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Last fall, Cornell Cooperative Extension 
in the Adirondack North Country region 
in partnership with NYS Small Scale 
Food Processors Association held the 
Value-added Institute. One of the 
presentations was made by Jim and 
Adele Hayes from Sap Bush Hollow 
Farm on Adding Value for Greater 
Profitability in Meat Products.  The 
following article was inspired by Jim 
and Adele’s talk and the information 
they shared.     
 
Retail vs Commodity Production:  Why 
consider retail?  Selling your product 
direct to the customer (whether an 
individual, restaurant or store) allows 
you to connect more closely with the 
people who are eating what you raise.   
The Hayes sell 98% of what they 
produce on their farm through direct 
market channels; these include 
farmers markets and on-farm sales. 
Since 1993, Sap Bush Hollow has 
hosted an Open House on the farm 2 
times per month during the summer 
season and then once a month the rest 
of the year except during November.  In 
the summer they hold the Open House 
on a Wednesday or Thursday from 4-7 
pm, so their customers can come after 
work.  But even if you sell most of your 
product direct to your customer, 
commodity production will always have 
a place in your business, states the 
Hayes’. 
 
“When you are raising 
product to sell directly to 
the customer you need to 
monitor your production 
costs to ensure that you 
can withstand economic 
volatility,” states Jim.    If it 
costs too much to produce 
it, and the product isn’t 
meeting your production 

and market standards, you may have to 
move that product more quickly.  The 
commodity market allows you to move 
volume product quickly elsewhere. 
Using the commodity market to 
stabilize your farm income and ensure 
the efficiency in your production 
management also allows for greater 
elasticity in your market development.   
 
Ways to Add Value to Your Product:   
Socially & Psychologically 
You can add value to your product by 
sharing with your customer your 
methods of production, breed of animal 
and your farming philosophy.  People 
vote with their food dollar.  Responsible 
stewardship may be a purchasing 
factor for customers buying meat direct 
from the farmer.  This can also serve as 
a point from which you can differentiate 
your product from others that are 
available in the marketplace.     
 
What things might customers want to 
know?  Feed management: whether 
your animals are raised on forage, 
grain or a combination.  As well as how 
much, are they raised on grain or grain-
finished?  Other things to consider are 
quality, size, and castration.  For 
Example, some ethnic markets prefer 
unadulterated male animals of a 
certain age.  This type of animal will 
garner a much higher price in that 
market than one that doesn’t meet 
these market criteria.   

 
Sharing with your 
customer how you raise 
your animals, the breed 
of the animals and about 
your farm adds value to 
your product.  Consider 
creating clear statements 

(Continued on page 14) 

Adding Value for Greater Profitability  
in Meat Products 

Bernadette Logozar, Rural & Ag Economic Development Specialist 
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and the 
value of 
i n s u r e d 
crops. The 
h i g h e r 
spending 
for crop insurance will be offset by the 
scheduled termination of some other 
agricultural support programs, such as 
agriculture disaster assistance and 
payments to tobacco growers. 
 

 If crop insurance is to become one of the 
key avenues for farms to receive 
federal protection from adverse weather or 
market events, New York farmers will be at 
a disadvantage since they have not had 
the experience of using it on their 
farms. They will need to learn more about 
crop insurance and how it can fit their 
farm. If a natural disaster occurs or 
market prices plunge, crop insurance 
allows the producer to pay bills and remain 
in operation. Beyond this fundamental 
strength, there are other benefits of crop 
insurance to producers, government and the 
public. 
 

Producers Share in the Program Cost. 
When a producer wants crop insurance 
coverage, the producer must pay for it. While 
the program is partially subsidized by the 
government, producers have substantial 
"skin in the game." 
 

Producers Receive Crop Insurance 
Indemnities in the Timeliest Way. While 
some farm programs may make payments 
fairly promptly, such as marketing loan 
benefits, others pay out long after the 
payments are needed. For example, the 
Supplemental Revenue Assistance 
Payments Program (SURE) payments 
may occur about one and half years 
after harvest. Crop insurance policies 
require the companies to pay within 30 
days of claim settlement. Losses due to 
disasters like floods or hurricanes and 
prevented planting and replant 

(Continued on page 3) 

The USDA classifies New York as an 
underserved state for crop insurance, 
meaning, we aren’t using crop 
insurance to cover our agricultural 
production at rates seen in other 
areas of the country. This will put New 
York at a disadvantage with 

the direction that the Farm Bill is 
heading, which is away from Direct 
Payments and Disaster Assistance 
to more of a reliance on Risk 
Management for farmer's protection 
from disaster events. The January 2012 
report from the Congressional Budget 
Office crystallizes this direction.   
 

Mandatory spending for agricultural 
support totaled $15 billion in 2011; it is 
projected to average $16 billion in each 
year between 2012 and 2022, under 
the baseline assumption that current 
farm programs remain in place after the 
2008 farm bill (the Food, Conservation, 
and Energy Act of 2008, P.L. 110-246) 
expires in 2012. That spending will dip 
in 2012, to about $13 billion, largely 
because of changes in the timing of 
mandated payments for crop insurance 
and commodity programs. Starting in 
2013, spending for the crop insurance 
program is expected to rise as a result 
of projected increases in crop prices 

WILL NEW YORK BE PREPARED  

FOR THE “NEW” FARM BILL? 
Fay Benson – SCNY Dairy Team 
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payments may be paid well before harvest. 
 

Producers Can Use Crop Insurance as 
Collateral for Loans. When bankers loan to a 
producer, they require an expectation that the 
loan can be repaid. Many producers use 
land, equipment or crops as collateral to 
secure the loan. 
 

Producer Indemnities are not Capped by 
Arbitrary Payment Limits. There are no income 
caps to be eligible to buy crop insurance, and crop 
insurance premium subsidies and indemnities 
are not limited. 
 

Crop Insurance Has Already Contributed to 
Deficit Reduction. While the budget for the new 
farm bill remains uncertain, it is likely to be 
quite limited. The crop insurance program has 
the benefit of having recently undergone 
substantial budget cuts, most of which have 
been earmarked for deficit reduction 
 

To learn more about crop insurance in New 
York contact your County Cornell Cooperative 
Extension Office  You can also visit. NYS 
Department of Agriculture and Markets Crop 
Insurance Educat ion Program at :   
http://www.agriculture.ny.gov/AP/CropInsuran
ce.html  or contact Sarah Johnston at: 518-
457-4531 sarah.johnston@agriculture.ny.gov  

 
The Congressional Budget Office (CBO) : 
 http://www.cbo.gov/ftpdocs/126xx/doc12699/01-31-

2012_Outlook.pdf.  

Source: National Crop 
Insurance Services TODAY 
February 2011 

(Continued from page 2) 

New Farm Bill cont’d  
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The U.S. Department of Agriculture 
announced the ranking dates for the 
On-Farm energy, Organic, Seasonal 
High Tunnel  and Ai r  Qual i ty 
conservation init iatives. These 
initiatives offer technical and financial 
assistance through the Environmental 
Quality Incentives Program (EQIP).  

 

Applications are competitive and 
ranked based on national, state, and 
locally identified resource priorities, 
and their overall benefit to the 
environment.  

  

These programs are voluntary 
opportunities to address concerns 
related to soil, energy, water, air, 
plants, and animals through a variety 
of Farm Bill conservation programs, 

 

The On-Farm Energy initiative allows 
producers to work with NRCS to 

practices that address air quality 
concerns. Practices like cover crops 
and implanting nutrient management 
practices mitigate and prevent air 
quality problems. 

 

Ranking dates for the On-Farm 
Energy, Organic and Seasonal High 
Tunnel initiatives end on February 3, 
March 30 and June 1. Ranking dates 
for the Air Quality initiatives end on 
February 3 and March 30, 2012 

 

NOTE: It is important to remember 
that applications are taken in a 
continuous basis thoughout the year 
for all USDA-NRCS programs.  

 

If you are interested in applying for 
conservation programs, visit or call 
the USDA-NRCS office in Malone at 
151 Finney Blvd, 518-483-4061.  

d e v e l o p  A g r i c u l t u r a l  E n e r g y 
Management Plans (AgEMP). The 
AgEMP help producers assess energy 
consumption on their operation. 

 

The Organic initiative helps organic-
certified producers install conservation 
practices specifically for organic 
production. In FY 2012, applicants will 
be evaluated continuously during the 
ranking periods. Those applicants 
meeting or exceeding a threshold score 
may be approved for an EQIP contract. 
Those that do not meet this threshold 
will be deferred to the next period. 

 

The Seasonal High Tunnel pilot 
initiative helps producers plan and 
implement high tunnels, which extend 
growing season in an environmentally 
sound manner. 

The Air Quality Initiative assists 
producers with implanting conservation 

USDA-NRCS Announces Ranking Dates for Conservation Initiatives  

MAPLE SYRUP LOADED 
—————- 

12,000 Gallons from 
Franklin County—Trade 
Acceptances Explained 

—————— 

During the past month, more than 
12,000 gallons of some of the 
highest quality maple syrup ever 
produce in this County was loaded 
into cars, tested and weighed by two 
employees of the New York Maple 
Sap Producers’ Association and sent 
on its way to the big warehouse in 
Syracuse in galvanized steel drums.  
A hydrometer was used in 

determining the weight of the syrup 
per gallon and all syrup was reduced 
to a uniform weight per gallon on the 
credit sheet and paid for on that basis.  
At the car, the growers receive an 
advance payment on the syrup in the 
form of a trade acceptance which is a 
new method of payment in this 
locality but which was received with 
general favor considering the amount 
of time given the banks and growers 
to familiarize themselves with this 
new method.  The banks at Brushton 
and St. Regis Falls had to handle the 
larger part of this paper and they 
prepared themselves in advance to 
cooperative with the growers int heir 

new undertaking in a way which 
shows the desire of these 
institutions to assist in any 
movement which should benefit 
agriculture.   
 

