and 
inexpensive to build and provide good airflow through the open ends. 

In the early spring and late fall, covers may be placed over the open ends to hold as much heat 
as possible, and reemay or row covers may be laid over plants to provide additional protection. 
Typically, hoop house structures do not hold up under snowfall and must be disassembled each 
season, unless constructed of more durable materials and with peaked ceilings known as gothic 
arches. Portable hoop house structures that can be moved from plot to plot are rising in popularity 
as they offer farmers greater options for season extension and crop rotation. 

For a great overview of season extension using greenhouse techniques and portable hoop houses, 
we recommend books by Elliot Coleman44. Wildflight Farms45 in Salmon Arm, BC has successfully 
implemented a portable hoop house system here in BC. Hoop houses may also be used as 
equipment shelters or livestock housing. Joel Salatin46, author of several notable farming titles, 
uses hoop houses as winter shelters for pigs, rabbits, and chickens, often together under one 
roof. Some farmers are even experimenting with co-housing of animals and vegetable seedlings 
during cold periods, to see if the body heat generated by livestock can help keep the plants from 
succumbing to cold temperatures. In general, greenhouse structures of any kind are a particularly 
useful tool for farmers in the BC Highway 16 region looking to expand the narrow growing season 
and guard against weather extreme that can occur at all times of year. 

Growing Forward 2

Growing Forward 2 is a Federal-Provincial agreement that serves as the foundation for government 
agricultural programs and services. In addition to funding for business risk management 
programs47, Growing Forward 2 will provide $105 million over five years (2013-18) to support 
British Columbia’s agri-foods sector in three key areas: innovation ($27 million), competitiveness 
and market development ($55 million), and adaptability and industry capacity ($23 million)48. 
Growing Forward 2 also commits funding to three federal programs. AgriInnovation49, 
AgriCompetiveness50, and AgriMarketing51.

See also: Agriculture & Agri-Food Canada, BC Ministry of Agriculture, Grants

44  http://www.fourseasonfarm.com/
45  http://www.wildflightfarm.ca/
46  http://www.polyfacefarms.com/
47   http://www.agr.gc.ca/eng/about-us/key-departmental-initiatives/growing-forward-2/business-risk-man-

agement-programs/?id=1365200704404 
48  http://www.agf.gov.bc.ca/apf/GF2/GF2.html 
49  http://www.agr.gc.ca/eng/?id=1354301302625 
50  http://www.agr.gc.ca/eng/?id=1359338007173 
51  http://www.agr.gc.ca/eng/?id=1357941192614 
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Growing Season

The shorter growing season of northern latitudes is a major factor in deciding what crops to 
produce. While the date of the last frost in the spring and the first frost in the fall will vary widely 
from microsite to microsite, as well as community to community, an understanding of historical 
crop data will assist immensely with good crop planning. In his book “Gardening between Frosts,” 
local author Dave Havard does an excellent job of researching the growing season in the region. 
He makes an important distinction between a regular frost (0°C) and a killing frost (-2.2°C) and 
also compares the frost free season with average heat units. In general he found that most of 
the region experiences its last spring frost in mid-June and first fall frost in late August or early 
September, with relatively shorter seasons in Vanderhoof, the Southside and Smithers, and longer 
seasons in McBride, Quesnel, and Terrace. 

The difference between the shortest frost free day period and the longest frost-free day period is 
dramatic: from 52 in Vanderhoof to 138 days in Terrace. Heat units are another measure of the 
growing season, Because most field crops grow best when the temperature is above 42°F, or 
5.5°C, temperatures above the point are good reference point for climatic suitability. The number 
of heat units in a day is the degrees that the mean temperature is above 42°F. For example, if the 
mean temperature on a given day reaches 56°F, 56°F – 42°F = 14 heat units. 

The region, on average, experiences between 1,500 and 1,800 heat units in the April to August 
season, and as much as 2,000 heat units in the Quesnel area. While the Skeena region experiences 
a longer growing season, its coastal proximity means more precipitation and cool ocean breezes, 
reducing the potential for warm growing seasons. For an excellent overview of the growing season in 
the BC Highway 16 communities from McBride to Smithers, we recommend the bulletin “Climate and 
Agriculture in Central British Columbia” put out by Agriculture and Agri-food Canada52.

See also: Hardiness Zones

H
Hardiness Zone

Another indicator for suitability of potential perennial crops in the regions is the Plant Hardiness 
Zone. Zone classifications are based on average annual minimum temperatures. The scale 
of hardiness zones runs from 0 to 12, with higher ranked zones experiencing warmer winter 
temperatures . Communities like Smithers and Prince George are classified as Zone 3, Vanderhoof 
and Fort St. James are classified as Zone 2, the Hazeltons are classified as Zone 5, and Terrace is 
classified as Zone 6. An interactive map of Plant Hardiness Zones can be found on Agriculture and 
Agri-Food Canada’s website53. It should be noted that hardiness zones are only relevant to trees, 

52  https://archive.org/details/climateagricultu00mcdo 
53  http://sis.agr.gc.ca/cansis/nsdb/climate/hardiness/index.html 



H39

shrubs and perennials crop as they are based on overwinter temperatures. The suitability of annual 
crops to the region will be largely determined by frost-free days, heat units and soil conditions of 
the area.

See also: Growing Season

Hay

Hay is plant material (usually grasses or legumes) that is cut, dried, baled and stored for use as 
animal fodder. Hay is used as a primary feed source for cattle, sheep, goats, horses and other 
herbivores when access to forage is not available. In the BC Highway 16 region, hay as production 
is a common agricultural activity. In 2011 there were 564 farms producing 94,000 acres of alfalfa 
and alfalfa mix, and 700 farms producing 84,000 acres of tame hay and fodder crops. The recent 
establishment of hay compression plants in Vanderhoof adds further demand to the hay market. 
Top Hay Agri Industries has the capacity to process 50,000 tonnes of compressed alfalfa hay a 
year, destined for export into Chinese markets. Because the quality and nutritional value of hay can 
vary widely, farmers buying and selling hay are encouraged to use a laboratory-conducted feed 
test to determine dry matter, crude protein, and nutrient contents of the hay. 

See also: Alfalfa

Hazelton

The Hazelton area is a collection of villages located at the junction of the Skeena and Bulkley 
rivers, west of Smithers, and part of Electoral Area B of the Kitimat-Stikine Regional District. 
It consists of two municipalities, Hazelton (commonly referred to as Old Hazelton) and New 
Hazelton, three unincorporated communities (Two Mile, South Hazelton and Kispiox) and two 
First Nations band (Gitanmaax and Hagwilget). The fertile Kispiox Valley lies north of the 
Hazeltons and is home to the Kispiox Rodeo. The Hazleton area has a rich history beginning with 
First Nations settlements, and eventually European settlement, gold rushes, mining, and railway 
expansion. The area is home to world-renown fishing opportunities and the Ksan Historical 
Village, both of which are part of the moderate tourism industry in the region. Generally, however, 
there are few economic drivers in the area. 

The top employers in the region are the School District, the hospital and the various government 
offices. Unemployment and child poverty rates in Hazelton are some of the highest in the province. 
The Hazelton area has a very young population, with over half of its residents under the age of 35. 
The area’s climate is milder and wetter than the neighbouring interior plateau, due to warm pacific 
airs. The Hazelton area is home to almost half of the Kitimat Stikine Regional District’s farms. 

The local agriculture community hosts the Hazelton Farmers’ Market54 and the Kispiox Rodeo. 
The road between Old Hazleton and Two Mile is also home to an innovative community-supported 
agriculture project. The Senden Agricultural Resource Centre, more commonly as the Senden 
House, is an historical 3 acre farm restored by the local economic development society as 

54  http://hazeltonfarmers.wordpress.com/market-blog/
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a training and resource centre for food production, therapeutic use and skills development. 
Senden House includes a restored farm house, a cold cellar, a green house and gardens. Trials 
of commercial hemp, potatoes, and black currants have also been piloted in the area. For more 
information about investing in Hazelton, we recommend this Investment-Ready Community Profile55.

Food Safety

While a growing number of consumers are seeking of local and sustainably raised food, all 
consumers place a high value on safe food. It only takes one case of food-borne illness to 
potentially destroy a business. There are many biological, chemical and physical elements that can 
contaminate food from the farm and make it unsafe for consumption, and not all of them will be 
immediately apparent to you. All farmers should inform themselves of risks present on the farm and 
potential incidents that could cause cross-contamination and food-borne illnesses to occur. 

There are several strategies and resources available to help farmers learn of potential dangers, 
including CanadaGAP - Good Agricultural Practices56. CanadaGAP offers a free download of their 
manual for fruits and vegetables and greenhouses. This guide and other resources from your 
industry association will help you create your own on farm food safety plan. To ensure you are 
complying with all applicable health legislations, contact your local Health Authority office. 

See also: BC Centre for Disease Control, Northern Health

Hogs

Hogs are a popular livestock addition to the small farm as they can serve many purposes in a 
diversified operation. As meat animals, hogs have several benefits. Hogs do not have extensive 
space requirements and can be managed on small acreages. Under the right conditions, a hog 
can be raised to slaughter weight in six months. Hogs also have a high dressing percentage (72%), 
so most of the animal can be transformed into a marketable product. Highly efficient and highly 
centralized industrial pork production facilities have driven the price of pork down to an almost 
unsustainable level in recent decades, but humane concerns with the treatment and health of animals 
in industrial facilities have prompted many consumers to seek alternative sources of pork. 

This shift in demand creates a window of opportunities for small-scale hog producers with the right 
marketing skills. Farmers looking to enter commodity hog production will find difficultly competing 
with the larger operators in the industry, which enjoy significant economies of scale and large 
capital investment in technology and facilities. Beyond pork production, several producers in the 
region find success breeding hogs for the purpose of marketing weaner pigs. 

