
  

Module 4: Diversification 
 

 
Contents   
4.1 Managing change and innovation 22  
4.2 Managing risk 33  
4.3 Diversification 1155  
4.3.1 Agri-product diversification 1188  

4.3.2 Added value 2255  
4.3.3 Business diversification 2277  

4.4 The diversification process 3322  
4.5 Further information 3366  

 
 
 
 
 

Main objectives of the module: 
 
By the end of the session, participants will be better able to: 
 
��  Manage change effectively 
��  Understand alternative approaches for limiting risk  
��  Evaluate agri-product and business diversification options 
��  Prepare an appropriate plan strategy for agri-product and business 

diversification 
��  Understand the concept of added value 
��  Evaluate their own entrepreneurial characteristics 
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DRIVING FORCES RESTRAINING FORCES 

4.1 Managing change and innovation 
 
Many farmers do not want to deal with the topic of change because they do not know 
where to start. Yet increasing competition over the past few decades in particular has 
brought about a new emphasis on innovation and change in agriculture. Change is a 
complex process and one that we adapt through a series of emotional and intellectual 
stages. Farmers are not uniquely resistant to change and often show their flexibility 
to adapt, for example to unstable weather conditions, price fluctuations or livestock 
disease. Change can be described as a response to a stimulus. Sometimes such 
external factors make changes in production techniques, types of cultivation or 
varieties selection a necessity. Change can be uncomfortable and awkward but it can 
also be positive.  
 
Whether a change is good or bad, it requires an individual or a business to adjust and 
manage it. This module looks at two types of change: 
 
��  Change in agri-production 
��  Change in business activity 
 
At this stage it is useful to distinguish between change and innovation. Change is any 
alteration of the status quo of a farm business. Innovation is a new idea applied to 
initiating or improving a process, product or service. All innovations imply change, 
but not all changes involve new ideas or necessarily lead to significant improvements.  
 
Managers are typically involved with two types of change.  
 
��  Reactive change occurs when action is taken in response to currently perceived 

problems, threats or opportunities e.g. legislation 
��  Planned change involves actions based on a carefully thought out process and 

anticipates future difficulties, threats and opportunities e.g. customer surveys 
 
Change is influenced by two opposing forces, one that drives change and one that 
resists.  
 
 
 
 
 

Driving forces initiate change and keep 
it going. They may be external or 
internal to the farm business 

Restraining forces act against the driving 
forces for change. They are usually 
internal to the farm business 

 
Examples are as follows: 
 

��  Your sources of funding are reduced or 
increased  

��  The interests and needs of your 
customers change 

��  You, your family or employees 
fear new ideas and prefer to do 
things the way they have always 
been done 
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��  Government support is increased or 
diminished 

��  There is increased pressure to use new 
technologies  

��  New product opportunities arise 
 

��  Your work the same way for 
years, out of habit 

��  You perform activities just for the 
sake of keeping busy 

��  You have low income or little 
personal motivation  

 
The following strategies can be used to decrease the restraining forces in a farm 
business:  
 
��  Communication: Provide adequate information to your family or employees on 

the need for change and so gain their support. Make the purpose of the change 
clear 

��  Participation: Involve everyone in planning and making the change. It will be 
easier for them to support something they participate in 

��  Support: Spend extra time with members who have difficulty accepting the 
change. Ensure that you, as the person initiating the change, are seen as 
trustworthy and credible.  

��  Negotiation: Explain how the change will help the personal goals of your 
family/employees personal goals. The change will be resisted if it seems to block 
their goals 

��  Coercion: This involves direct or indirect use of power to pressure change  
 
Consider your farm business as an ice cube. Its original shape represents the current 
state of your farm. In order to change, the ice cube must be unfrozen, moulded to its 
new shape, and then, refrozen. The following diagram presents this 
diagrammatically: 
 

Diagram unfreezing/ refreezing model for change  
 

Unfreezing                              Change                               Refreezing 
 

Recognising the need for 
change by identifying the 
driving and restraining 

forces 

Implementing a change 
strategy which 
decreases the 

restraining forces 

Reinforcing new behaviour 
and getting feedback 

 
Because changes may create significant uncertainty, they don’t need to be radical. 
Small changes introduced are often better than large changes that are not. However, 
radical breakthroughs are sometimes necessary when your current business situation 
is in collapse or when resources (human, financial, technological) are already 
sufficient to reduce the risk that will be associated with the change.  
 
4.2 Managing risk  
 
Farming can be a financially risky occupation. Every day farmers are faced with a 
changing landscape of price, yields and other factors. Risk is the possibility of 
adversity or loss from an uncertainty that potentially could affects and individuals 
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income or welfare. Understanding approaches to risk will help farmers make better 
management decisions where adversity and loss are possibilities.  The main sources 
of risk in agriculture are the following:  
 
��  Production or yield risk most often related to weather, such as excessive or 

insufficient rainfall, extreme temperatures, hail, insects or disease. Technology 
can play a key role in reducing production risk in farming. The rapid introduction 
of new crop varieties and production techniques offers the potential for improved 
efficiency. In contrast, the threat of obsolescence does exists with certain practices 
(for example using machinery for which parts are no longer available) and this 
creates risk of a different kind  

��  Price or market risk reflects the risks associated with changes in the price of 
supplied inputs or prices of products sold. Livestock production typically requires 
ongoing investments in feed and equipment that may not produce returns for 
several months. Because markets are generally complex and can involve both 
domestic and international considerations, farmer returns may be dramatically 
affected by events in distant parts of the world  

��  Institutional risk results from changes in policies and regulations that affect 
agriculture. This type of risk is generally manifested as unanticipated constraints 
on production or price changes for inputs and outputs. For example changes in 
national or European regulations regarding the use of pesticides may alter the cost 
of production or limit exports and so affect the price. Other institutional risks may 
arise from changes in subsidies for certain products, restrictions in cultivation 
practices or land use, or changes in income tax policies 

��  Financial risk results from the way that farm capital is obtained and financed. A 
farmer may be subject to fluctuations in interest rates or borrowed capital. They 
may face cash flow difficulties if there are insufficient funds to repay creditors and 
even when a farm is 100% owner financed, farmer capital is still exposed to the 
possibility of losing equity or net worth 

 
For an individual farmer risk management requires the evaluation of tradeoffs 
between changes in risk, expected returns, entrepreneurial freedom and other 
variables. Farmers have many options in managing agricultural risks. They can adjust 
the business enterprise mix (diversify) or the financial structure of the farm (the mix 
of debt and equity capital). Indeed, most farmers combine many different strategies 
and tools. 
 
