
AG-BIZ PROGRAM Overview 
Mountain BizWorks Ag-Biz project's long-term goals envision more profitable farm enterprises, 
more living wage jobs from farms, and a stronger agricultural economy in Western NC. We will 
provide farmers with training and coaching in farm business planning and recordkeeping as well as 
access to specialized programs and networking opportunities. These services are instrumental in 
overcoming the difficulties associated with owning and running an agricultural farm business. 

 

These services will be delivered close to home and in a manner that honors the individual needs of 
the agricultural client and that respects the various educational levels and learning styles of all 
participants. For the past 20-years, Mountain BizWorks has specialized in business training  
provided in a peer group environment. Due to trends in sustainable food systems focused on local 
grown products, BizWorks realized the need to take their successful Foundations program and make 
it specific to agriculture based business. 

 

In addition, the agricultural peer group environment will create a safety net that connects the farmer 
to farmer, and will also strengthen ag-business networks that will help build future agricultural 
growth in Western North Carolina. These business training sessions will help create confident ag- 
business owners that have the resources they need to reach economic self-efficiency while creating 
jobs that will improve the region's economy. 

 

 

 

YOU ARE PART OF A BIGGER PICTURE 
The first phase of the project will focus on the North Carolina Counties involved in the French 
Broad Watershed: Buncombe, Haywood, Madison Henderson, Transylvania, and will include 
Jackson and Polk as well. The second phase of the project will reach further to west and include: 
Graham, Macon, Swain (Little Tennessee Watershed). The third tier of Ag-Biz outreach with move 
into Cherokee and Clay Counties (Hiawassee Watershed and the headwaters.) 

 

On so many levels, it makes sense to refer to Ag-Biz regions in terms of entrepreneurial watersheds, 
particularly when focusing on agricultural related businesses. Interestingly, over time rural 
relationships have followed the land and the rivers. While mountain ranges create barriers, a natural 
break in the mountain like passes, valleys and river basins give way to travel and help create 
relationships. In fact radio, TV and newspapers tend to serve water basin areas, probably for the 
same foresaid mentioned reason. 

 

Since the emphasis of the first phase of this project focuses on relationships and communication, 
Mountain BizWorks’ wishes to express our warm appreciation for your participation in their class. 
Whether you are an agricultural client or a friend of Agriculture, we ask not only that you 
participate to your fullest ability in this business training opportunity, but also that you help spread 
the word about Mountain BizWorks Ag-Biz program. 

 

Please note that Mountain BizWorks’ welcomes suggestions about workshop requests. We will be 
delivering quarterly workshops in your area based on these special requests. 
In addition, if you have any questions or concerns please feel free to contact me. 

 

 

Sincerely, 
 

Jo Ann Miksa-Blackwell Ag-
Biz Program Manager 
Email: joann@mountainworks.org 
Phone: 828-919-1000 



OPERATIONAL PLAN 
 

BUSINESS NAME    
 

TYPE OF BUSINESS    
 

BUSINESS DESCRIPTION------------------ --------------------------------- 
 

 

 

 

 

 

 

 

 

Check one or more that apply to your business: 

 

0 Wholesale - Selling for resale 

(Give a detailed description of the development of your product from raw materials to finished item.) 
 

 

 

 

 

 

 

0 Retail - Selling directly to the consumer 

(Describe the products you sell and provide information about your suppliers.) 
 

 

 

 

 

 

 

(What is your system for managing or tracking inventory?) 
 

 

 

 

 

 

 

0 Service -A business that deals in activities for the benefit of others 
(What is your service, why are you able to provide it, how is it provided , who will be doing the work, and 

where the service will be performed) 
 

 

 

 

 

 

BUSINESS ADDRESS   _ 
 

 

(Why does it make sense to locate you r business there?) 
 

 

 

 

 

BUSINESS PHONE      
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OPERATIONAL PLAN, continued 
 

 

 

MANAGEMENT AND PERSONNEL 

(Who is involved in your business and what does each person do?) 
 

 

 

 

 

 

 

KEY ADVOCATES 
(Who can you turn to for business help: attorney, accountant, mentor in your field?) 

 

 

 

 

 

 

 

OWNER'S EXPERIENCE AND BACKGROUND 

 

1. Technical: What education , training, or experience have you had producing your product/service? 

Remember that experience in related or similar activities is important . 
 

 

 

 

 

 

 

 

..    ._,-     2. Marketing/Sales:  What education , train ing, or experience  have you had in marketing or sales? 

Experience as a volunteer with a church, civic, or charity organization is important. 
 

 

 

 

 

 

 

 

3. Financial: What education, training, or experience have you had managing finances? 

This includes balancing a checkbook, keep books/files, or preparing taxes. 
 