Weaner pigs are weaned piglets around eight weeks of age that are often bought buy small farms 
and homesteads for raising, finishing and slaughter for the family or a small customer base. 
Weaner pigs allow small farms and homesteads to raise a few pigs in a season without having to 
invest in breeding animals, facilities and overwintered animals. Hogs also provide an opportunity 

55  http://www.village.hazelton.bc.ca/pdf/Hazelton-Investment-Ready-Community-Profile-web.pdf
56  http://www.canadagap.ca/welcome/
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for garden preparation and weed clearing, as well as manure production. When grazed in a 
confined space, pigs will dig deeply, turning over soils and eating buried plants roots, stalks and 
seeds, reducing the likelihood for weeds to return. Hogs are also excellent recyclers, and will eat 
large amounts of garden waste. Hogs producers should take care to manage the waste for their 
animals carefully, to avoid contamination of water sources.

Houston

Houston is a small community of 3,200 people, located in the Bulkley Valley, 65 kilometres east 
of Smithers. Houston’s economy is based on forestry and mining operations, with some tourism 
generated by the world class fishing opportunities in the region’s many lakes and streams. Known 
as the Pleasant Valley prior to its re-naming in 1910, Houston is nestled in the rain shadow of the 
Coast Mountains, but does experience moderate annual rainfall . The District of Houston provides 
an excellent overview of agricultural settlement in the area on their website57. In the mid-century, 
Houston farmers exported many crops by rail, included a locally developed variety of cabbage 
know as Houston Evergreen, prized for its keeping quality in storage. Labour demands from lumber 
and mining industries in the area lured many farmers into other employment, but with anticipated 
closure of the West Fraser Mill in Houston in March 2014, there may be a renewed call to the 
land for farming. For more information about Houston, we recommend this Investment-Ready 
Community Profile58.

I
Insurance – General 

There are a vast number of insurance products available on the Canadian market. You are likely 
familiar with some, such as auto insurance, home insurance and life insurance, but there are many 
other insurance products recommended for business operators and farmers, some of which may 
even be required by your customers, partners or producer associations in order to establish a 
business relationship. 

General liability insurance is a must-have for business operators. It is designed to protect you, 
the insured, from risks of liabilities imposed by lawsuits and similar claims. Your insurance policy 
should cover damages caused by your product, as well as accidents on your farm and other 
premises associated with your farm business. Any farm exploring agritourism or hosting visitors 
on farm will need comprehensive liability insurance. If you have employees, you will be required 
to enroll in WorksafeBC insurance to protect your business from lawsuits from injured employees. 
Even if you don’t have employees, WorkSafe BC offers Personal Option Protection insurance to 
protect those not automatically covered under the Workers Compensation Act. It is an opportunity 
for you and your spouse to protect yourselves in the case of injury on the job or disease contracted 
as a result of your work.

57  http://houston.ca/siteengine/activepage.asp?PageID=24
58   http://www.houston.ca/files/%7B83A17225-6BE4-4246-83B7-DFE334D4A9D5%7DHouston%20-%20

Investment-Ready%20Community%20Profile%20April%202011.pdf
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As your business develops, you will want to work with your mortgage broker to update your home, 
auto and other asset insurances. Different insurances apply to farm residences and vehicles 
than general residences and vehicles. If you own valuable equipment or outbuildings, you may 
want to explore options for insuring those assets too. Insurance brokers that specialize in farming 
operations will often offer complete insurance package tailored specifically for farmers. 

Insurance – Production

Farming is an inherently risky business. Uncontrollable factors like the weather, wildlife or insect 
infestations can sometimes yield disastrous results. Production Insurances, also know as crop 
insurance, are insurance programs designed to offset financial hardships experienced as result 
of weather or other factors. In BC, there are several insurance programs offered by the provincial 
government under their Risk Management strategy. 

See also: Risk Management.

Internships

Internships, apprenticeships, and work studies in agriculture generally all refer to the same thing: 
the exchange of labour for knowledge and experience. Internships are common practices of many 
of BC’s farms as they provide a mutual benefit to their participants. For established farmers, interns 
provide much needed labour and assistance on the farm during times of need. Hired help on small 
farms can be difficult to recruit. Farm work is seasonal in nature, making it difficult to attract skilled 
and consistent employees. Labour markets in the northern BC region are also under significant 
demand pressures in communities where forestry, mining and energy exploration companies are 
actively recruiting labourers at wages much higher than agricultural employers can afford. 

New farmers, on the other hand, often lack a great deal of practical experience, and will seek out 
opportunities to shadow the work of established operators in order to build the knowledge base 
they will need to get started in their own operations. In exchange for the labour provided by interns, 
established farmers are expected to spend many hours providing guidance to their interns. While 
hired employees would only need to learn the tasks involved in carrying out their farm chores, 
interns will want to learn all of the farming operations, especially behind-the-scenes management 
practices that will apply to their own future operations. 

This quest for knowledge can be very demanding of a farmer’s time. Many host farmers 
underestimate the time they will have to spend with interns, as well as the cost of feeding and 
accommodating interns. Farmers should also ensure that they have adequate insurance coverage 
in case an intern is injured during their time on the farm. Farmers will also need to evaluate if their 
internship position runs in accordance with employment standards. According to the Employment 
Standards Act, an intern who does work that would normally be done by a paid employee must 
be paid at least minimum wage. Future farmers seeking out internship opportunities would be 
well-advised to select a host with experience hosting interns and positive referrals. Internship 
organizations, such as Farm Management Canada’s Step-Up program, will work to establish a 
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learning agreement between host and intern to clarify the expected outcomes of an internship.  
The World Workers on Organic Farms (WWOOF) network is another organization that is less formal 
internship program and more of a traveler’s work exchange.

See also: Employees, WWOOF

Investment Agriculture Foundation

The Investment Agriculture Foundation of BC was formed in 1996 to distribute federal and 
provincial funding to benefit British Columbia’s agriculture and agri-food industry. It has since 
grown and diversified and is now responsible for delivering and administering numerous programs 
and initiatives, including the Emerging Sectors Initiative, the Organic Sector Development Program, 
the BC Buy Local Program, and more. Funding is made available to help the agri-food industry 
seize new opportunities and deal with emerging issues.

See also: Grants

Irrigation

Plants need three key ingredients to grow: sun, soil and water. A combination of good soil structure 
and adequate precipitation will keep many plants alive, but a more consistent and reliable source 
of water is needed to achieve the productivity levels of a commercial farm enterprise. Many 
smaller farmers in the region rely on natural precipitation for the water needs of their forage crops. 
Larger haying and pasture-based operations may invest in irrigation infrastructure if the resulting 
improvements in forage yields promise a reasonable return on investment. Field crops, fruit and 
vegetable gardens and high yield forage operations will generally require an irrigation system to 
supplement natural rainfall.

Irrigation systems can be divided roughly into four types: surface, sub-surface, sprinkler and 
localized systems. Neither surface, where fields are flooded, nor sub-surface systems, where the 
water table is raised, are common in the region. Instead, farms in the north typically use sprinkler 
systems and drip (localized) irrigation systems. Drip irrigation is a very efficient system for market 
gardens and other small acreages. These low pressure systems deliver water slowly and directly to 
plant roots, reducing the potential for soil disturbance, evaporation and damage to crops caused 
by water on plant leaves. Sprinkler systems deliver water from overhead, and can provide irrigation 
to much larger areas. Several types of large, high pressure sprinkler systems exist, including 
centre pivot, lateral roll (wheel line) or sprinkler gun. These larger sprinkler systems can be a 
major capital investment, but smaller sprinkler systems designed for home use will suffice for 
small market gardens. Finally, in the absence of an irrigation system, some small-scale farmers 
will manually water their plants by hand with a watering can or garden hose. Manual irrigation is 
extremely labour inefficient and only recommended as a temporary measure.

In all irrigation systems, a reliable source of water is needed. Ground water wells are common, 
and currently a few restrictions exist for groundwater well development on farms, though changes 
are imminent in BC’s proposed Water Sustainability Act, currently in the review phase. Drawing 
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water from a creek, river, lake or other public water bodies will require a water license from the 
BC Ministry of Environment. If your water will be drawn from a municipal or district water system, 
you will want to verify whether or not your farm requires a commercial or agricultural draw license. 
Water from all sources should be tested to identify potential chemical or biological hazards. 
Municipal water in Prince George, for example, contains fluoride, which is a prohibited substance 
on certified organic farms. The province also sets quality guidelines for microbial content in 
irrigation water, especially for use on crops eaten raw. 

See also: Drainage, Water

J

K

L
Land

Land is one of the most important factors that contribute to a viable farm business. Not only does 
land typically represent the largest capital investment in a farm enterprise, but every parcel of land 
is has a vastly different productivity value. Most often new farmers will want to determine the fertility 
of soils on their potential farmland before investing, but there are many other factors to consider:

• Location – Is your target market accessible from your farm?
• History – What has the land been used for in the past?
• Water – Do you have access to water for drinking and irrigation?
• Drainage – What part of the land has poor drainage? Are there flood risks?
• Soil – are the soils suitable for the products you would like to produce?
• Topography – is the terrain hilly or flat? Does the land have good southern exposure?
• Zoning – Is the area of the activities you hope to run permitted under the land’s zoning?
• Access – Are there reliable roads and trails to access all parts of the land?
• Outbuildings – What structures exist on the land already?
• Security – Will the land be subject to theft and vandalism?
• Fencing – Is the entire parcel fenced? Is the fencing in good condition and suitable for your 

intended purposes?
• Pests – Is the land plagued by invasive weeds or problematic pests?
• Cell Phone Reception – Do you have access to valuable communications while on the land?
• Utilities – Does the land have existing utility infrastructure for communications, natural gas, 

electricity, water, septic, sewer or otherwise? What will it cost to connect the utilities you require?
• Neighbours – Do you anticipate any potential conflicts with your neighbours?
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• Residential value – Is the land suitable for raising a family? Can you access schools, 
employment and other services from the land?