Diversification is a frequently used risk management strategy and this involves 
participating in more than one activity. The motivation for diversifying is based on 
the principle that when one activity has a low return, other activities may still be 
profitable. A farm may have several productive enterprises, such as several different 
crops or both crops and livestock, or farmers may manage land in different regions so 
that localised weather disasters are less likely to simultaneously reduce yields for all 
crops  
 
Vertical integration includes all the ways that outputs from one stage of production 
and distribution are transferred to another stage. Farming has traditionally operated 
an open production system where a commodity is purchased from a farmer at a 
market price determined at the time of purchase. The use of open production is in 
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decline across Europe and vertical coordination is increasing as consumers have 
become increasingly sophisticated and improvements in technology have allowed 
greater product differentiation.  
 
A vertically integrated firm retains ownership control of a commodity across two or 
more levels of activity. There are many examples of vertical integration in farming. It 
can involve changing the form of the product (farmers raising corn and hay as feed 
for their dairy operations), or combining stages in the production process under the 
ownership of one entity. For example a farmer (or a group of farmers) may vertically 
integrate ‘downstream’ (forward in the marketing channel) to assure a market for 
their commodity and to capture a greater share of the value associated with the 
production process. From a farmer’s perspective, the decision to integrate vertically 
depends on many complex factors, including changes in profits and management, 
associated risk and the resultant quality of outputs and supplies.  
 
Production contracts help to reduce risk. Buyers generally enter into production 
contracts with farmers in order to ensure timeliness and quality of product deliveries 
and to gain control over production methods. Production contracting is particularly 
favoured when specialised inputs and complex production technologies are used, and 
the end product must meet rigid quality levels and possess uniform characteristics. 
Production contracting is also favoured when oversupply or undersupply of product 
is problematic. The risk/return tradeoffs should be advantageous to both the farmer 
and the buyer. 
 
Production contracts usually specify in detail:  
 
��  The production inputs to be supplied by the contractor 
��  The production method to be used  
��  The quality of product to be delivered  
��  The compensation to be paid to the grower 
 
Two basic types of production contracts are used and each differs in the relative 
amount of control, risk, and uncertainty between the buyer and the seller.  
 
A production management contract is commonly used for purchasing vegetables 
for processing (such as sweet corn, beans and green peas). With these contracts, the 
buyer gains additional control over decisions normally made solely by the grower and 
including planting schedules and seed varieties. By assuming this control, the 
contractor increases the likelihood of receiving a commodity that has specifically 
desired characteristics. Nearly all price risk is shifted to the contractor through the 
establishment of an agreed price upon entry into the contract. However some price 
risk remains with the farmer, due to quality considerations that may result in either a 
discount or an additional premium relative to the established contract price.  
 
The resource providing contract usually offers contractors an even greater degree 
of control and are often used when specialised inputs and management are required 
to ensure final product quality. Under such an arrangement, the contractor may 
provide land, housing facilities, utilities and labour and also cover operating expenses 
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Exercise: Managing risk in agriculture 
 
The following risk quiz may help you to identify your attitudes to risk.  Knowledge of 
your risk attitudes can help you understand your feelings in certain situations and 
why you may make certain decisions.  The questions have no right or wrong answers.  
Answer them according to your own preference. 
 
What are you attitudes toward these risky situations? 
 

1. Imagine yourself on your way to a football game with a pair of tickets for 
which you have paid €30. After parking your car, you realize that you have 
lost the tickets.  The box office has two tickets for sale for €30.  Would you 
buy the tickets? 

a) Yes 
b) No 
 

2. Imagine yourself on your way to a football game. You intend to spend €30 for 
the tickets at the box office.  After parking you realize you have lost €30.  
However, you still have enough cash to purchase the tickets.  Would you buy 
the tickets to the game. 

a) Yes 
b) No 

 
3. Imagine you are given the choice between two options.  The first is a sure 

gain of €700.  The second is a risky prospect that offers a 75% chance of 
winning €1,000 and 25% chance of winning nothing.  Which option would 
you select? 

a) A sure gain of €700 
b) A 75% chance of winning €1,000 and 25% chance of winning nothing 

 
4. Imagine you are given the choice between two options.  The first is a sure loss 

of €700.  The second is a risky prospect that offers a 75% chance of losing 
€1,000 and a 25% of losing nothing.  Which option would you select? 

a) A sure loss of €700 
b) A 75% chance of losing €1,000 and a 25% chance of losing nothing 

 
5. Imagine that a country is preparing for the outbreak of a rare Asian disease 

that is expected to kill 600 people.  Two alternative programs to combat the 
disease would have been proposed.  If the first program is adopted, estimates 
are that 375 people will die.  If the second program is adopted, there is a one-
third probability that nobody would die and a two-third probability that 600 
people will die. Which program would you select? 

 
a) A sure loss of 375 lives. 
b) A one-third probability of nobody dying and two-thirds probability of  
c) 600 people dying 

 
6. Imagine you have been offered a choice between (a) winning a sure cash prize 

and (b) a risky option with a 50% chance of winning £100 and 50 % chance of 



 AgroPlan  TRAINING MANUAL 

Module 4: Diversification 12

winning nothing.  How big would the sure cash prize have to be to make the 
prize just as attractive as the risky option for you? 

a) €30 
b) €35 
c) €40 
d) €45 
e) €50 
f) €55 
g) €60 
h) €65 

  
7. Consider a situation in which you face a 50% chance of losing £100 and a 

50% chance of winning a cash prize.  What is the smallest cash prize that 
would make this risky option acceptable to you? 

a) €50  b) €75 
c)  €100  d) €125 
e)  €150  f) €175 
g) €200 or more 

 
8. How many lottery tickets do you buy each week, on average? 

a) None 
b) One 
c) Two 
d) Three or more 

 
9. Imagine you are about to but a tie for €20.  The sales clerk tells you that the 

tie you want to buy is on sale for €15 at the other branch of the store.  It 
would cost you 20 minutes of effort to make the trip and buy the tie at the 
other store.  Would you make the trip to the other store? 

a) Yes 
b) No 

 
10. Imagine you are about to purchase a new car.  The dealer offers to sell you the 

car for €29,505 without a radio and €29,595 with the radio you want.  You 
can go to the stereo shop and have the desired radio installed for €75, but it 
will require an hour of effort.  Which would you do? 

a) Buy the car equipped with the desired radio for €29,595 
b) Buy the car without the radio installed at a stereo shop for €75. 

