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Ag Staff
Sharon Bachman        sin2@cornell.edu
Agriculture and Natural Resources Educator 
Sharon wears many hats including Invasive Species Management 
Integrated Pest Management in the areas of fruit, fi eld crops 
and forestry; Agricultural Environmental Management Practice 
Education; Soil Testing and Nutrient Management; Pesticide Use 
and Safety;  Diagnostics in coordination with Cornell faculty and 
staff; and Master Gardener Technical Support.

Megan Burley         msb347@cornell.edu
Farm Business Management Educator                           
Megan works with all farmers from rural to urban, dairy to small 
fruit from a farm business management perspective.   

She is also working with refugees in Buffalo on a Beginning 
Farmer Project and runs a beginning farmer discussion group.

Elizabeth Buck        emb273@cornell.edu
Vegetable Specialist                                                             
Cornell Vegetable Program
Elizabeth’s programming focuses on Fresh Market Vegetable 
production with emphasis on weed and disease management.

Jolie Hibit                jah663@cornell.edu
Administrative Assistant                                                    
Jolie designs the Erie County Ag News, creates graphics and 
support materials for CCE Erie, updates web site content, 
and shares updates from and about CCE Erie on Facebook 
&  Instagram.  CCE -Erie, updates our web site, and keeps you 

Cheryl Thayer           cbt32@cornell.edu
Local Food Distribution & Marketing Specialist             
Harvest NY                                                                                        
Much of Cheryl’s programmatic work focuses on fi nding solutions 
to some of the more pressing systemic barriers that hinder the 
development of the regional food system in Western New York.

Esther Kibbe           ejp9@cornell.edu
WNY Berry Specialist with Harvest NY, with 
support from NYS Berry Growers Association                                                                                    
Esther supports berry growers in Erie County and across 
Western NY by advising on production practices, especially site 
preparation and pest & disease management.

Becky O’Connor      rao84@cornell.edu
Farm to School Coordinator                                             
Becky focuses on helping Erie County Schools incorporate 
more New York gown and raised foods into their school meals as 
a part of their Farm to School Program. She also assists schools 
with implementing other aspects of Farm to School; including 
education and marketing.
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Akron Acres LLC
Andy & Marilyn Kelkenberg
12607 Stage Road, Akron, NY   
Phone: 716-542-2314

Blasz Tree Farm
John & Lynne Blasz
9178 Sisson Highway, Eden, NY
Phone: 716-992-3006

Country Pine Farm, LLC
Raymond & Ann Zywiczynski
11996 Humphries Rd., Holland, NY 
Phone: 716-537-9327

Field of Dreams Farm
Kenneth Brown
6550 Vermont Hill Road,                           
South Wales, NY                                                          
Phone: 716-652-7638

Fletcher’s Farm
Rob & Corinna Fletcher
9595 Foote Road; Glenwood, NY 
Phone: 716-539-9080

Highlander Forest
Louis & Arlene Hall Domes
11730 Warner Gulf Road,                                      
East Concord, NY
Phone: 716-496-8845

Hills Christmas Tree Farm
Harold & Carolyn Hill
13214 Belscher Road, Springville, NY
Phone: 716-592-5096

Jurek Plantations
Jeffrey Jurek
6600 Strickler Road, Clarence, NY 
Phone: 716-741-3302

Jurek Trees
Steve & Joy Jurek
6600 Strickler Road, Clarence, NY 
Phone: 716-741-3302

Kathie & Jerry’s Christmas 
Trees
Jerome & Kathleen Saab
1731 Gowans Road, Angola, NY 
Phone: 716-432-3936

Lindstrom’s
Kenneth J. Lindstrom
7314 Boston Road,                                                        
Hamburg, NY                                                       
Phone: 716-648-2371

Pine View Tree Farm
John & Fran Senko
9595 Foote Road, Glenwood, NY 
Phone: 678-953-7550

Red Barn Christmas Farm
Kevin & Connie Ploetz
14002 Dupont Rd., Collins, NY
Phone: 716-548-2739

Roth’s Hillside Tree & Produce 
Farm- Gift Shop
Robert & Laurie Roth
182 N Main Street, Holland, NY
Phone: 716-537-9398

Treehaven Evergreen Nursery
Donald B. Hilliker, Jr.
981 Jamison Road, Elma, NY
Phone: 716-652-4206

Trevett Tree Farm, Inc.
Mary & Frank McCulloch
13028 Trevett Rd., Springville, NY
Phone: 716-954-3401

in Erie County

Christmas Trees 
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Phillips Family Farm 
‘Sundaes on the Farm’

Erie County Farm Spotlight
This year, after 

60 years of 
production, the 
Phillips Family 
hosted the fi rst 
ever CCE Erie 

’Sundaes on the 
Farm.’

300 people from...
surrounding 

areas came to 
participate in the 

day.

In 1958 Clark and 
Sue Phillips purchased 
the original farmstead 
for Phillips Family farm in 
Evans, NY.  The original 
farm consisted of a 40 
cow tie stall dairy on 320 
acres of land with 240  
tillable acres. By 1964 cow                                                   
numbers had increased to 
80, and in 1965 a double 
four milking parlor was 
added.  

In 1967 the free stall barn 
was expanded to increase 

herd size to 120 milking age animals.         
A fire destroyed the milking parlor and 
some young stock housing in February 
of 1969. The facilities were rebuilt with 
a double six milking parlor and freestall 
housing for 200 cows. During this time, 
the Phillips increased their crop produ c-
tion by purchasing two adjacent farms in 
the town of Brant. The original 300 cow 
freestall barn and parlor were constructed 
in 1988, with calf and heifer facilities built 
the  following year. 

It was during the 1990’s that Clark and 
Sue’s son, David Phillips took over the 
farm. Today, he and his wife, Ann, run 
the farm.  David’s son, Daren and Daren’s 

wife, Angela joined the management staff 
in 2017.

They currently milk approximately                                                               
1360 mature cows and raise 1100 head 
of young stock.  They grow corn for 
silage, alfalfa, clover, and grass hay on 
approximately 2500 acres of cropland. 
This year, after 60 years of production,                                                    
the Phillips Family hosted the first ever 
CCE Erie Sundaes on the Farm.  

The Erie County Ag & Farmland Protection 
Plan identified CCE as an entity to lead

an annual on farm event to celebrate 
agriculture in Erie County.  The goal 
was to establish an annual  county-wide 
education event that would continue to 
inform consumers about farming and food 
production in Erie County.

The event highlighted many aspects 
of the agricultural industry in the                                  
county. During the day, individuals had 
the chance to go on a farm tour, and                                                                             
visited activity stations to begin             
building relationships with their local 
farmer. An array of not-for-profits were 
there providing educational opportuni-
ties to build a better understanding of 
Erie County agriculture. 300 people from 
North Collins and surrounding areas came 
to participate in the day. 

Sundaes on the Farm could not have                
Photo by Jolie Hibit
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We would like to thank the event                     
sponsors and the Phillips Family for 
hosting a successful event.  We look                 
forward to next year! If you are interested 
in hosting Sundaes on the Farm at your 
farm contact Megan Burley msb347@
cornell.edu or 716-652-5400x138. �

                                              
The event 

highlighted many 
aspects of the 

agricultural industry 
in the county.

                                              happened without the support of the 
businesses in the agriculture industry. 
Their financial contributions enabled               
producers and consumers to come 
together and bridge the gap between 
the producer’s farm and the table of the 
consumer.

Photo by Megan Burley (pictured from left: Daren, Ann & David Phillips)

SPONSORED BY

Photo by Ruth Smith
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Ag Literacy Week - Volunteers Needed
by Becky O’Connor, Farm to School Coordinator

Each year to celebrate agriculture in NY,                
volunteers go into classrooms across the state 
to read a book with an  agricultural theme 
to elementary students, engage them in an                        
activity that explores the food system, 
and share their personal connection to                                                                                           
agriculture. This year’s book is On the Farm, 
at the Market by G. Brian Karas, which 
takes readers on a journey from growing, to                     
packaging, to shipping, to sales, and shows 
them how communities form around food. 
Participating schools will get to keep a copy of 
the book for their library.

In Erie County, we’re connecting Ag Literacy 
Week with our expanding Farm to School 
programs and are looking for volunteers. 
Volunteers will be given the book, lesson plan, 
and any supplies they might need, and will 
be asked to watch a short video to help them 
prep. The entire activity, including reading 
the story and leading the activity, should 
take about 30 minutes. Volunteers will be                                  
working with either first, second, or third 
grade students. Most volunteers will be asked 
to go into 3-4 classrooms (depending on the 
district) so that all students in a grade level 
get to experience the activity.