• Timber – Will you require timber for heating, milling or revenue generation?
• Species at Risk – Is the land home to Species at Risk? How will these affect your 

development plans?
• Other natural features – Does the land have other potentially advantageous features such as 

berry bushes, gravel deposits, wild game, or mountain vistas?

Answering these questions and evaluating the implications for your business plan is an essential 
step to take before finalizing a land purchase. Because there is a lot of farmland in the central 
and northern interior region of BC available, and land here is subject to fewer commercial and 
residential pressures than farmland further south, real estate prices remain relatively low. 

It is very common for new northern farmers to purchase land before fully developing a farm 
business concept. Purchasing land at an attractive price may seem like a good deal, but each 
parcel of land has specific limits on what you can achieve. It is better to develop a business plan 
prior to purchasing land so that you know exactly what your land base should be capable of and 
which of the factors listed above will be most important to you.

Of course, not all new farmers will be required to purchase land. Farmland can be accessed through 
a variety of alternative measures such as leases, access agreements, cooperatives and others. 

See also: Agricultural Land Reserve, Lease

Lease

Access to farmland is often one of the most prohibitive barriers for a new farmer. Even if farmland 
prices are in line with fair value for agriculture use, purchasing farmland represents a long-term 
commitment, usually much longer than a new farmer can plan for. Most often, even if a farmer is 
willing to invest in real estate, they will often  find themselves priced out of the market. Farmland 
real estate prices across BC are rising to represent competing residential, recreational and other 
commercial values instead of the value of their intended use - agriculture. 

A lease agreement is an alternative method new farmers can use to access farmland and reduce 
the strain of real estate investment on a new farm start up. Lease agreements are the most formal 
type of land access agreements, giving exclusive possession and usage of a property (or portion 
of property) to a tenant in exchange for rent. Lease agreements can be registered on title, giving 
tenants greater legal recognition and security. There will be many clauses in a lease agreement 
that will define the responsibilities of a landowner and tenants, and all farmers pursuing a lease 
agreement should hire a lawyer to construct or review the agreement before signing it. The Land 
Conservancy of BC’s “Guide to Farmland Access Agreements” provides a comprehensive overview 
of farmland lease agreements and other contractual forms of land access in BC. The document 
even provides templates for drafting agreements and would be a valuable tool for any farmer or 
landowner considering an access agreement.
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Llama

Llamas are camel-like animals originating from South America. Their recent rise in popularity 
on North American farms is due to their multi-purpose nature; they serve as pack animals and 
livestock guardians, as well as fibre, manure and meat producing animals. Llama fibre is lighter 
and warmer than sheep’s wool and does not contain lanolin, but its commercial value is limited 
by the mix of coarse and fine hairs in a llama’s coat. Llama meat is a lean and protein-rich food 
common in the Bolivian highlands, but is still considered an exotic and rare meat in the North 
American market. 

Llama manure is another popular niche market product. Llama droppings, commonly called 
‘beans’, are easily gathered, as llamas tend to deposit their droppings in piles. Llama manure 
is high in nitrogen and potassium compared to manure from other livestock animals, and low in 
organic matter. It is less prone to producing offensive odours or causing nitrogen burn to plants 
when decomposing. 

Llamas are highly social animals with strong pack dynamics. Llamas should always be raised with 
other llamas. They are instinctively suspicious of dogs and thus make good guardian animals to 
protect sheep, poultry and other livestock from coyotes, foxes, and other small predators. As pack 
animals, llamas can carry up to one-third of their body weight and are heralded for their low impact 
on high-altitude terrain; their soft feet inflict less damage to sensitive trails than hooves or tires, 
and they browse considerably less than horses and mules. Different llamas are bred for different 
purposes, so when considering llamas on your farm, it will be important to seek out animals that 
have been bred for the primary task you envision.

M
Manure

While manure may refer to any organic matter used to fertilize soils, in practice it is typically only 
used to describe animal manures. Used as a soil amendment for centuries, manure has many 
beneficial properties. Manure can improve soil structure and enhance microbial activity. Manure 
also contains trace elements needed for plant growth, including nitrogen, phosphorus and 
potassium, though the concentrations of such nutrients in manure are typically much less than 
those in synthetic fertilizers. 

Animal manures are composed of feces and may contain pathogens that could be transferred to 
food crops. Manure may also contain many weed seeds that are not broken down by the digestive 
system of livestock. As such, manures should be composted before application to help heat 
sterilize and prevent the transfer of pathogens and weeds. Composting will also help stabilize the 
nitrogen levels in manure and prevent nitrogen burn. The addition of discarded straw or wood 
shavings used in animal bedding to manure can assist in composting process by boosting the 
carbon to nitrogen ratio. There is a growing concern that the use of animal manure to fertilize 
field crops may lead to antibiotic accumulation in fruits and vegetables. As such, manure from 
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organically raised and un-medicated animals is becoming a more valuable product. Some livestock 
operators may be able to establish a niche market selling quality manure to home gardeners.

Green manures are a plant-based manure, typically used by organic farmers to fertilize soils. Green 
manure crops are grown specifically for the purpose of plowing under and adding organic material 
and nutrients to the soil. Nitrogen-fixing legumes such as peas, vetch or clover are typically used 
as a green manure to add nitrogen to soils. Other cover crops such as rye, oats and buckwheat 
are grown to add large volumes of organic matter to the soil. The key to green manures is to plow 
the crop under before it goes to seed, to prevent the cover crop from becoming a weed.

See also: Compost

Marketing

Marketing is the act of promoting and selling your farm products. While many farmers will focus 
primarily on growing and harvesting their farm products, a farm business is only as good as what 
it can sell. Marketing your farm business deserves a considerable investment of your time and 
resources, and should be a fundamental part of your business plan. A well-executed marketing 
strategy will require two foundational components: an understanding of your target market and 
competition through thorough market research, and a company brand that your potential customers 
can identify with. Once you have developed these components, you are ready to pursue a 
marketing strategy. There are a seemingly infinite number of marketing resources available to you, 
all suggesting different marketing strategies, but most marketing can be classified into four main 
groups: Product, Price, Place, Promotion. 

Product marketing is all about communicating the benefits of your product and company and why 
you are uniquely suited to serve the needs of your customer. Each customer will have a challenge 
that you will have to meet. Perhaps they want a grass-fed meat product, or wish they had access 
to tomatoes with more flavour. Maybe your customer is simply hungry and wants a quality meal 
quickly. Your product marketing will hinge on your product’s ability to meet these challenges. 

Price marketing is about attracting customers based on the perceived value you offer. Because 
most small farms will find it incredibly difficult to meet or beat the prices of their larger competitors, 
price marketing should be used sparingly on your farm. Instead of offering sales or discounting 
you product, you may want to consider other incentives such as free delivery on orders over 
$100 or free pepperoni on a customer appreciation day. Discounting your product temporarily, 
may permanently discount the value of your products in your customers’ minds, and thus, 
discounting should be used with care. Some farms may even find that setting their prices above 
the competition will raise the perceived value of their products and attract customers looking for 
the highest quality goods. 

Place-based marketing is about putting your product where your customers shop. This may mean 
offering products through a retail venue in the centre of town, or even offering delivery services. 
This can also mean setting up booths at wedding expos, health conventions, or trade shows where 
thousands of people come through the doors to source out potential suppliers related to their 
needs and interests. 
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Promotional marketing strategies are focused on getting the word out about your business. Farming 
is not a field of dreams – you should not simply expect that if you grow it, your customers will come. 
Making sales will require a vigilant effort on your part to communicate and reach out to your potential 
customers, especially during your start-up phase when the recognition of your brand will be low. 
There are many ways to communicate with your potential customers, from social media, to radio 
advertising, to brochures, to billboards. The channels you choose for your own marketing will depend 
both on your customers, and where they prefer to get their information, and on your budget.

It is important to remember that marketing should involve a two-way flow of information. Not only 
should you communicate the value and unique selling proposition of your products, but you should 
also be receiving feedback from your customers on how to improve your products and service. 
Ultimately, marketing is a constantly evolving process as you try out new products, new pricing, 
new locations, new communications and new customers. Developing a plan can help you maximize 
the use of your time and resources. If you are feeling overwhelmed by marketing, you may consider 
hiring a professional.

See also: Brand, Direct Marketing, Market Research

Market Research

Market research is simply the research required to understand the size and need of your target 
market and the competition you will face in serving that market. Market research forms the 
foundation of a solid business plan – without it, your whole business may falter. All activities of 
your farm should work towards achieving the primary goal of a business: to serve a market need 
and generate revenue from that service. In order to understand a market need, you will have 
to conduct market research. There are two types of market research strategies that you should 
pursue: primary and secondary research. Most entrepreneurs will begin their market research with 
secondary research, also known as desk research. This type of research is focused on gathering 
existing data and synthesizing the information for your purposes. This might include using Statistics 
Canada to find consumption and production trends for your proposed products and services. 
Agricultural and food service newspapers and magazines are also important sources of data that 
will help to understand the latest trends in your industry. 