 
11. Paul has an investment in money-market funds.  During the past year, he 

could have invested this money in the stock market, and he would have been 
€25,000 ahead.  Unfortunately, Paul retained his money-market funds.  Dave 
had an investment in the stock market.  But last year he sold all his shares 
and invested in money-market funds.  His investment is now worth €25,000 
less than it would have been if he had retained the stock.  Who feels worse? 

a) Paul 
b) Dave 
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Analysis of risk quiz responses 
 
The responses to these questions tell us quite a lot about how people think and react 
in situations involving risk. 
 
Questions 1 and 2 
 
Most people answer “no” to the first question and “yes” to the second.  People tend to 
be “calculators” and establish mental accounts.  In the first question, you have 
already paid €30 for the lost tickets, and you are considering spending an additional 
€30 for tickets.  In the second question, you lost some money, and the tickets only 
cost €30.  In either case, if you go to the football game, it will cost the equivalent of 
€60, but it seems less to many people in the second case.  (This may be related to 
“saving” €50 when you buy a €149 jacket on sale for €99). 
 
Question 3  
 
Most people opt for answer ‘a’ in question 3, the sure gain.  Answer ‘b’ provides a 
higher average or expected value. If this option is chosen repeatedly, most individuals 
are risk averse (opposed to risk) with respect to gains.  Most people are calculators in 
that they prefer a smaller gain that is certain to a larger gain that is uncertain. 
 
Farmers are also generally risk averse with respect to gains.  Many farmers diversify 
their production, preferring the lower, more stable income to the higher, more 
variable income that comes with specialisation.  Many farmers also routinely use 
herbicides, insecticides and antibiotics as insurance against major loss. 
 
Question 4 and 5 
 
Most people pick answer “b” for both 4 and 5.  Again, if chosen repeatedly, the “b” 
answers have higher average, or expected loss values.  €750 loss in question 4 and a 
loss of 400 lives in question 5 compared with the “a” answers.  Most people are risk-
seeking types, somewhat like “daredevils”, when it comes to losses.  We prefer to take 
a chance (hoping that we lose nothing or that nobody dies), rather than accepting a 
smaller sure loss. 
 
Many farmers follow this principle in their marketing.  They hesitate to lock into a 
sure loss by forward contracting for a price below their cost of production.  They 
prefer to gamble that prices might increase.  In some instances, the gamble will result 
in even larger losses than with the forward-contracting strategy. 
 
Question 6 
 
Most people answer “a”, ”b”, “c” or “d” (€45 or less).  The lower the amount of money 
you need for a sure thing, the more risk averse you are.  If you answered “e” €50, that 
is the expected value prize and indicate neutrality with respect to risk.  Answers “f”, 
“g” and “h” (€55 to €65) indicate you are willing to pay for the opportunity to win an 
expected value of €50.  “Adventurers” and daredevils would probably come under 
this category.  Slot machines and roulette wheels are examples of games in which the 
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expected return (the average outcome of repeated tries) is less than the cost of 
playing. An individual pays for the privilege of gambling. 
 
Question 7  
 
Most people will answer more than €100, choosing answer “d” and beyond.  For most 
people, the pain of losing a sum of money is more intense than the pleasure of 
winning the same sum. Most people act like avoiders, only taking a risky option at 
even odds, when the possible gain is substantially larger than the possible loss. 
 
An individual who speculates on the market and loses €10,000 will typically feel the 
loss more intensely than the pleasure of gaining the same amount. 
 
Question 8 
 
Lotteries are a form of tax.  Because payoffs to individuals are considerably less than 
the income to the province, only daredevils should be interested in lotteries.  
However, many people will buy one or more lottery tickets a week.  This illustrates 
that calculators commonly overweight the low probability of an occurrence (your 
chance of winning) in decision making.  Other individuals, perhaps even avoiders, 
may look at buying lottery tickets as a form of entertainment. 
 
Question 9 and 10 
 
Most people answer question 9 with “a” and question 10 with “b”, indicating that a 
person’s frame of reference is important.  In question 9, you can save 25% (€5) for 20 
minutes of effort.  In question 10, the extra €15 it costs to get the desired radio from 
the dealer is much less than the cost of the car.  However, the calculator will note that 
the saving by having the radio installed at the stereo shop, €15 for 1 hour of effort, is 
the same return for your time as buying the tie on sale. 
 
Individuals differ in their ability to handle risky situations involving large sums of 
money.  Experience can also be important.  Making a decision the first time may 
involve restless nights, anxiety over the decision, and worry about the outcome.  The 
next time the decision is easier to make. A farmer’s decisions have generally grown 
over time as responsibility and size of the farm increases. This expansion in a 
farmer’s frame of reference gradually makes it easier for him or her to make risky 
decisions.  
 
Question 11 
 
Who feels worse, Paul or Dave?  Most people answer “Dave.”  For most people the 
regret of a loss from taking an action is greater than that from inaction. 
 
This principle helps to explain some farmers’ marketing behaviour.  Many farmers 
regret the loss more, if they sell wheat at €2.50 and see the market go to €3.00 than if 
they do not sell at €2.50 and see the market go to €2.00.  Regardless of their risk 
type, people tend to be more critical of their decisions to act than of their decisions to 
do nothing.  
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As indicated before, these questions have no “right or “wrong” answer. The typical 
answer help explain the attitudes of many people toward risky situations. Individuals 
view gains and losses differently. The context of a risky choice can be important. If 
your answers were generally the same as the typical answers, it suggests that your 
risk attitudes are like those of many other people.  If your answers were different, it 
suggests that your attitude toward risk may be different. These differences in risk 
attitudes help explain why people in similar situations may make different decisions. 
 

4.3 Diversification 

Agri-product and business diversification is widely held as presenting opportunities 
for enterprising farmers to generate additional income and employment and in turn 
reduce their dependence on the production of subsidised agricultural commodities.  
 
Entrepreneurs will usually have some basic diversification idea according to their 
own experience and where they live. They may have more than one idea, or they may 
wish to consider a number of options before reaching a decision. In reality most ideas 
have many origins. Potential sources of ideas include: 
 
��  Personal experience and training - These are good sources of inspiration. 

Practical experience already gained through work, as well as through professional 
and vocational training, can lead to profitable ideas. 

 
��  Copying products - This does not mean stealing someone else’s ideas, patent, 

design or ownership rights. If a particular product is not available in the area it 
may be a good idea to introduce it locally. One may also come across a product or 
service that with a few small changes could meet an alternative market. However 
permission may be needed from the creator of the product or service. Care should 
be taken not to infringe registered designs or patents.  

 
��  Existing businesses or joint ventures – You may wish to take over an established 

business, or buy into a joint venture operation based on a successful business in 
another region. This option provides an instant business, but will not necessarily 
remove all the risks. A joint venture partner should have a direct interest in 
ensuring success and will work with the new partner in order to get it established, 
which could include helping to find suitable premises and training based on their 
own experiences. 

