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1-The Executive Summary


I would like to start a small commercial honey bee farm in the Smithers area. This would entail about 150 honey producing colonies, 300 five frame nucleus colonies, and 150 half frame matting nuclei. After the initial investment of bees and equipment, the apiaries would be self sufficient, supplying all necessary bees and queens for both increase and additional income. Approximately half of the sales would be devoted to honey and half towards bees and queens, though this ratio would be flexible depending on seasonal variations and customer demand. Income would be generated in accordance with this ratio, reaching approximately 30 000$ (net) from honey sales and 30 000$ (net) from the sale of bees. Overhead and expenses would be kept at a minimum. I would like to put a 35 000$ limit on the amount of money invested into the business. This amount would be recuperated throughout the fifth year of operation. Once the apiaries have been stabilized and clientele established there would be more time that could be dedicated towards the production of value added products.


The idea is that the farm would be able to fully support itself and my family, though we do have  other marginal income. Included in this report is a minor amount of income generated by an established cross country ski center with trails surrounding our property. This past season we were able to secure a 1000$ grant for our efforts, and made about 100$ a week throughout the winter months. This responsibility is shared between my wife and I, and has proved to be more work than the small amount of income it returns, yet the trails have been in use for some thirty years and we feel it is a great benefit to the community.


Excluded from financial details of this document is the fact that I have been trained as an artist. If I have any additional time, and I am able, I would like to continue working as a painter. In the past, this occupation has been left till the evenings and weekends, after hard days working on a sheep farm. These experiences working with the land are a great inspiration to my painting and I can't seem to paint without them. Any income from this pursuit would be considered a bonus, and thus has not been mentioned in the financial inventory. 


Throughout 2009-2010 we would only be earning a marginal amount of money from the farm. 2008-2009 will be dedicated to building up the bee populations, and the honey crop for 2010 would not pay out until 2011. During this time we will be using our savings for daily living costs. 


Although there is a common belief that bees do most of the work for a beekeeper, it is the case that like the majority of farms, there will be plenty of work to do for both myself and my wife. We have many years experience in jobs that required long hours and hard labor, including over 14 years of tree planting and forestry work between us, and we are motivated and passionate about this type of business. Although there might be a week or two of time left over for a vacation in the winter months, building/repairing equipment, wax work, paperwork, clearing brush, building sheds, setting fences, researching, painting equipment, selling honey, selling bees, making value added products, designing labels, making gift packages and creating displays will fill in the time. 


Also noteworthy is the fact that a considerable amount of time will be devoted to the construction of a house during the first year. Over a third of this dwelling will be permanently devoted towards the business, as it will be used as an area to extract, purify, and package honey as well as produce other products from beeswax. The first season will be a time of growth and building in the apiary. I would need to build enough equipment to keep up to the expanding bees, yet I would also have to take advantage of the fair weather to get a start on the facilities.


From my research, I have come to the conclusion that 150 colonies is about the maximum that we would be able to handle on our own and sell at a retail level. There are, of course, single beekeepers with 300 or 1000 colonies, but the operations change dramatically at these levels. I think there is enough demand for a 300 colony operation in this area, yet we would not have enough time to manage, pack and distribute the amount of honey from that kind of operation. Furthermore, since the bulk price of honey is about 1/4 the retail price there is an urge to keep expanding in order to make the same returns by having 4 times the operating capacity. At the 1000 colony level, the independent operator turns to forklifts and other machinery to process their bees and honey. I would like to stay small, devoting enough time to each colony in order to maximize both yields and quality.


Also noteworthy in this report is my seeming nonchalance towards mites and other pests and diseases in the hives. This is not from lack of interest or concern, but because of dedicated research that has thoroughly convinced me that a natural approach to keeping bees will lead to healthy hives. The heart of these issues seems centered around the heart and structure of the colony, the beeswax combs. Eliminating the use of beeswax foundation (sheets of wax embossed with a single sized hexagonal shape), which have accumulated years of chemical contamination and limit the kind of nest the bees want to make, will let the bees fight off these problems on their own. This system alone has been proven to be enough for many beekeepers, but coupled with resistant bee stock, adapted equipment, and other management practices, I am confident that we would be able to minimize these problems.

2-Products and Services


- High quality, straight from the hive, non-pasteurized liquid and creamed honey, sold locally


- Bees on natural combs, free of chemical treatments


- Northern reared, mite resistant queen bees


- Beeswax candles


- Value added hive products


- Bee sting therapy


- Swarm retrieval, honey bee removal

3-Market Analysis

3.1-Market Research

Secondary Research:

Per capita honey consumption:
2.2lbs/year

Bulkley Valley Trading area:

15 000 residents

Smithers:



6 000 residents

Consumption X Bulkley Valley:
33 000lbs

Consumption X Town of Smithers:
13 200lbs

Primary Research:

Mark Fisher: President of the Smithers Farmers Market. Interested in keeping our bees on his property, or sharing the responsibilities, in order to help his small vegetable business with pollination. Had a couple hives for one year, with good yield, but poor wintering. Indicated strong potential for honey sales at the Smithers Farmers Market and is very supportive of my initiative.