Once you have gathered the information already available, you may have to perform primary 
research to fill information gaps specific to your proposed enterprise. Primary research involves 
a more active approach to generate new information, often achieved by surveying your customer 
base and your competition. What day of the week does your target market prefer to do their 
shopping? What sort of certification or guarantees do they seek in their food? What is your 
competition lacking? The answers to these questions and more will be critical in determining the 
market for your products. 

For farmers who may not feel confident in their research skills, Small Business BC59 offers several 

59  http://www.smallbusinessbc.ca/ 
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resources to help you get started, including professional advisory services, a two-part seminar on 
market research, a downloadable “Market Research Resources Guide”, a and step-by-step “Market 
Research Checklist”. 

See also: Business Plan, Competitive Advantage, Competitors, Customers, Direct Marketing, 
Marketing

McBride

McBride is a small community nestled at the headwaters of the Fraser River and the foothills of the 
Rocky Mountains at an elevation 2,360 ft. The municipality is home to only 660 residents, though 
the larger Robson Valley area has a total population of 2,800. McBride began as an outpost during 
the construction of the Grand Trunk Pacific Railway and grew to accommodate other industries 
such as forestry and agriculture. Currently, residents of McBride still rely on forestry as the main 
source of employment, but with the closure of the local mill, tourism and agriculture are becoming 
increasingly important. 

According to the 2011 agricultural census, the Robson and Canoe Valley region were home to 180 
farm operators, 45% of which earned no other income outside of the farm. Cattle operations make 
up the majority of farms in the McBride region, with several bison, sheep , goat and other livestock 
operations as well. Increasingly, market gardeners are taking advantage of the valley’s fertile soils, 
which are primarily silt loam types. From April to August, Mcbride receives an average of 205mm 
of precipitation, 1,840 heat units, and a mean temperature of 11.6°C60. The McBride Farmers’ 
Institute remain active and hosts an annual dinner to bring members together. For a full history 
of the McBride and the Robson Valley, including a full chapter on the “New Garden of Canada”, 
we recommend Marilyn Wheeler’s book, “the Robson Valley Story”. For more information about 
McBride’s economy and infrastructure, we recommend this Investment-Ready Community Profile61.

Mentors

Most of us can identify at least one person who served as mentor in our life. As experienced and 
trusted advisors, mentors are a source of support, inspiration and perspective for many individuals 
in pursuit of goal, whether it be a business, a career, or any other achievement. A mentor will share 
their own personal experiences in order to expand the perspective of a mentee. A mentor should 
not be confused with a teacher; a mentor offers personal truths rather than universal truths and 
acts as a role model rather than an instructor. 

A mentoring relationship is an important asset for anyone beginning a career or business, but 
especially for new farmers, who face a vast and complex business challenge with an infinite 
number of variables. While internships can provide a formal mentoring relationship for some, not 
all farmers will have the resources or time to commit to an internship placement. A less formal 
mentoring relationship can pair a new farmer with an experienced mentor, or several mentors, in 

60  https://archive.org/details/climateagricultu00mcdo 
61   http://www.mcbride.ca/userfiles/file/admin/McBride%20-%20Investment-Ready%20Community%20

Profile%20%28web%29.pdf 
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a more relaxed setting with a focus on trust rather than concrete advice. In many cases, a mentor 
may not have experience in farming, but may instead be a seasoned entrepreneur, someone who 
is well-networked in the community, or someone who consistently performs good decision making 
under all kinds of pressures. 

The importance of mentoring has been well-documented for decades, and all new farmers are 
encouraged to seek out mentors. Seasoned entrepreneurs, especially farmers, are generally very 
motivated to support the next generation of operators and eager to act as mentors. In fact, many 
mentors believe that they learn as much from their mentee as their mentee learns from them. If you 
are unsure how to connect with a mentor, there are several agencies listed in the Mentorship BC62 
portal that provide mentor-matching services and support for establishing mentoring relationships.

N
Networks

The importance of networking in your community cannot be understated. While you may not consider 
yourself outgoing and fear introducing yourself to a group of strangers, it is important to put yourself 
out there for the sake of your business. Networks are loose associations of people organized around 
a common interest. Not only you should make a concerted effort to be a part of your local farming 
networks, but also consider other networks that could generate great opportunities for your business 
as well: health & wellness communities, school groups, sports groups, entrepreneurial and business 
start-up groups, tech developments groups, tourism groups, etc. 

Increasingly, businesses are recognizing that, while competition still exists, cooperation and 
collaboration can generate major opportunities that a single business or sector could not achieve 
alone. Extroverted personalities are naturally suited to networking and community building, but 
introverted farmers can network too. Browse the internet for tips and strategies for networking, start 
small, and remember, one of the best ways to network is ask yourself what you can contribute to a 
group, rather than what you can gain.

Northern Health

Northern Health63 is the Health Authority for the Northern Region. Northern Health is very large 
organization responsible for hospitals, long-term care facilities, public health protection, addictions 
and mental health services, and healthy living programs. Northern Health employs over 7,000 
people, and serves as the first point of contact for all food safety enquiries. Northern Health’s 
Environmental Health Department64 is responsible for public health, including food borne illness, 
communicable disease, sewage, and air quality. 

62  http://www.mentorshipbc.ca/Pages/default.aspx 
63  http://www.northernhealth.ca/ 
64  https://www.northernhealth.ca/YourHealth/EnvironmentalHealth.aspx 
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Environmental Health Officers are responsible for ensuring that food premises meet the 
requirements of existing regulations, issuing the required permits and providing follow-up 
inspections. Working with an Environmental Health Officer is critical to addressing any potential 
food safety issues in your farm business and ensuring that you are complying with any applicable 
regulations. Because food safety regulations are vast and complex, it is best to contact your local 
Environmental Health Officer early in the business planning stage to understand the constraints you 
will you be working with and the types of equipment and infrastructure you may need in order to 
bring your premises up to code.

North Development Initiative Trust

The Northern Development Initiative Trust (NDIT)65 is a regional economic development corporation 
that was founded in 2004 and received an initial infusion of $185 million for reinvestment through 
loans and grants into northern communities to stimulate economic diversification and job creation. 
NDIT offers three different services for business development, most notably the Competitiveness 
Consulting Rebate, which provides the manufacturing and resource sector with 50% rebates for 
management consulting expertise to expand operations and improve profitability. NDIT also offers 
several grants and resources for non-profits, including the Marketing Initiatives program, which can 
provide under grants to support marketing initiatives which will result in an economic benefit to the 
region. As with all grant and finance agencies, you should contact a program officer at NDIT to 
enquire about the services that may be available to you.

See also: Grants, Financing

65  http://www.northerndevelopment.bc.ca/ 
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O
Omineca Beetle Action Coalition

The Omineca Beetle Action Coalition (OBAC) is a regional organization founded in 2005, which 
spearheaded the development of an economic diversification plan in the wake of the mountain 
pine beetle and decline of the forestry sector. The group is composed of representatives from the 
municipal governments and regional districts from the areas between Valemount and Smithers. The 
group has developed key strategies in tourism, emergency management, mining, infrastructure, 
fibre use, social services, alternative energy, air traffic, and of course, agriculture. In the past, 
OBAC has provided financial support to organizations implementing projects that support their key 
recommendations. Under the agriculture strategy, these recommendations include: 

• Develop infrastructure that supports the agriculture sector and removes barriers to its further 
development and diversification. 

• Attract new entrants to the industry and enable access to training and education for existing 
and new members of the sector. 

• Strengthen the industry by increasing collaboration across the sector and by forging 
partnerships and communication links with First Nations, local communities, governments, 
heath, and education agencies. 

• Support value-added and specialized product development and the development of 
provincial, national, and international markets for these products. 

• Increase the demand for locally and regionally produced foods.

For more information about OBAC, please visit their website66.

66  http://www.ominecacoalition.ca/index.html 
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P
Price

The prices of your products are an important component of your marketing and competitive 
advantage. While it is unlikely that, as a small farm, you could become the lowest-priced producer 
across the entire market, you may be able to compete on price within your own market segment. 
You may not be able to beat a big box store price, but you may be able to out-compete your fellow 
vendors at the farmers’ market on price. Many farmers will price their product based on the going 
rate in the market, but you should always ensure you understand your costs of production before 
setting a price. 

Selling farm-fresh eggs that meet or beat grocery store prices may gain you a lot of customers, 
but once you run the numbers, you may be surprised to find that you are selling eggs for less 
than what it costs you to produce them! Price is also an indicator of the value of your product; by 
lowering your prices you may be lowering the perceived value of your product. Pricing is a tricky 
concept, but the bottom line is that the price you offer should provide you with a profit on your 
sale. How much profit you earn on each unit will depend on your business plan. 

Under a wholesale production system, the profit on each unit of sale will be slimmer, but sales 
volumes will be dramatically higher. In an extreme niche market, your product may be so 
valuable that you may only have to sell a handful of units to achieve your profit goals. In special 
circumstances, you may forgo a profit entirely in order to move out old inventory or bring new 
customers in the door.

See also: Cost, Competitive Advantage

Prince George

The City of Prince George is home to 71,000 people and a further 16,000 in the surrounding rural 
areas. It is the most populated city in BC north of Kamloops, and is often called the “Gateway to the 
North” due to the large number of infrastructure networks, businesses and public services based in 
Prince George that serve the greater northern region. The municipal boundaries of Prince George 
encompass a massive 318km² area, and about 23% falls within the Agricultural Land Reserve. 