 
��  Inventions - Which you have developed, can give an advantage. It is advisable to 

protect the invention by applying for a patent and registering the design. 
 
��  Hobbies and interests - Many successful businesses develop from a hobby or 

pastime, but it is necessary to check that the hobby can in reality be turned into a 
viable business proposition, as not everyone may share the same enthusiasm. 
Case Study 17 The Mid Wales Activity Centre. 

 
Whatever you decide upon, it should be something you enjoys doing or is comfortable 
with. It should also be carefully planned and thought through. 
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The following diagram provides an example of the wide variety of diversification 
options available and these include agricultural/non-agricultural and on-farm/off-
farm activities. Some activities may cut across both agricultural and non-agricultural 
areas, such as, haulage, contracting or renting out land, cottages or buildings. The 
most popular across Europe are sport, recreation, tourist, processing and direct sales 
related. 
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Example of Diversification Options 
Agricultural         Non Agricultural 

 

 
 
 
 
 

 
 

Organic production 

Bio-fuels & energy crops

Novel crops 

Novel livestock 

Sport / Recreation 

Tourism 

Forestry and fish farming 

Agri-environment schemes 

Letting out land, cottages and farm buildings

Agricultural contracting    Non agricultural contracting 

Washing 
Glading 
Packing 

 
Processing

Direct 
sales 

marketing 

Haulage 

Other employment

Other independent
enterprises 

Market oriented 
agriculture 

Precision agriculture 

On-farm 

Off-farm 

Other non agri 
based activities 

Diversified  agri 
based activities 

Agricultural 
activities 
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4.3.1 Agri-product diversification 

Traditional commodity crops, such as grain, beef, sugar beet, grapes etc. are 
increasingly suffering from strong price competition. Following the Luxembourg 
Agreements of 20 June 2003, the size of subsidies for European agricultural 
production and the conditions for obtaining them are also undergoing progressive 
changes. From January 1, 2005, direct payment to farmers enables greater 
innovation on what can be grown. Many farmers are considering diversifying 
production by introducing new plants and types of livestock, or perhaps rediscovering 
those grown in the past and which provide potential for interesting cost/revenue 
ratios. 
 
Today agriculture no longer produces simply for food. Many agricultural products are 
raw materials that can be transformed into energy, plastics, paper, and bases for the 
pharmaceutical industry. Compared to raw materials of petroleum-chemical origin, 
many have advantages that are both economic and environmental.  

 
For all crops and livestock farmers often have a wide choice of alternatives on which 
variety of grow and including considerations such as for fresh or processed markets, 
shape, weight, colour, disease resistance, shelf life, ease of harvesting, texture, 
flavour, maturity date etc. Diversification in production has been underway for 
several years, due to genetic improvements and the continuing introduction of 
varieties more suitable for market requirements, as well as new varieties that can be 
grown in less fertile production areas. 
 
Case Study 8 Spencers Farm Shop shows a farm business that has not only 
introduced whole new range of strawberry varieties in recent years but has also 
introduced a totally different approach to soft fruit growing by using raised grow bags 
and drip irrigation. This so removes the need for planting directly into a cultivated 
plot and enables easier picking and protection from adverse weather conditions and 
disease. 
 
Twenty years ago in the Fucino basin of Italy only four varieties of potato were grown: 
Desirée, Draga, Spunta and Tonda di Berlino. These mostly had a medium-late 
growing cycle and farmers aimed to sell them onto the fresh produce market to obtain 
the highest possible price. If the market did not absorb the entire production, they 
would be sent for processing, since all varieties were more or less suitable for both the 
fresh market and industrial processing. Today numerous additional varieties are 
available with widely different characteristics and a farmer decision on what to grow 
requires much greater consideration - in particular of market opportunities.  
The following tables illustrate the range of tomato varieties available today in Italy 
and compares potato selection options in 1980 with that of 2000. 
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VARIETY
FRESH 

MK
PROCESS

ING
I D SHAPE WEIGHT g

GREEN 
SHOULDER

SHELF 
LIFE

GROWING
DESEASE 

RESISTANCE 
TOLERANCE

CYCLE

Miura F1 90 UG medium VF Pt medium

Nemador 80 UG medium VFN medium

Alice 55 UG medium early

Agata 65 UG medium medium-late

Salomone F1 >250 GS LSL VF medium-late

Saul F1 90-110 UG LSL VF medium-late

Saidan F1 200 GS LSL VF medium-late

Chipano F1 20-22 GS LSL VF TMV early

Corfù F1 150-190 UG LSL VF1-2 TMV medium-early

Tomira F1 120-150 UG LSL VF1-2 TMV early

Duplo F1 180-200 UG LSL VF1-2 TMV medium-early

99.123 F1 200-220 UG LSL VF1-2 TMV medium

Red Pear 200-250 GS limited early

Touring F1 200-250 GS LSL VF1-2 TMV medium

Marmo F1 160-180 GS LSL VF1-2N TMV medium-early

Sarom F1 180-200 GS medium VF TMV early

Polluce F1 200 GS medium VF TMV medium-late

Tirreno F1 120-150 GS medium VF1-2 TMV early

Square Oblate Ribbed Deep Oblate Globe Cherry-cocktail Peared Elongated

Outdoor Indoor I Indeterminated D Determinated GS green shoulder UG uniform green

V Tomato yellow leaf crl virus
F Cladosporium fulvum
N Meloidogyne arenaria

TMV Tobacco Mosaic Virus

TOMATO LIST VARIETIES

HARVESTING

USE GROWING TYPE FRUIT
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Tomato list varieties in Italy 

F R E N C H  F R IE S C H IP S S A L A D S F R E S H  C U T

D e s iré e 9 9 m e d iu m -la te
D ra g a 9 9 9 m e d iu m -la te
S p u n ta 9 9 m e d iu m -e a rly
T o n d a  d i B e rlin o 9 9 9 m e d iu m

F L E S H  C O L O RV A R IE T Y
F R E S H  M K

P R O C E S S IN G
U S E

S H A P E C Y C L ES K IN  C O L O R

 
 

Potato list varieties in the Fucino basin, Italy 1980 (above) 
 

F R E N C H  F R IE S C H IP S S A L A D S F R E S H  C U T

C le o p a tra 9 9 e a rly
A d o ra 9 9 e a rly
A m b ra 9 9 e a rly
C o n c u rra n t 9 9 e a rly
A m in c a 9 9 e a rly
D e rb y 9 9 e a rly
C a rlita 9 9 e a rly
C a rre ra 9 9 e a rly
R e d  S c a rle t 9 9 e a rly
L is e ta 9 9 9 m e d iu m -e a rly
M o n a lis a 9 9 m e d iu m -e a rly
S p u n ta 9 m e d iu m -e a rly
F e ls in a 9 m e d iu m -e a rly
In n o v a to r 9 m e d iu m -e a rly
C o u ra g e 9 m e d iu m -e a rly
R o d e o 9 9 9 m e d iu m -la te

V A R IE T Y
U S E

S H A P E S K IN  C O L O R F L E S H  C O L O R C Y C L E
F R E S H  M K

P R O C E S S IN G

 
 

Potato list varieties in the Fucino basin, Italy 2000 (above)
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Exercise: Antonio has a farm located 30 km from Rome and at an elevation of 50 m 
above sea level. He needs to choose a variety of tomato for the fresh produce market 
and having the following characteristics:  
 
o High productivity 
o Stores well for long periods 
o Can be cultivated in open fields 

 
Can you identify the most suitable variety or varieties from among those given in the 
recommended list shown above? Give reasons for your choices. 
 