Ag Literacy Week will be March 18th-22nd, 
2019.

Interested?  
Contact Becky Connor 

CCE Erie Farm to School Coordinator 
716.652.5400 x 179 
rao84@cornell.edu
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Are you interested in 
selling your products 

to schools, or
 becoming more 

involved in Farm to 
School?

CONTACT
CCE Erie Farm to School 

Coordinator 
Becky O’Connor 

 (716)652-5400 x 179 or         
rao84@cornell.edu.

See page 26 
for more information

2019 
CCE Erie County 
Master Gardener 

College Scholarship
• All high school/home 

school college-bound    
seniors who reside 
and attend school 
in Erie County are                
encouraged to apply.

• Scholarship                 
information and                
applications may 
be obtained at the                
following website: 

erie.cce.cornell.edu/
gardening/

annual-hs-scholarship

The application deadline is 
April 15, 2019.

Western New York Honey 
Producers  Associat ion

2019 Beekeeping Classes

Even if you have been keeping bees for years, this class can 
give you new ideas and new enthusiasm for the art and science 
of beekeeping. This series is for people who range from just             
starting out to those who have had bees for years but are not 
confident with the bees, or are in a cycle of annual hive death.

This class will cover skills everyone uses every year:
 • Choosing equipment  • Bee biology 
 • Where to get bees  • Nectar plants                              
 • Feeding   • Supering 
 • Fall management  • Winter prep
 • Hive products   • Swarming
 • Locating a place for your hives
 • Basic disease/ pest ID & management

Dates
Tuesdays, 1/29 - 2/26 (5 classes) 6:00-8:45pm
In addition, there will be a daytime bee yard class in the spring at 
a time and location to be announced.

Location
Dard-Hunter Hall on the second floor of the Cornell Cooperative 
Extension building 21 S. Grove Street, East Aurora, NY 14052 
(716) 652-5400. 

Required Textbooks
Students are responsible for purchasing their own books:
• Hive Management, by Richard E. Bonney
• The Beekeeper’s Handbook, by
      Diana Sammataro & Alphonse Avitable

Cost : $80

Register at www.wnyhpa.org. 
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Cornell Vegetable Program

General Management Strategies for 
Rhizomatous Perennial Weeds                                           

  Perennial rhizomatous 
weeds include Canada 
thistle, perennial sowthis-
tle, bindweed, horsenet-
tle, yellow nutsedge, and 
quackgrass.  All of these 
weeds have running stems 
that go through the soil 
and have many buds along 
their length.  In the spring, 
some of those buds emerge 
as vigorous, troublesome 
shoots.  The rhizome stems 
store carbohydrate reserves 
over the winter and serve 
as propagation material. 

Tillage and other field        
operations functions to 
propagate these rhizomes.  
Each pass with a chisel 
plow, for example, will 
distribute rhizome pieces 
up a field.  New horse-                 
nettle plants, for example, 
can emerge from a ¼ inch 
long segment buried a foot 

below the surface.  As you can imagine, 
this makes mechanical control challeng-
ing.  The key management objective for 
all perennial weeds is to kill the over-       
wintering, underground tissues.  In the 
case of perennial rhizomatous weeds, this 
is often most efficiently achieved through 
the use of translocating herbicides applied 
between mid-summer and early fall.   

Translocating herbicides are taken up by 
the plant and follow the plant’s food to 
whatever tissue is most actively growing.   
In late summer and early fall, perennials 
are sending resources to the overwinter-
ing structures, like rhizomes, to prepare 
for winter.  In the spring, resources are 
flowing from the below ground to the 
new shoots, and the rhizomes are being 
physically depleted.  Around bloom that 
balance begins to shift for many perennial 
species.  Thus, applications of translocat-
ing herbicides are often more effective 
in the long run when applied at or after 
bloom.  Glyphosate and several group 
4 herbicides are examples of translocat-
ing herbicides.  Other herbicides can be 
fall-applied to target rhizomes on a case-

by-case basis, like Assure II for quackgrass 
rhizomes.  

Pre-emergent herbicides generally have 
li�le impact on emerging rhizome shoots 
because they are designed to control 
seedlings, not established plants.  In-               
season contact herbicides can knock back 
the top growth of most perennial rhizoma-
tous weeds.  This has a two-fold effect on 
the rhizomes: 
    1) reduces the amount of photosyn-
thates transported to below-ground 
storage  
    2) can force the rhizome to further 
expend energy reserves by generating 
replacement shoots.

This two-fold approach underpins the 
cultural and mechanical control strategies 
for rhizomatous broadleaf perennials.  Step 
1 is to weaken the rhizome by depleting 
the energy reserves.  Step 2 is to limit 
the amount of energy that is allowed to 
go back into the ground to replenish old 
rhizomes and grow new ones.   

Rhizome deple�on occurs every time new 

 Photo: Perennial sowthistle shoots emerging from buds on an overwintering rhizome with secondary rhizome branches

by Elizabeth Buck,                                                         

CCE Cornell Vegetable Program
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nario for making full use 
of as many tools in the 
weed control tool box as 
possible, to best exploit 
all the weaknesses in the 
biological cycles of these 
difficult plants.  Unfavor-
able crop rota�ons, dense 
cover crops, and narrow-
er crop rows or higher 
plan�ng density are some 
examples of other toolbox 
techniques that will stress 
perennial weeds.

Though overwintering plants are 
a primary concern, seeds de-
posited into the seed bank can 
permit re-infestation down the 
road.  Aim to control the plants 
before the seed can mature by 
attacking populations shortly 
after flowering begins.  Cultivation 
can be insufficient to deal with 
large plants in bloom, and the 
timing often prohibits herbicide 
use within a vegetable field. In 
these cases, consider taking a 
mower or weed whacker to patchy, 
isolated stands of large that are 
going to bloom.  Luckily, seedlings 
are far easier to kill than estab-
lished plants.  When caught early,               
mechanical or chemical control can 
be effective against seedlings of 
perennial rhizomatous weeds.  

Tackling perennial rhizomatous 
weeds may be a multi-season task, 
but it is achievable.  With a good 
weed map, dedication, and perse-
verance, these troublesome weeds 
can be conquered. ■

shoots emerge.  The larger the rhizome, 
the more energy it has to grow shoots.  
Keep in mind that not every bud on a rhi-
zome turns into a shoot – several are held 
back in case the plant needs to regenerate 
shoots.  Here two tac�cs develop: 

1) Forced Deple�on via recurrent 
regenera�on
Start with smaller rhizome pieces 
and always keep them sending 
resources upward.  Do this by 
eliminating shoots several times 
over the course of the season 
using cultivation, mowing, etc.  
However, and this is key, taking 
a mechanical approach means 
commi�ng to making many 
control passes throughout the 
season.  Remember that every 
time ground infested with rhi-
zomatous perennials is worked 
the weed is propagated and there 
are many times more weeds to 
control.  That means  

2) There are many more opportuni-
ties to lose control of individual 
plants and make the problem 
worse if repeated operations to 
limit top growth do not occur 
or are ineffective.   Successfully 
elimina�ng top growth mul�ple 
�mes not only depletes rhi-
zomes, it also effec�vely pre-
vents the development of new 
rhizomes and the replenishment 
of old rhizomes.

3) Limit carbohydrate stor-
age via induced stress                                     
Perennial weeds are less likely 
to overwinter if they have weak 
rhizomes.  They also are less 
tolerant of other stresses.  For 
example, heavy compe��on from 
cover crops, drought, or disease 
have a be�er chance of finishing 
off a weak rhizomes than one left 
to grow all summer.  This same 
logic applies to fall herbicide 
use – a weaker rhizome is easier 
to kill.  Rhizomatous perennial 
problems are the perfect sce-

Check out
erie.cce.cornell.

edu/jobs

FEB 19, 2019
Greenhouse 

Growers School
@ CCE Erie, East Aurora

DEC credits will be 
applied for.

More information to come!
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Develop farmstead maps which 
document electric, water, drain-
age and any other kind of line that 
could be crisscrossing a farm.  

Include above or under-ground 
lines from the road or between 
buildings.

This could be helpful info in 
case of emergency,  or employee 
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income paid to own-
ers of the factors of                                                  
production. Output 
- cost of intermediate 
inputs. Includes labor 
income, other property 
type income, and taxes.

