Local Food and Farm Task Force
Friday, February 20
1 p.m. – 4:00 p.m.
Kansas State Capitol, room #159 South

1:00 p.m.

Welcome and introductions of task force
Approval of January 23 Meeting Minutes

Chair Ron Brown

1:15 p.m.

Specialty crop industry in Kansas

Diana Endicott, Tony
Schwager, Good Natured
Family Farms; Bill Crooks,
Good Food Good Futures

2:45 p.m.

Support programs for specialty crop
Producers and calculated risk

Jordan Olsen and
Michael Leitch, Frontier Farm
Credit

3:30 p.m.

Closing comments and meeting
adjournment

Chair Ron Brown

3:45 p.m.

Task force planning session

Task force members

MINUTES
Attendance
Task force members present: Ron Brown, Chair; David Coltrain, Loren Swenson, Dr. Cary
Rivard, Senator Dan Kerschen, Representative Adam Lusker and Annarose (Hart) White (via
phone).
KDA Staff: Stacy Mayo and Julie Roller
Guests: Senator Tom Hawk, Janet Barrows, Jordan Olsen, Michael Leitch, Julie Mettenburg,
Renee Bryant, Missty Lechner, Jessica Bowser, Heather O’Hara, Ryan Flickner, Nancy Brown
and Phyll Klima.
Welcome and Introduction of task force: Chair Ron Brown called the meeting to order at 1:00
and asked the task force and audience members to introduce themselves.
Loren Swenson moved to approve the January 25, 2015 minutes. Senator Dan Kerschen
seconded. Motion approved.
Specialty crop industry in Kansas: Diana Endicott and Tony Schwager, Good Natured Family
Farms, thanked the task force for the opportunity to attend and share information about local
food and its future as an economic engine in Kansas.

In absence of David Ball, Balls Foods, Endicott shared the “Innovative Models: Small Grower
and Retailer Collaborations” handout, which outlined Balls Food Stores’ perspective on local
foods.
Endicott shared her history as a producer in Kansas. Her family moved to Kansas in the early
2000s to take over a family farming operation. She shared that her family owned a landscaping
business in Dallas and she taught high school horticulture. In 1998, before it was common, they
started raising greenhouse tomatoes. During that time, she started working with David Ball,
Balls Foods. She said that they were ahead of their time, but over time, their relationship with
Balls Foods has evolved.
Endicott shared that the North America Free Trade Agreement dropped tomato prices due to
Canadian tomatoes. NAFTA created obstacles and made it more difficult for small farmers to
survive in the marketplace. She said everything she has done has been by trial and error,
business plans and feasibility studies, but life is what happens after the plan.
She shared that in light of prices, the tomatoes business was not working and they stopped
production. She shared that a producer could not make a living at $0.68/lb.
Endicott said that her family then started selling and processing beef. She shared that she was
in the right place at the right time and her beef business grew to the point of Balls Food Stores
needing 300 head a week. At the time, they had no infrastructure. They had enthusiasm, but no
base plan or strong financing to know how to access money or develop an organizational
structure.
Today, Good Natured Family Farms is selling beef and tomatoes. She said beef is easier to sell
in Kansas because people understand it and there are more resources to access if you have
questions. Endicott shared that those same resources do not exist for produce farmers. She
shared Good Natured Family Farms also process chickens in Uniontown, Kansas and supplies
all of the beef for Balls Foods.
According to Endicott, Good Natured Family Farms works with 150 small family farms in Kansas
and Missouri. She started working with other farms when Hawley Honey from Iola called and
said they had problems getting into grocery stores. She said then someone else called with
eggs and they wanted to sell to grocery stores and from that, Good Natured Family Farms was
born. Endicott shared she started collecting food from different producers and helping to get it
into stores. She said they were very fortunate to have Balls Foods because Fred Ball had a
passion for helping producers because he came from a farming background.
Endicott shared the mission of Good Natured Family Farms is to bring high quality local food
and food products from sustainable family farms to consumers, especially consumers in
vulnerable communities. She said they do not want to be the cheapest product, but they are
competitive.
According to Endicott, the evolution to survive has put more money in the pockets of producers.
She said Good Natured Family Farms sells $4.5 million of local foods, but their margins are very
low.

