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Business Planning and Marketing 
Education for Tennessee Farmers 

In a 2015 needs assessment survey, Tennessee value-
added producers, direct marketers and agritourism 
operators indicated a need for advanced social media 
and business planning training.  The operators 
specifically wanted training on online marketing 
resources, business planning strategies, media 
content development tools and succesful marketing 
strategies. 
A value-added agritourism and goat business 
interested in enhancing her business planning 
strategies and online marketing activities 
participated in the project’s training. As a result of 
the training provided in the workshop series, she 
increased knowledge to become more equipped and 
focused on realistic goal setting. The farmer 

reported, “The workshop series made me realize that 
as I diversity and get bigger, I must have a better 
sense of planning and marketing.” The training 
resulted in the farmer/rancher changing her 
marketing plan and value-added activities. She 
recognized through developing her business plan that 
she needed to write down specific goals and analyze 
specific profit centers. 
The business reported enhanced understanding of 
individual enterprise production costs and revenue 
streams. She changed her overall marketing strategy 
to selling young lambs and increasing activities in 
value-added activities. The farmer reported that the 
Pandemic caused a loss of agritourism event sales in 
2020.  However, the training allowed the business to 
successfully pivot during the challenging year.  She 
reported that her gross revenue increased by 30% 
over the prior year. because wine tourism benefits 
several aspects of the regional economy. 
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“Super great quote about the 
Happy Farmer, Happy Family 
Project” – Farmer Jones 

● ● ● 
 

● ● ● 

“Business and marketing plan 
changes resulted in more foot traffic 
to our farm and increased sales to 
the newly launched on-farm soap 
business.  Our farm saw a 30% 
increase in gross revenue over the 
prior year.” 

Value-Added & Goat Business 
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