In a few cases, where insufficient 
information was at hand in the bank, 
it was necessary for the producer to 
use his trade acceptance In the 
purchase of merchandise after 
which it was endorsed and 
deposited by the merchant.  At the 
close of business year next fall, the 
Association will make a further 
remittance by check to the maple 
sap producers.   
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2012 DCP Sign-Up through June 1st  

Signup for the 2012 Direct and 
Counter-cyclical Program (DCP) is 
under way now through June 1. 
Farmers interested in enrolling are 
encouraged to contact the FSA county 
office to set up an appointment to 
complete the signup process. 
Contracts need to be signed each 
year to receive program benefits. All 
signatures of producers receiving a 
share in DCP payments are required 
by June 1, 2012.  
 
Farm Storage Facility Loan Program 
The Farm Storage Facility Loan (FSFL) 
program allows producers of eligible 
commodities to obtain low-interest 
financing to build or upgrade farm 
storage and handling facilities. The 
maximum principal amount of a loan 
through FSFL is  $500,000. 
Participants can borrow up to 85% of 
the net cost of the storage facility and 
equipment. A 15% down payment to 
the supplier(s) is required. Loan 
terms of 7, 10 or 12 years are 
available depending on the amount of 
the loan. Interest rates for each term 
rate may vary but are fixed for the 
term of the loan.  The current 7-year 
interest rate is 1.375% (February 
2012).  The loan must be approved 
before any site preparation or 
construction can begin. 
 
The following commodities are 
eligible for farm storage facility loans: 
Corn, grain soybeans, oats,  

wheat, barley or minor oilseeds 
harvested as whole grain 

Corn, grain wheat, oats or barley 
harvested as other-than-whole 
grain (silage) 

Hay & Haylage 
Renewable biomass 
Fruits (including nuts) and 

vegetables - cold storage 

NEWS 

resulting from covers on contract 
acreage; water quality benefits 
from reduced erosion, runoff and 
leaching; on-farm benefits from 
reduced erosion; benefits that will 
likely endure beyond the contract 
period; air quality benefits from 
reduced wind erosion; and cost.  
For more information on these and 
other FSA programs contact the 
Franklin County FSA office located at 
151 Finney Boulevard, Malone, by 
phone: 518-483-2850, extension 2 or 

facilities 
 

2010 SURE Sign-Up 
The 2010 crop year Supplemental 
Revenue Assistance Payments (SURE) 
program sign-up is underway through 
June 1, 2012.  SURE is a disaster 
program that provides assistance to 
farmers who have experienced losses 
caused by natural disasters.  To be 
eligible for SURE, a farm must have: at 
least a 10% production loss on a crop 
of economic significance; a crop 
insurance policy or a NAP policy for all 
economically significant crops; been 
physically located in a county that was 
declared a primary disaster county or 
contiguous county by the Agriculture 
Secretary. Beginning Farmers, Limited 
Resource and Socially Disadvantaged 
producers do not need to have 
insurance or NAP coverage to be 
eligible.  
 
CRP General Sign-up March 12th 
through April 6th 
There will be a four-week Conservation 
Reserve Program (CRP) general signup, 
beginning on March 12 and ending on 
April 6. CRP is a voluntary program 
available to agricultural producers to 
help them use environmentally 
sensitive land for conservation 
benefits. Producers enrolled in CRP 
plant long-term, resource-conserving 
covers to improve the quality of water, 
control soil erosion and develop wildlife 
habitat. In return, USDA provides 
participants with rental payments and 
cost-share assistance. Contract 
duration is between 10 and 15 years. 
The land must meet cropping history 
requirements to be eligible. The general 
sign-up is a competitive process with 
offers being ranked according to the 
Environmental Benefits Index (EBI). FSA 
uses the following EBI factors to assess 
the environmental benefits for the land 
offered: wildlife habitat benefits 

Farm Service Agency  

USDA is an equal opportunity provider, employer and lender. 

Every 8 year the Franklin County Ag and 
Farmland Protection Board conducts a 
review of the Franklin County 
Agricultural District (AD).  During the 
eight year review, landowners have the 
opportunity to add or remove parcels 
from the ag district.   
 

If you currently have land under 
agricultural production AND are not 
currently in the ag district expect to get 
a letter and Ag Review Worksheet in the 
mail within the next few weeks.   

Worksheets need to be returned to the 
Clerk of the Legislature at the Franklin 
County Courthouse.   
 

Who Benefits from an Ag District? 
Everyone benefits.  Besides its value for 
the production of food, agricultural land 
provides many environmental benefits 
including groundwater recharge, open 
space, and scenic viewsheds.  
  

Why be in an Ag District?   
Ag District law protects farm operations 
within the district from the enactment 
and administration of unreasonably 
restrictive local regulation unless it can 
be shown that public health or safety is 
threatened.   

Ag District 8-year Review 
Under Way 
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Youth Labor on the Farm 
 Anita Deming, Ag Educator, CCE Essex  

Has the high school neighbor been 
around asking for a summer job 
and are you wondering what you 
need to do?  Here are a few tips to 
help you when you are hiring a 
teenager.  
 

You are required by law to pay 
employees $7.25/hr, if you will 

have wages totally $3000 or more in 
2008. If youth are under 20 years old 
you may pay $4.25/hr for the first 90 
days. If youth are under 16 years of 
age, you may pay $3.60/hr for the 
first crop season. Your own children 
are exempt from minimum wage. 
 

If the youth is under 16 years of age – 
they must have working papers (these 
can be obtained at the school 
guidance office).  If the youth is under 
14, they cannot work unless it is their 
parents’ or grandparents’ farm.   
 

You should not rely on their say so 
that they are 16 or over, proof of age 
should be given to you such as a 
driver’s license or birth certificate. 

 

If you had wages totaling $1200 or 
more in the last calendar year you are 
required by law to have worker’s 
compensation for all employees 

 

Youth under 16 years of age may NOT 
work during school hours unless on 
their parents’ farm 

 

If the youth is under 16 years of age 
and is not working on his parents’ or 
grandparents’ farm they are not 
allowed to: 

 

Operate a tractor or more than 20 
PTO horsepower or connecting or 
disconnecting an implement or any of 
its parts to and from a tractor. 

Operate or assist to operate a corn 

picker, grain combine, hay mower, 
forage harvester, hay baler, potato 
digger, feed grinder, forage blower, 
auger, conveyor, post hole digger, a 
rotary tiller, trencher, forklift, or power 
saw.  

Working in a yard, pen or stall occupied 
by a bull, boar, or stud horse 
maintained for breeding purposes OR  
a sow with suckling pigs or a cow with a 
newborn calf.  

Felling, bucking, skidding, loading or 
unloading timber with a butt diameter 
or more than six inches. 

Working from a ladder or scaffold over 
20 feet high  

Riding on a tractor as a passenger or 
helper 

Driving a truck, bus, or car with 
passengers.  

Working inside any fruit, forage, or 
grain storage facility designed to retain 
an oxygen-deficient or toxic 
atmosphere; inside an upright silo 
within two weeks after silage has been 
added; inside a silo when a top 
unloading device is in operation; inside 
a manure pit; or operating a tractor for 
packing purposes on a horizontal silo. 

Performing work involving handling or 
applying any toxic agricultural chemical 
including cleaning agents, pesticides 
classified under the Federal 
Insecticide, Fungicide, and Rodenticide 
Act. 

Using blasting agents 

Transporting anhydrous ammonia.  

 

Fourteen and 15-year-olds with a 4-H 
certificate of completion of a Tractor or 
Machine Operation Certificate may 
operate the equipment that they have 
certified.  

 
For more information contact your 
Cornell Cooperative Extension Office  

On the following pages are fact 
sheets from the New York State De-
partment of Labor on the Wage Theft 
Prevention Act. All employers are re-
quired to give notice to all employees 
on the following:  

Rate of pay –  
How the employee is paid – 

hourly, salary etc.  
Regular pay day  
 Official name of the employer, 

address, and phone number  
Allowances taken as part of the 

minimum wage (lodging, meals, 
deductions)  

 

Notices must be both in English and 
the employee’s primary language.  

 

Employers must have each employee 
sign and date the completed notice 
and a copy must be given to each 
employee.  

 

This must be done when you hire a 
new employee, when there is a pay 
rate change, and on or before Febru-
ary 1 of each year.  

The following is a link to the New 
York State Labor Laws and Stand-
ards where you will find a sample 
form. 

 
http://www.labor.ny.gov/formsdocs/
wp/ellsformsandpublications.shtm 
and a link to the fact sheets: 
http://www.labor.ny.gov/formsdocs/
wp/P715.pdf .  

NYS Department of 
Labor-Wage Theft 
Prevention Act 

Peggy Murray, Farm Business Educator, CCE 
Lewis County 
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and livestock prices. Understanding 
these forces is an important 
consideration for skilled marketers. We 
can rarely predict the future with much 
certainty, but if we study the future and 
consider what adjustments might be 
needed in a given scenario, we are 
better prepared to respond when 
changes occur. To be successful, you 
should take an informed and balanced 
approach to making marketing 
decisions. As we match our marketing 
and risk management strategies, let’s 
remember three personal factors:  

 
1. Know what level of risk you are 
comfortable with.  
2. Be willing to increase the number of 
skills in your marketing toolbox.  

3. Develop an integrated management 
approach to your business  

Ask yourself . . .  

 Am I financially able to “shoot for 
the top price” and withstand the 
potential downside consequences 
of missing?  

 Should I receive professional 
marketing services?  

 Would a “marketing club” fit my 
need for current information and 
help in developing a marketing 
plan.  

 Can I afford to store a crop, hoping 
the price will increase, or are my 
cash flow needs such that I must 
sell directly at harvest?  

 How sensitive is our dairy to milk 
price swings? What recourse might 
we use if prices drop rapidly?  

 Will my lender understand my plan 
and help me achieve my goals?  

 What are the potential costs and 
returns associated with alternative 
strategies?  

 Does my marketing plan cover the 
entire calendar or crop year?  

 Have I checked my marketing 
plan against my financial plan 
to make sure that income from 
marketing covers cash flow 
needs?  

 Are all crop and livestock 
enterprises covered in my 
plan?  

 Have I calculated production 
costs and estimated my yield to 
determine my break-even price?  

 

2012 expectations are that risk 
exposures will increase in the form of 
high crop values, increased price 
volatility, higher input costs, tighter 
credit requirements, the need to 
recover from 2011 losses, higher 
family living costs, and aging farm 
operators. Does it make sense to 
manage risk by self-insuring? Just how 
much protection is needed for 2012?  
 