 

 

 

 

 

 

 

4. Planning/Organizing: What education, training, or experience have you had organizing people or projects? 

Activities for which were not paid like running a home are important . 
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LEGAL STRUCTURE 

 

0 Sole Proprietorship 0 Corporation (C Corp .) 

 

0 General Partnership 0Corporation(SCorp.) 

 

0 Limited Liability Company (LLC) 0 Other 

(Explain your reason for choosing this particular structure.  Session 1, Task 4) 
 

 

 

 

 

 

 

PERMITS AND LICENSES 

Check the permits or licenses you will need. 

(Also provide name, address, and phone number of where you obtain each permit/license.  Session 1, Task 4) 

 

0 Occupational License 

 

0 Privilege License- City and/or County (also known as Business License) 

0 Name Registration 

0 Incorporation Papers 

 

0 Sales Tax 

 

0 Employer ID #(Federal and State) 

0 Other 

 

 

 

 

ACCOUNTING AND RECORD KEEPING 

(What records are necessary for you to keep?  Describe your record keeping system.  Are you using a 

software package?   Ledger books?) 
 

 

 

 

 

INSURANCE 

(Describe your business insurance needs) 

 

 

 

EXECUTIVE SUMMARY 
 

(One page summary of the business plan, written after the rest of the plan has been written. It should include a 

paragraph for each of the following:  Description of the business, age of the business, products and services, 

competitive differentiation , marketing goals, sales and profit goals, financing requirements.
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PERSONAL CASH FLOW 
 

 
Month: Month: Mont h: Month: Month: Month: IUIAL 

1. BEGINNING CASH 

RESERV E 
       

 

CASH IN (Cash Sources) 

2 . Take Home Pay        

3 . Take Home Pay - spouse        

4 . Other        

5. TOTAL CASH IN 

(Add lines 2 through 4) 
       

CASH OUT (Cash Uses) 

6. Rent/Mortgage        

7.  Maintenance        

8 .  Homeowner 's/Renter 's lnsur.        

9 .  Telephone        

10. Electricity        

11. Oil/Gas        

12. Cable TV        

13. Grocer ies        

14. Dining Out        

15. Car Loan        

16. Gas        

17. Car Maintenance        

18. Car Insurance        

19 .    Doctor/Medicine/Hospital        

20 . Medical Insurance        

21 . Savings        

22. Loan Payment        

23. Clothing        

24. Childcare        

25. Credit Cards        

26. Recreation        

27. Gifts        

28 . Taxes        

29. Other        

30.        

31.        

32. TOTAL CASH OUT 

(Add lines 6 thru 31) 
       

33 .  GAIN/LOSS 

(Subtract line 32 from line 5) 
       

 

34. ENDING CASH RESERVE 

(If line 33 is gain , add to line 1. 

If line 33 is loss subtract from 

line 1) 

       

Ending Cash Reserve for the present month = Beginning Cash Rese rve for the next month. 
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FINANCIAL PLAN 
 

 

START-UP COSTS 
(List the items you need to purchase to open your doors before you can make your first dollar of sales. 

Session 2, Task 3) 

 

ITEM DESCRIPTION WHERE WILL YOU BUY IT? COST 

   

    

   

   

   

   

   

   

   

   

 TOTAL COST:  

 

 

OVERHEAD (FIXED) COSTS 

(List the monthly expenses you incur regardless of what your monthly sales. Session 2, Task 4) 
 

 

ITEM DESCRIPTION COST 

Travel  

Rent  

Utilities  

Salaries  

Insurance  

Marketing  

Professional Fees  

Loan Payments  

Everything Else  

  

TOTAL COST:  
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VARIABLE COST 
(Define what one unit is for your business and what it costs you to produce one unit.  If you have more than 

one very different unit repeat this calculation. -- Session 3, Task 3) 
 

 

My UNIT (One typical sale) is: Cost 
 

Cost of MATERIALS/MERCHANDISE   (per unit) 

Cost of PACKAGING  per unit 

Cost of TRANSPORT per unit 
 

Cost of LABOR -per unit 
 

 

The cost of your time (or your employee's) to make one unit or 

provide one service .  Multiply the number of hours by the amount 

charged per hour. 

   X     

hours used  $per hour 

Cost of PAYROLL TAX  (self employment-FICA)   10% of sala ry/unit 

OTHER  COSTS/UNIT 

TOTAL  VARIABLE COST /UNIT (ADD ALL OF THE COSTS): 
 

 

NOTE 1: Anybody being paid monthly, as an overhead cost, does not also need to be paid in the variable cost. 

NOTE 2:  It is important to figure out the cost of your time, but you can choose to not actually pay yourself until 

the business sells enough units to be profitable.   It depends on your financial situation. 
 

 

 

GROSS PROFIT 

(What is your gross profit on this unit?  Gross Profit=  Price- Variable Cost. Session 3, Task 4) 
 

 

 

 

 

 

 

 

BREAK-EVEN  POINT 

(Calculate your Break-Even Point.  Break-Even Point = Overhead Costs/Gross Profit. Session 3, Task 5) 