Source: IMPLAN (2016)

To estimate the econom-
ic contribution of the                      
apple industry to the NYS           
economy, resarchers                              
combine the “direct”            
economic effects from 
apple production and 
processing with the ripple 
effects they have across the                                                  
economy. The direct effect                                                                         
is measured using apple 
and apple product sales 
and adds purchasing                                           
patterns of all the                          
products and supplies used 
directly in the apple supply 
chain. The direct effect for                                 
processed apple products, 
however, does not include 
the farm value of its apple                                     
ingredients, because it is 
measured under apple sales 
at the farm level. Thus, the 
value of the apples is only 
counted once across the 
entire analysis. 

If we use the analo-
gy that direct effects 
are the “splash” of the                     
apple industry activity and 
that indirect effects are the 
subsequent ripples of pur-
chases by the suppliers in 
reaction to providing goods 
or services to the apple              
industry,  induced effects 
are the ripples of wages 
and proprietor income 
being spent in the NYS 
economy.

The results show $1.3 
billion in direct contribu-
tions (total gross output) 
from the apple supply chain 
(Table 1 pg 31). The apple 
supply chain also creat-
ed an additional $441.3 
million and $314.3 million 
in indirect and induced 
effects, respectively. When 
the direct,indirect, and 
induced contributions are 
combined, we see that the 

How ‘Bout 
Them Apples?
By Todd M. Schmit (Associate Professor), Roberta 
M. Severson (Extension Associate), J esse Strzok 
(former Production Economist, Eastern New York 
Commercial Horticulture Program), and Jose Barros 
(Undergraduate Research Assistant)

Dyson School of Applied Economics and     Manage-
ment, Cornell University

The apple industry is an important                                  
sector in the New York state (NYS) farm 
and food economy. In 2016, over 1,300 
farms operated 46,860 acres to harvest 
1.2 billion pounds of apples valued at $317 
million. The crop is split approximately 50-
50 between fresh market and processed 
uses; however, an increasing por�on of 
the crop has migrated to higher-value 
fresh markets in recent years (i.e. 56% in 
2016). In 2016, 80% of apple receipts were 
from fresh market sales. The apple indus-
try represents produc�on inputs at the 
farm level, storage, transporta�on, pro-
cessing and sales to wholesalers, retailers 
or directly to consumers.             

The 2014-15 New York Apple                        
Shipper, Wholesale Cider, & Fresh Fruit                          
Directories list 28 farms, distributors, and 
cold storage facilities with the ability to 
ship apples for export or gift cartons. The 
2015 New York State Processing Apple 
Buyer Directory lists 6 businesses that 
purchase processing apples. Processors 
provide a variety of services, including 
freezing or drying, slices, branded or 
private label apple sauce, juice and cider, 
shelf stable juice, apple cider blends, 
apple fiber, pulp, and pomace. Four 
businesses are listed as apple processors 
and dealers. These businesses purchase 
apples for both in-state processors, such 
as Mott’s, as well as processing apples for 
companies located out-of-state, including 
Pennsylvania and Michigan. 

Hard cider and distilled spirits are                             
receiving increased attention in the press. 
The directory lists 16 businesses that                                                              
provide fresh or hard cider, flavored                      
ciders, organic, or certified kosher                            
cider. The NYS Liquor Authority listed 
24 licensed farm cideries in 2014. Some 
orchardists with on-farm cideries are            
investigating and planting new and                                                                   
heirloom apple varieties to improve                                     
product quality. Other cidery operators 
are interested in purchasing unique apple                                                                           
varieties from apple farmers. The New 
York Cider Map and Directory lists 76 
cideries within the state (West 2017).

The economic impact of production          
agriculture and the food processing sector 
can be difficult to quantify, and may even 
appear small relative to other sectors, 
as investment in mechanization may 
reduce the number of jobs and payroll. 
The NYS Apple Association asked the 
question, “What does the apple industry                                                
contribute to the NYS economy?” Todd 
Schmit, Associate Professor, Cornell                    
University with a team of researchers 
worked together to answer the question. 

The researchers used IMPLAN software, 
which uses Input-Output analyses, to 
conduct the analysis. The Input-Output                               
(I-O) method focuses on and  measures                                                         
the activities needed to produce a 
good, and is an analytical technique for                        
explaining the interconnectedness of an 
economic system. 

The following metrics are used to describe 
an industry’s contributions to the econo-
my. This article presents only output and                    
employment results; however, the results 

for labor income and value added are 
included in the full report.

Output
The value of industry production in 
producer prices; for manufacturers 
= sales + changes in inventory, for 
service sectors = sales

Employment
The average annual number of jobs, 
both full and part time. Not full-time 
equivalents. 

Labor Income
All employment income; employee 
compensation (total payroll cost) + 
proprietor income (self-employed+ 
unincorporated business owners).

Value Added
Gross regional product derived from 

Continued  on  page 34
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               Are you a New York State Dairy Farmer?
       

The NYS Commissioner of Agriculture and Markets

 is interested in hearing from YOU regarding the

status of the Dairy Industry. Take the online survey 

and share YOUR ideas for improvements to various programs and 

institutions that impact the financial environment of dairy markets.

Take the online, anonymous survey here:

 https://www.surveymonkey.com/r/GWC9YH3

The survey will remain open until December 31, 2018. 

Once complete, the results will be summarized and 

presented to the Milk Marketing Advisory Council.

You can review results after December 31, 2018  at

http://prodairy.cals.cornell.edu/

               Are you a New York State Dairy Farmer?

The

Western New York Tick Awareness Forum – Erie County

January 24, 2019

4:00 – 6:00 pm
West Seneca Community Center - 1300 Union Road; West Seneca, NY

 Gain awareness of tick-borne diseases in New York State and better understand                             
management options to reduce the risk of human-tick encounters.  Lynn Braband                                                                                                                                         
from NYS Integrated Pest Management will present utilizing resources from the 

“Don’t Get Ticked, NY” campaign.   Peter Tripi from Erie County Department of Health                                            
will be part of our panel discussion.

For more information contact, Sharon Bachman at sin2@cornell.edu or 716-652-5400x150.

A similar presentation will be made at the CCE Chautauqua Ag Center on                                                    
February 16th from 1:00 – 3:00 pm
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.Introduction
New York is home to over 35,000 
farms, covering approximately 7.3 
million acres or nearly a quarter of 
the State’s total land area. Located in 
all regions of the State, these farms 
generated over $4.8 billion in revenue 
and contributed nearly $2.4 billion to 
the State’s gross domestic product in 
2017.

New York farms produce a rich array 
of agricultural commodities including 
milk and other dairy products; fruits, 
vegetables, and grains; livestock,
poultry and eggs; and numerous other 
items ranging from maple syrup to hay.
Over 1,000 New York farms were 
certified organic in 2016, up 13 
percent from 2015. The State ranked 
third in the nation in that fast-growing 
category in 2016, behind only Califor-
nia and Wisconsin. New York’s organic 
farms comprised 7.4 percent
of all those nationwide.

A National Leader in Farm Products
New York is a national leader in the 
production of a wide range of agricul-
tural goods. In 2017, the State was 
among the top five nationally for 15 
popular farm products, as shown in 
Figure 1.

New York’s long-established strength 
in dairy farming was reflected in its top 
ranking among the states for cottage 

cheese production, with nearly 27 
percent of the U.S. total, as well as 
those for sour cream and yogurt. The 
State also continues to outpace most 
of the nation in the production of milk 
and the “all other cheese” category. 
Eight agricultural products made or 
grown in New York comprised over 10 
percent of those products nationwide.

In several categories, New York’s 

already high rankings 
among the states have 
inched higher in recent 
years. In 2011, New York 
ranked fourth for milk 
production; as of 2017, 
it was third. During the 
same period, New York’s 
rank among the states for 
the production of snap 
beans climbed from 

Continued  on  next page
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fourth to second and for 
maple syrup from third 
to second.

While New York farms 
grow a wide range of 
fruits, apples and grapes 
are the top sellers. The 
New York  Apple Associ-
ation counts 25 varieties 
of apples grown in the 
State. In 2017, there 
were 40,000 acres of 
orchards which yielded 
1.3 billion pounds of 
apples.

New York vineyards 
covered 35,000 acres 
of farmland in 2017 and 
produced 187,000 tons of 
grapes, ranking the State 
below only California and 
Washington.