To the best of our knowledge, Prince George is the only municipality in the BC Highway 16 region 
with active commercial farms within its municipal boundaries. Communities surrounding Prince 
George such as Mud River, Willow River, Salmon Valley, and Reid Lake are home to historical and 
current farming operations, and each has its own representative Farmers’ Institute. Prince George 
boasts a year round farmers’ market and two seasonal farmers’ markets. Farmers in the region 
have also established local associations for cattlemen, shepherds and beekeepers, and will host 
its 15th annual Seedy Saturday in 2014. 
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The majority of farms in the area are cattle or forage producers, but Prince George is also home 
to the BC Highway 16 region’s largest horticultural producers. The climate in Prince George humid 
continental climate. Prince George is located at an elevation of 2,218 ft and receives an average 
of 610 mm of annual precipitation. On an annual basis, Prince George receives more precipitation 
than most other central interior communities, but only 262 inches of precipitation during the critical 
April to August farming season, putting it on par with Prairie communities such as Saskatoon and 
Edmonton. From April to August, Prince George receives 1,155 hours of sunshine and 1,166 heat 
units, and has a mean temperature of 10.5°C. Prince George typically has a frost-free period of 72 
days, and 119 days without a kill frost67. The soils of the Prince George area are primarily clay-
based. Initiatives Prince George68 is the area’s economic development office and has a wealth of 
information available to business or individuals looking to relocate or invest in the area.

Prince Rupert

Prince Rupert is a port city on the west coast end of Highway 16 and the mouth of the Skeena 
River. As an island with a climate and topography largely unsuitable for agriculture, there is virtually 
no farming that takes place in the Prince Rupert area; in fact, livestock are prohibited within the 
municipal boundaries. Nonetheless, Prince Rupert does play an important role of the food supply 
chain through its fisheries, shellfish and aquaculture industries, as well as its grain terminals 
international shipping logistics that facilitate the export of many Canadian agricultural products 
across the Pacific.

Q
Quota

In agriculture, quota most commonly refers to the right to produce and market, and the obligation 
to responsibly service the market for a regulated farm product. In BC, this includes dairy, turkey, 
chicken, eggs, greenhouse crops and storage vegetable crops. Quota is issued by a marketing board 
and can be traded amongst producers. Because of the strict supply management, producers of 
regulated products can be assured that their market will not be flooded with product, keeping prices 
stable and incomes reasonably consistent. Because of the long-term market stability inherent in a 
supply-managed production system, quota is a highly valuable asset. In most cases, it is very difficult 
to enter into the production of a regulated product without a significant financial investment. For 
example, a typical dairy operation of seventy cows can expect to pay $1.5 million to purchase quota. 
In the egg industry, the average price of quota for each laying hen was $160-$200 in 2010.

Farms in the north have a specific advantage in the production of supply-regulated vegetables. 
While production of dairy, poultry and eggs is regulated across the province, only the area 
south of the 53rd parallel is regulated under the BC Natural Products Marketing Act. As such, 

67  https://archive.org/details/climateagricultu00mcdo 
68  http://www.initiativespg.com/ 



R55

producers north of Quesnel can grow regulated vegetable products such as greenhouse tomatoes, 
greenhouse cucumbers, potatoes, cabbage, etc without quota. Farms in the north producing more 
than one ton of any regulated vegetable product are still required to register with the BC Vegetable 
Marketing Commission. 

R
Rabbit

On the farm, rabbits are typically raised for meat, fur, or sale as pets. As with most livestock, 
different breeds have been developed for different purposes. Meat rabbits, or ‘fryers’ are typically 
larger breeds that convert feed to weight gain more quickly. Rabbits are typically harvested at 4-6 
lbs, which can be achieved around 12 weeks of age. Newsat Farms in Vanderhoof is licensed to 
process rabbits, making direct marketing of rabbit meat possible in the region. The largest single 
expense associated with raising rabbits is shelter and housing – or hutches. Hutches should be 
elevated off the ground to prevent the build up of manure and cold damp conditions that can lead 
to illness. Pregnant does will need their own hutches for the safety of their young, and bucks will 
need to be separated to prevent fighting and injury. 

Real Estate Foundation of British Columbia

The Real Estate Foundation69 is a philanthropic organization that provides support for real estate 
related education, research, law reform, and other land related activities intended for the public 
or professional good. Under the Real Estate Services Act, the Foundation receives interest from 
pooled real estate deposits held in trust by real estate brokerages, and puts that money back 
into communities to develop sustainable land use. One of the grant programs offered by the Real 
Estate Foundation focuses on sustainable food systems, including projects involving land use 
planning, policy, regulation, design, mapping and feasibility studies that seek to advance more 
resilient food systems.

See also: Grants

Restaurants

Restaurants are an important ally for food producers. It’s now estimated that the average North 
American consumer eats almost 50% of their meals outside of the home, and thus, consumer 
eating trends are increasingly influenced by commercial food services. Chefs and cooks are 
celebrated artists in our culture, and popular chefs can often lead large scale food trends across 
the globe. The Canadian Restaurant and Foodservices Association70 has surveyed chefs on 

69  http://www.refbc.com/ 
70  http://crfa.ca/ 
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consumer trends every year since 2010, and each year locally produced and inspired dished have 
topped the trend list. Restaurants have very direct interactions with consumers, and often receive 
instant feedback on the quality of the food they are serving and the types of dishes customers are 
looking for. While farmers may be experts in growing and harvesting food, chefs and cooks are 
experts in handling food and preparing it for consumer needs. 

While chefs and cooks can be great allies, they can also be challenging to work with. Much 
like farmers, chefs and cooks work long hours, receive relatively low wages compared to other 
industries, and experience large seasonal and even daily fluxes in their production. Like farmers, 
chefs often rely heavily on personal relationships and direct conversations, avoiding excess time on 
the phone or computer. 

Consistent menus are very important to restaurant operators, and they will seek suppliers who 
minimize sudden changes in product quality and availability, and provide an easy method of 
accessing products, usually through a delivery service to their door. The restaurant industry 
is highly competitive, leaving little room for error. To begin marketing your farm products to 
restaurants, it is important to build a relationship with the cook or chef you will be dealing with. 
Restaurants cater to many different types of consumers, so when approaching a restaurant, be 
sure the values of that restaurant align with you own. If you are selling organic vegetables, the local 
quick-serve burger bar may not be your best customer. Always make the effort to meet a chef in 
person but be respectful of their busy schedules. Avoid approaching a chef or cook during the 
meal time rush or in the lead up to a large special event. Most chefs prefer to deal with inventory 
and suppliers in the early morning or afternoons in between meal time service. 

If you are selling a large quantity of product to a restaurant, you are encouraged to establish a sales 
contract and request payment on delivery – you don’t want to be left high and dry if a restaurant 
goes out of business or if a chef makes a last minute menu change and no longer requires your 
product. If you are able to successfully establish a sales relationship with a restaurant customer, 
be sure to celebrate that relationship as part of your marketing strategy. Encourage your restaurant 
partners to include information about your farm in their menu and other locations in the restaurant 
that the customers see. You may even want to create inserts, posters or small displays for them.

In the advanced stages of your business, you may also consider opening your own cafe or 
restaurant in conjunction with agritourism and farm retail operations on your farm. When making 
such plans, always be sure your local zoning allows for your intended use and that you work 
closely with the local Health Authority71 to ensure your plans comply with food safety regulations.

Retail

Retail locations come in many forms: farm stands, grocery stores, garden centres, farmers’ 
markets, trade shows, health food stores, gift stores, online stores and more. What these diverse 
locations all have in common is the ease at which a consumer can select and purchase the 
products they need. They can usually visually examine the products, compare prices, and select 
different quantities for purchase. Retail locations provide consumers with choice and convenience, 

71   https://www.northernhealth.ca/YourHealth/EnvironmentalHealth/FoodSafety/RestaurantsandOther-
FoodPremises.aspx 
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and can provide farmers with valuable marketing opportunities. If you choose to operate your 
own on-farm retail, farmers’ market stand, trade show booth or online store you will have a large 
degree of control over your prices and the impression you give your potential customers, but you 
will be dedicating many long hours to preparing and manning your retail locations. Conversely, by 
establishing a relationship with other retailers, you may be sacrificing some profit to the retailer and 
relying on another business to market your products for you, but you will have more time to focus 
on your production, rather than dealing with customers. 

Often times, the best retail locations will offer complimentary products and services that will attract 
your ideal customers through combined marketing. For example, your farm business may only 
offer meat products, but a retailer will source eggs, produce and cheeses from other businesses 
to create a full product offering for grocery-shopping customers. Health food stores typically attract 
health-conscious consumers, and so they make ideal partners for organic vegetable producers. It 
is important to build a good personal relationship with your retailers and periodically stop in to see 
that your product is being well-marketed and displayed, as well as seek out any feedback retailers 
may have. Food retail is also subject to a variety of health and safety regulations, and be sure to 
contact your local Health Authority72 to ensure that your are preparing, packaging and transporting 
your products appropriately.

Risk Management

Life is full of risks! The best way to prepare a deal with surprises is a well thought out risk 
management plan. Risks management involves identifying risks, evaluating the likelihood of 
occurrence and severity of impact, and developing strategies to minimize, monitor and control the 
severity and frequency of risk events. Risks are inherent in everything from weather patterns to 
equipment performance, and your farm business may be greatly affected by a sudden shock or 
change. Through the BC Ministry of Agriculture, Growing Forward 2 offers several programs under 
its Business Risk Management Programs for farmers73: AgriInsurance, AgriStability, AgriInvest, 
AgriRecovery, Agricultural Wildlife Program, and the Advance Payments Program. 

AgriInsurance is the traditional production insurance program designed to compensate for losses 
due to uncontrollable weather. AgriStability is program that provides government contributions to a 
farm that experiences drastic declines in profits below historical levels. AgriInvest is a self-managed 
producer-government savings account that allows producers to set money aside for future income 
shortfalls and other risks. Eligible producers who set money aside in an AgriInvest account will 
receive some government matching contributions, and will continue to have the flexibility to 
withdraw funds at any time throughout the year. AgriRecovery is a disaster relief program for 
extreme events designed to provide coverage that extends beyond what is offered by the other risk 
management programs. The Agricultural Wildlife Program provides assistance related to crop and 
livestock losses due to wildlife.

