Farm Proposal to Landowners

for Farm Seekers

Gaining ground for farmers

Create A Description of Your Future Farm

Finding the farm of your dreams can be a challenge! Taking the time to think through and
create a compelling description of your future farm can help you convey your enthusiasm and
plan to a potential landowner. This worksheet is designed to help you with prompts, outline
and tips for how to approach a landowner. For additional, one-on-one support and coaching to
support you in accessing land through a lease, contact us.

Proposal Outline to Prospective Landowner

I.  Describe how the farm will be under your management. What the landowner sees, hear,
smells, etc. while at your farm. Show the landowner why you are the right farmer for
his/her land by describing how features of the property make it the “right fit.”

Il.  How will you steward the land? Go into a bit of detail about your land use practices (be
sure to use plain language)

lll.  Generally, describe your business plan, providing only enough detail to instill confidence
in your farm’s viability. Describe the basics (acreage, animal numbers, length of season).

IV.  Go into the details of what you will need/expect from the lease arrangement. Do you
need irrigation? Do you need the ability to leave a stock trailer on the property? Do
you want permission to bring your customers onto the property for CSA pick up? Will
you have a farm stand? Do you want the option to put up fencing? Etc.

V. Explain the terms and lease rate that would work best for you. How much money can
you afford? Are there in-kind compensation options you would consider (e.g. a CSA
share, carpentry, or other services)?

VI.  End with a bit more of the image inspiring writing from the first paragraph. Perhaps you
will describe your farm’s role in the community, its importance to you personally and
professionally, how you envision it evolving over the years, how it will benefit the land
and land owner, etc.

Try to be concise. If possible, limit each of the six sections to a single paragraph and try to limit
your proposal to two pages or less.

Remember that this is a process, and some people want to get about it quickly and efficiently,
while others need time to think between steps and to take small steps. When you make your
proposal, educate the owner about how the proposed agreement and transfer would work.
Leave the owner with enough time to consult advisors once you have made your proposal.
Understand that the landowner may be unfamiliar with farming. Be prepared to explain aspects
of farming to the landowner that may seem obvious to you. Also understand that the
landowner may have plans for their property that do not include your vision!

Hold a follow-up meeting to discuss whether the owner needs to make changes to your
proposal. If this is to be anything other than a straight-up sale (if the sellers will hold the
mortgage or stay on the property, if there is to be a gradual buy-in or work-in, etc.) make very
sure that you can live with long-term within the situation.
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How to Approach A Potential Landowner

The first time you connect with a landowner can be crucial—a bad first impression can prevent
a potential opportunity, while a great first impression can pave the way for a fantastic
relationship.
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Do some local research

a. How long has this person owned the land?

b. How do they want to make it available (lease, sell, unsure)?

c. Go to the town office or look at the property map online to understand the basic
offering.

d. Who knows this person and can help with contact?

e. Have other people approached the landowner? If so, can they provide helpful
background?

The feelings that come up for the owners—even if they want to sell-can be a complex
mixture of the following:

a. Looking forward to a change,

b. Dreading change,

c. Mourning a loss (of the original farm dream, of the land they love, of the
relationships that go with the farm, of the parts of the dream that didn’t come to
be, etc.),

d. Relief to be rid of the responsibility, and many more.

Find out their preferred method of communication, be it email, text, phone.
Ask about timeline, what is their ideal?

On youir first visit, show appreciation for the place as you find it. Do not go into a big list
of changes you would make.

Do not expect to negotiate a price during the first visit.

Do not appear giddy with excitement or desperate to acquire the land before
negotiating a price.

Find common ground. Perhaps a mutual fondness for raising livestock or gardens or an
appreciation of the buildings. Anything that represents shared interests or values.

The owners might have an unrealistic idea of the value of the place—too high or too low.

Try to have a ballpark idea of what you think would be an appropriate/affordable price.
That way, if the owner mentions a price right away, you will know if there is even a
possibility of your negotiating a mutually acceptable price.

If the owner has no idea what price to ask for the farm, being able to suggest a price
that allows you negotiating room is helpful.

If you want to explore seller financing, make sure you understand the options and
structure of that type of arrangement. (see LFG’s Farmland Access Methods Guide)

Do not be afraid to walk away! If you have a bad feeling about the property or the
landowner, regardless of how wonderful the situation may seem in theory or on paper
(or how desperate you feel), know that deciding not to lease a property can be the best
choice for your business.
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