Grapes grown in New 
York are primarily used 
for juices and wine. The 
State’s 57,000 tons of 
wine grapes were third in 
the nation in 2017. New 
York was the second 
highest producer of 
concord grapes used for 
juice, after Washington. 
From 2012 to 2017,
the production of concord 

grapes in New York nearly doubled, 
from over 64,000 tons to 125,000 tons.
             
Sales of Agricultural 
Products
Milk was by far the State’s top 
agricultural commodity, with
$2.7 billion in sales representing more 
than half the total for all products.
The 14.9 billion pounds of milk 
produced in 2017 were up by nearly 
13 percent from five years earlier. 
Revenue from milk sales exceeded 
the next  highest ranking product, 
corn, by more than three times. Fig-

ure 2 shows the top 10 agricultural
commodities in the State. New York’s 
production of milk and related prod-
ucts relied on approximately 620,000 
milk cows in 2017, 6.6 percent of the
total nationwide. As shown in Figure 3, 
the five counties with the largest num-
ber of milk cows represented over 28 
percent of the state wide total, with 
Wyoming County leading the way.

Conclusion
Farmers in New York face a number                 
of continuing challenges, including
unpredictable weather and long work-

Continued  from page 12
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ing hours. For dairy farms that 
make up the largest proportion of 
the State’s overall agricultural 
production, declining milk prices 
have cut revenues sharply, in 
some cases threatening 
family businesses. Tariffs, includ-
ing those imposed recently on ag-
ricultural products by the nation’s 
trading partners in response to 
those imposed by the federal gov-
ernment, have increased financial 
uncertainty for many farmers in 
New York and nationwide. 
Federal policies relating to visas 
for migrant workers and 
other immigration programs have 
increased restrictions on such 
workers, who play an important 
role in the State’s agricultural 
workforce; such steps may add 
to the challenge of planting and 
harvesting on a timely basis. In ad-
dition, potential changes to federal 
farm aid policies and other 
agricultural programs may affect 
farmers in unpredictable ways.

Still, despite these and other 
challenges, New York’s farms 
remain an essential part of the 
State, contributing to all levels of the 
economy through the jobs they 
support and the income they generate. 
Agriculture  enhances New Yorkers’ 
quality of life in other ways as well, 
including providing access to fresh, 
locally sourced food and preserving 
open space. The U.S. Department of 
Agriculture (USDA) and the Census 
Bureau conduct a comprehensive 
Census of Agriculture every five years. 
Results of the 2017 Census of 
Agriculture are scheduled to be 
released in early 2019, providing more 
complete and updated data on 
agriculture’s importance to the New 
York State economy.■

                                                 

Agriculture are scheduled to be 
released in early 2019, providing more 
complete and updated data on 
agriculture’s importance to the New 
York State economy.■
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Dairy farmers
across the United 
States 
are dealing with 
financial stress from 
several consecutive 
years of low farm milk 
prices. Farm stress has 
been exacerbated in 
traditional dairy
-producing regions in the 
Midwest and Northeast 
by a relative lack of dairy-
processing capacity, 
which has led to 
disappearing farm 
premiums, increased milk 
hauling and marketing 
costs, and—in some 
periods—dumping milk 
that has no better 
marketing outlet.

Federal Milk Marketing 
Orders were created in 
the 1930s to ensure an 
adequate supply of 
fluid-quality milk produc-
tion and encourage 
transport to deficit 
regions. Orders regulate 
farm-level markets for 
milk primarily through 
a complex system of 
minimum prices applied 
to the buyers of farm 
milk according to the 
products manufactured. 
Four classes of milk 
are defined by the end 

use: Class I relates to milk beverages; 
Class II includes milk used for 
value-added soft dairy products such 
as yogurt and ice cream; Class III is 
for milk used to make cheese and 
whey; and Class IV is butter, non-fat 
dry milk, and other skim milk products. 
Minimum prices that processors must 
pay for each of these product classes 
are derived from wholesale product 
prices adjusted for yield and 
manufacturing costs. Farmers, or 
their marketing cooperatives, must 
receive a weighted average of these 
four prices, with adjustments for milk 
composition.

One key justification for Federal Milk 
Marketing Orders was to promote “or-
derly marketing” and stability in farm 
prices through efficient distribution and 
utilization of milk. This article 
examines the current state of U.S. 
milk marketing, focusing on states and 
regions experiencing milk marketing 
issues.

Milk Market Coordination
Four innate characteristics of milk 
production and dairy farming make 
marketing a unique challenge: i) daily 
harvesting, ii) perishability, iii) bulki-
ness, and iv) asset fixity.

Milk is produced and harvested every 
day of the year. Add to this the 
challenge of perishability and you get 
a product that must be sold and 
delivered at least every other day. 
Indeed, for very large farms it is not 

unusual to begin the transportation 
process just after milk is cooled 
following each milking, which may be 
three times each day.

Just as perishability negates real-time 
opportunities for farmers to explore 
marketing options, the bulkiness of 
milk limits farmers’ ability to explore 
alternative customers. While dairy 
markets are widely recognized as 
being national - or even international 
-in terms of price discovery, this does 
not mean that individual farmers have 
realistic marketing opportunities 
outside of a day’s truck drive.

This relative lack of storability and 
transportability creates an urgency 
in milk marketing that is far different 
from, for example, grain growers, who 
harvest their product over a small 
window of time but can realistically 
market that product over the ensuing 
year.

The last marketing challenge is 
created by asset fixity. Many of a dairy 
farm’s productive assets—beginning 
with the cow but including milking 
parlors, cow barns, calf hutches, 
and so on—have little salvage value 
outside of dairy farming. Thus, dairy 
farmers face a commitment to milking 
cows that results in a supply that is not 
easy to turn off and seldom economic 
to dial back, while at the same time 
creating a marketing environment that 
has high search costs with narrow 
feasible opportunities.

Disorderly Marketing in the 
Twenty-First Century U.S. 
Dairy Industry Andrew M. Novakovic and Christopher A. Wolf
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Continued next page

A good deal of the milk marketing 
system, including government price 
regulation, has evolved to mitigate the 
economic ramifications of milk and 
milk production characteristics. One of 
these system attributes is cooperative 
marketing. Another is government-
enforced classified pricing and 
pooling, realized through the Federal 
Milk Marketing Order system.[1]

For over 100 years, an overwhelming 
majority of dairy farmers have chosen 
to market their milk through cooper-
atives. Today, cooperatives handle 
about 82% of the milk produced in the 
United States, with about two-thirds 
of U.S. production marketed through 
cooperatives that also have their own 
dairy processing operations (Liebrand, 
2012). A distinctive feature of cooper-
ative marketing is that farmers do not 
contract the sale of a certain amount 
of milk at a certain price at a certain 
time or period; rather farmers enter a 
membership agreement in which they 
agree to certain dues or other financial 
commitments in exchange for a 
guaranteed milk market and a promise 
to achieve the highest return possible, 
with a time commitment that is often—
for all practical purposes—indefinite.

Price regulation, in particular 
classified pricing and pooling, has 
become a critical and defining feature 
of milk markets and the economic 
coordination mechanisms that keep 
them in balance. Classified pricing is 
a price discrimination mechanism that 
charges different levels of minimum 
farm prices for milk based on the 
demand characteristics of a 
customer’s downstream product 
sector. The logic of the system is 
essentially to charge the highest prices 
in the most demand-inelastic product 
markets—beverage milk products in 
particular—and let the overall 
market for farm milk clear in its lowest 
valued, more elastic uses. Although 
other product sectors can play a role, 
plants producing butter and non-fat 
dry milk—butter/powder plants—are 

generally recognized as the primary 
agents for market clearing functions. 
It is also the case that dairy cooper-
atives produce and market 75% or 
more of the U.S. production of these 
two basic commodities (Liebrand, 
2012). 

Coordinating daily, seasonal, and 
cyclical milk production with demand 
has always been a role and particular 
challenge for dairy cooperatives. 
Although milk production in the 
aggregate is predictable, small 
changes in volume can have potent 
price effects. Moreover, changes in 
consumption are seldom aligned with 
the natural dynamics of milk 
production.

Cows tend to produce more milk in 
the spring, following a natural 
calving cycle and the availability of 
fresh forages. Sales of dairy 
products have several seasonal 
patterns. For example, butter and 
cheese consumption peak during 

the winter holiday 
season, while bever-
age milk consumption 
is heavily influenced 
by school calendars. 
Matching production and 
usage over the course 
of a year is referred to 
as seasonal balancing. 
Milk is produced daily, 
but not all processing 
facilities operate every 
day. Often there is a 
planned shut-down for 
a weekend or holiday. 
Sometimes weather 
or a mechanical event 
causes an unplanned 
shut-down. This puts the 
onus on cooperatives to 
do what is called daily 
balancing, and it is one 
of the reasons why coop-
eratives became proces-
sors of simple, storable 
commodities such as 
butter and milk powder.         
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Cyclical balancing is 
driven by the need to 
expand processing ca-
pacity to accommodate 
milk production growth 
and, particularly, 
deviations from longer-
term trends. 