She said grant funding has helped them to access vulnerable communities in Kansas and
Missouri.
Endicott shared that because Sysco wanted all of their food to be food safety certified, they
have developed a food safety program.
Additionally, she said that her passion was to build an aggregation and distribution facility in
Kansas. She said Good Natured Family Farms currently has an aggregation facility at Balls
Foods that distributes to 29 stores.
While Good Natured Family Farms currently serves 150 family farms, they also provide
branding, distribution, food safety and farm sustainability. According to Endicott, many times
they are the financer. She said they have signed agreements with producers outlining what they
would purchase in order to help farmers obtain financing.
Endicott said Good Natured Family Farms has also helped to build docks.
According to Endicott, rural communities benefit from local foods. She said there is an
opportunity to use local foods as an economic engine to revitalize rural communities. She said
there is significant potential, but there is not the infrastructure to allow the potential to grow;
infrastructure is what is lacking.
Giving examples, Endicott shared that Cotton River Cheese is a great example because it
retails for $25/lb. it is a high-end cheese. However, in order to sell to smaller consumers, they
need to purchase equipment to slide and cube the cheese.
Hawley Honey is a fourth generation honey producer and in 12 weeks, he was the #1 selling
honey in the marketplace with $300,000 in sales, but his margins are low. Endicott shared Good
Natured Family Farms is a for-profit business, but it is also mission driven.
Endicott also shared examples of consumers utilizing EBT. According to Endicott, if there were
a match for EBT cards to help with the purchase of local foods, it would encourage more people
to buy local.
Highlighting obstacles, Endicott shared that Good Natured Family Farms grew to the level that
Balls Foods could not use all of the produce they offered.
She shared there is a market for berries, especially small berries. For example, a small berry
farmer in Sabetha plants 2.5 acres of blackberries. Endicott shared that these visionaries need
mentors to help them grow their business to a point where it is viable.
Endicott said money is always an obstacle, but the biggest obstacle is inventory; you cannot sell
it if you do not have it. She said cash flow with the inventory is the biggest factor, at any given
time they may have $500,000-$750,000 of unpaid inventory in their system. She said banks do
not like to give lines of credit, but instead want producers to borrow against what they have.

According to Endicott, transportation is also an obstacle because you cannot afford to take a
truck with only a partial fill; you need a full load in order to make it work. She said they have
used infrastructure from Balls Foods and Sysco, but there are other opportunities to expand.
Endicott stressed the need for collaboration and working together. She shared one instance of
multiple feasibilities studies conducted in Kansas City to study local foods. She said
collaboration would have saved funds thus enabling dollars for use elsewhere.
She also shared that regulations can get in the way of store-ready products. For example,
understanding labeling, label claims and what you can and cannot say is an obstacle because it
is always changing.
Endicott said the term “local” is confusing. She said transparency and authenticity lend
credibility and help the consumer to believe you.
She shared there is growth potential with Good Natured Family Farms and their “local favorites”
– candles, salsa, herb mixes, dog biscuits, but they need the market capacity to help grow “local
favorites”.
Endicott shared the example of Rich Hill, Missouri, which is a small Amish community that
generated $17 million in produce from a community of 100 families. She said semi-trucks visit
and leave full of produce and they are GAP certified. She shared her hope for Kansas is that
they could replicate this model with an emphasis on berries because there is such a great
demand. For example, she said local strawberries sell out because of the demand.
Bill Crooks, founder of Good Foods Good Futures, thanked Endicott for her work and shared
that there is not enough supply to meet the demands.
Tony Schwager shared that in his opinion, if all farms added two acres of vegetable operations,
they could face problems selling all they have produced. He shared that for example, Sysco will
not buy items that are not GAP certified.
Crooks suggested building aggregation centers, similar to grain elevators.
Endicott suggested building coolers, with docks and other infrastructure.
Endicott highlighted the partnership with the Kellogg Foundation and suggested that, similar to
the insurance industry changing the tobacco industry in a short period of time, perhaps the
insurance industry could help change the food industry because they cannot afford to take care
of everyone. If they helped promote local foods and building infrastructure, it could be mutually
beneficial.
She also shared at Good Natured Family Farms was the first in the United States to be group
GAP certified and that they’re the model for group food safety certification on small family farms.
She also said that they were the first to process white and red meat in a federal plant. They
solved food safety issues by processing on different days.