See also: Insurance, Growing Forward 2

72  http://www.northernhealth.ca/
73   http://www.agr.gc.ca/eng/about-us/key-departmental-initiatives/growing-forward-2/business-risk-man-

agement-programs/?id=1365200704404
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Root Cellar

Root cellars or cold storage facilities are critical pieces of infrastructure for horticultural operators. 
Not only does cold storage provide producers with short-term space to store harvested product 
while preparing to deliver it to market, it also provides long term storage options to prolong the 
availability of certain crops and to take advantage of rising prices and demand later in the season. 

The difference between a root cellar and cold storage is not formally defined, but typically root 
cellars are subterranean storage areas, where heat is regulated by the insulating powers of the 
earth, whereas cold storage is typically refrigerated and located at ground level for easy access 
and movement of produce and equipment. Root cellars and cold storage can be constructed in a 
large variety of configurations, but each will require control of three key elements to successfully 
store the harvest: temperature, humidity and light. In the north, freezing temperatures add an 
extra challenge to temperature regulation in root cellars. Root cellars should be well insulated or 
located below the frost line, and cold storage may require heating in addition to cooling systems to 
maintain an appropriate temperature. 

High moisture and humidity is required for most storage crops, and so lumber will make a poor 
structural in root cellars due to rot issues. Wooden bins and storage shelves will need to be 
checked on a regular basis for mould or rot. Plastic and metal components should also be used 
with care, as they are non-absorbent and can create condensation and water pooling, which 
will spoil produce. There are several useful information bulletins on root cellars available online, 
provided by extension services in the various US Universities. We also recommend our own video 
recording of a root cellar design workshop held in Prince George in 201374.

S
Seed

Seed, soil, sunshine, and water are the four fundamental components of almost all agriculture 
on the planet. The performance of a crop can be largely influenced by its genetics, and so the 
development and selection of the right seed can be critical to farm businesses. In addition to 
genetics, there are other seed properties farmers can select for. Pelleted seeds are coated with an 
inert material that makes them easier to plant. Treated seeds are coated with an antimicrobial or 
fungicidal chemical to prevent disease. 

There are a large number of seed companies in Canada and British Columbia and a growing 
number that cater to heirloom and organic seed development. Small Farm Canada provides 
a good list of Canadian seed companies75. Locally, John Ryser operates as a registered seed 
potato grower in Prince George, and other farmers in the north may produce seed for small seed 

74  http://www.youtube.com/watch?v=6iHK-GKR85o
75  http://smallfarmcanada.ca/2012/2013-seed-buying-guide/ 
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companies such as Salt Spring Seeds or Stellar Seeds. The Prince George Community Seed 
Collective was recently founded76, building on the success of Seedy Saturday events that have 
been held in the community for fifteen years.

Sheep

Sheep are a popular livestock animal in the BC Highway 16 region, where you will find about 
10% of the province’s flock. Sheep provide three main resources to the farm: wool, milk and 
meat, though commercial opportunities are largely limited to meat, as there are neither wool nor 
sheep dairy processing facilities in the region. Sheep are much easier to handle than other larger 
livestock and require relatively less room, but rams (intact males) will have to be separated from 
the herd and from people. It is often said that you should “never turn your back on a ram”. 

Flocks will require good protection from predators, including shelter, fencing and guardian animals. 
Sheep are also susceptible to illness and farmers will need to be vigilant to keep their flocks healthy. 
The BC Sheep Federation has a local chapter in the Prince George area and is a great association 
for networking with other producers77. Sheep Canada78 publishes a regular quarterly magazine that 
can be very useful for flock managers. 

The market for mutton and lamb can be challenging. Canadian per capita lamb consumption 
remains relatively low compared to other meats, at about 1kg per person annually. Most lamb 
consumed in Canada is imported, and so there is opportunity for domestic producers to compete 
to capture more of the market. Several religion traditions use lamb and mutton in traditional holiday 
meals, including Jewish Passover and Chanukah, Islamic New Year and Ramadan, and Christian 
Orthodox Eastern celebrations. Producers may choose to market their finished lamb and sheep 
directly to consumers, or they may choose to market live animals through commodity auctions or 
other wholesale buyers.

Smithers

Smithers is a village nestled in the Bulkley Valley, often regarded a ‘destination’ community in BC due 
to its aesthetic charm, employment opportunities and outdoor lifestyles. Skiing, fishing and outdoors 
activities support a strong tourism economy in the region, and many business and government 
services support the municipal population of 5,400. Smithers shares a close relationship with 
neighbouring Telkwa, an unincorporated community of 1,300 people, 15 km to the southeast. 

Smithers also acts as a service hub for nearby Houston and the Hazeltons. Collectively, the area is 
typically referred to as the Bulkley Valley. Smithers has a vibrant agriculture community, including 
the Smithers’ Farmers Institute, the Bulkley Valley Cattlemen’s Association, the Bulkley Valley 
Exhibition, and the Groundbreakers’ Collective. The Bulkley Valley Farmers’ Market is a large market 

76  http://pgcsc.wordpress.com/
77  http://www.bcsheepfed.com/index.html
78  http://www.sheepcanada.com/
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traditionally held every Saturday during the outdoor season, but is growing towards a year-round 
market. Livestock producers are serviced by a Class B abattoir in Telkwa, and several butcher shops, 
including the Sausage Factory and Rudolph’s Pure Salami, which offer retail storefronts. 

The Groundbreakers Collective is social enterprise that organizes the Harvest Box Program, a CSA-
like program that sells monthly harvest boxes consisting of produce from several local farms. There 
are many French, Dutch and German speaking residents in Smithers, which create greater demand 
for traditional European food products. The average frost free period in Smithers is around 62 days, 
or 109 days without a kill frost. In the farming season from April to August, Smithers receives an 
average 201mm of precipitation, 1,551 heat units and a mean temperature of 10.5°C79. The soils 
in Smithers are highly diverse but are mainly composed of  loams and clays. For more information 
on Smithers, we recommend its Investment-Ready Community Profile80

Social Media

Social media is any virtual forum through which people can interact and create and exchange 
information. Social media networks such as Facebook, Twitter, Youtube, Pinterest and Linkedin have 
some of the highest volumes of users, and are the networks most of us are familiar with, but there are 
hundreds, if not thousands, more. Social media differs from a traditional website in that viewers can 
add their own information to the network and interact with each other. This can be an excellent way 
for existing customers to provide their recommendations and referrals to your business, or for new 
customers to ask questions. Social media platforms are often updated more frequently than websites. 

Having a social media presence can be an important aspect of a marketing strategy. Social media 
use is on the rise, and in Canada 67% of internet users make use of social media sites. Social 
media use is especially high with teenagers and young adults. Social media can be a low cost way 
to promote your business, but it does require a significant time commitment. Having a social media 
account that is infrequently updated or lacking interesting and relevant content may create a negative 
impression rather than a positive one. Because it would be very difficult to manage a presence 
of all major social media networks, you will have to determine which platform is right for you and 
your business. This will depend on what your customers prefer and what your own skills are. If you 
don’t have a lot of photos, developing good content for highly visual platforms like Facebook and 
Instagram will be difficult. If you like to share your inspirations, Pinterest may be a good tool. Youtube 
is the second most used search engine next to Google, and so video can be a very powerful tool, but 
may require some investment in a professional videographer. If you aren’t great with words and don’t 
have a lot of time, but carry a smart phone, perhaps Twitter may be more up your alley. 

There are lots of options to choose from, so consider asking you customers what their preference 
is, and scanning your competition to see which tools work for them. Ultimately you may not choose 
to use social media at all, but it is highly recommended that you have some sort of basic online 
presence through a website or digital listing.

See Also: Brand, Customers, Marketing, Website

79  https://archive.org/details/climateagricultu00mcdo
80  http://bveda.ca/images/uploads/pdfs/Smithers_Community_Profile_Final.pdf



S61

Soil 

It is important for all farmers to understand the types and qualities of the soils they are working 
with. Soil type is determined by the combination of three types of parent material: sand, silt, and 
clay. These three parent materials develop as result of geomorphic processes that occur over long 
periods of time. Loam is the prized soil type that is composed of 40% sand, 40% silt and 20% 
clay. Soil quality is the ability of a soil to perform functions that are essential to people and the 
environment. Soil quality is determined by a soil’s bulk density, water holding capacity, pH level, 
nutrient availability, and more. 

Organic matter is one of the most important components of soil to manage for. Organic matter is 
composed of living organisms, plant residue, decomposing material and stable material (humus). 
Typical soils in the region are 2% to 3% organic matter, but ideal soils for agriculture are 15% 
organic matter. Organic matter reduces soil-borne diseases, and improves pore structure, tilth, 
water storage, and nutrient availability. It can be very difficult and very costly to change soil 
structure through the manipulation of parent materials. Instead, farmers will improve soil structure 
through the development of organic matter, with crop and grazing rotations, green manures and 
cover crops, manures, composts, mulching and more. 

Farmers are advised to test their soils prior to purchase or development and to regularly test their 
soils in subsequent years to monitor whether soil quality is improving, remaining constant, or 
decreasing. For strategies for collecting soil samples, a list of laboratories that offer soil testing 
services, and tips for interpreting soil test results, we recommend the factsheets published by the 
BC Ministry of Agriculture on their nutrient management page81.