 
In an attempt to make up for the ongoing disappearance of numerous species and 
local varieties, many of which were once widely grown, a number of conservation 
projects are also trying to encourage farmers to grow traditional and almost extinct 
varieties, such as, Case Study 17 Colston Hall (sheep), Case Study 20 Cooperativa 
Agricola Valdarnese (grapes, olives and vegetables) and Case Study 27 Royal 
Society for the Protection of Birds (arable crops). Although many are less 
productive, each has its own special characteristics, productivity, flavour, identity and 
history often shared with the area and the people who over the centuries grew and 
selected them. 
 
Case Study 28 The ARSSA and SIMOCA projects are working to encourage the 
reintroduction of traditional cereal varieties such as wheat and legumes. The project 
has created a seed bank and made alternative varieties available to farmers, such as 
Solina, Bianchetta, Frassinese and Casorella (see below) all of which can be used to 
obtain flours to great bread with unique aromas and flavours or the Santo Stefano di 
Sessanio lentil, but rarely used for almost half a century. 
 

  
Traditional and reintroduced grain varieties Solina, Bianchetta and Frassinese 

  
The Santo Stefano lentil and its area of cultivation 

 
While many farmers use market information to negotiate with traders few farmers 
are able to make the calculations necessary to decide whether or not they should 
plant different crops or plant existing crops at a different time. 
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Yet with careful thought introducing alternative crops may help to improve financial 
margins, although it would require considerable changes to the methods of farming 
currently adopted by the great majority of farmers. Four examples given below: 
saffron, truffles, snails and energy crops but options are almost endless. 
 
Saffron is widely used as a spice for giving flavour and colour to rice dishes and is 
well known throughout the Mediterranean. In Italy, saffron produced in the area of 
L’Aquila is particularly famous. The final product consists of the red stigmas from the 
blossom of a type of crocus.  
 

    
Flowers and red stigmas of the crocus 

 
Saffron is sown in August, with the planting of bulbs in furrows spaced 30 cm apart. 
Hand harvesting takes place between October – November. 
 

SAFFRON FACTS 
1. Annual imports into Italy = 9 tonnes 
2. The price of Abruzzese saffron for the farmer is € 8,200/kg for the 

filaments 
3. The quantity of bulbs needed per hectare is 9 tonnes 
4. The production of dried stigmas per hectare is 10-15 kg 

 
Truffles - It was not understood exactly what a truffle was until the mid-18th 
century, when a Tuscan scientist, Michieli, did the first scientific study of this 
precious subterranean fungus. During the Renaissance it was served frequently at the 
tables of refined aristocratic courts, and later Rossini defined it “the Mozart of 
cuisine.” 

  
Truffles - Tuber melanosporum Vitt. 

 
Cultivating truffles is not only possible, but also fairly easy.  It does not require fertile 
soils. Abandoned hilly and mountain terrains are also possible. The truffle is a fungus 
that grows exclusively in close association (called symbiosis or mycorrhiza) with the 
roots of forest trees such as the oak, hornbeam, etc., and from which it obtains certain 
nutritive elements and to which it furnishes water and mineral salts. Some years ago 
the first successful attempt was made at the artificial mycorrhization in the laboratory 
of seedlings in the first stage of development, which are then planted in the ground. 
(See picture below) 
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Seedlings of oak 

 
The costs for starting artificial truffle cultivation are not particularly high, and 
especially if compared to those necessary for other agricultural investments. The 
following table gives example costs: 
 

Table: Outline costs of setting up a truffle production operation 
 

Steps € Cost per hectare  
Soil analysis   150.00 
Clearing land of vegetation  500.00 
Breaking up or deep ploughing 1,200.00 
Leveling  500.00 
Purchase of seedlings mycorrhized with black truffle  4,000.00 
Planting of seedlings in holes 1,000.00 
Replanting of seedlings not taking root 500.00 
Fencing  3,000.00 
Total 10,850.00 

 
An artificial truffle ground can be created using one or more tree species; in the 
diagram shown in the picture below two species were used: turkey oak (Quercus 
cerris) and pubescent oak (Quercus pubescens). 
 

 
Planning an artificial truffle ground 

 
Snails - Helix is the only member of the snail family suitable for both breeding and 
gastronomic purposes (for market) all over the world. The snail is a gastropod, 
cephalopodan mollusc with lungs. The snail is a hermaphrodite and each fertilised 
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couple lays eggs twice per year. Theoretically each snail lays between forty to eighty 
eggs after mating. 
 

 
 
In practice, the number of snails that can be bred and fattened is far less, owing to 
either a momentary sterility or non-mating. The period of both grazing and 
reproduction varies according to climate, height, geographical zones and species. 
 
Once it was difficult to obtain steady production per unit but today improved 
techniques have been introduced and which enable steady production to be obtained. 
The average yield is around 18-25 snails per reproducer. This is around 1,000g per 
each square metre of installation. Annual gross return is about €11,000 according to 
current price calculations.  
Costs of production are relatively low as no expensive snail feed is required (see 
below). Expenditure mainly includes labour for management, picking and equipment 
depreciation.  

 
Estimated costs for installation of about 5,000 sq.ms. snail farm 

External enclosure materials €1,900 – 2,400 

Internal enclosure materials €3,750 – 4,700 

Dis-infestation  materials €1,220 – 1,400 

Materials for specialised sowing €500 - 600 

30,000 Helix snails for reproduction €6,300 – 6,900 

Labour  Approx 400 hours 

 

Snails are herbivorous and eat such as, rape, 
cabbage, brassica, chard, chicory, sunflower, 
artichoke and dandelion. These are sown in a row or 
scattered over a given area.  