Endicott also shared about a western Kansas farmer producing a quarter section of
cantaloupes, watermelons and pumpkins for Dillons. She said people are figuring out how to
make local foods successful, but that maybe it is excluding people like beginning farmers. She
said it takes a lot of knowledge and paperwork to have a viable business, she suggested that
perhaps junior colleges could have a program for learning to own your own farm and how to
apply for funding.
Crooks also shared that the task force should think about government and its commitment to
purchase local. He suggested set aside dollars and a commitment to purchase from local
farmers. He asked what could we do as a state and what can we commit? He also questioned
what commitments school districts, municipalities and other government facilities could make.
Crooks said it would take a coalition of the willing – rural development, economic development
organizations, cities and other groups working together to build brands, but that it could
generate robust revenue.
Endicott highlighted the power of group buying. For example, buying egg cartons in bulk can
reduce the cost from $0.27 to $0.11, that savings could be an added profit. She suggested a
platform where producers could login and list what they needed and then the group could buy in
bulk. She said this artificial scale of economy could allow small producers to look like a big
company, but remain individual.
According to Endicott, producers do not like to share with competitors – when they find
something that works, they do not want to share what they are doing. She said a strawberry or
asparagus grower wants to stay doing really well, so they do not want to share their
experiences. In her experience, Endicott said that even in aggregation and distributing, people
do not want to share. She questioned if there would be an incentive for people who are
successful to mentor others.
Endicott said one frustration they face is that out of all of the funding they have received or
looked at; none of it pays for brick and mortar. She reiterated the need for infrastructure and that
allow funds to be used for infrastructure will bring change.
She also said urban buyers and rural leaders need better communication. She said the CEOs of
Sysco and Balls Foods want to come to the table, but they do not have the first idea about rural
America. She suggested brining buyers and growers together. She also shared that farmers’
markets need continued support because that is where people learn and sell and that is where
you develop a love of community and selling what you have grown. She added that moving
markets indoors has been great and repurposing old buildings has been great for communities.
Focusing on solutions, Endicott explained the need for legal representation for growers to help
the small family farm because they will face legal issues.
She suggested more support for Kansas innovators and shared an example of one dairy using
glass bottles not only for milk, but also for orange juice and then feeding the rinds to cows.

Chair Brown shared that while Endicott alluded to her humble beginnings, her father-in-law
stated hydroponics. He said he did not know what that was at the time, but it has been nothing
but an upward movement.
Endicott said that organic is not the driving feature, but instead local. She said that part of the
GAP program includes fertilizer and pesticide usage. For example, high humidity in the state
means you have to use fungicides. She said that if she grows organic product, she would lose
50% of her tomato crop. She explained what they do is a buy fresh, buy local integrity program
that required people to have documentation, licenses and focus on sustainability with cover
crops and compositing. She said they look at each farm and what they are doing to figure out
how it can be the most sustainable. She shared that there are food safety checks on the farms.
According to Endicott, some farms she works with are certified organic farms, but hers is not.
She said for them, they try to find the most direct way from the farm to the consumer with as
little pathways as possible. She said that it is easy to grow organic crops underground and that
producers have more control when growing in a greenhouse. She said the organic market is
growing.
Crooks said that when conducting a survey of employees in a large business in Kansas City,
89% of employees said they were supportive of local. He said they wanted to keep their dollars
in the community. He shared that respondents felt like they were helping the community by
shopping local.
Endicott shared that with everything they have done; they look for funding partners who will be
patient. She said it is not that she cannot do it, but she cannot always do it overnight. When
trying new things, it is a new way of thinking.
Senator Kerschen thanked Endicott for her expertise. He shared when he was a member of a
dairy cooperative; they marketed as a small group and had the same types of problems, but that
when they had volume, they had a voice. He asked Endicott what how she defined a vulnerable
community.
Endicott said that the Kellogg Foundation describes a vulnerable community as one being at
risk for not being able to feed themselves healthy food, a community with a high risk of diabetes
and a community that is stagnant and not growing.
Senator Kerschen asked Endicott if she would work with a small farmer who uses pesticides.
Endicott said yes, they would work with the farmer. However, they want to know what the farmer
is using so, if a consumer asks, they can answer. Endicott said they only spray when necessary,
not on a continuous basis. She said she asks for complete disclosure and that she has no
preference either way, she believes that the consumer has the right to know.
Endicott explained that she would sell GMO corn and regular corn, but would not put them
together. She said they segregate and label each.
Representative Lusker asked Endicott where she was located.