Joe Hug: Contacted me in looking for someone to keep hives on his property. Mentioned the interest for local honey in the valley.

Bryan Fuhr: Brother of large scale beekeeper in Peace River Valley (1500 colonies), with many years experience. Stated that the world market for honey is not very strong (low wholesale prices) because of cheaper overseas honey, but considered the regional market favorable. Also indicated that a 75% survival rate for overwintering bees is common for the area.

Rose Fuhr: Wife of Ernie Fuhr; they are in the process of selling their business in the Peace River Valley due to health concerns. Ernie (now 70 years old), built up his operation from a small beginning into one of the largest producers of pollen in Canada and a very profitable business. Their success is noteworthy because of their location further North and in a harsher climate than Smithers. Although they did overwinter their colonies indoors, Bryan Fuhr believes this practice is not a necessity for our area but could be a consideration.

Nature's Pantry: No interest unless the product is government certified, yet enthusiastic about the demand in the community. 

Alec Deas: Local beekeeper who shares ten hives with a partner. Verified that there is a strong demand for honey in the valley with a minimal number of beekeepers. He estimates that there are twenty beekeepers with a total of about 70 hives, a beekeeper with 20 hives being the largest competitor and he being the second. 

In terms of purchasing bees, Alec is choosing to buy packaged bees from near to Vancouver for this year, which indicates a potential to sell bees to the local community.

Gerry Bomford: Retiree, hobby beekeeper in Prince George. Enthusiastic about my business and it's potential. He purchases about 20 nucs from the South for his purposes and to sell to other hobby beekeepers. He informed me that there used to be  someone in Terrace that sold quality bees but he has since moved to the South. He could not think of anyone past Vanderhoof that had bees to sell. 

John Aebischer: Runs a 300 colony operation in Vanderhoof, as a part-time business with a partner. Looking to expand to 400 hives. He believes they could increase yields by 10-20% by hiring full-time seasonal help. He started twelve years ago with 6 hives and has been expanding gradually. He has had difficulty going from 50 to 100 hives, as he kept loosing 50% over the winter. He considers 20% an average loss over the winter. He sells 10% retail and the rest wholesale to the Elias Honey packing company in Prince George, but would sell more retail if he had more time. He averages 120lbs/hive honey production, and has 150lbs/hive as a target; potential source of nucs with queens this spring from Chile.

Diane Dunaway: Runs a 50 colony operation near Williams Lake and also does some other farm work and bookkeeping for her husband. Sells all her honey retail, and used to sell Christmas gift baskets but stopped because it was too time consuming. Used to have about 10% winter loss, then crashed one year, and now expects about 25% loss. Also edits the beekeeping journal "BeesCene", a British Columbia periodical.

Elizabeth and Terry Huxter: Have between 300 and 600 successful colonies in Grand Forks. They sell nucs and queens and believe honey should only be sold retail at this level. They are currently involved in what is called "project queens," a breeding program focused on the development of mite resistant bees through the culmination of breeding stock from multiple sources across Canada and abroad. This is a potential source of queens for my splits this coming year and in the future. However, Elizabeth noted that she only produces queens throughout June because the weather can be so dry in the South that the bees stop producing drones to mate with the queens. This indicates another source of customers because, here, the queen breeding season should be good all summer long and some producers are interested in requeening in the fall.

Tracey Strong: Local fresh vegetable producer. She sells all of her produce from five acres at the farmers market in Smithers, with some minor home delivery sales. She thinks there is good potential for honey sales at the market, and is limiting her deliveries to what she can do in one day every week or two(25-30 households).

Ursula at Fox Hole Bakery: Would gladly have local honey on her shelves, and although she has a bulk supplier, could potentially buy 450-600lbs/year.

Eric Anderson: President of Bulkley Valley Beekeepers Club. He is not sure if he has mites in his hives or not. He is trying to organize the beekeepers in the area to get together on a more regular basis. He has 14 colonies that made it through the winter.