What are your risk management 
needs for 2012? Protect crop values, 
all or part of input costs, put a floor 
under marketing contracts, recovery 
of 2011 losses, securing operating 
loan and/or secure family living 
expenses? With these concepts in 
m i n d ,  i s  y o u r  c u r re n t  r i s k 
management plan adequate for 2012 
to fulfill your strategy?  
 

Crop insurance agents now have 
2012 rates and rules. They are also 
prepared to help you to complete a 
free Risk Management Checklist and 
to discuss coverage, and cost control 
options that can strengthen your farm 
business plan to minimize the risk of 
an income interruption. The deadline 
to enroll/change policies for most 
crops in 2012 is March 15. Managing 
risks may result in improved peace of 
mind for you, your business, and your 
family in the year ahead.  

     Is Our 2011 Risk Management Plan adequate for 2012?  
By: John Berry, Penn State Extension Marketing Educator; Submitted by Gene Gantz, gantz@pa.net, 717-497-6398  

I am not as old as I hope to be and 
not as young as I used to be – but – 
WOW – I do not recall anything near 
the major price swings farmers have 
experienced over the past few years! 
Add to this general political and 
financial uncertainty in many parts of 
the world and I see opportunity for 
significant risk in production 
agriculture. In 2011, it paid producers 
about $42 million in PA and $10 
billion in the USA, as of 2/6/12.  
 

As we make plans for 2012, we have 
an excellent opportunity to seriously 
evaluate the adequacy of the 2011 
risk management plan we had in 
place. Does last year’s plan seem 
adequate for the current year? Many 
things have changed since this time 
last year and we might want to take 
some time before the spring rush to 
make adjustments to our risk 
management strategies. For a great 
discussion tool on whole farm risk we 
c a n  a c c e s s  a  U S D A  “ r i s k 
m a n a g e m e n t  c h e c k l i s t ”  a t 
http://www.rma.usda.gov/pubs/201
1/risk_management_checklist.pdf .  
 

There are many sources of farm and 
family risk that need our attention. 
However, as an Ag Marketing 
Extension Educator, I am primarily 
concerned here with price and 
financial risk.  
 

Many experienced farmers may have 
gotten used to government programs 
that almost automatically provided a 
pretty good safety-net and about all 
producers had to do was to enroll, 
and perhaps, idle a few acres. This is 
no longer the case for farmers. Today, 
the major farm safety-net is 
determined by individual proactive 
producer decisions.  
 

Marketing is the part of business that 
transforms production activities into 
financial success. Effective marketers 
understand that unanticipated forces 
can lead to dramatic changes in crop 
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performance- odometer reading, 
horsepower, fuel mileage, etc. The 
same should be true of the rams you 
purchase. Buying a ram simply on 
'looks' or pedigree doesn't tell you 
much about how he will perform in your 
flock.   
 

A comment I often hear from buyers is 
"I can't afford to spend more than $200 
for a ram."  I'm not sure how this 
number was obtained, but it's a 
common comment. Let's work through 
an example with two rams- Ram A and 
Ram B. 
 
 

Ram A- $600 - Comes from a flock 
using a performance recording 
program. His EBV (expected progeny 
difference) for weaning weight is 4.0, 
meaning that this ram will wean 
offspring that are an average of 2 kg 
(since only 1/2 of the ram's genetics 
are transmitted to his offspring, you 
need to divide EBVs by 2) or 4.4 lb. (2 
kg * 2.2 lb/kg) heavier. If you have 50 
lambs, that means you have 220 
additional pounds of lamb to sell at 
weaning (50 lambs * 4.4 lb.= 220 lb.) 
Then say that you sell weanling lambs 
for $1.50/ lb at auction (this is actually 
quite conservative for our Eastern 
ethnic markets). You have an additional 
200 lb. * $1.50/lb = $330 additional 
income for neglible input, in just one 
lamb crop. 
 
 

Ram B- $200 - Ram B comes from a 
flock that says 'dam is my best ewe'. 
Breeder may have some actual weights 
on the animals, but no adjusted 
weights or EBVs that account for 
e n v i r o n m e n t  ( i n c l u d i n g  f e e d 
management, sex of lamb, litter size, 
age of dam, etc). He's the biggest ram 
in the bunch, so he has to produce fast-
growing lambs, right? Then let's say 
that  Ram B's lambs wean 4.4 lb. LESS 
than the previous flock average. If we 
continue with the 50 lambs, that's 220 
lb. LESS lamb you are sending to 
market.  We sell them, as before, for 
$1.50/lb. at auction. If this was the 
same as last year, we have $330 LESS 
income than before.  

March 20-22 is spring sheep 
week!  Thursday March 22nd at 
7:00 pm at the Extension Learning 
Farm is the date for St. Lawrence 
County.  The topics will be 
handling equipment and selection 
of rams and replacements.  During 
the afternoon from 1:00 pm to 
4:00 pm there will be an open-
house at Double-H Sheep 

Company at 268 State Rt 310 to see 
the home-made raised chute 
handling system and the bale-grazing 
set-up.  I found this great article on 
ram selection on the website of K Bar 
K Farm.  Ken and Kathy Soder run 
the K Bar K sheep farm in 
Pennsylvania.  Check out their 
website:  www.kbarkfarm.com.  Kathy 
gave her permission to reprint her 
article. 
 
 

Buying a ram for your ewe flock is an 
important economic decision. If this 
new ram is to be the only sire used in 
your flock, he is 50% of the genetics 
of your next generation. A good ram 
(with proven performance) can make 
significant genetic improvement in 
your flock in a short period, while a 
poor ram can do a lot of genetic 
damage in one generation.  
 
 

If you don't measure it, you can't 
manage it.” Truer words were never 
spoken when it comes to genetic 
i m p r o v e m e n t .  R a m s  w i t h 
performance records (such as 
through Lambplan or NSIP) are a 
surer bet than buying a ram from a 
breeder who states “the dam is the 
best ewe in my flock”. Just what does 
that mean, anyway?  
 
 

If a breeder can show you numbers 
that this ram will increase weaning 
weights by x pounds, or improve 
maternal or carcass traits, through 
the use of objective performance 
recording, you have a better idea of 
what is 'under the hood' of that 
ram.....after all, if you buy a car, do 
you just purchase it based on looks 
in the sales lot? No, you ask about 

 

Was the $200 
ram really a 
deal? Let's further assess the 
economics of buying Ram A. If you 
use Ram A for 2 years (typical for 
many flocks), that ram could produce 
an additional $660 income from 50 
ewes in 2 years.  This additional 
income alone accounted for the 
entire purchase price of the ram  
 

BUT WAIT...There are other things to 
factor: if you retain replacement ewe 
lambs from this ram, they will also 
have that additional growth that they 
will transmit to their offspring (albeit 
it slightly diluted if mixed with 
homegrown blood).  
 

There are also maternal traits to 
consider: MWWT (maternal weaning 
weight) is an indication of the ewe's 
milking ability- if the purchased ram 
has as a strong MWWT EBV, his 
daughters will milk heavier, resulting 
in heavier lambs. An increase in NLW 
(number of lambs weaned) results in 
a greater number of lambs weaned 
f r o m  t h e  p u r c h a s e d  r a m ' s 
daughters. It's difficult to put hard 
economic values on the reproductive 
traits, but we all know that they are 
very crucial to impacting the 
profitability of the farm. 
 

While Ram A may have seen more 
expensive at the forefront (especially 
when tempted to buy Ram B for 1/3 
the price), in the end Ram A was a 
bargain!  
 

Why is it the dairy, beef, and swine 
industries buy and sell animals based 
on EBVs, yet the sheep industry still 
relies almost solely on physical traits?  
In these times of high fuel and feed 
prices, we need to increase the 
efficiency and productivity of our 
animals so we can rely less and less 
on these skyrocketing inputs.  
 
Tips for buying rams: 
1. DO YOUR HOMEWORK!  Don't be 
afraid to ask questions of the breeder 
of the ram. If they don't want to 

(Continued on page 9) 

Sheep and Goat News 
Betsy Hodge, From the Extension Learning Farm in Canton, NY 
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answer your questions, move on to 
someone else. 
 

2. Don't select on just one 'tool' alone. 
By that I mean, don't just select on 
what you see in paper (ebvs, raw 
weights), or what you see in the barn 
(physically), or on pedigree. All these 
'tools' are needed, as well as a few 
others, to select the ram that will 
make the most genetic improvement 
in your flock.  
 
3.  Don't buy your stud ram at the 
local auction yard!  While a 'nice-
looking' ram may come through the 
local auction, and you may be 
tempted because he's 'cheap', he's 
probably there for a reason- perhaps 
he is just old, but perhaps he passed 
a genetic problem to his offspring, or 
he even may be sterile. Or, even 
worse, he was culled due to some 
health issue that could be 
transmitted to your flock...those 
diseases come for 'free' when you 
purchase that animal.  
 
4. Ask if there is any type of follow-up 
or guarantee. Any seedstock breeder 
worth their salt will be 
willing to work with you 
should there be a 
problem that can be 
attributed directly to 
the ram. After all, we 
don't get to 'prove' 
every animal we sell, 
and the genetic 
roulette wheel does occasionally 
throw us a curve ball.  
 
Bottom line: Don't skimp on the 
biggest investment in your next lamb 
crop, whether it be for market lambs, 
or replacement ewe lambs.  This 
doesn't mean buy the most expensive 
ram on the market...rather, purchase 
a high-producing ram with solid 
records that will improve your lambs, 
and ultimately, your profitability.    
 

Copyright K Bar K Farm Updated 2012 – 
Reprinted with permission 

(Continued from page 8) 

 
TO/DO MARCH/APRIL  
A. Calving season is here or fast ap-
proaching. Do you have the following 
items:  
1. Frozen colostrum  
2. Calf pulling equipment.  
3. Stomach tube, thermometer, dry 
towels.  
4. Ear tags, navel dip (7% iodine).  
5. Selenium, Vitamin A&D injections.  
6. Castration and dehorning equip-
ment.  
7. Therapy for scours and respiratory 
problems.  
8. VETERINARIAN’S PHONE NUMBER.  
 