Endicott said they are located in Bronson, Kansas.
Representative Lusker identified Bronson as being part of his district.
Endicott shared that when starting out she used the name Rainbow Organic Farms, but now
does business as Good Natured Family Farms, an alliance of farmers.
Representative Lusker commented that is one of the problems that had been discussed,
whether an aggregation center is a coop. He shared that sometimes we try to reinvent the wheel
and it is good to see a program in place that meets the needs of the group. He asked Endicott
what she does beyond the growing season and if she cans or freezes produce.
Endicott shared canning and freezing is another value-added opportunity that creates a second
market for tomatoes. She said there is not a processing facility to handle freezing and that
oftentimes excess is given to Harvesters, but it would be nice to be able to utilize the seconds.
She said there are many community development organizations that have started test kitchens
(commercial kitchens) and that people make salsa or jellies, she said the economic driver is to
freeze the produce and sell it to hospitals, school systems or the Department of Defense.
Crooks shared they are also working with Sysco to repackage.
Representative Lusker asked what the task force could do to help.
The task force took a 10-minute break.
Returning, Chair Brown shared that there are now fewer grocery stores than in the past and that
most do not have enough sales to make minimum orders. He shared that many small towns
now rely on gas stations and fast food.
Schwager shared the following takeaways and suggestions for how the task force can help:
1. Assist with patient, results-driven funding with less emphasis on studies and more on
aggregation and distribution.
2. Facilitate effective ways that small farmers can work together to leverage their power
with group buying and mentoring opportunities.
3. Examine regulatory and financing obstacles in getting store-ready products to market, as
well as legal assistance.
4. Create “local” signs and labels that have meaning to consumers
5. Make local food more affordable and accessible to lower income families
6. Recognize a plan for differences between traditional family farms and produce/specialty
crop farms.
Representative Lusker commented that one goal of the committee is to get lower income
families.
Schwager shared that if producers have more profit, they will be able to produce more.

Endicott said that EBT match or double buck programs use foundation or grant type funding to
match purchases. She also said they have used recipe cards to teach people how to utilize the
food they have purchased.
Annarose (Hart) White asked if the Great Plains Growers Conference had an existing buyers
and growers forum. She also asked in regards to Endicott’s comment about a short of supply if
they have a list of crops they need.
Endicott said that they need small berry farmers, as well as people to grow other labor-intensive
crops. She added heirloom seeds are another opportunity and that many people in Kansas raise
produce because they are isolated and cannot get cross-pollination.
Senator Hawk asked for more information about double buck programs.
Endicott said that any organization could apply for them.
Dr. Cary Rivard added that Beans and Greens receives its funding from USDA.
Senator Hawk added that he would like to include information about how to access these funds
in the task force’s report.
Ashley Jones-Wisner shared that Douglas County piloted a program similar to Beans and
Greens, but the problem is marketing the program and letting people know its available.
Loren Swenson shared that he had trouble signing up to accept EBT/SNAP.
Julie Roller shared the 2015 State Farmers’ Market Conference will include information about
signing up for EBT/SNAP.
David Coltrain shared that in response to berries, he had attended a session on growing
blackberries in high tunnels, which allowed producers to have berries for four months, thus
extending the season.
Senator Kerschen asked if there are incentives for buyers to buy an entire crop.
Endicott said that farmers set the price. For example, if the cost of squash is less than $8.50
producers will not make a profit. She said they know the price points for each crop.
Representative Lusker asked how much per acre would blackberries yield.
Schwager said an acre could yield range from $10,000-$25,000 an acre.
Chair Brown that he had made money on blackberries and that it is an easy crop to grow.
Endicott said that in Parsons, where there is water and sandy soil, blackberries are easier to
grow. She added that the soil is much better than the soil in Rich Hill, Missouri.
Crooks also suggested that regional brands could be established, similar to Vidalia onions.