Energy crops – EU subsidies are available to support many non-food crops, and 
including for producing energy or industrial processing (such as special vegetable oils 
for industrial use - energy, lubrication, etc.), particularly if proven to be less toxic and 
more environmentally friendly. Ongoing research by institutes, such as the 
Biocomposites Centre www.bc.bangor.ac.uk, are continually improving technologies 
for processing all wood species, agricultural residues, and non-wood fibre crop 
materials.  
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4.3.2 Added value 
 
Historically most farmers produced food and fibre for home consumption and even 
grew or fabricated most of the inputs needed to produce these products. They 
processed farm products into a form that they could consume (grain into flour, flour 
into bread, fibres into cloth, hides into leather). They cured and processed meat and 
dried and pickled fruits and vegetables so they could be stored. They also took 
products to villages and towns and sought buyers as well as organising their own 
financial and legal matters. All of these activities added value to a basic farm 
commodity. 
 
But as markets and technologies developed, increasingly too did specialisation. It 
became physically impossible for farmers to perform some of these functions and 
economically unfeasible to perform others. As specialists evolved they became not 
only more efficient at carrying out intermediary tasks but they also capitalised on the 
economics of large-scale operations. Even so in recent years some farmers have 
attempted to increase the prices received for their product by adding value for the 
buyer and consumer through, better transporting, grading, cleaning, storing, packing 
or processing their production. Some of these options are briefly described below: 
 
Transport and logistics - It is hard to imagine how the food industry would operate 
without modern forms of transport and organised logistics. If products are not 
available when and where customers wish to buy them, then fewer sales will take 
place. It is necessary to ensure that the transport and distribution system enables 
products to reach customers on time and in the correct condition as economically as 
possible.  
 
Where large distances are involved, such as for import and export operations, 
logistics can be extremely complicated and the cost of transport alone contributes 
significantly to the price paid by the consumer. In some cases transport costs might 
even exceed the value of the raw product. Produce may be loaded and unloaded 
numerous times before reaching its final destination and losses directly attributed to 
transport conditions can therefore be high. 
 
Storage means holding produce under controlled conditions and in order to meet a 
regular continuous domestic demand or provide a degree of price stabilisation. Some 
crops are highly perishable and can only be stored for a few days but some produce 
may be stored for much longer periods. The main reasons for storing products are 
primarily related to marketing: 
 
��  Because there is no immediate buyer 
��  Because transportation or some other essential facility is not available  
��  To extend the marketing period and so increase the volume of sales 
��  To wait for a price increase 
 
Storage adds to the cost of a product and the more elaborate the storage method, the 
higher the added cost. It is not worthwhile storing produce if the price increase that 
results from the storage does not exceed the costs of storage. Produce storage will 
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also reduce quality and shelf life and stored product may have to compete on the 
market against freshly arrived produce. 
 
Cooling and freezing produce can extend its storage life by reducing the rate of 
physiological change. There are several ways of reducing the storage temperature of 
crops, including:  
 
��  Keeping produce out of the direct rays of sun or using natural cooling, such as by 

harvesting during the cool early morning hours 
��  Using evaporative cooling (drawing dry air over a moist surface), water, vacuums 

or ice packs 
��  Using mechanical refrigeration techniques 
 
Case Study 7 La Hogue gives an example of a farm that has diversified its services to 
sell pre-cooked and frozen products prepared in the kitchen of their own farm shop 
and from other producers from throughout the region. 
 
Grading aims at ensuring a uniformity of the produce supplied to the buyer in areas 
such as colour, size, general appearance and taste. Product may be sorted according 
to all or any of these characteristics and defined in product specific grading 
specifications. Buyers normally specify their own grading standards, particularly in 
the export market where international standards may be enforced. Provided the 
market wants graded produce and is prepared to pay for it then selection and grading 
are justified. However the additional price achieved must cover the additional costs. 
Grading can be by hand in the field or using machinery at a pack-house comprising of 
either a manual or mechanised line. 
 
Case Study 14 Sjenica Wool Marketing shows the importance of sorting and 
compressing wool into dense packs for wool marketing. 
 
Packing houses receive deliveries of produce direct from producers, assembly 
markets or collection points and clean, grade and pack it in a form agreed with 
individual retailers or export agents. Once packed the produce is prepared in 
standardised bulk loads available for loading and unloading in palletised form and for 
onward delivery to wholesalers, distribution points or retailers direct. The numbers of 
pack houses in Europe have increased considerably in recent years, largely in 
response to the growth and expansion of retail supermarkets, the export trade and an 
increasing demand from consumers for packed and graded produce.  
 
Some pack houses have very simple equipment for example packing onions into net 
bags that are sealed by hand. Others have very sophisticated technologies that are 
fully computerised and include laser grading on the basis of colour or texture.  
 
Case Study 11 Kourtellaris Imports and Exports Pack-house provides an example 
of a medium sized pack house for the cleaning, grading and packing of fresh fruit and 
vegetables. 
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Packaging - The two main functions of packaging are to help prevent mechanical 
damage and enhance the attractiveness of the produce. Considerations when 
selecting packaging, basically relate to the: 
 
��  Need for product containment appropriate to the logistics of distribution 
��  Protection of the produce to ensure that it arrives at the point of sale in the best 

possible condition 
��  Improving presentation in markets where consumers appreciate aesthetics and 

image. 
��  Environmental impacts relating to the handling of the used packaging  
 
Processing - The processor alters the basic form of an agricultural commodity and it 
can involve a number of processes including, drying, cleaning, peeling, cutting, 
shelling, breaking, blanching, cooking, canning, freezing and secondary processing, 
depending upon the commodity. Most agricultural products can be processed in some 
way. In Western Europe the 50 largest food processors control 47% of total sales 
across the region and competition between them is intense.  
 
Even so a number of farmers have expanded their business into food processing. 
Case Study 3 Priors Hall Farm is a family farm producing bacon, ham, sausages 
and fresh pork from their own pigs. Case Study 4 Lane Country Foods is also an 
example of a pig farm cutting, packing and smoking meat for sale to retailers and 
direct to consumers. 
 
Case Study 20 Cooperativa Agricola Valdarnese is an example of diversification 
into organic wine production and Case Study 5 Marybelle and Suffolk Meadow 
Ice Cream is a dairy farm that has diversified into processing locally produced milk 
into a range of dairy products, ice cream, cooked cream, yoghurt etc. 
 
Case Study 6 Pingue shows a farm business that has grown, over 40 years, to a 
significant size by adding value in areas, such as processed meat products and 
delicatessen for local national and international markets. 
 