B. Practice good calving management:  
1. Provide clean dry area for calving. 

Clean, frozen or snow covered pas-
ture protected from the wind works 
well. 

2.  If calving in a barn, keep area well 
cleaned and bedded. Barns, while 
comfortable for the manager, are a 
great place to harbor disease or-
ganisms that increase throughout 
the calving season.  

3.  Make sure calf consumes 1.5-
2.0% of its body weight (1-2 quarts) 
of colostrum within 4-6 hours.  

4. Be prepared to provide fluids to 
scouring calves that become dehy-
drated. Consult veterinarian for 
advice.  

 

C. Plan spring fertilizer needs. Mid to 
late April is an excellent time to apply 
nitrogen to grass. Consult Field Crop 
agent at your local Extension office.  
 

D. Prepare for pasture season. How will 
you control flies this year: tags, pour-
ons, back rubbers? It is not recom-
mended to use insecticides furnished 
in feed or minerals.  
 
E. Get ready for breeding season;  
 If you use A.I. order semen and 

check your equipment. Be sure 
breeding corral is in working order 

Excerpt from Beef Cattle Comments 
Mike Baker, NYS Beef Specialist,  

Cornell University 

 If breeding naturally, make 
sure you have enough bulls: 
10-15 cows per yearling bull; 
20-25 cows per 2-year old bull; 
30-35 cows per mature bull.  

 Have phosphorous source in 
form of free-choice mineral 
mix; phosphorous is important 
for maximum fertility.  

 Yearling British heifers should 
weigh a minimum of 700 lbs. and 
continental heifers a minimum of 
750 lbs. before being bred. 

 If lactating cows are thin and not 
cycling, feed more energy.  

 Consult your veterinarian for a 
vaccination program that meets 
your needs. At a minimum consid-
er vaccinating for IBR, BVD, BRSV, 
PI3 and Leptospirosis.  

Sheep & Goat News cont’d  

Other Livestock News & Bits 
For poultry raisers... 
March 18th - 10:00 am to 4:00 pm - 
poultry workshop with Pete McDonald 
Extension Learning Farm 
  
April 15th - all day - building chicken 
things like chicken tractors, 
hoophouses and crates Extension 
Learning Farm    More details soon. 
  

Livestock Guardian Dog Puppies 
 Sharon Dear - 268-1627 - Great 
Pyrenees 
 Gene LaMothe - 287-9188 - Great 
Pyrenees/Maremma cross 
  

Anyone selling goat meat?  Bill Raymo 
has a friend looking for some - 384-
4463    Might be interested in buying 
a whole goat, too 
  

Cyndy Lawrence is looking for some 
companion goats to keep her old 
wether company   
 cyndylawrence910@yahoo.com 
  

Marketing News - Anyone our there 
have lambs or cull ewes to go to New 
Holland? We are organizing a group 
so let me know ASAP. To contact 
Betsy directly call 315-379-9192 or 
via email at bmf9@cornell.edu.  



 

Questions about Energy, 
Natural Resources & 

Horticulture 
You can contact Rich  

At CCE Franklin County  
at 518-483-7403 or via email  

rlg24@cornell.edu 
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grill, kerosene stove, gasoline camp 
stove or wood fire all work well. Avoid 
wind and keep in mind that you will 
need lots of fuel.  
 

Start by pouring some of the sap 
through a strainer, into a large, clean 
roasting pan, canning pot or kettle 
that has been placed carefully over 
the flame. Bring the sap to a boil, 
stirring it occasionally. Once the sap 
is boiling, you may have to stir it 
almost continuously to keep it from 
burning or scorching. As the level of 
liquid in the pan lowers, add more 
sap. Skim off the froth that forms on 
the surface. It is full of impurities.  
 

When the sap in the pan appears to 
be highly concentrated, check the 
temperature of the fluid with a candy 
thermometer. Finished syrup will be 
approx imate l y  219 degrees 
Fahrenheit. Be extremely careful not 
to burn or overheat your syrup. The 
hot, finished syrup should be filtered, 
as it is poured into clean, sterile 
mason jars. Leave very little air in the 
jars and lay the jars on their side 
while the syrup is cooling to create a 
tighter seal.  
 

Store your syrup in a cool place. A 
freezer works well. Maple syrup, 
when properly prepared, will not 
freeze. 
 

Once the trees you are tapping begin 
to develop buds, the sap becomes 
bitter tasting and is undesirable. At 
that point, the season is over. 
Remove the tap from the tree and 
allow the hole to seal.  

So, you want to try making some 
maple syrup. You’ve got your drill 
and your pails and a couple of 
150-year-old sugar maples in the 
front yard. You’re ready to go.  
 

Well, hold on. Maple syrup 
production isn’t quite as simple 
as just putting holes in trees. In 
fact, poking holes in your trees 
can leave them susceptible to 
disease or infestation by fungus 
or insects.  

 
 

Before you set your buckets on your 
trees and find that things aren’t going 
quite the way you hoped they would, 
there are a few things you should 
know. Just for the record… 
 

You should tap only healthy trees. A 
healthy sugar maple can remain 
productive for 300 years or longer. 
Keep in mind that over-tapping can 
weaken even the healthiest trees. A 
tree should be at least 10 inches dbh 
(diameter at breast height or 4 ½ feet 
above the ground), before it is tapped. 
Twelve inches is preferred. And you 
should never put more than one tap 
on a tree that is less than 17 inches 
in diameter or 53 inches in 
circumference. It is good practice to 
use no more than two taps in larger 
trees, although a healthy, undamaged 
tree with a diameter greater than 25 
inches will sustain a maximum of 3 
taps.   
 

 Each tap will usually yield between 
10 and 20 gallons of sap per season. 
Trees with large crowns, growing 
roadside and in yards or clearings will 
generally produce more sap per tap 
than forest trees.  
 

Sugar content will vary from tree to 
tree and from season to season. Sap 
sweetness will often reflect directly 
upon the conditions that existed 
during the previous growing season. 
Genetics and environmental factors, 
such as weather and site conditions, 
may affect sap sweetness as well. 
You can tap red and Norway maples, 
but it is the sugar maples that have 
the highest sap sugar content and will 
produce the best tasting syrup. 

Making Maple Syrup at Home 
Richard L. Gast, Agriculture Programs Assistant - Horticulture, Natural Resources, Energy 

Although no one knows exactly why this 
is, one theory is that since sugar is 
produced in the leaves of trees during 
photosynthesis and then transported 
into the wood, where it is stored during 
the winter, it may have something to do 
with the structure of the wood.  
 

Tapping wil l  cause significant 
discoloration of the wood within the 
tapping zone, considerably decreasing 
the log value of the bottom 6 feet of the 
tree. The rest of the tree will not be 
affected. Researchers at the Uihlein 
Maple Sugar Extension Field Station in 
Lake Placid conducted a 2-year study 
and now recommend using 5/16 inch 
spouts over the traditional 7/16 inch 
spouts. These smaller spouts have 
been shown to decrease the length, 
width and depth of tap hole 
discoloration by more than 50%, while 
also decreasing the amount of time 
needed for tap hole closure. 
 

Use a bit that is the appropriate size for 
the tap you will be using. At a height of 
about 4 feet, drill a hole about 1 ½ 
inches deep at a slight upward angle. 
Pound the tap into the hole. Hang a 2 
½ gallon pail on the hook and cover it 
to keep out snow, rain and debris. If 
you haven’t got a 2 ½ gallon pail, a 
plastic gallon jug will do.  Keep in mind, 
however, that a gallon jug will have to 
be checked and emptied more 
frequently, to prevent sap from 
overflowing.  
 

The collected sap will need to be stored 
in large pails or containers and kept 
cold or refrigerated until you are ready 
to boil it down. Sap, like milk, can sour 
if it is not kept cold. 
 

It is a good idea to collect weather data 
while you are collecting sap. As your 
data is compiled, you will begin see the 
connection between temperature and 
sap production.  
 

After 3 or 4 days or as soon as you 
have collected 10 gallons of sap, 
whichever comes first, you are ready to 
boil. As large quantities of sticky steam 
will result, boiling sap indoors on your 
cook stove or your wood stove is not 
recommended. An outdoor barbecue 
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Northeast growers can capture more 
of the lucrative local market for fresh 
berries by growing brambles 
(raspberries and blackberries) in high 
tunnels. And the place for them to 
start is with the updated and 
expanded edition of High Tunnel 
Raspberries and Blackberries. 
 

High tunnels are relatively low-cost, 
usually unheated, plastic-covered 
hoop houses that can help growers fill 
late-spring and late-fall gaps in the 
market. Instead of early July, high-
tunnel berries can be harvested in 
June. The field-grown season for 
brambles usually ends in early 
October. But growers using high 
tunnels continue to harvest berries 
through November. 
 

Other benefits of high tunnels include: 

 Floricane-fruiting raspberries and 
blackberries can over winter in 
c l imates where they would 
otherwise be killed by cold 
temperatures. 

 Primocane-fruiting raspberries ripen 
where the growing season is 
otherwise too short. 

 Berry yields 
from tunnels 
can be two to 
three times 
greater than 
f ie ld -grown, 
a n d  t h e 
berries can 
be significantly larger. 

 Tunnel-grown berries also have 
longer shelf-life with reduced 
pesticide inputs. 

The 50-page production guide is 
available free online and features 
sections on: 

 Site and tunnel selection. 
 Tunnel construction. 
 Plant selection and planting. 
 Care and management of plantings. 
 S e a s o n  e x t e n s i o n  a n d 

overwintering. 
 Pest management. 
 Harvest. 
 Crop budgets. 

 

The 2012 edition includes a new 
section on multiple-bay tunnel 
production, additional crop 
budgets, and new information 
on varieties, pests and diseases. 

The authors include 
researchers from 
Cornell University, 
Penn State University 
and Michigan State 
University who have helped 
pioneer berry production in 
high tunnels. 
 

V i s i t  h t t p : / /
www.fruit.cornell.edu/berry/
p r o d u c t i o n / p d f s /
hightunnelsrasp2012.pdf to 
download the guide. To order 
print copies ($10 each 
includes shipping and 
handling) please contact 
M a x i n e  W e l c o m e  a t 
mw45@cornell.edu or phone 
607-255-5439.  