Dumping and 
Distressed Milk 
Sales
In recent years, dairy 
markets in many states 
have been unusually 
roiled by a severe form 
of market coordination 
failure that has resulted 
in significant dumping 
of milk that cannot find 
a profitable outlet on 
a particular day in a 
particular location. The 
causes of this are rooted 
in i) the market econom-
ics of this period, ii) a 
failure of the regulatory 

Continued from previous page system, and iii) an unintended con-
sequence of the seemingly unlimited 
cooperative guarantee of market 
security. 

A number of factors led to higher-than-
trend growth in the traditional milk 
production areas around the Great 
Lakes in the last 10 years. During this 
period, prices for corn and other grains 
and oilseeds settled into a new, higher 
equilibrium following the stimulus of 
ethanol mandates; at the same time, 
milk prices gained altitude in response 
to those increased grain prices. The 
result of this inelegant economic 
dynamic was a greater-than-normal 
increase in milk production, 
especially in areas where the 
dominant dairy farming system used 
primarily home grown feeds. Figure 1 
displays the average annual growth in 
milk production over a 50-year period 
from 1968 through 2017, in decade 
increments. Milk production growth in 
“traditional” dairy states in the Midwest 
and Northeast languished for several 
decades and was then followed in the 
last decade by a revitalization of the 
milk production growth rate. Michigan 

milk production in particular 
grew at a rate more than 
twice the U.S. average for 
the past couple of decades. 

The past decade also 
coincides with competitive 
market conditions that have 
resulted in rather severe 
reductions in per capita 
sales of beverage milk 
products, which represent 
both the highest valued use 
and a large share of total 
milk sales. It also is a period 
during which the United 
States enjoyed considerable 
success in gaining shares of 
foreign markets, but these 
markets are inherently 
more volatile than domestic 
markets (Yonkers, 2011), 
resulting in ups and downs 
in sales opportunities that 
further challenge the 

market-balancing responsibilities of 
cooperatives.

Lastly, there has been a failure to 
make changes to federal order pricing 
formulae that might have encouraged 
investment in milk-processing 
facilities to encourage processing 
capacity would keep pace with 
production growth. Since 2000, federal 
order class prices have been calculat-
ed by adjusting wholesale prices for 
four basic dairy commodities (butter, 
powder, cheese, and dry whey), which 
represent about half of U.S. dairy 
product processing. The adjustments 
use average yields and costs of 
processing to determine a price for 
farm milk that processors of those 
Class III and IV products should be 
able to afford given their output prices. 
Any system that attributes a single 
value to the prices received or paid by 
the heterogeneous network of dairy 
processors across the United States 
makes several bold assumptions. The 
logic of this system was based on the 
fact that class prices are minimums, 
meaning that processors can pay 

Continued  on page 19
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Cornell Cooperative Extension | Erie County

Vendors Needed!
We are accepting applications from poten-
tial vendors of “retail ready” New York State 
food, beverage, farm and non-food products 
for the Taste NY Market located at the Wel-
come Center in Grand Island, NY. 

You can find more information and the vendor application at erie.cce.cornell.edu
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higher prices if firm 
economics or market 
conditions warrant. As is 
always the case, the risk 
with minimum prices lies 
in setting them too high. 
This can occur when the 
processing-cost factors 
used in higher prices if 
firm economics or market 
conditions warrant. As is 
always the case, the risk 
with minimum prices lies 
in setting them too high. 
This can occur when the 
processing-cost factors 
used in the class price 
formulae, the so-called 
make allowances, are too 
low. Make allowances 
are fixed by regulation 
and cannot be changed 
except upon significant 
evidence presented at 
a formal administrative 
hearing, then accepted 
by the U.S. Department 
of Agriculture and 
ultimately approved by 
the dairy farmers who 

fall under its regulation. Current make 
allowances were established in 2007. 
Increases in the prices of processing 
inputs increase manufacturing costs, 
whereas improvements in productivity 
lower costs. Although the evidence 
tends to be anecdotal, it appears that 
in the last 10 years, increases in input 
prices have been the dominant factor. 
This is also supported by statements 
of manufacturers that it is unprofitable 
to invest in new or improved facilities. 
Producers certainly have made and 
continue to make investments in new 
plants and plant renovations, but it is 
also equally clear that processing ca-
pacity is stretched and at times over-
matched by milk production.

The lack of adequate dairy-process-
ing capacity is demonstrated by the 
increased frequency of milk dumping, 
especially in the Northeast and 
Mideast order areas. Often referred 
to as “dump” or “dumped” milk, this 
situation occurs in small amounts 
normally for a variety of reasons. If 
a farmer inadvertently includes milk 
from a cow that has been treated with 
antibiotics, it will be discovered, but 

perhaps not before it contaminates the 
daily milk delivery, the truck tank on 
which the farm’s milk was loaded, or 
even the plant silo into which the tank 
was pumped. In this case, all the con-
taminated milk is disqualified from use, 
but the federal order will allow it to be 
priced at the lowest use class and in-
cluded in the pool pricing calculations 
for all milk. Plants that receive milk will 
identify the source and stiff penalties 
will typically apply, including recovery 
of the cost of all milk that was ultimate-
ly contaminated, but this is a separate 
transaction from the order blend price 
calculation. Other common examples 
of dump milk include pick-up vehicle 
accidents, weather events that prevent 
timely pick-up, and plant closures due 
to maintenance or other events. This 
sort of thing is generally recognized 
as normal and part of the cost of doing 
business.

Classified pricing assigns prices to 
producer milk based on its end use. 
When milk cannot be used by a dairy 
processor but otherwise qualifies as 
milk associated with the order, it is 
assigned to the “lowest use class.” 

Meaning this dumped milk 
will have a value equal to the 
lowest class price for the 
applicable month, which is 
usually Class III or Class IV. 
This allows such milk to be 
counted as “delivered” and 
subject to the pooling provi-
sions of the order. Farmers 
who produce milk that is 
assigned to the lowest use 
class remain eligible to receive 
the blend price for that order.

The phenomenon of milk 
dumping is illustrated in Figure 
2 using data from the North-
east (NY, VT, NH, MA, CT, RI, 
NJ, PA, DE, MD, and VA) and 
Mideast (MI, IN, OH, portions 
of PA, KY, and WV) orders, 
which have had the highest 
amounts of dumping in recent 
years. The average share of 

Continued from page 17
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milk dumped monthly from 2010 to 
2014 is compared to the average 
amount of milk dumped from 2015 
to 2018. As the figure reveals, the 
typical percentage of milk dumped is 
0.1% to 0.15% in the Mideast, but in 
recent years has spiked to as much 
as 0.75%. Similarly, the average in the 
Northeast order was 0.2% to 0.3% but 
has often averaged two to five times 
that level in the past 4 years.

Dumping at the levels observed in 
the Northeast and Mideast orders is 
unusual, but the phenomenon referred 
to as “distressed” milk sales is not. 
Dumping is the extreme case of farm 
milk not being able to find a customer 
at a price that yields a positive return 
above the direct cost of delivery. More 
common is the situation in which a 
cooperative finds it has milk it cannot 
market to its normal customers, so it 
offers it for sale at a discounted price, 
usually deeply discounted to half or 
less of the applicable minimum price. 
Sometimes the discounted sale can be 
made to a regular customer, but often 
the milk must be moved to a nearby 
region, typically taken by another 
cooperative. Because this milk is 
delivered and sold, even at a discount, 
it is not accounted for separately by 
federal orders.[2] Thus, we have no 
public information on the volumes of 
distressed milk sales. The high-water 
mark for dumped milk in the last few 
years may be a reasonable measure 
of a typical volume of distressed milk 
sales.