Food manufacturers continue the job started by the processor by adding further value 
to production by increasing the level of preservation, convenience and quality. They 
tend to use the semi-processed product already prepared by the processor. Food 
manufacturing includes businesses such as; breakfast cereals. In this process the raw 
agricultural commodity completely loses its identity and emerges from the food 
manufacturing process as part of the food product. The commodities no longer exist 
but are now part of the ingredients. 
 
4.3.3 Business diversification 
 
Increasing specialisation of production and a lack of effective marketing has exposed 
many farms to considerable risk to their business from increased competition, a drop 
in price or unforeseen events, such as disease or drought. Many farmers have seen a 
way out as diversifying outside of agriculture.  
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There are numerous examples of such diversification outside of agriculture. Many 
remain agriculturally related, such as, Case Study 7 La Hogue (food imports, food 
preparation and retailing), Case Study 8 Spencers Farm Shop (food preparation, 
juice processing and food retailing), Case Study 9 Todoroff Boutique Wine Cellar 
(wine tourism), Case Study 25 Cwmni Pysgotwyr Llyn Fishermen Ltd (fish 
farming) and Case Study 15 Bioagroturismo la Porta dei Parchi (a farm shop, 
cheese factory and slaughter house). 
 
However Bioagroturismo la Porta dei Parchi have also diversified into activities that 
seem to be not so specifically related to agriculture (Café and accommodation 
services), Case Study 16 Milden Hall (accommodation, nature trails, conferences, 
training courses and wedding receptions), Case Study 17 Colston Hall (tourist 
accommodation and conferences) and Case Study 20 Cooperativa Agricola 
Valdarnese (tourist accommodation and community activities) show farmers that 
have developed business activities that are almost entirely outside agriculture. This 
has enabled them to continue to manage their less profitable farming operations. 
Case Study 17 The Mid Wales Activity Centre (motor sport activities including 
training courses, test driving and guided trail rides) is a farm that has diversified to 
the extent that the owners are likely to move out of agriculture altogether. 
 
However business diversification can be time-consuming and expensive, particularly 
if it is not planned properly. Case Study 15 Bioagroturismo la Porta dei Parchi 
and Case Study 6 Pingue suggest it may involve a number of small but significant 
steps over a number of years.  
 
You will need: 
 
��  Time to spend assessing your current farm business performance, identifying 

needs and opportunities, planning and researching development ideas  
��  A real personal commitment to the new project and a determination to make it 

succeed 
��  Effective communication of what you are intending or hoping to achieve. You 

have to give the right information to get the right response.  Think through what 
you want to communicate and who with.  Ask yourself “What are you trying to 
say?” It is important to ensure you communicate with those involved or affected 
by your project e.g. neighbours or the local community and take them along with 
you 

��  To ask questions and listen effectively, to partners, other farmers, business 
advisers or others who can give you useful information 

��  Support from those around you including your family, business partners and 
friends. Involve them in the early stages of your planning   

��  Practical experience gained through your hobby or by talking or working 
alongside someone who knows the business well. This will help you to avoid many 
pitfalls and blind alleys and develop your own thinking 

��  Thoroughly planning and thinking through your diversification project. Consider 
the project from all angles and discuss with others who can look at your project 
objectively, provide shared experience and help in identifying or testing new ideas 
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��  To research the market. You will need to identify how you will market your 
product (see module 2), who your customers are going to be and why they should 
buy from you rather than your competitors.   

��  To be prepared for the scale of change. Change is not easy and diversification into 
a new business or enterprise may require you to change not only your business 
activity but also the way you view yourself, particularly if you are diversifying out 
of the agricultural sector.  This may involve changes to the way you run your 
business, for example by focusing on customer service if you move into tourism. 

��  To understand the process you will have to go through and what resources will be 
required and the barriers and complications that may delay implementation 

��  To get business planning advice at the very start of your planning and at key 
stages through the process is critical.  The process outlined in this manual should 
help you to ask them right questions.  

 
Checklist of entrepreneurial characteristics 

 
Ask yourself the questions listed below to see whether you are the sort of person that 
could set up and operate a new non-agricultural business enterprise 
 

 Question Yes No 
1 I think that a routine pattern of life with regular working hours 

suits me best 
  

2 I have always thought and acted by myself   
3 Some days I seem to achieve nothing   
4 It is not good to start something unless you are going to finish it   
5 I am much happier when I do not have to rely on other people   
6 I often feel that I am victim of events that I cannot control   
7 In any bad situation I always get something good from it   
8 It is very important to me that people recognise my success   
9 I am not too ambitious so that I can avoid being disappointed   

10 I am prepared to take risks only after I have thought about all the 
possible consequences 

  

11 When I talk to a senior person I do not usually say what I mean   
12 People often tell me that I am good at understanding their point 

of view. 
  

13 The amount of money that I earn is more important than how 
hard I work to earn it 

  

14 I usually work later than I planned   
 
 
Checklist of entrepreneurial characteristics: 
 
✔ Score 5 points for YES answers to questions 2,4,7,8,10,12,14 
 
✔ Score 0 points for NO answers to questions 2,4,7,8,10,12,14 
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✔ Score 5 points for NO answers to questions 1,3,5,6,9,11,13 
 
✔ Score 0 points for YES answers to questions 1,3,5,6,9,11,13 
 
The maximum score is 70 points and the higher your score the better are your 
chances of successfully setting up and operating a small business. 
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Identify Range of 
Diversification 

Options 
ti

 
Diversification – The decision making process 

 
 

 
e.g. risk reduction, lower costs, joint venture, technology 

 
 
 

The current business must be sound and well managed 
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Review the Current Situation
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Physical 
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Analysis (Module 1) 

Set 
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Appraise Options 

Product 
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Market 
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Legal 
Planning 

Implement your plan 

Review the design 

Set milestones and targets 

Prepare a business plan 

Differentiate your enterprise 



 AgroPlan  TRAINING MANUAL 

Module 4: Diversification 32 
 

4.4 The diversification process 
 
The decision tree above and the following checklists will help you to decide whether 
or not to diversify, to ensure that you have considered all possibilities, and to direct 
you to sources of business assistance and advice.  This guidance will assist you to be 
as fully prepared as possible to develop your diversification idea, before seeking 
assistance from business service providers in either the public or private sector. It will 
enable you to ask key questions during your decision-making and guide you towards 
the type of processes and information you will need to obtain and consider before 
making an informed decision.   
 
You will start from the premise of identifying what it is you want to achieve, your 
personal goals, ambitions, and business targets!  For those who have already a 
diversified enterprise or are in the process of development, you should check your 
progress by referring to the appropriate stage. 
 
Every farm business and diversification idea will have differences in the depth and 
quality of plan required.  These checklists are a guide only and they do not cover all 
the specific elements that you may need to consider.  Further detailed guidance can 
be obtained in this manual on business planning (module 1) and marketing (module 
2).  
 