High Tunnel Raspberries and Blackberries  

updated and expanded 

Brushton-Moira Central 
School FFA Annual 
Pancake Breakfast  

Fund Raiser 
758 County Route 7;  
Brushton, NY 12916  

 

Saturday March 31 
9:00 AM – 1:00 PM 

 

Pancakes, eggs and sausage breakfast 
Prices TBA 

 

Events throughout the morning 
Visit a working sugarhouse. FFA students 

will be making syrup. 
Hayrides if the weather allows 

Chainsaw carving demonstrations 
 

Of special interest: Pipeline demonstration 
at 10:00 AM - offered by David Butler of 

Leader Evaporator  
 

Maple cream, candy, and cotton candy 
will be available for sale 

4-H Annual  
Pancake Breakfast 
Sunday, March 25th 

9 am— 1pm 

Burke Fire Station 

Menu 
Pancakes with  

Local Maple Syrup 
Scrambled Eggs, Ham 

Home Fries & 
Beverages  

Take outs available.   

$6 for breakfast, 
children under 
5eat for FREE!   
Proceeds from Breakfast will support sending 

Teen Programs such as STARR & Teen 
Retreats.   



 

To Tap or Not to Tap – That is the Question 
Richard L. Gast, Agriculture Programs Assistant - Horticulture, Natural Resources, Energy 
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a 6-gallon bucket were installed at 
each of the 6 locations. Three of 
these tubing systems (12 trees) were 
tapped in January, another 3 in 
February, and the final 3 in March. 
Every time the sap flowed, before the 
6 gallon bucket was emptied into a 
larger tank, the cooperating 
producers recorded the total volume 
of sap collected and sap sugar 
content. At the end of the season, the 
data was sent to Northern NY Maple 
Specialist, Michael Farrell. 
 

With the exception of the Clinton 
County site, where significant 

amounts of sap were 
co l lec ted  in  February 
increasing overall yields, 
substantial amounts of sap 
were not obtained until March 
and April. Therefore, early 
tapping did not significantly 
increase production. 
 

The study, although not 
beyond question, resulted in 

the following conclusions. Producers 
at lower elevations and in warmer 
climates of northern New York could 
likely increase their overall yield by 
tapping early and should consider 
tapping as early as January, if the 
long range forecast indicates that 
there will be periods of at least 2-3 
days of sap flow. 
 

For producers at higher elevations 
and in colder areas of northern New 
York, waiting until late February or 
March before starting to tap was 
recommended. The belief is that, 
even though there may be some sap 
flow in January and February, it would 
most likely be insignificant, and that it 
makes sense to wait until just before 
the first flows of March to start 
tapping to ensure that the tapholes 
will be as fresh as possible for the 
more extensive sap flows of April. 
 

In researching this article, Uihlein 
Director Farrell also referred me to 
similar research conducted by the  

(Continued on page 13) 

While no one knows for sure who 
was first to tap a maple tree, 
when it comes right down to it, 
the basic elements of gathering 
sap and producing maple syrup 
haven’t really changed very much 
over time. Whether you’re tapping 
one sugar maple or 10,000, you 
have to put a hole in a tree, 
collect the sap that flows from the 
hole, and boil it down to the 
proper consistency.  

3 

Yes. It is true that over the years 
metal buckets replaced birch bark 
baskets and wooden pails, that flat 
pans on stoves or in furnaces proved 
more efficient than large kettles and 
open fires, and that tubing systems 
now enable small family farms to 
collect greater amounts of fresh sap 
in the most efficient and hygienic way 
possible, but the basics remain 
essentially the same. Little has 
changed. Except perhaps, the 
weather. 
 

This has been a most unusual winter! 
The unseasonably warm weather and 
lack of snowfall that we have been 
experiencing are the result of a 
prolonged and unusual weather 
pattern that appears to be affecting 
the entire nation; essentially a jet 
stream that has been keeping cold air 
to our north. (And you thought it was 
because you finally broke down and 
bought that snowblower.) 
 

A lot of people are saying that much 
of January and February has been 
sap producing weather. And some 
experienced maple producers, as well 
as beginners, have been tapping their 
trees several weeks earlier than 
usual.  
 

Traditionally, maple syrup makers 
have waited until the very end of 
February or the beginning of March to 
head out into the woods to tap their 
sugar maple trees; to be ready for the 
freezing and thawing temperatures 
associated with the coming of longer 
days and the sap runs they rely on for 

making maple syrup. In recent years, 
however, their thinking has been 
changing.  
 

 The perception among many New York 
and New England maple syrup 
producers is that the region now 
receives considerably more warm 
weather during the tapping season 
than it once did. Perhaps even too 
much. There is a general feeling that 
sap flows may not be as heavy in late 
winter and early spring as they once 
were, and that they are certainly less 
consistent; that spring often comes 
earlier and that the winters are less 
severe. And more and more, 
producers are tapping earlier 
and earlier than their 
ancestors did. 
 

It’s a bit of a conundrum; 
one that the entire Cornell 
Cooperative Extension (CCE) 
Sugar Maple Team, a group 
of CCE educators and 
colleagues from adjoining 
states, has been exploring for several 
years; tap too early, so the theory goes, 
and the holes may run poorly later in 
the season when the weather is 
favorable for good sap runs; tap too 
late and miss some of the best early 
season weather. 
 

In 2008, a group of Cornell 
researchers, including Professor Brian 
F. Chabot of Cornell University’s 
D e p a r t m e n t  o f  E c o l o g y  a n d 
Evolutionary Biology and Director of the 
New York State Maple Program; Steve 
Childs, New York State Maple 
Specialist; Peter J. Smallidge, New York 
State Extension Forester; Michael 
Farrell, Northern NY Maple Specialist 
and Director of the Cornell Uihlein 
Research Forest in Lake Placid; 
Michelle Ledoux of CCE Lewis County; 
and myself, collaborated with one 
maple producer in each of 6 northern 
New York counties to test the effect of 
early tapping. In December and January 
of that year, 9 tubing systems, each 
consisting of plastic spouts and tubing 
installed to connect a set of 4 trees to 
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How to Get Started With QR Codes 
By Lauren Ackerman, solution specialist at J. Schmid & Associates 

So you've decided a QR code will be a 
great addition to your next mailer. 
Where do you start? It can be as 
simple as entering your web address 
into one of the many online QR code 
generators. 
 
Create and download using a QR 
code generator 
Here are a few great, free options: 
QRStuff.com is my favorite all-
purpose QR code creator because it 
has a robust QR code generator that 
condenses several steps into one, 
like url shortening and personalizing 
the color of the code. 
Beqrious.com/generator is unique 
because it allows you to upload your 
company logo to insert into the QR 
code before you download. 
GOQR.me can create QR codes up to 
1000 pixels wide for those larger 
applications. 

Personalize it with your brand colors 
and logo:  CustomQRCodes.com and 
Qrlicious.com are both paid services 
that create custom branded QR codes 
with style and accuracy. On a tight 
budget? You can also add your logo 
and adjust the colors to reflect your 
brand identity in your favorite image 
manipulation program. 

Place it where it will be seen, ideally, 
more than once:  The back cover is a 
great place to feature a QR code, as 
is an opening spread and select 
spreads throughout the catalog. Place 
it 1-inch by 1-inch minimum, and if 
you're using a custom color make 
sure that it is high contrast for easy 
scanning. 
 

Test, test, test 
This is important for anyone using a 
QR code, and especially important if 
you personalize. Test and retest the 
code on the most popular scanning 
software for both Android and iPhone 
platforms. The most popular scanners 
for iPhone are I-nigma, Optiscan and 
Quickmark; and the most popular QR 
code readers for Android: Barcode 
Scanner, Quickmark and the best-of-

the-best: QR Droid. 
 
Optimize for easy readability 
The best QR code landing pages are 
designed to fit a smartphone screen 
with a minimum of scrolling or scaling. 
The content should resize to fit the 
screen width, or stick to about 300 
pixels wide. Simplicity is key, so 
remember the main objective of your 
QR code campaign and hone in on that 
message. 

_____________________________ 
Licensed from Multichannel Merchant for 
republication in AgNews!  © 2012 Penton Media. 
All rights reserved. Licensed by Bernadette E 
Logozar for 674 estimated copies in circulation 
on February 22, 2012 . You may forward this 
article or obtain additional permissions at the 
following iCopyright license record and renewal 
locator:  http://license.icopyright.net/3.6306-
24730. Penton Media, Inc and Multichannel 
Merchant logos are registered trademarks of 
Penton Media, Inc. The iCopyright logo is a 
registered trademark of iCopyright, Inc.  

(continued from page 12) 
folks at the University of Vermont’s 
Proctor Maple Research Center; 
research that he believes would 
“support the notion that we should 
seriously consider tapping early to take 
advantage of early sap flows.” The 
Proctor research concludes that, 
“Under both gravity and vacuum, sap 
flow from tapholes drilled in January 
and February was comparable to sap 
flow from much fresher holes during 
the cooler part of the sap flow season. 
Toward the end of the season, when 
temperatures had exceeded 50 
degrees F on several days, January and 
February tapholes yielded less sap than 
newer tapholes. In years when many of 
the sap flow periods involve relatively 
low temperatures, perhaps 40 degrees 
or less, the additional yield from early 
tapping may provide a significant 

advantage compared to tapping on 
March 1st.” 
 

The Proctor report also stated that 
“results from these experiments are 
consistent with the interpretation that 
microorganism growth during warm 
weather is responsible for the 
cessation of sap flow from tapholes,”  
 

Neither the Cornell, nor the Proctor 
research address the possible 
difficulties that might occur when 
attempting to process sap to syrup in 
January and February, should thaws 
be followed by sub-zero weather 
conditions. 

To Tap or Not to Tap – That is the Question 

Starting a Cheese-Making 
Business Class  
Friday, April 27th  

9 am—4 pm  
Burke Fire Station  

Instructor Margaret Peters-Morris, 
Glengarry Cheese-making  

Interested in starting a Cheese-making 
business?  Already making cheese & want to 
learn more? Then this is the class for you. 

   

This full day program you will learn how to make 
a number of different cheeses, ins and outs of 
setting up a cheese-making business, tips on 
equipment & much more from Master Cheese-

maker Margaret Peters-Morris.     