Endicott added they do offer individual quick freeze options for school systems to purchase. She
said they do not participate in value-added for fresh produce, but it is something they are
exploring for St. Louis. She shared that they purchased a building in Bronson with the intention
of processing beef, but it never come to fruition. She said there are facilities available, but they
need refrigeration and equipment. According to Endicott, it would cost $75,000 to purchase a
piece of equipment that peels, chops and cubes vegetables.
Chair Brown thanked Endicott for sharing with the task force. Endicott replied that Brown is the
right person to chair the task force.
Support programs for specialty crop producers and calculated risk: Janet Barrows,
Frontier Farm Credit, thanked the task force for the opportunity to share. Barrows said Farm
Credit is a national system of coops committed to financing agriculture. She said they are six
locations serving Kansas with more than 11,000 customers and 22,000 loans.
Barrows said the goal of Farm Credit is to help find solutions for rural American and to reach out
to others when needed. She said they receive their funds from Wall Street; they are a
government-sponsored enterprise (GSE) which helps agriculture have a long-term reliable
source of credit. She added they are a private organization and does not use tax dollars.
Michael Leitch, vice president of Frontier Farm Credit, shared that they can assist with new or
expanding specialty crop operations. According to Leitch, they refer customers to
foodshedguide.org, which is a resource that Gary Matteson helped to create. The website helps
to build form and function to business planning as producers explore a new or expanding
endeavor; he likened it to a one-page business plan. He shared this gets the process started for
people.
In regards to a financial plan, Leitch said they want to see assets and liabilities and want to work
with people on a month-to-month cash flow projection. He added that if your crop is seasonal,
your payday is also seasonal.
Leitch said they look heavily at capitalization and a debt to equity range of 40-60%. He said they
provide operating and term loans, but they also look at a fallback plan in case things do not go
as planned. Leitch said they look at risk management and recognize risk is beyond production,
there is also regulatory and people risk and that it is important to understand the plan around
managing risk.
Jordan Olsen, Frontier Farm Credit, shared that he has been a crop insurance agent for almost
five years, but that the local foods movement has come to the forefront in the last 10 years. He
added many people want to produce specialty crops and they need assistance.
Olsen shared information on crop insurance; he said 90% of farmers use Multiple Period Crop
Insurance (MPCI), which allows producers to, at a minimum, break even.
Senator Hawk asked Olsen why drift coverage is not an option.

Olsen said they hear that question a lot, even for corn and soybean producers, but it is the
same type of situation as your neighbor’s cow getting out and eating your beans. It is the
owner’s liability, just like fireworks in a wheat field.
Olsen said they base crop insurance on a ten-year actual production history (APH) and if you
have better yields, you will have a lower insurance rate.
In regards to a strawberry or blackberry farmer, Olsen said that up until now, there were not any
solutions and there was a potential for significant loss.
Olsen said that Whole Farm Revenue Insurance based off a five-year average of your revenue
based off tax returns from either the fiscal year or growing operations. This program is federally
subsidized. In January, a new product was launched that created a higher subsidy rate for the
more crops you produce. He added this is a great product for small-acre producers. Olsen said
with this new product, the more diverse you are, the less risk you have as a producer. For
example, if you only grow tomatoes, you would have a higher risk because there is less
diversification.
Chair Brown said politicians are beating farm subsidies to death and crop insurance is the only
thing that is left. He added the more you use it, the less you receive because your yields are
decreasing.
Senator Hawk asked about the five-year average and its effect on beginning farmers.
Olsen said it is the same as MPCI, they assign a county yield to a farmer and they would then
look at your business plan and build on the averages.
Chair Brown said that they set your base and if your yields are better, they will increase.
Barrows commented that the January meeting, there was talk about beginning farmers. She
said the 2014 Farm Bill does have a subsidy for beginning farmers.
Chair Brown asked for closing comments.
The task force agreed that the March meeting should be a work session and they would focus
on recapping what they have heard from presenters, re-examining the Kansas Rural Center’s
report and discuss recommendations.
Adjournment followed.
Attachments:
1.
2.
3.
4.
5.

Who is Good Natured Family Farms?
Innovative Models: Small Grower and Retailer Collaborations
Sysco’s Journey from Supply Chain to Value Chain: 2008-2009 Final Report
Good Natured Family Farms presentation
Risk Management and Financing for Specialty Crop Enterprises

6. Crop Insurance Today – A New Tool in the Risk Management Safety Net Whole-Farm
Revenue Protection
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Presentation to:

Governor’s LOCAL FOOD and FARM
Task Force
Good Natured Family Farms
Diana Endicott, President and Founder
Tony Schwager, Special Projects

Topeka, KS, 2-20-15

The Story of Good Natured Family Farms
● How we Got Started
o Family farm looking for new marketing opportunities
● Mission
o To bring high quality Local food and food products from
sustainable family farms to consumers, especially vulnerable
communities.
● Evolution (aka opportunities to survive)
o Bill Through at low margin on larger producers
o Grant Funding
 Vulnerable Communities (accessibility & affordability
issues)
 Food Safety
o St. Louis Northside Regeneration Project

Good Natured Family Farms (GNFF) Today
● Marketing Alliance (not a co-op) of over 150 Local Family Farms from
KS, MO, NE
o Branding
o Distribution
o Food Safety and Farm Sustainability
● Operating Local Food Hub
● “Good Food” Programs for Vulnerable Communities
● Our Producers - Meat, Dairy, Produce, Eggs, Honey, Tofu
● Procurers
o Ball’s (Hen House and Price Chopper)
o SYSCO
● Who Benefits?
o Family Farms, Consumers, Communities, Vulnerable Populations,
Distributors, Retailers