Causes of Milk Market 
Disruptions
Several explanations have been 
offered for the recent, unusually large 
levels of milk dumping. Above-trend 
increases in production are assuredly 
the beginning of an explanation. The 
rather dramatic decline in Class I sales 
in the Northeast in particular is also a 
major contributing factor, as some fluid 
plants have closed altogether and 
others have reduced purchases. 
This has left farm suppliers without 

a market and put cooperatives in the 
position of attempting to fulfill their 
guarantee of a market outlet with no 
available, profitable outlet. When the 
next best available outlet is too distant 
to justify shipment, milk is disposed of, 
usually dumped in farm manure han-
dling systems. All milk that is produced 
by a cooperative member receives a 
price. However, when milk dumping 
occurs cooperatives are forced to 
“re-blend” the payments for the 98% 
of milk actually sold across 100% of 
the milk they buy this results in a price 
paid to farmers that is often below the 
minimum blend price announced by 
the order.

Michigan, part of the Mideast order, 
has been averaging farm milk prices 
of $1–$1.50/cwt below their historic 
relationship to U.S. and surrounding 
state prices. In the past couple of 
years Michigan farm milk prices have 
been among the lowest in the United 
States. The resulting financial stress 
has increased the exit of dairy farms 
and recently, in 2018, resulted in 
slowing state milk production. In New 
York, which is in the Northeast order, 
some farmers have been left 
without any market alternative and 
have exited. For other farmers, it 

was more or less 
business as usual, 
although with lower or no 
market premiums. 
Members of the coopera-
tive that were left with the 
primary chore of 
balancing the market
saw lower farm milk 
prices, similar to the 
Michigan experience. Of 
course, this also occurred 
during a period in which 
market prices for milk 
were generally below 
average and resulted in
historically low returns for 
many farmers.

Not surprisingly, many 
dairy farmers and 
market participants saw 
milk being dumped and 
wondered why someone, 
maybe a beleaguered 
cooperative in particular, 
was not building a 
processing plant to 
absorb this excess milk 
production. There are a 
couple of reasons why 
new processing capacity 
has been slow to match 

Continued  on page 23

Photo by Jolie Hibit
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that will launch successful businesses, 
while existing farmers often have a 
hard time finding enough land to sus-
tain their farm goals. In New York, the 
number of young farmers is shrinking, 
while the number of senior farmers is 
growing; between 2002 and 2012, the 
number of young farmers declined 30 
percent at a time when nearly one in 
three farmers in New York are over 65.  
Further, research shows that over 90 
percent of farmers over the age of 65 
do not have a young person involved 
in the ownership or management of 
their farm.  This means nearly two mil-
lion acres of New York farmland will be 
at risk for development as it changes 
hands over the coming years.  

Farmland for a New Generation New 
York addresses these issues by offer-
ing a Resource Center coordinated by 
American Farmland Trust with expert 
advisors, and a website (nyfarmland-
finder.org)  featuring training materials 
and a listing of farmers in search of 
land and land available for farming 
throughout the state. The program will 
also support a network of Regional 
Navigators, or partner organizations 
with dedicated staff that will provide 

trainings and on-the-ground custom-
ized support for farmers and landown-
ers in regions across New York.   

“With support from Governor Cuomo 
and the State Legislature, the State of 
New York is taking a big step forward 
in helping farmers of today and to-
morrow find a home on the land,” said 
David Haight, New York state director 
and vice president of programs for 
AFT. “Farmland for a New Generation 
New York is an innovative model that 
will help new farmers overcome one 
of the biggest barriers that they face 
– finding appropriate farmland at an 
affordable price under conditions that 
enable them to succeed.”   

New York State Department of Agricul-
ture and Markets Commissioner Rich-
ard A. Ball says, “We are pleased to 
partner with American Farmland Trust 
on this exciting new program that will 
help connect our beginning farmers 
with one of New York State’s greatest 
assets, its agricultural land.  Working 
together, we are focused on support-
ing our next generation of farmers 
while helping to ensure that farmland 

SARATOGA SPRINGS, 
N.Y. – Today, American 
Farmland Trust in part-
nership with the State of 
New York, agricultural 
organizations, land trusts 
and others are launching 
Farmland for a New Gen-
eration New York.  This 
program is creating one 
of the most progressive 
solutions in the nation 
to help existing farmers, 
new farmers and young-
er generations of farm 
families access farmland 
while supporting retiring 
farmers and landowners 
in successfully transfer-
ring their farms to the 
next generation.  

For farmers, finding land 
is often a main challenge, 
whether they are coming 
from a farm family or are 
new to farming. Begin-
ning farmers in particular 
face major barriers in 
finding land at prices they 
can afford with conditions 
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Cornell CALS.  

“The partnership on display today is 
an example of all of us working to-
gether to remove as many barriers as 
possible for new and beginning farm-
ers. Preserving farmland for the next 
generation, whether they grew up on 
a farm or not, is a priority for New York 
Farm Bureau, and connecting farmers 
with available opportunities will help 
make sure prime farmland stays in 
production. This not only benefits our 
rural economies but the local food 
supply we all value and need,” says 
Renée St. Jacques, assistant director 
of public policy for New York Farm 
Bureau.  

Farmland for a New Generation New 
York builds on the success of the 
Hudson Valley Farmlink Network – 
celebrating its fourth anniversary this 
year. A partnership of 15 organizations 
coordinated by American Farmland 
Trust, Hudson Valley Farmlink Net-
work has successfully helped more 
than 140 farmers in finding a place to 

farm in the Hudson 
Valley since 

its launch in 
2014.

“The Ag-
ricultural 
Stew-
ardship 
Associa-

tion’s par-
ticipation in 

the Hudson 
Valley Farmlink 

Network has ena-
bled us to help next generation farm-
ers gain access to farmland in Wash-
ington and Rensselaer counties,” said 
Executive Director Teri Ptacek. “The 
Farmland for a New Generation New 
York will provide these same benefits 
to beginning farmers across the state.  
Kudos to the State of New York and 
AFT for making this program happen.

American Farmland Trust is 
the only national conservation 
organization dedicated to 
protecting farmland, promoting 
environmentally sound farming 
practices and keeping farmers 
on the land. Since 1980, AFT’s 
innovative work has helped 
to permanently protect more 
than 6.5 million acres of 
farmland and ranchland and 
led the way for the adoption 
of conservation practices on 
millions more. No Farms, 
No Food. Learn more at 
www.farmland.org.                                        

an important family 
tradition not only in 
Saratoga and Wash-
ington counties, but 
across New York 
State,” says Assem-
bly Member Carrie 
Woerner, Assembly 
District 113.  

She continues, “The 
Farmland for a New 
Generation program 
will help ensure the 
success of our family 
farms for many years 
to come by support-
ing both current and 
new farmers and 
protecting our farm-
land. I am proud to 
have partnered with 
American Farmland 

Trust to secure funding for this crucial 
program.”  

“Next-generation farmers are essen-
tial to keeping New York agriculture 
strong and vibrant into the 
future. Here at Cornell’s 
College of Agriculture 
and Life Sciences, 
we are seeing 
renewed energy 
for farming as 
a profession 
in many of the 
constituencies 
we serve — from 
undergraduate 
students to new and 
diverse entrants taking 
online courses through 
our Cornell Small Farms Program. But 
more than just enthusiasm is need-
ed. Land access is a critical issue 
for many beginning farmers, which is 
why we are so pleased to partner with 
American Farmland Trust to share 
expertise, education and connectivity,” 
says Julie Suarez, associate dean for 
government and community relations, ■
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increased production. The 
bulges in distressed or 
dumped milk are hardly 
uniform throughout the 
year (Figure 2). It is not 
obvious what plant would 
have marketing opportu-
nities in the spring flush 
and in December. Absent 
that, the answer is often 
simply a butter/powder 
balancing plant that can 
manufacture a commodity 
product at a relatively low 
cost and store product 
until it can be sold. The 
proposition for butter is 
encouraging, inasmuch 
as sales are strong for 
butter and other cream-
rich products. The 
problem is that market 
prices for non-fat dry milk 
and related protein 
powders are often
barely sufficient to return 
a profit to existing plants, 
much less justify plant 
investment. Herein lies 
the conundrum of make 
allowances that do not 
adjust to reflect higher 
manufacturing costs. A 
higher make allowance 
would lower the price of 
milk relative to the whole-

wholesale price for non-fat dry milk 
and other commodities. While this 
would be encouraging news for 
manufacturers, it would be quite 
unwelcome news to farmers, who are 
already enduring a long period of
below-average prices. When the 
manufacturer is a cooperative, there 
is a paralyzing conflict of interest as 
to how best represent the economic 
interests of their farmer owners.