Cost:  $165 includes refreshments, lunch & materials 
Scholarships are available.  Limited space.  
Registration Required, deadline—April 25th 

Contact:  CCE Franklin 483-7403 to register.    

Learn more about 
Social Media, 
some facts and 
tidbits by scanning 
the  code to the 
right.   



 

AgNews! Page 14 

a binder people can flip through or 
even use the side of your freezer or 
cooler as a billboard.   

Processing Issues:  There are a 
number of different ways to have 
your animals processed.  For red 
meat farmers (beef, pork, lamb or 
goat) who are selling direct to the 
retail customer animals must be 
slaughtered at a USDA inspected 
facility.  If the farmer has an on-farm 
5A inspected (state) an inspected 
carcass can be taken and further 

processed at the state-inspected 
facility on the farm.  For some this 
is a very viable option as the 
farmer can sell fresh cuts of 
meat, as well as add value to the 
meat with spices, sausages etc.  
However, for those farmers who 
do not have a state-inspected 
facility but would still like to sell 
to the retail customer, then your 

animals must be slaughtered and 
processed as a USDA-inspected 
facility.  For full details about 
regulations related to meat 
processing there is an excellent 
“Resource Guide to Direct Marketing 
Livestock & Poultry” available 
through Cornell’s Small Farm 
P r o g r a m  w e b s i t e 
w w w . s m a l l f a r m s . c o r n e l l . e d u .  
 
Regardless as to how you are getting 
your animals processed, whether it is 
at a federal or state inspected facility 
it is important for you to maintain a 
good relat ionship with your 
processor.  If you are selling animals 
by the whole, half or quarter to 
customers who are new to buying 
meat in bulk, it might be worth the 
extra time to provide the extra 
service to the customer by providing 
a cut sheet and types of cuts they 
can get.  Have a discussion about 
packaging types, concerns, labeling, 
and the quality of each item.  As well 
if the processor offers value-added 
produc ts  ( sandwich  s teaks , 
sausages, smoking, slicing, holiday 
products) discuss these as well and 
offer suggestions.  The question of 

(Continued on page 15) 

changes to the on-farm exemption for 
poultry processing, farmers can split 
poultry carcasses, so a Summer Grilling 
Bundle might include split halves or 
quartered chickens alongside of steaks, 
chops, kabobs and sausages.  While an 
Autumn Bundle or Back to School 
Bundle might include roasts, stew meat, 
ground beef, chops, bacon, sausage, 
and roaster chickens.  Other types of 
bundles you might consider:  Family 
pack – rump roasts, rolled shoulder 
roast, ribs, bacon; Comfort Pack—pot 
roast, short ribs, steaks, sausage; 
Budget Pack—ground 
meat, stew meat, ribs.   
  
Relationship Marketing  
Putting a face on your 
food, people need to trust 
the source of their food.  
“Success today doesn’t 
necessarily mean success 
tomorrow.  Changes in the markets, 
competition, technology and customers 
mean you can’t rest on your laurels.  
You need to constantly be sure your 
product or service fits with these 
changes.”  A key to a strong business is 
repeat customers.  And the way to build 
repeat customers is through customer 
satisfaction and relationship marketing.  
Douglas Dunn has a good article titled 
‘Advertising and Promotion’ from 1995, 
which has some keys to success that 
still ring true.  Some tips Dunn has 
regarding building repeat customers is 
to “Inquire into customer’s needs.  Seek 
suggestions for improvement.  If visitors 
have a bad experience or don’t find 
what they are looking for, they not only 
don’t return, but will also tell others 
where NOT to stop.”  So establish a 
relationship with your customers by 
telling them your farm story.  Unlike 
other products, farmers who are direct 

marketing livestock products 
do not have the same 
opportunity to showcase their 
product using the physical 
features of the product on 
display as meat products 
need to be kept refrigerated 
or frozen.  Have pictures of 
your animals on display, 
whether it is a photo collage, 

Adding Value for Greater Profitability cont’d  

about the type of production, your 
animals’ access to fresh air, clean 
water and shelter which will help 
you address any animal welfare 
concerns or questions that might 
arise.  Use of antibiotics and 
artificial hormones; whether you 
are using these in your operation 
or not.   Having an understanding 
public’s concerns and addressing 

them with your product or farm 
description will ultimately add value 
to your livestock products.    
 
Physically What does your cut look 
like?  You can also add value to your 
products by the actual types, size and 
variety of cuts you offer.  Consider 
offering new cuts, smaller packaging, 
cuts which cook faster, special cuts 
from different parts of the animal. 
Consider the thickness of cuts, 
granted a ½ inch steak might cook a 
lot faster but there is not a lot of room 
for error.  Marbling, aging, slaughter 
age, gender of animal all have an 
impact on the quality of the product 
you are selling.  Evaluate what you 
are offering and compare different 
cuts of meat yourself.  Ask other 
people to test your product.  Are the 
results the same?  Are there ‘fail safe’ 
recipes that can ensure a good 
quality end product regardless of the 
skill of the cook?  Share these with 
your customers.   
 
Bundle Up for the Season:  Today’s 
customer is not typically buying meat 
by the side, quarter or whole, so you 
need to think of innovative ways to 
bundle prime and less tender cuts 
together.  One way to do this is to 
consider the season when you are 
marketing your products.  
Steaks, kabobs, ground 
beef, sausages, ribs are 
perfect for summer grilling 
packs.  If you sell different 
types of animals (beef, 
pork, chicken, lamb) 
consider combined variety 
packs across species.  
With the most recent 

(Continued from page 1) 
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Adding Value for Greater Profitability cont’d  

“how much meat will I get” seems to 
always raise a few eyebrows.  If you 
have a good sense of how much 
shrink your animals tend to have from 
hoof to freezer, then share that 
amount differece with your customers.  
If you need help in explaining where 
does all the weight go.  An excellent 
resource for beef and pork from Iowa 
State is the “Beef and Pork Whole 
Animal Buying Guide”.  We have extra 
copies available for purchase in our 
office both full color and black and 
white.  These are averages but as a 
point of reference it is a great start.    
  
Pricing Your Product:  The most 
common question I get is “What 
should I charge for my product?”  And 
generally people don’t want to hear 
the answer I give them, which is you 
need to know what it costs you to 
produce it (including cost of labor), 
have an idea of how much you want to 
make (margin or profit) before you can 
price your product.  Below are some 
ideas both from the Hayes’ 
and other sources.  
 
At $1,593 total costs for 
355 lbs of retail beef cuts 
(65% of hanging weight), 
you must charge an average 
of $4.75lb to pay just for the 
meat.  If you would like to 
cover your additional costs 
and earn a profit, obviously a higher 
price per pound than this must be 
charged.  HOW DO I FIGURE THIS 
OUT?   
 
Suggestion 1:  The first place to go is 
the grocery store. Check out the cuts 
and prices, then marvel at the 
‘cheapness’ and begin to understand 
how difficult it is going to  be to ask for 
more, much more, than supermarket 
pricing for your beef cuts.  Although 
Jim admits more recently he had 
noticed some price inflation in the 
stores.   
 
The best place to search for prices is 
other farms listed on the internet 

(Continued from page 14) (www.eatwild.com lists many grassfed 
enterprise websites).  Travel to nearby 
farm markets and check out prices 
there.  These farmers have proven 
ability to sell at these prices.  YOU must 
be able to educate the customer in a 
positive manner as to why they are 
paying more for your product than 
those they can purchase in the local 
grocery or supermarket shelf.     
 

ADDITIONAL COSTS TO CONSIDER 
WHEN PRICING FOR RETAIL 

Management costs:  office supplies, 
product liability insurance, state license 
fees  
Marketing costs:  advertisements, 
newsletters, stamps, Internet web 
page, telephone  
Refrigeration/storage costs:  electricity, 
depreciation on freezers, labor to stock 
and labor to pack for market.   
Farm Market costs--$0.54/mi each 
way, $700.00 supplies (tent, tables, 
cash box, signs, cash books, pens, 
pencils, markers, tape, aprons, table 
cloths, farm logo shirts, cleaning 
supplies, ice packs, coolers, business 

cards, display bins), weekly 
market fee $10-$25, 
market liability insurance, 
product spoilage (can be 
significant if not careful), 
bad weather low sales and 
the big one … labor, be it 
yourself or an employee.   
 
When you get to the end of 

the market day with $200-$2,000 in 
sales—remember ALL the above costs 
have been incurred as a percentage of 
each cut of meat so you are not 
bringing home much in profit, but you 
ARE moving product.  Profit at farm 
markets can be questionable, but they 
are fun…most of the time.  They also 
serve to  bui ld  the customer 
relationships you are seeking.   
 
All of the above can be used for pricing 
lamb, beef and pork although you must 
be aware of some additional factors for 
feed, fencing and housing with lamb 
and pork.  Also if you raise 100% 
grassfed lamb your average carcass 
weight may be lower than for grain-fed 
lambs.   

 
So keep your pencil and pad cost 
at hand, record all expenses and 
sales ACCURATELY, and after one 
cycle you should have quite a good 
idea of all these costs and how to 
spread them over the various 
products.  The more product you 
sell, of course, the better the 
numbers will look.  Many of these 
costs are one-time purchases but 
then you should depreciate them 
for eventual replacement.  
 
Pricing Livestock Products:  NOTE:  
Costs & prices in this hand-out are 
used for ILLUSTRATIVE purposes ONLY 
assumes a 1000 lb animal dresses 
out at 500 lbs (this is low).  Assumes 
direct to store or foodservice 
wholesale  
 
Conventional Pricing:   
 Input Costs 
Cost of Sales (COS)  
Animal purchase – 750 lbs @ $1/lb = 
$750  
Direct Cost (DC)  
Feed or pasture 
Processing - $100  
Freight - $50  
Marketing $0.25/ lb x 500 lbs = $125  
Interest = $750 @ 10% = $75  
COS + DC = Total Cost  
$750  + $400 = $1150  
 
Desired Return on Investment (ROI) = 
30%  
ROI = Total Cost x 30%  
ROI = 1150 x 0.3 = $345 
 
To figure out Target Revenue (what 
you need to make in order to cover 
your input costs plus get the desired 
ROI) you add Total Cost + ROI = Target 
Revenue 
 
Total Cost + ROI = Target Revenue  
$1150 + $345 = $1495  
 
When pricing livestock products it is 
important to know the yield of cuts you 
are going to get.  With conventional 
pricing you would figure out your target 
revenue first then calculate your prices 

(Continued on page 16) 
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to ensure that you meet that 
target.   
 