Obstacles
● Obstacles that GNFF has Addressed
o Strong Retail and Wholesale Partnerships
o On-Farm Food Safety Programs (GAP)
o All parties recognize value of working together (getting there)
● Obstacles that remain Persistent
o Money (inventory and cash flow)
o DISTRIBUTION
 Transportation, Outside Sales
o Politics
 Good People with Good Agendas working parallel, but
separately - resources wasted on duplicate efforts
● Regulations that can get in the way of a “store-ready” product
● Consumers confused by “bandwagon” programs

Examples of Obstacles
● “Local Favorites”
● Food Hub “Studies”
● Missouri vs Kansas?
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Opportunities
● 3 million mouths to feed in Kansas alone
o Multi-Billion dollar market!
o The Market WANTS LOCAL!
● Impressive variety of available products
o Talented, Creative, Hard-Working Entrepreneurs
 Farmers
 Value-Added

Solutions
● Enhancing the industry
o Legal Representation for Growers
o Incentives for Government and Health Care
Institutions to Buy Local
o Elevator Model (Diana)

Part 2: Procurer’s Perspective
Opportunities/suggestions to increase locally grown food sales
● Address procurers’ priorities on previous slide
● GAP Food Safety certifications required by an increasing
number of large procurers
o Small produce farms almost always have the capacity to
grow more if they knew they could sell it all
● Differentiation and Unique Products Needed
● Market the Advantages
● Meet the Growers Events
● Social Media

Solutions
● Overcoming obstacles

o Producers
 Working Together - POWER of the Group
● better prices for all - Group Buying
● lower costs for all - Shared Expenses
o example: Delivery
 sharing information
● stop re-inventing the wheel
 Mentoring Programs
● Funding!
o shift emphasis to DOING!
o Patient Funding

Part 2: Procurer’s Perspective
Buyer’s Priorities When Buying Local
● Safety
● Quality and Shelf Life
● Price
● Marketing “Local”
o Product features that justify premium price
● Supply
o consistent
o predictable
o producer’s “reaction time”

Part 2: Procurer’s Perspective
Obstacles to Buying & Selling Local Food
● Food Safety Program
● “Enough” Supply
● Delivery
o cost
o consistency
o refrigerated?
● Competing with “Bandwagon” Programs
o Wal-mart “Picked by Farmers”, etc…
o In the consumers mind, often a logo and a slogan create
“legitimate” Local “program”
● Educating Consumers
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Part 2: Procurer’s Perspective

Part 2: Procurer’s Perspective

Success Stories

Solutions

● Ball’s - GNFF Partnership
● SYSCO - GNFF Partnership
o challenging
● Amish Farm Food Safety
● Small Farms Successes
o 1
● Small Businesses Successes
o Anthony’s Beehive

● Specific staff dedicated to LOCAL
● Farm “Partnerships” (not financial)
● Delivery “Entity” - Overcome Challenging Logistics
o The mainstream suppliers have mastered this and it makes
life so much easier for procurers
 Honestly, when it comes to logistics and efficient, reliable
delivery - small farms are a pain in the chairside
● tolerated because procurers understand the good
things about Local - and their customers want it

Take-Aways?

● Patient, Results-Driven Funding (less emphasis on “studies”)
o aggregation and distribution
o more emphasis on sustainable results
● Facilitate Effective Ways that small farmers can work together to leverage
their Power
o Group Buying (and Selling)
o Effective Sharing of Ideas, Best Practices, Mentoring
● Look at Neighboring States
o Missouri reimburses 75% of GAP Audit Cost
o EBT Match Programs
● Take a look at regulatory (and financial) obstacles to getting store-ready
products to market, Legal Assistance
● “Local” signs and labels that have meaning to consumers
● Making Local Food more affordable and accessible to lower income families
● Recognize and plan for differences between traditional family farms and
produce/specialty product farmers

Important “Take-Aways”

Questions?

What should the
task force report
to the Governor?

GNFF Contact Info:
Diana Endicott, President & Founder
913-636-9989
allnatural@ckt.net
Tony Schwager, Special Projects
913-608-GNFF
tony@gnff.org
By Mail:
Good Natured Family Farms
1976 55th Street
Bronson, KS 66716
www.GoodNaturedFamilyFarms.com
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