Southside

The Southside is a collection of communities located south of Burns Lake, accessible by ferry 
across Francois Lake. The remote and sparsely populated area is home to centuries of First 
Nations habitation, and more recently, farming and logging settlements. It supports a modest 
tourism economy and is considered the gateway to Tweedsmuir Park. 

Communities in the region include Southbank, which is the ferry docking area, Danskin, Tatalrose 
Grassy Plains, Takysie Lake, Ootsa Lake, Streatham and Wisteria. The area is home to a handful of 
small businesses and services, including the Southside Economic Development Association82, the 
Tatalrose Farmers’ Institute, the Grassy Plains Community Hall, the Chief Louie Paddle Company 
and several hunting and fishing lodges and cattle ranches. The Cheslatta Carrier Nation, the Skin 
Tyee Band, the Nee Tahi Buhn Band, and the Wet’suwet’en First Nation all call the area home. 

The community of Wisteria, as a representative of the larger southside area, has an average frost-
free period of 67 days, and 113 days without a kill frost. At an elevation of 2,950 ft, it receives 
186mm of precipitation, 1,310 heat units, and a mean temperature of 10°C during the April to 
August farming season. The main soil types in Wisteria are loams.

81  http://www.agf.gov.bc.ca/resmgmt/NutrientMgmt/index.htm
82  http://www.sedabc.ca/
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T
Taxes

There are generally three types of taxation a farm business will deal with: property taxes, income 
taxes, and sales taxes. 

Property taxes account for about 10% of all taxation in Canada, and the majority of revenue to 
municipal government and regional districts. Property taxes include both annual taxes and transfer 
taxes. The annual property tax is a levy that a property owner must pay each year, usually in July. 
It is based on the value of a property, as assigned by BC Assessment. Properties classified as 
farmland through BC Assessment are typically taxed at a lower rate. Transfer taxes are a one-
time levy assigned in the sale or transfer of property from one owner to another. It is important 
for farmers to note that while there are some exemptions available for the property transfer tax, 
properties transferred through inheritance or endowment to family members are subject to transfer 
taxes based on fair market value83. 

Income taxes are levied by both the federal and provincial governments on an annual basis and 
are the most significant sources of revenue for those levels of government, accounting for over 
40% of tax revenue. Income tax is levied against both individuals, in relation to their wages and 
other forms of income, and businesses in relation to their profits and capital gains. Because 
businesses are taxed on their profits, and not revenues, farm business owners should keep records 
of all of their business-related revenues and expenses. 

Sales taxes are levied on the sale of goods and service, and in BC they take the form of the 
General Sales Tax (GST) and Provincial Sales Tax (PST), and occasionally special excise taxes on 
alcohol, cigarettes, fuel, and others. Because GST and PST are intended to be levied against the 
end consumers of goods and services, businesses that pay GST and PST on their business-related 
expenses can apply for refunds. Again, farm business should keep good records of their business-
related expense to maximize their GST and PST refunds. As a business owner, you must also 
charge GST and PST on the sale of your goods and services, where applicable, and hold those 
monies in an account for eventual remittance to the federal and provincial governments. Because 
basic food for human consumption is exempt from sales taxes, you will not need to collect GST 
or PST on the sales of food from your farm. If you sell goods or service beyond basic food for 
human consumption, you will need to charge appropriate sales taxes and remit the proceeds to 
the appropriate authority. In order to collect and remit sales taxes, you must register for a GST and 
PST number. Online registration for a PST number can be handled online through eTaxBC84, and 
GST registration can be done through Canada Revenue Agency’s Online Business Registration85.

See Also: Accounting

83  http://www2.gov.bc.ca/gov/topic.page?id=3F231F019E0641E9A5A2D3CC2CD3ACBC
84  https://www.etax.gov.bc.ca/btp/eservices/_/#1
85  http://www.cra-arc.gc.ca/tx/bsnss/tpcs/bn-ne/bro-ide/menu-eng.html



T63

Telkwa

The Village of Telkwa is community of 1,500 on the banks of the Bulkley River, 15 km southwest 
of Smithers. There are several notable farms located in the Telkwa area and in the neighbouring 
village of Quick. Telkwa is home to a museum, a library, and several businesses that service the 
tourism sector. Telkwa is also home to an abattoir and butcher shop. For more information on 
Telkwa, we recommend its Investment-Ready Community Profile86. 

See also: Smithers

Terrace

The City of Terrace is situated on the banks of the Skeena River and home to 11,500 people within 
the municipality and an additional 6,700 people in the surrounding rural areas, including Thornhill. 
The population of Terrace has declined over the years with the closure of several lumber and pulp 
mills. Most of the city’s employment is derived from the public service sector, including the School 
District, the Health Authority, the City of Terrace and the Northwest Community College. The next 
largest local employers are retailers, including Walmart, Safeway, Canadian Tire, Save-on Foods 
and McDonalds. Many Terrace residents commute to Kitimat for employment with Rio-Tinto Alcan’s 
aluminum smelter and to Prince Rupert for seasonal fishing and guide-outfitting opportunities. 

Conversely, many residents of Kitimat and Prince Rupert travel to Terrace for retail and business 
services. The population of Terrace, however, is expected to rise suddenly and dramatically with 
the proposed development of several major resource projects in the area, including liquid natural 
gas and bitumen pipelines, as well as the Rio-Tinto’s Kitimat Modernization project which is now 
underway. In December 2013, a report was released that suggested Terrace’s rental vacancy rate 
has hit zero percent. 

Terrace was once home to a modest agricultural sector, but has experienced significant declines 
in recent years. The 2011 agriculture census indicates that 106 farms exist in the Kitimat-Stikine 
Regional District, a 29 percent decrease from 2001. Because farm parcels in the Terrace area 
are generally very small, Terrace farms have not fared well in a globalized agricultural industry. 
With few agricultural services and long distances to major markets, Terrace farmers face extra 
challenges in cultivating and marketing their products. Despite these challenges, Terrace does 
have many advantages, including some of the warmest weather in the BC Highway 16 corridor, 
and larger annual precipitation than interior climates. Dave Havard’s book, “Gardening Between the 
Frosts” suggests that the frost-free growing season in Terrace may be up to 140 days long. 

Turkey

These large birds are an iconic staple of the North American holiday tradition. 40% of Canadian 
families will have a turkey at their Christmas meal, which creates a massive surge in demand 
for the birds during holiday times. Approximately 35% of Canadian turkey consumption can be 
attributed to the Thanksgiving feast and a further 44% percent were purchased for the Christmas 

86  http://www.telkwa.com/images/uploads/pdfs-docs/CommunityProfileWeb.pdf
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feast, leaving only 21% of Canadian turkey consumption for the rest of the year. Nonetheless, a 
demographic trend towards smaller families means that producers are anticipating a decrease in 
demand for whole birds and an increased demand for processed turkey products. 

Turkey is a supply-managed commodity, and only producers with turkey quota from the BC Turkey 
Marketing Board87 can raise and market turkey on a large scale; however, small producers can 
apply for a direct vendor permit to raise up to 301 poults annually without quota. A New Entrants 
Program is also available to assist new turkey farmers in accessing quota for up to 15,000 kg in 
production, especially if the farm will raise specialty or organic turkeys outside of the Lower Fraser 
Valley region88. 

Raising turkeys is similar to raising to raising chickens, though the young birds, poults, will require 
more care. Turkeys drink a lot of water and will require a good watering system. By the time they 
reach full maturity, they will eat approximately 1lb of food per day. Because of rising feed costs, 
implementing an efficient feed management system will be critical to a healthy profit margin. The 
concentrated time period in which consumers seek out turkey for their holiday meal will mean 
careful preparations on your part to ensure you have a booking at the local abattoir. A pre-order 
system is recommended to help anticipate the demand. 

Tractor

Tractors derive their name from their ability to deliver tractive effort, or torque, at slow speeds. 
Tractors are traditionally associated with farm use, but are also common pieces of equipment in 
other industries such as construction and earthworks. Farm tractors were originally designed to 
till soils, but grew to serve other purposes such as hauling and towing. With the addition of power 
take-off (PTO) hitches, other mechanical implements could be added to and powered by tractors to 
perform tasks such as baling, harvesting, seeding and more. 

Tractors began their rise to popular use in the early 20th century. Since then, many models 
and designs have been released. Tractors have several different configurations, transmissions, 
fuel types, operation controls, hitches and power applications. Modern tractors have also been 
designed with safety in mind. Many injuries on the farm have resulted from tractors, especially 
in roll-overs. The addition of roll-over protection structures to modern tractors has reduced injury 
rates significantly. In addition to the classic farm tractor, many farms will also invest in a loader, 
sometimes called a hoe, hoe-loader or backhoe. 

Loaders are a very common piece of equipment used in many industries, featuring a loader on 
the front of the machine and hoe on the back. Compact utility tractors are also an option for 
small farms. These machines perform similar functions as the traditional tractor but at a smaller 
scale, mainly designed for landscaping and small acreages. The price range for tractors will 
vary immensely depending on its specs. You should carefully evaluate the needs you have on 
your farm and what level of power you need to meet them. A tractor can often be the largest 

87  http://www.bcturkey.com/ 
88  http://www.bcturkey.com/resources/new-entrants-program-list.aspx 
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single investment on a farm and may also represent significant ongoing costs through fuel and 
maintenance. Farms will have to give significant consideration as to whether the purchase of a 
tractor is financially viable and will create a reasonable return on investment. New tractors can 
be  sourced through several local equipment dealers, and used tractors may be found through 
auctions, dealers and private sales.