Using our Example:   
Target Revenue = $1495 
Premium steaks  
Short loin:  26 T-bone/Porterhouse 
steaks 1.25 lbs@$7/lb = $228 
Rib – 28 Rib Steaks 1.1 lbs @$7 / 
lb = $216  

Top Butt – 24 butts @ 10 oz @ $6/lb 
= $105  
Total Premium Steaks = $549 
Near Premium Cuts  
90 lbs @ $3/lb = $270 
Chuck, trim, & ground beef 
300lbs @ $2.25/lb = $675  
Total Yield: $1494 
Costs not included in the 
above pricing: gas, car and 
time to supply companies for 
fencing materials, watering 
supplies, etc.; field vehicles, 
maintenance and repair, water 
d i s p o s a l ,  e d u c a t i o n a l 
programs and materials.   
 
Calculations for Determining 
Price 

Cost and Profit Method 

Add your variable cost + your fixed 
costs + profit needed for the 
particular product = Income; then 
Divide by number of units produced = 
price/unit 

For example:  If it costs you $3,000 
total variable costs and $2,000 total 
fixed costs and you want $2,000 of 
profit for a specific product then your 
total income from that product needs 
to be $7,000.  Divide this by the 
number of units produced, and you 
will have the price per unit.  $7,000 / 
950 units =  $7.38/unit 

B.  Gross Margin Method 

This method derives from the whole 
business sales, costs, and planned 
profit. This method is usually used by 
retail businesses that resell a lot of 
products. However, an example of 
gross margin method in a vegetable 
business might be: 

(Continued from page 15) Know your total expected sales = 
$10,000;   Know your total fixed costs 
+ desired profit = $3,000 - this is the 
gross margin needed.  Divide your 
gross margin by total  sales:  
$ 3 , 0 0 0 / $ 1 0 , 0 0 0  =  3 0 %  
Know your unit variable cost = $5.00;  
You divide the unit price by 1- 30% of 
the unit variable cost to determine the 
price.      $5.00 / (1-30%) = $5.00 / .7 
= $7.14 per unit 

Plan for Profit – Don’t Drop Prices  
You do need to be aware of your local 
competitors and what they are 
charging. Be prepared to explain why 
your prices are higher. If you have 
never sold this product it is better to 
start higher and be able to lower the 

price than to start low and raise it.  

How much is too much? Or too 
little? What if you have corn at 
$3.50/dozen according to your 
calculations and your neighbor has 
$3.00/dozen?  Can you still make a 
profit by lowering your price? 
Sometimes it is better to sell fewer 
at the higher price than to sell more 
at the lower price. For example, if 
your margin on the $3.50 is $0.50 
toward profit. If you sell 300 dozen 
that will give you $150 in profit? 

You would have to sell 600 dozen if you 
sold at $3.25 to get the same profit. Is 
that going to be feasible? For a 7% 
decrease in price you have to sell twice 
as much product.  You can stick with 
your higher price by differentiating your 
product.  Use techniques like: signage, 
layout, local label, bakers’ dozen, 
recipes or add some other value in 
order to keep your price point and 
make the extra 25 cents per dozen.  
 

As your customers get to know you, you 
will build your reputation for quality and 
honesty. 60 percent of sales come 
from repeat customers.  Yet many 
people concentrate their advertising 
and promotion on the 40 percent single 
purchase sales.  Satisfied customers 
will tell their neighbors. The most 
effective advertising is word of mouth. 
Repeat sales are the key. It is much 
more expensive to get a new customer 
than to get a current customer to buy 

more. Make your repeat customers 
feel special and keep them coming 
back for more!   
 

Each year, evaluate which products 
added to your profit and plan for what 
you might do better.  It is better to try a 
new product with potential or to 
change your production than to keep 
doing the same thing and losing 
money. It takes time, energy and 
determination to keep track of the 
costs by product, but you will benefit in 
the long run.  

 

References:   
Market Research Fact Sheet (adapted from the Alberta 
Government Agriculture Website) in the Livestock 
Marketing Toolkit, 2004 
 
Dunn, Douglas (1995) Advertising and Promotion.  From 
Direct Farm Marketing and Tourism Handbook  

Adding Value for Greater Profitability cont’d 

Calling All Farmers, 
Restaurants & Stores  

selling local ag 
products 

Do You want to increase your sales this 
summer? Then you need to have your 
information in the Franklin County Local 
Food Guide, so customers can find you! 

Cornell Cooperative Extension Franklin 
County will publish a 2012 Local Food 
Guide for Franklin County that lists farmers’ 
markets, farm stands, restaurants & stores 
that offer locally grown products. 
  

To be eligible for a free listing in the guide, 
farmers must sell their own homegrown 
food directly to the public at a market or 
home-based business in the county.  
 

CCE will be sending out applications to 
those already listed in the guide.  

The deadline for sending in your 
information is May 1, 2012.  

To receive an application or more information, 
please contact Karen or Bernadette at CCE 

Franklin 518-483-7403.  Email bel7@cornell.edu 
please put “Interested in Local Food Guide”  in 

the subject line.   
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New York State farm owners are 
invited to participate in an online 
survey to determine the resource 
needs of farmers in the Northeast 
with respect to agritourism 
development.  This survey is part 
of a multi-state study headed by 
Rutgers University and funded by the 
Northeast Sustainable Agriculture 
Research and Development (NESARE) 
program.  Your responses will help 
guide the study in understanding the 
extent of agritourism in the Northeast, 
the benef its  and chal lenges 
associated with agritourism, and the 
resource needs of farmers looking to 
start/expand their agritourism 
offerings. 
 
This information will be used to 
generate educational materials for 
Extension agents in the Northeast 
region to improve the agritourism 
resources available to farmers such 
as you.  Even if you are currently not 
interested in agritourism development 
for your operation, the research team 
would appreciate your participation to 
further understand the reasons 
farmers may choose to not pursue 
agritoursim. 
 
     Here is the link to the survey.  It 
should take you approximately 15 to 
20 minutes to complete.  Your 
responses will be kept anonymous.  If 
you do not wish to take the survey 
online, but instead would prefer a 
paper copy mailed to you, please 
follow the link and indicate you would 
like a paper survey at the bottom of 
the consent form. Or Contact your 
local Cooperative Extension office.  
 
S u r v e y  L i n k :  h t t p s : / /
a c s u r v e y . q u a l t r i c s . c o m / S E / ?
SID=SV_8D69llUBxpD7js8 
 
Thank you for your participation. 

Agritourism Survey 
for Farm Owners 

Questions About 
Ag Economic  
Development? 

Contact Bernadette at  
CCE of Franklin County  
at 518-483-7403 or by  

email  at   
bel7@cornell.edu. 

Hello Everyone! 
Spring time is 
almost here, so take 
time to rest up 
before the field work 
starts up again. It 
has been a good 
winter so far and we 

look forward to a wonderful spring. As 
you wake up remember to have a 
healthy hearty breakfast to get your 
body pumped up with energy to get all 
the field work done early and perfect. 
Do this by having 3 servings of dairy 
everyday including milk, cheese, and 
yogurt to provide your body with the 
recommended nine essential nutrients. 
However, take time to not only fuel up 
in the morning but also during dinner 
time, after a long day of hard work.  
 
Enjoy some stuffed shells for they are 
cheesy and delicious. I hope everyone 
has a good planting season and stay 
healthy. I will also be helping my dad in 
the field, while continuing to visit area 
schools to discuss the importance of 
including dairy in your diet and getting 
daily exercise. Thank you for your 
support and for what you do every day! 
 
Stuffed Shells 
 1 lb bulk Italian sausage 
 1 large onion , chopped 
 1 (10 ounce) package frozen 

chopped spinach , thawed and well 
drained 

 1 (8 ounce) package cream 
cheese , softened 

 1 egg , beaten 
 2 cups shredded mozzarella 

cheese , divided 
 2 cups shredded cheddar cheese 
 1 cup cottage cheese 
 ¼ cup grated parmesan cheese 
 ¼ teaspoon salt 
 ¼ teaspoon pepper 
 20 jumbo pasta shells , cooked 

and drained 
Sauce 
 1 (29 ounce) can tomato sauce 
 1 tablespoon dried onion flakes 
 1 ½ teaspoons dried basil 
 1 ½ teaspoons parsley flakes 

 2 cloves garlic , minced 
 1 teaspoon dried oregano 
 ½ teaspoon salt 
 ¼ teaspoon pepper 
 

Directions: 
In a large skillet, brown sausage, 
and onion; drain. Transfer to a 
large bowl. Stir in the spinach, 
cream cheese, and egg. Add 1 cup 
mozzarella cheese, cheddar cheese, 
cottage cheese, Parmesan, salt, and 
pepper; mix well. Stuff shells and 
arrange in a greased 13x9 inch baking 
dish. Combine sauce ingredients; mix 
well. Spoon over shells. Cover and 
bake at 350 degrees for 40 minutes. 
Uncover; sprinkle with remaining 
mozzarella cheese. Return to oven for 
5 minutes or until cheese is melted. 
 
Franklin County Dairy Princess 
Program is made possible through the 
support of the American Dairy 
Association and Dairy Council- the 
local planning and management 
organization funded by dairy farmer 
check off dollars 
 

A Word from Franklin County Dairy 
Princess Sylvie Choiniere 



 

Unless listed otherwise, CONTACT the CORNELL COOPERATIVE EXTENSION office for more information on 
a n y of the items listed here. (518) 483-7403. 

 
Pre-Season Market Training — Saturday March 10th, Malone 9 am—3 pm OneWorkSource Finney Blvd, 
Malone, NY.  Topics:  Calling all direct market farmers and market managers! Are you ready for the 2012 farmers’ market season? Cornell 

Cooperative Extension is sponsoring a training session for anyone involved in direct marketing. Also Brad Parker from Weights & Measures will be 
on hand to calibrate your scales for the upcoming season. Bring your scales for calibration!  Topics:   New food safety recommendations; Ideas to spice up 
your market or farm stand; Time to meet with other direct marketers, Bring your questions and concerns AND Your scale!   Cost $15, includes lunch!  To 
register contact 518-483-7403 or email Bernadette at bel7@cornell.edu.  
 