Checklist 1 – What do you want to do? 
 
“If you don’t know where you’re going, how will you know when you get there?” 
Establish some clear goals. Knowing your ultimate ambition is critical to properly 
assessing the merit of a new business and is the very first step towards getting it.  
Identifying your goals focuses your attention and provides a basis upon which 
decisions can be made.  Setting and achieving goals keeps your business going the 
right direction.  Without goals, the truest measure of a project’s feasibility cannot be 
evaluated. 
 
All aspects of your current business, and any diversified enterprises, should be 
considered.  Define your long-term personal goals, not just the immediate business 
objectives. 
 
��  What are your objectives in the current business environment?  List at least three 

objectives in order of priority 
��  Where do you want to be in 5 years’ time? 
��  List the ways in which your current business meets your own and your family’s 

needs and objectives 
��  List the ways in which your current business may or may not be able to fully meet 

your own and your family’s future needs and objectives 
��  To what extent are you going to have to alter your current business to meet your 

own and your family’s future needs and objectives?  It may help to think in terms 
of land, labour and capital 

��  List those elements which you are not prepared to change 
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��  List those elements which you are prepared to change somewhat to achieve your 
objectives 

��  List those elements of your current situation which you are prepared to change 
significantly to achieve your objectives 

��  List those changes which you see as necessary to meet your own and your family’s 
objectives and five year goal 

 
Personal and business goals will change over time and will need to be evaluated and 
adjusted to address changing times and desires. Business goals should be 
“S.M.A.R.T.”  That is, each business goal should be Specific, Measurable, Attainable, 
Realistic and Timed.  Below is a worksheet to help in the identification and 
development of the goals that relate to you business.  Make sure that each of your 
goals is  “S.M.A.R.T.” 
 

1) What are your ultimate lifetime goals? 
 
 
 
 
 
 

2) What are your goals for the next three to five years? 
 
 
 
 
 
 

3) What ‘must’ happen in order for these goals to be accomplished? 
 
 
 
 
 
 

4) Explain how your proposed venture relates to your overall goals. 
 
 
 
 
 
 

 
 

Mark each of the issues above, on a scale of 1-10. How do you feel 
about the overall potential of your proposed venture? 

(1= Not very good, 10 = Great!) 
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Checklist 2 - Carrying out a farm business review 
 
Think through each of the points below and discuss them with your family, friends, 
peers, business partners etc. The business review should present general information, 
farm details, available human, financial, physical and other resources, financial and 
skills information.  Information on available skills should cover you, your family and 
staff.  You should reflect on your current skills and past experience and consider your 
achievements.  This will help you to develop a clear picture of the human resources 
and skills available to your current or new business. The review should also help you 
to identify current business performance and identify any need for change and 
provide background information for your business plan. 
 

Review elements 
 
��  Description of your current business position 
��  Farm details broken down into various enterprises and physical resources 

available to your business 
��  Financial information overview of the current financial position and recent 

trading performance 
��  Skills audit on the people involved in your business and the skills which they 

possess 
��  A SWOT analysis (see module 1). This will help you to identify the options for 

change that will help you to improve your business performance and achieve your 
goals. 

 
Once you have completed your business review, refer back to the decision tree. 
 
Checklist 3 - Undertaking your change 
 
You should work through the following questions carefully and write down your 
responses. Consider the answers you gave in checklists 1 and 2.  Go through these 
with your family, friends, business partners or peers as the process of change may 
affect them all and it will be helpful in further clarifying your ideas.  
 
��  Have you identified the need or motivation to undertake change? What is it? 
��  What is the type of change you wish to make? 
��  Have you made the decision to change? Are you wholly committed to change?  

Has this been discussed and agreed with those other members of your family who 
may be affected? 

��  How will you address the extent and impact of change, from farming to rural 
business? 

��  Have you consulted or discussed your ideas with people who have already been 
through similar processes? 

��  Have you identified an initial idea from your objectives and goals, business review 
and carried out a SWOT analysis?  

��  Have you identified the questions you need to ask when developing your ideas? 
��  Have you thought the process through and developed an action plan? 
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��  Have you got sufficient time available to develop your proposal?  You may need 
help from those who have already managed the process of change 

��  Who are the most appropriate agencies and organisations to approach, have you 
identified or made the right initial contacts, have you identified their priorities 
and objectives, have you asked the right questions? 

 
Checklist 4 - Developing the idea 
 
Check that you have fully researched and developed your diversification idea in all 
aspects its aspects.  This will ensure that your idea is robust. 
 
��  Have you thought through the various forms of information that you will require 

for your specific   project? 
��  Have you developed the questions you need to ask? 
��  Have you got sufficient business information, especially on the market, 

competition and other local activities, and considered these?  Think what the local 
market is and what it can sustain 

��  Have you undertaken actual market research for your idea? Can you provide real 
evidence of demand? 

��  What will be your marketing and promotion strategy? 
��  Have you undertaken product research for your idea, looking at current demand 

and supply, as well as future predictions? 
��  Are there any local developments or initiatives planned or underway which may 

present new market opportunities? 
��  Have you looked wider than just the local area, at the opportunities presented 

from outside your area? Have you looked at the actual and potential advantages of 
your location? 

��  What examples or experience elsewhere may help you? 
��  Who in the business may be prepared to help you or offer advice? 
��  What objectives, goals and targets have you set for your idea? 
��  What are the planning and/or environmental health implications for your idea?  

Have you identified their priorities and objectives? 
��  Have you considered whether the local community may support or object to your 

idea?  Should you consult them? 
��  What are the resources you will require? Have you worked through the financial 

feasibility of your idea? 
��  What different scenarios have you considered to establish the sensitivity of your 

idea to cost or market changes? 
��  What potential grant assistance have you identified? What are the eligibility 

criteria and the priorities and objectives of the funding agency? 
 
Checklist 5 – Prepare a business and marketing plan 
 
Refer to modules 1 and 2 of this manual. 
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4.1 Further information 
 
Rural Support www.ruralsupport.org.uk Support and information for farm families 
and rural communities 
www.ruralni.gov.uk/ruraldev/diversification 
www.sac.ac.uk/management/external/diversification 
Agriculture, Food and Rural Development www.1.agric.gov.ab.ca Agriculture 
diversification ventures 
www.ruralindex.net/alternative.html 
www.sbs.gov.uk/rural/fbas.php 
www.agrifor.ac.uk 
www.cfap.org 
www.face-online.org.uk/resources/factsheets/discovering/diverse/htm 
 
 
 
 
 
 
 
 
 