See also: Equipment, Auctions

U
U-Pick

U-Pick operations are fruit and vegetable farms that offer customers a chance to come on the 
farm and harvest their own produce in any quantity. U-picks are popular with many producers 
and consumers. U-pick producers avoid the labour associated with the harvest, packaging 
and transport of product to market. U-pick consumers enjoy the opportunity to visit a farm and 
customize their purchase, from the varieties they select to the quantities they wish to buy. Often 
families and friends will travel to u-pick farms together as a social experience. 

While u-picks may reduce harvest labour for producers, they do require increased investment in 
other areas. A u-pick will need to maintain regular hours of operations during which a farmer must 
be on site to receive visitors and handle payments. Clear signage from the main roads to the 
farm will be needed to guide customers to the right place, and parking space will be required to 
accommodate multiple vehicles on site. Public washroom facilities will be needed, especially for 
customers that may spend many hours on site. 

Customers will typically also need packaging and containers on site to take their product home. 
U-pick producers will have to accept that inexperienced customers may cause damage to the 
crops during their harvest, and many customers will also enjoy “sampling” a large volume of 
product while they pick. These losses should be incorporated into the price of your products. 
U-pick operators will also need to ensure that their general liability insurance protects covers the 
activities of visitors on site. 
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V
Value-Added 

A valued-added product is a term for a product that has been transformed to add more value to the 
customer. Because agriculture has traditionally followed a model where the producer sells a raw 
resource and other companies process, package and transform the food into something of higher 
value to consumers, agricultural producers have realised little of the money that the end consumer 
pays for their food. 

Value-added agriculture is a movement in which farm businesses process, package, transform and 
distribute their food as a way to capture more of the value of the end product. Examples include 
transforming fruits and berries into jams and pies, milling grains into flour, selling braids of garlic, 
cured meat products, prepared meals, or even added recipes to produce bags that have been 
packaged to create a specific meal. Value-added agriculture does have its fair share of challenges. 

When transforming a raw product into ready-to-eat food, many health and labeling regulations come 
into play. Recipe and product development can also take a considerable amount of time, and in the 
end, you may find the increased costs of materials and labour to create a value-added product may 
not yield a significant increase in profits. Some value-added products may not even result in a price 
increase, but will instead attract customers looking for a better value. For example, a money-back 
guarantee will reduce customer perceptions of risk, and therefore increase perceptions of value, but 
may require more investment from you. Because value-added products are infinitely diverse, each 
value-added enterprise should be evaluated on its own merits. For more information, we recommend 
Farm Management Canada’s “Building Added Value through Farm Diversification“.

Vanderhoof

Vanderhoof is a district municipality that sits on the banks of the Nechako River at an elevation 
of 2,100ft. Vanderhoof is home to 4,500 residents and an additional 3,700 in the surrounding 
rural electoral area. The nearby communities of Fort St. James, Fraser Lake, and Fort Fraser use 
Vanderhoof as a service hub. Vanderhoof is home to a hospital, a college and several recreation 
facilities. Vanderhoof’s economy is largely driven by forestry, mining, and the industrial activities 
that support the resource sector. 

Vanderhoof also has some of the largest agricultural operations in the BC Highway 16 region, 
which are largely concentrated in forage and cattle production. The 2011 Agriculture Census 
suggests that there were 305 farms in Vanderhoof area, 207 of which reported growing alfalfa, and 
171 reported owning cattle. In May 2011, there were an estimated 26,591 cattle in Vanderhoof 
area. Only 7 farms in the area reported growing vegetables. The main soil type in the Vanderhoof 
area is silty clay loam. Between April and August, Vanderhoof receives an average of 194mm 
of precipitation, 1,521 heat units, a mean temperature of 10°C, 52 frost-free days and 95 days 
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without a kill frost89. Certain microsites in Vanderhoof have allowed for the production of grains and 
other field crops, including wheat, oats, barley, corn, canola, and rye. For more information about 
Vanderhoof, we recommend this Investment-Ready Community Profile

W
Water

Sun, soil, seed and water are the four fundamental components of agriculture. Without water, crops 
and livestock would perish, and farmers wouldn’t fare so well either! Too much water can also can 
damage, such as in the case of flooding or crop saturation. Farms that deal with less intensive 
crops, such as hay, often rely on the weather to provide natural irrigation for their crops, but farms 
that more intensively manage their crops will need an irrigation system. 

In addition to irrigation, livestock operations will require a watering system for their animals, 
horticultural operations will require water for washing their produce, and all farms will need a 
source of clean drinking water for labourers and visitors. Water is typically sourced from natural 
water features such as rivers and lakes, or from underground sources brought to the surface by 
way of well. Large volumes of water can also be brought to the farm by delivery vehicle and stored 
on site in large capacity cisterns. Wherever the water comes from, you will have to ensure it meet 
the health standards for its intended use. All water sources should be tested for microbial content 
and other contaminants. Fresh drinking water and water used for washing produce will need to 
meet the highest level of cleanliness, while irrigation water can have higher levels of microbial 
content, depending on its use. We recommend you refer to the Ministry of Environment’s report, 
“Water Quality Criteria for Microbial Indicators”90. 

See also: Drainage, Irrigation, Food Safety

Website

According to Stats Canada, 36 percent of small businesses have their own website, and 7 percent 
of small business sell product online. Research has also shown that between 75 and 90 of 
consumers use the internet to make purchasing decisions. Canadians spend more time per day on 
the internet than citizens of any other countries. Unfortunately, farm businesses have been slow to 
adapt to this trend, and a large number of farm businesses in the region remain offline. According 
to the 2011 Agriculture Census, only 54 percent of farms in the region reported using a computer 
in their farm business and only 33 percent had a high speed internet connection. Anecdotally, 
only a handful of farms in the region have their own website. Building a website is an important 
component of a well-executed marketing strategy. The production of a website can be a daunting 
task and may require some financial investment if you would like a consumer-friendly site, but even 

89  https://archive.org/details/climateagricultu00mcdo 
90  http://www.env.gov.bc.ca/wat/wq/BCguidelines/microbiology/microbiology.html
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a basic online presence through the establishment of a Facebook page or a listing in an online 
farm directory can provide customers with the most basic information they will be seeking: who you 
are, what you sell, and how to buy your product. Of course, a website is just one marketing tool 
that can help communicate your brand and the values of your business. Before you launch into full 
website development mode, you should focus on creating a business brand and a well-thought out 
marketing strategy, in order invest your time and resources into the marketing tools that your target 
market will be using most.

See Also: Brand, Marketing, Social Media

Wholesale

Wholesale businesses specialize in sales to retailers and industrial, institutional and commercial 
buyers. Cash and carry is a term often used to describe wholesalers that are also open to the 
general public. Wholesalers are often referred to as ‘middle men’ as they typically do not change 
or transform their products in any way other than packaging. Many wholesalers will also offer 
distribution and delivery service to their customers. In northern British Columbia, Gordon Food 
Service (GFS)and Sysco are the two largest wholesale food distribution companies used by 
the commercial food service industry. Shoppers Wholesale in Prince George and Bulkley Valley 
Wholesale in Smithers act as the local independent food wholesalers in the region. Both Shoppers 
Wholesale and Bulkley Valley Wholesale are well-known for their purchasing relationships with local 
vegetable producers, but have yet to explore purchasing relationships with local meat producers. 

Other wholesalers, such as Discovery Organics and Pro Organics in the Lower Mainland specialize 
in organic products, and have established purchasing relationships will organic producers across 
the province. Marketing to a wholesaler can be a great opportunity for local farms to grow beyond 
small-scale operations. By working with a wholesaler, you will be marketing to fewer customers for 
larger volumes of product, reducing the time you have to spend on marketing and distribution. The 
prices you are offered from a wholesale customer will likely be less than what the end consumer 
would pay, but the benefits of working with a wholesaler can offset this. Wholesalers typically 
purchase larger volumes on a more consistent basis, and your marketing and delivery logistics to a 
single buyer will be more efficient than marketing and delivery to many individual consumers.

See also: Retail
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WWOOF

Willing Workers on Organic Farms (WWOOF) is a global volunteer exchange network that provides 
small ecologically-oriented farms with volunteer labour in exchange for food, accommodations and 
the opportunity to learn more about farming. WWOOfing is a common way for local farmers to gain 
extra help around the farm during the busy seasons. Many WWOOF volunteers come from foreign 
countries and only stay on one farm for short durations in order to travel and see more of the country 
in the time allotted by their travel visa. Canadians volunteers also WWOOF on Canadian farms. 

The WWOOF network is often praised for its flexibility and affordability, but farmers seeking more 
reliable and consistent help on the farm should consider other options, including more formal 
internship and apprentice programs, as well as hiring employees. Any farm operator hosting volunteer 
labour on the farm should ensure they have adequate insurance coverage in case of an accident. 

See also: Internships, Employees.

X

Y
Young Agrarians

The Young Agrarians is a movement founded by FarmFolk City Folk and made up of farmers, food 
activists, community organizers, food lovers, balcony and community gardeners, artists, musicians, 
and more. It is the Canadian equivalent of the Greenhorns91 network in the United States. Their 
mission is to inspire and connect the next generation of food growing people across Canada, 
though most of their operations are concentrated in British Columbia. The Young Agrarians 
organize many networking and social events for young farmers, but have not yet organized an 
event in the northern region. They have published a handful of resources that may prove useful 
to young farmers and their supporters, including an updated Land Access Guide92, and the Farm 
Resources U-Map93, which allows Young Agragrians across the province to enter information about 
farming resources in their community. They also maintain a regularly updated blog94.

See also: FarmFolk CityFolk

Z
91  http://www.thegreenhorns.net/ 
92  http://youngagrarians.org/tools/land/
93  http://maps.youngagrarians.org/
94  http://youngagrarians.org/
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