Cooperatives are stretched to honor
their commitment to guarantee a 
market for all milk produced by 
members. This has resulted in a 
number of cooperatives closing their 
membership to new applicants or 
developing various pricing schemes to 
try to discourage expansion by existing 
members. These moves are decided-
ly unpopular with most farmers, who 
prize their right to run their businesses 
as they see fit. Although calls to adjust 
the make allowances in federal pricing 
formulae are starting to be voiced, this 
remains a challenging proposition for 
cooperatives, which must convince 
farmers to support an action that will 
lower their minimum farm price just to 
make it feasible to build manufacturing 
plants that may well have low profit 
performance. At best, this would have 
the effect of lowering every farmer’s 
price a bit and reducing or avoiding 
the re-blending deductions that are 

costliest to market-balancing 
cooperatives.

In this environment, the marketing 
system that performed well over the 
last several decades is struggling with 
the multiple problems of too much milk 
production, declining sales of Class 
I milk, insufficient balancing-plant 
capacity, displaced farmers, and an 
extended period of low milk prices.
This situation is calling into question 
the longstanding gospel of guaran-
teed markets for members of dairy 
cooperatives and the practical ability 
of a ponderous regulatory system to 
respond to a more rapidly changing 
market environment.
• 

Continued from page 20
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[1] As noted in a recent article (Novakovic 
and Wolf, 2016), with the addition of Cali-
fornia in November 2018, the Federal Milk 
Marketing Order system will regulate about 
82% of U.S. milk production.

[2] Although counted as producer milk re-
ceived by a regulated plant, distressed milk 
can be sold at a discount because coopera-
tives are generally not bound to price mini-
mums. In some cases, this milk may not be 
pooled milk.use cooperatives are general-
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$1 Million Available for New Farmers in New York

Empire State Development (ESD) and the New York State Department of Agriculture 
and Markets have announced $1 million in funding is available to assist early-stage 
farmers through the New York State New Farmers Grant Fund. 

The program, now in its fifth year, promotes growth and development in the state’s 
agriculture industry. To date, $3.27 million has been awarded to nearly 90 farms 
throughout New York State to expand their operations and improve their profitability. 

The $1 million New Farmers Grant Fund will provide grants of up to $50,000 to as-
sist with up to 50 percent of eligible project costs. 

To qualify, all farm business owners must be within the first ten years of having an 
ownership interest in any farm business, and the farm must have a minimum of 
$10,000 in income from sales of products grown or raised on the farm. Eligible pro-
ject costs include the purchase of machinery, equipment, supplies, and the construc-
tion or improvement of agricultural structures.

The deadline for submission is January 25, 2019.

Apply here  
https://esd.ny.gov/new-farmers-grant-fund-program

Questions about the grant program?
Contact Bonnie Devine at nyfarmfund@esd.ny.gov. 
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Coming to your 
mailbox!

                                   
2019

CCE ERIE
Annual AG 
Enrollment

Register online:

The CCE Erie        
Annual Meet-
ing was held on  
November 7th at 
Dard Hunter Hall 
on the Roycroft 
Campus. For the 

second year in a row, the association focused on a theme for the annual 
meeting. This year the theme was Taste NY, a nod to the Taste NY store 
that opened in Grand Island in August. Each CCE Erie program area 
engaged attendees in activities focused on products grown right here 
in WNY, including apples, grapes, and dairy. The staff put together an 
incredible spread of food which came right from the Taste NY store, 
and also included apples donated from Mwroka Farms in Lockport, 
cheese donated from Yancey’s Fancy, and cookies baked by CCE Erie 4-H 
youth. CCE Broome Executive Director Vicki Giarratano was invited to 
speak about the impact having two Taste NY stores in Broome County 
has made on both their association and farmers, growers, and produc-
ers in their community. The meeting was a wonderful opportunity to                         
celebrate CCE Erie’s growth in the past year, and to enjoy the bounty of 
NY agriculture. by Becky O’Connor
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So you want to sell to schools? 

Schools across New York State are looking for more NY grown  and 
raised foods to serve as part of their Farm to School programs. Use 

this document to learn more about why and how you can start 
working with schools in Western NY. 

A quick-start guide for farmers interested in the 
school foods market. 

What are the benefits of selling to schools? 

Working with schools is an opportunity to diversify your market and secure demand for large 
volumes of product. It is also rewarding: by working with schools, you establish a connection 
with students, teachers, parents, and the community. Because Farm to School includes an 
educational component, there are many opportunities for students to learn about your farm and 
engage in agriculture education. 

 

What products are schools looking for? 

To get an idea of some products schools already purchase, see the chart included in this 
document. In WNY there is a very high need for fruits other than apples, poultry, and beef.  

 

How much do schools pay for these products? 

The chart included in this document has an estimated price point of how much schools currently 
pay for produce. Schools have limited budgets and are unable to pay substantially higher prices. 

 

How do schools get NY grown and raised products? 

Schools purchase NY foods either directly from farmers, or through distributors. In WNY, schools 
get most of their NY products from distributors. If a school purchases directly from a farm, it is 
typically for a very specific product that they are getting a limited number of times during the 
year. 

 

What’s the best way for me to get my product into schools? 

There are 3 main ways you can get your products into schools: 1) selling directly to schools, 2) 
selling directly to distributors, or 3) selling as part of the Western NY Food Hub (through Eden 
Valley Growers). To help you determine the best option for your farm, we’ve created an at-a-
glance guide of the requirements and logistics of each of these selling methods and it’s on the 
back of this sheet. 

 

Contact 
Becky O’Connor 
Farm to School Coordinator 

Cornell Cooperative Extension  
Erie County 
rao84@cornell.edu  
716.652.5400 x 179 

Continued  on  page 27
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Continued  from  page 26
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Continued  on  page 29
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Continued  from  page 28
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Continued  on  page 31
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Continued  from  page 30
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1.. Put your policy 
in place now.
All New York employers are                 
required to have written sexual
harassment prevention policy 
in place beginning October 9, 
2018. Your policy must meet 
or exceed all of New York’s          
requirements in the model 
policy. Most farms don’t currently have 
a policy so it’s OK to just use the state’s 
model policy. There are a couple of things 
your should do to customize it for your 
farm:
• Download the policy from the state’s 

website in either PDF or Microsoft 
Word format.

• Change the yellow highlighted                   
“Employer Name” text to your farm or 
business name.

•  Designate a contact person. On pages 
1, 2, 5, and 6 of the model policy 
there is yellow highlighted text that 
refers to the “person or office desig-
nated.” You are supposed to insert the 
name or office of the person to whom 
any harassment complaints should be 
reported. In most farms this will be 
the owner; ideally you should list two 
people here so that the employee has 
an option of at least two people they 
could go to. (This is to avoid the situa-
tion where the person doing the har-
assing is the same person designated 
to receive harassment complaints.) 

      
2. Provide the policy in 
writing to employees. 
A policy isn’t worth much unless 
employees know about it. The new law 
requires employers to provide 
employees with a written copy of the 
sexual harassment policy. Print 
copies and provide to your employees 
or inform employees and give them                     
electronic access to your new policy. 

3. Provide the "Combat     
Harassment Complaint 
Form".

Scroll down the state’s 
website to find the model 
complaint form, also in PDF 
and Word format. Incor-
porate this form into your 
handbook right after the 
sexual harassment policy or 
print copies and provide it 
to your employees.

4.Use the Sexual 
Harassment              
Prevention Poster
Customize and post the 
“Sexual  Harassment                       
Prevention Poster” in your 
break room or office. This is 
optional but it is a good 
practice.

5. Train every-
one at hiring and 
annually.
Just giving employees a    
policy isn’t good enough. 
Training is needed to be 
sure that employees under-
stand sexual harassment 
and how they can prevent 
and report it. Training is 
also important to send the 
message that the employer 
takes sexual harassment 
seriously and will not                              
tolerate it. You should plan 
to conduct sexual harass-
ment prevention training 
each year for all employees. 
New employees should have 
a brief review of your sexual 
harassment policy within 

                                                    
The 2018  New York State budget included 
new regulations addressing sexual har-
assment in the workplace that became 
effective on October 9, 2018 for all New 
York employers, including agricultural              
employers. All employers are required 
to have a  sexual harassment prevention 
policy and to provide annual, interactive 
sexual harassment prevention training for 
all employees.

Sexual harassment is a horrible thing; no 
one should have to work in a threatening 
and unsafe atmosphere. Prevention is the 
best medicine, so farms and other agricul-
tural employers should get a strong 
sexual harassment prevention policy and 
training in place. That policy should define 
sexual harassment, provide a means for 
reporting it, and let victims know that 
they will be protected when they report 
harassment. Business owners should act
quickly and decisively to investigate and
solve any sexual harassment situations.                                            
Owners should be further advised that if 
any managers know about sexual harass-
ment and do nothing about it, that can  
expose the business to even more legal 
risk.