Alfalfa Snout Beetle Nematode Raising—Wednesday, March 14, 10:00am to 2:00pm,  911 Bldg, Bare Hill Road.  Learn how to 
raise and apply nematodes that control Alfalfa Snout Beetles (ASB). Learn about new alfalfa varieties that are resistant to ASBs.  Participants will receive a 
certificate to cover the cost of rearing nematodes to one field on your farm. Contact Harry Fefee 483-7403 or email hnf9@cornell.edu for more information 
 

Dig In! Food and Garden Conference, Monday, March 19  8:00am to 4:30pm, Clarkson University Student Center, Potsdam 
Join us for a day of plenary sessions, workshops, facilitated discussions and action-planning sessions to learn and build skills to develop and sustain effective 
food-based projects and policies. There is something for everyone at Dig In! Participants may include school staff & parents; business owners & employees; 
community leaders & residents; and health & food-focused professionals. If you grow, prepare, market, eat, compost, educate or set policy about food, this event 
is for YOU. Registration information at gethealthyslc.org or 315-261-4760 Ext 226  
 

Spring Sheep Week — March 20-22, across NNY.  Malone session is Wednesday, March 21st,  The topics will be handling 
equipment and selection of rams and replacements. Contact CCE at 518-483-7403 to register.     
 

Sheep Week Farm Tour—Thursday March 22nd, During the afternoon from 1:00 pm to 4:00 pm there will be an open-house at Double-H 
Sheep Company at 268 State Rt 310 to see the home made raised chute handling system and the bale-grazing set-up.  Register with CCE St. 
Lawrence 315-379-9192. 
 
Starting a Cranberry Bog Informational Meeting, Thursday, March 22nd, 7 pm Kitchen Conference Room, Franklin County 
Courthouse, Malone.  A line-up of speakers will be on hand to talk about cost of production, ways to get started, financing, and risk 
management.  If you would like to invest in your future, the opportunities for growing cranberries in NNY are opening up.  To register contact 
CCE at 483-7403.   
 

4-H Pancake Breakfast, Sunday March 25th, 9:00 am—1:00 pm.  Burke Fire Station, Burke, NY Menu includes Pancakes with 
Local Maple Syrup, Scrambled Eggs, Ham, Home Fries & Beverages.  Cost $6 Children under 5 eat for Free! For Full Details see ad on page 11 
of this publication.   
 

Brushton-Moira Central School FFA Annual Pancake Breakfast Fundraiser, Saturday March 31st, 9:00 am --1:00 pm, 758 
Cty. Rte. 7, Brushton, NY.  Menu: Pancakes, eggs & sausage breakfast.  Events throughout the morning.  Visit at working sugarhouse, 
hayrides (weather permitting) and chainsaw carving demonstrations.  For full details see ad page 11 of this publication.    
 

For Poultry Raisers: Two Upcoming Programs being offered at the Extension Learning Farm in St. Lawrence County  
Sunday, March 18th 10:00 am—4:00 pm, Poultry workshop with Pete McDonald at the Extension Learning Farm.  To register contact CCE 
St. Lawrence at 315-379-9192 or email Betsy at bmf9@cornell.edu.  
 
Sunday, April 15th - all day - building chicken things like chicken tractors, hoop houses and crates  at the Extension Learning Farm.  Contact Betsy Hodge 
at CCE St. Lawrence for more details. 315-379-9192, or via email at bmf9@cornell.edu  
 
SAVE THE DATE: Training for Owners & Operators of Small Livestock Processing Facilities, Tuesday & Wednesday, April 
10-11, 2012.  Ithaca, NY An intensive 2-day training for owners and operators of small livestock processing facilities will be offered in Ithaca (NY) on 
Tuesday and Wednesday April 10-11.  “Understanding and Implementing HACCP: Hazard Analysis Critical Control Point Programs for Small Meat and Poultry 
Processors” is accredited by the International HACCP Alliance and American Meat Science Association and will be taught by faculty from Penn State 
University.  The program is hosted by NY Farm Bureau in partnership with Cornell Cooperative Extension of Tompkins County.  To receive more details on this 
training as they become available, contact: Matt LeRoux, Ag. Marketing Specialist, Cornell Cooperative Extension of Tompkins County, mnl28@cornell.edu, 

607-272-2292  OR Lindsay Wickham, Area Field Supervisor, New York Farm Bureau, LWickham@NYFB.org, 607-535-3072 
 

April 27th — Cheese making Basics & Starting Your Own Artisan Cheese Business with Margaret Peters-Morris 
from Glengarry Cheese, at the Burke Fire Station. 9am—4 pm.  Cost: $165, For full details see page 13 of this publication.  To 

Learn more about Margaret check out her website at www.glengarrycheesemaking.on.ca  

COMING EVENTS!  
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The Last Word...Winter’s Last Gasp before it all turns 
to MUD!  As I battled my way to and from the Central Adirondack Region 
in the latest snow storm this week, I marveled at the amount of snow we have 
managed to collect over the last week or so in the region.  And the complaints 
can be heard throughout the hills (from those who love it and those who 
don’t).  And this after such a mild winter!  My snow shovel still has those spider webs pinning it to the wall on the porch.  
Fall leaves are gathered around it’s base, and I am certain the neighbor kids are convinced I still have my Halloween 
decorations up. As I hauled another bag of pellets into the house last night after getting home from my travels, these was 
a lovely hush over the neighborhood.  You know  the hush I mean, the one that can only be gotten when the world is 
blanketed by a fresh batch of deep snow.  It quiets the rattle of the dry branches, softens the scrape of the pine needles 
against each other and covers up the forgotten autumn leaves silencing their crackle.  The untouched blanket of snow that 
spreads across yards and fields, is clean and clear only dented here and there with a zigzag path of footprints from some 
animal, maybe a fox or coyote.  The air even smells cleaner,  and you can catch a whiff of wood smoke hanging, just above 
the rooflines.   

But under all that white, another world is slumbering waiting to be revealed, as soon as the sun’s rays come out from behind 
the sheltering cover the clouds.  And once it’s revealed from that insulating blanket of white well I know that I will be 
ankle deep in MUD!  Slogging through trying to keep my pant hems clear of the puddles that crop up in every new divot in 
the yard, sliding back and forth, with clumps clinging to the soles of my shoes despite my best efforts to remove them 
BEFORE entering the house.  Yet mud seems fall off so easily when I are making that ’quick trip’ into the house for a glass 
of water, to phone the neighbor or some such thing.    

There are things that I miss about living at home on the farm but one thing that I have never missed since leaving home is 
doing chores during mud season!  During spring thaw and all that mud, I got used to shucking my pants and boots off on the 
porch before entering the house.  It was just easier than trying to clean up the mess I knew I would make inside the house! 

Along with the MUD comes the rest of spring, the awakening of the fields and streams as they are released from winters 
frozen grasp.  The full rush of the rivers, creeks and streams can be heard as the ice is pushed aside by the swell of the 
water coming off the surrounding hills.  Then there is the scent of the earth warming in the early spring sunshine, and the 
smell of freshly turned soil being readied for planting.  Soon the air will be heavy with scents of growing things, buzzing 
insects and birds calling to potential mates.  And the quiet hush of winter will be lost to the bursting, bounty of the 

growing season.   

But today, I can still sit on my porch bench, listening to the quiet of the earth patiently 
waiting for spring under the latest blanket of snow as Old Man Winter takes his last gasp of 
the season before he lets it all go to MUD!   

  Until Next Time, Take care  

Bernadette Logozar,  

Rural & Ag Economic Development Specialist 
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Buy, Sell or Trade 

Mallette HyView Acres   
                518-497-6837 
Horse oats.  Straw in small square bales.  
Alfalfa in round and square bales.  Seed 
oats.  Mixed bales also available.       
Delivery Options.   
 

Dave Vincent        518-483-7990 
or 518-572-9714 

Feed Oats bagged at the farm.   
       Delivery Available 
 

Alton Savage        518-483-3949 
Will have more straw available in August.   
 

Russell Trombley   518-497-6498 
2000 bales 1st cut, would like to sell 
to one buyer; registered heifer & bull 
calves also for sale.    
  

Norm Shipman        518-483-1071 
Piglets $60 each, please leave message. 
 

Roger Howard         518-358-2176 
Small square bales hay for horses and 
cattle. 

FOR SALE FOR SALE 
 

Marble River Alpacas           
                           518-497-6009 
Raw alpaca fiber, 2nd and 3rd’s, sold by 
the pound.  Excellent for socks, rugs, etc. 
 

Jeff Gerow              518-358-4271 
Hay for Sale, 1st Cut grass, small square 
bales, 35-40 lbs.  Never been rained on.  
3500 bales.  Delivery available for 
charge.    
 

James Tavernier 518-483-3370 
Hay for Sale, 1st & 2nd cut, round bales, 
tubed.  Also available 1st cut small 
square bales.   
 

Kirk Jackson      t:450-264-6901 or 
     C: 450-374-4297 or  
     Fax: 450-264-4588 
Got Straw?  We do, golden wheat straw, 
no weeds, extra dry, processed to 2” to 
3”.  Big square bales, 3’x4’x8’ approx. 
1000# each.  Full loads only (36 
bales/load)  
 

Services  
Kristen Chambers        315-250-1742 
Hoof trimmer, call to schedule an 
appointment.  
  

Asselin Accounting & Tax Services:  

518-483-7961 or asselin.mba.vet@gmail.com 

Specializing in Small Business & Individual 
Tax to include accounting & bookkeeping 
services.  

FOR SALE 
Lisa Martin  518-483-8676 

 3 female llamas for sale.  Call for more 
info.  

Logue Farms   518-497-6115 

7200 John Deere 6-row corn planter, no-
till attachment $5000; 200 dry 4x4 round 
bales, 130 wrapped bales — 2nd cut 
 

Mike O’Connor   518-497-3022 

Early 1st cut, 2nd & 3rd cut baleage.   