Resources

The New York State Department of Labor 
(NYDSOL) provides important resources in 
a special website for employers: https://
www.ny.gov/combating-sexual-harass-
ment-workplace/employers. There you 
will find:
• Model Sexual Harassment   

Policy
• Model Complaint Form
• Training Requirements
• Training Videos
•  Overview Webinar
•  Frequently Asked Questions          

(FAQ) Page

Seven Steps to Prevent-
ing Sexual Harassment

                                                 

Sexual Harassment 
Prevetion  Required 
for All New York Em-
ployers



a week of their start date, 
you don’t want someone 
working for you for six 
months until they learn 
about sexual harassment at 
the annual training.

The new law put some 
specific requirements 
about sexual harassment                            
prevention training. It must:
• be interactive (for live 

training, interactive 
means participants      

       have opportunities
       to ask questions, and
       the trainer may ask 
       questions to engage
       with participants)
• include an expla-

nation of sexual                          
harassment consistent 
with guidance issued 
by the Department of 
Labor in consultation 
with the Division of         
Human Rights

• include examples of 
conduct that would 
constitute unlawful 
sexual harassment

• include information 
concerning the federal 
and state statutory 

       provisions concerning
       sexual harrassment and
       remedies available to 
       victims of sexual 
       harassment   
• include information 

concerning employees’ 
rights of redress and 
all available forums for 
adjudicating complaints

• include information 
       addressing conduct by
       supervisors and any         
       additional responsibili     
      ties for such supervisors

6. Act                                 
immediately 
when there is a                   
complaint of                                   
sexual                              
harassment 
or management                         
becomes                                                               
aware of a        

harassing situation.
No employee should have to work in a 
stressful and threatening environment 
caused by sexual harassment. Manage-
ment needs to take action immediately in 
response to a complaint of harassment. 
Depending on the situation, these actions 
will include:
• Listen carefully to the complaint and 

be sure to take any complaints of 
harassment seriously.

•  Assign a responsible person to inves-
tigate the situation including talking 
with the accused person and any                                                                            
witnesses. In small businesses, 
without a designated HR person, 
the investigator will often be an                                  
owner. Small businesses, such as 
farms, should also consider hiring an 
outside person to investigate such 
as an attorney or human resources 
professional, especially when the 
relationships involved are very close. 
For example, it would be very difficult 
for a farm owner to investigate in 
an unbiased and calm way when his 
son is accused of harassing another 
employee.

• Decide whether the behavior is sexual 
harassment.

• Plan and carry out discipline and/
or assignment changes as needed.                      
Communicate your decision and                      
action plan clearly with the accused 
and the accuser.

• Document everything.

Read more in this post: How to Han-
dle Sexual Harassment Complaints: A                        
Primer for Small Businesses. https://www.
insureon.com/blog/post/2018/01/09/
how-to-handle-sexual-harassment-                  
complaints.aspx

7. Document every action 
you take.
As an employer, it is wise to begin                       
documenting all of your employee-                                                                               
related actions. You should keep a pa-
per or electronic file (or both) for each                           
employee and diligently record all signif-
icant actions or events that take place. 
In the context of sexual harassment                           
prevention, consider recording the follow-
ing items:
• The date on which you provided the 

policy to your employee. You might 
also have your employee sign an 

acknowledgement that the policy was 
received and understood.

• The date at new hire and in each                 
subsequent year on which your                     
employee was trained in sexual                
harassment prevention.

• Carefully document any                                                      
sexual harassment incidents involv-
ing an employee, even minor ones. 
For example, an employee might 
tell an offensive joke that another                                     
employee considers sexual harass-
ment. Management follows up,                                                                 
addresses the problem, and 
everything is resolved. Keep track of 
every action that was taken in the res-
olution procedure, record who, what, 
where, when, why, and how. You 
might need this information when 
another incident occurs later with 
the same employee, or if you need to 
defend your actions in court against 
a claim of not dealing with sexual 
harassment appropriately. Detailed, 
written records that     demonstrate 
management’s good faith efforts are 
much better than faulty memories in 
a court of law.■

OTHER REFERENCES

Widmar, N. and E. Bird (2014). Un-
derstanding Sexual Harassment for 
the On-Farm Workplace. Pork Infor-
mation Gateway. Includes relevant 
discussion of sexual harassment 
in the farm setting but the example 
policy may not be strong enough to 
meet current requirements.

http://porkgateway.org/resource/
understanding-sexual-
harrassment-for-the-on-farm-work-
place/

New York State 
Young Farmers Loan                         

Forgiveness Incentive 
Program

For more info & to apply:
https://www.hesc.ny.gov/

pay-for-college/financial-aid/
types-of-financial-aid/nys-grants-
scholarships-awards/new-york-
state-young-farmers-loan-for-
giveness-incentive-program.

html
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apple  supply chain contributed $2.1 billion 
to the industrial sales in NYS in 2016. 

Contributions from specific apple sup-
ply chain sectors (i.e., for farm produc-
tion, services, processing, marketing 
and public research and extension) 
are also shown in Table 1. Note that 
the direct contributions from each                                                                      
industry sector can be added together 
to get a total direct value, but neither 
the indirect nor the induced impacts 
can be summed across sectors. For ex-
ample, when looking at the processing                                                           
(frozen, canned, and dehydrated)                            
sector in isolation, a portion of the 
$318.5 million in indirect output includes                                                   
backward-linkages to apple farm pro-
duction sector already accounted for in 
processor purchases of local apples from 
apple farms. 

The output contribution multiplier for 
the aggregate apple supply chain in 
NYS (i.e., the sum of the direct, indi-
rect, and induced effects divided by the 
direct effect) is 1.58, meaning that for 
every dollar generated in the apple in-

dustry (broadly speaking), an                                                    
additional $0.58 is generated from  inputs 
into the apple supply chain (Table 1). 

Table 1 also displays the contribution 
employment metrics. The economic con-
tributions from employment in the apple 
industry supply chain in NYS are estimated 
at 11,872 jobs, 8,033 jobs through direct                                                                    
employment and an additional 3,839 
through non-apple, indirect and induced 

Continued  from pg 10
industry effects. (Note 
that jobs are not full time 
equivalents) In total, for 
every job generated by the 
apple industry, another 
0.48 jobs are supported in                                         
bac ward-linked non-apple 
industry sectors.

As with industry output, 
most of the  indirect and 
induced jobs are generated 
by agricultural manufac-
turing activity. Indeed, the 
apple processing industries 
each have employment 
multipliers that exceed two, 
well above the apple farm-
ing multiplier of 1.25. The 
result illustrates the strong 
linkages processors have 
to the farm sector as part 
of the indirect effects for 
processing include on-farm 
employment. 

The general objectives of 
this research were to better                                   
understand the apple                          
supply chain’s total                                 
economic contributions                      
to the NYS economy and 
to demonstrate the strong 
ripple (multiplier) effects 
the industry has. Read-
ers are directed to the                           
Economic Contributions fo 
the Apple Industry Supply 
Chain in New York State. 
Cornell University, Charles 
H. Dyson School of Applied 
Economics and Manage-
ment, Extension Bulletin 
(EB 18-03)for further un-
derstanding of the analysis 
and, imprtantly, to learn 
more about the distribution 
of the indirect and induced 
effects, by industry, gener-
ated by all apple industry 
supply chain activities.

This work is supported by 
a grant from the New York 
Apple Association (NYAA). 
Appreciation is extended 
to the NYAA for assistance 
in data collection, Matt 
Wells (Lake Ontario Fruit 
Program); Lindsey Pashow 
(Harvest NY), Cornell 
Cooperative Extesnsion; 
Jenn Smith (NY Cider As-
sociation); and Frederick 
Tamarkin (Hunter Rawlings 
III Presidential Research 
Scholar, Cornell University.■
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What is it?

Cornell Cooperative Extension
Erie County
21 South Grove Street
East Aurora, NY 14052
—Return Service Requested—

Building Strong and Vibrant New York Communities
Cornell Cooperative Extension is an employer and educator recognized for valuing AA/EEO Protected Veterans, 

and Individuals with Disabilities.

• I am a corm in the iris family

• I am a perennial although in NY 
you must dig me up annually

• My flower is edible

Check Facebook for the answer!
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