3.2-Industry Analysis

Canadian Honey Production
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Region % Area Colonies Honey Wt. Av.  Yield Retail Wt Retail $ Retail T$

participation

Fraser Valley 16 19472 848906 44 314095 1.3 408324 517833 4.56 231318

4 8469 250251 30 0 0 0 207709 3.43 712440

Thom.-OK 22 9698 383092 40 112361 1.65 185354 260848 2.94 767543

32 1913 65010 34 0 0 0 62560 3.01 188305

Cariboo 15 1098 89772 82 7117 2.25 16013 77790 3.21 249699

North Coast 11 124 6515 53 0 0 0 6515 3 19545

66 482 44444 92 30425 1 30425 13067 2.89 37807

Peace 38 4392 587493 134 77250 1 77250 509669 2.27 1166153

Province 17 45648 2275483 50 541248 1.33 717366 1655991 3.32 5491810

70lbs in 2006 24.00% 73.00%
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Region Wax Wt. Wax $/lbs Wax T$ Pollen Wt. Pollen T$ Q Raised Q Sold Nucs RaisedNucs Sold

Fraser Valley 3936 4.88 19209 0 0 0 1487 2474 598 438

2728 5.74 15657 2858 12.82 36640 41131 468 1689 753

Thom.-OK 4792 4.54 21753 2886 10.03 28947 9327 5680 5236 2671

560 5.01 2806 0 0 0 1150 980 175 80

Cariboo 685 4.49 3070 0 0 0 122 0 407 34

North Coast 0 0 0 0 0 0 188 14 82 19

380 3.5 1330 2100 10 21000 380 30 152 33

Peace 7659 2.1 16110 17008 6.65 113103 610 0 425 0

Province 20740 3.85 79935 24852 8.04 199689 17395 9646 8764 4028
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Region Sets Colonies Col. Dead Mortality %

Wintered

Fraser Valley 1364 3538 1740 3575 12430 1.9 23617 24235 6855 28

727 1065 0 0 2130 1.4 2982 9794 2936 30

Thom.-OK 257 4874 55 0 6391 1.6 10226 12410 4925 40

20 250 38 32 260 1 260 2144 721 34

Cariboo 380 380 325 366 0 0 0 1423 827 58

North Coast 48 0 0 0 29 1 29 291 129 44

23 99 20 0 0 0 0 512 135 26

Peace 634 528 5 0 803 1 803 3898 779 20

Province 3453 10734 2183 3973 22043 1.7 37917 54707 17307 32
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2007 BC Production Survey
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Canada

2002-2006 Average 8172 598729 83942000 122462000 140.2 204.54 1.46 73.27

2006 7695 628401 106599000 111255000 169.64 177.04 1.04 81.66

2007 5534 555471 61381000 110.5 0 0 100.37

PEI

2002-2006 Average 33 1763 85000 167000 48.21 94.72 1.96 53.42

2006 20 1191 55000 124000 46.18 104.11 2.25 59.55

2007 15 1145 51000 44.54 0 0 76.33

Nova Scotia

2002-2006 Average 374 19256 746000 1476000 38.74 76.65 1.98 51.49

2006 335 18500 637000 955000 34.43 51.62 1.5 55.22

2007 325 18500 700000 37.84 0 0 56.92

New Brunswick

2002-2006 Average 228 5912 260000 419000 43.98 70.87 1.61 25.93

2006 223 8300 298000 300000 35.9 36.14 1.01 37.22

2007 223 3440 123000 35.76 0 0 15.43

Quebec

2002-2006 Average 230 30158 2896000 5652000 96.03 187.41 1.95 131.12

2006 266 35545 3450000 6236000 97.06 175.44 1.81 133.63

2007 266 35000 2350000 67.14 0 0 131.58

Ontario

2002-2006 Average 2660 74140 8817000 15721000 118.92 212.04 1.78 27.87

2006 2400 76700 8287000 11870000 108.04 154.76 1.43 31.96

2007 2300 75000 5606000 74.75 0 0 32.61

Manitoba

2002-2006 Average 633 83500 14407000 20335000 172.54 243.53 1.41 131.91

2006 623 85000 18700000 14960000 220 176 0.8 136.44

2007 632 77386 12226000 157.99 0 0 122.45

Saskatchewan

2002-2006 Average 1160 100000 19300000 27284000 193 272.84 1.41 86.21

2006 1048 100000 25000000 22500000 250 225 0.9 95.42

2007 1048 95000 12825000 135 0 0 90.65

Alberta

2002-2006 Average 722 240200 33935000 48685000 141.28 202.69 1.43 332.69

2006 733 254000 46736000 46375000 184 182.58 0.99 346.52

2007 725 250000 2750000 11 0 0 344.83

British Columbia

2002-2006 Average 2133 43800 3496000 8687000 79.82 198.33 2.48 20.53

2006 2047 49165 3436000 7935000 69.89 161.4 2.31 24.02

2007 - - - -


Cost of Production

The cost of production has been estimated by the Department of Agriculture from the two biggest honey producing provinces - Alberta and Saskatchewan.

 1987   38 cents/lb

 1992   35 cents/lb

 2000   64 cents/lb

 2003   80 cents/lb

So at an average wholesale price of $1.10/lb wholesale or about 4$/lb retail
 it is easy to see that wholesale prices would at most break even for a small operation in BC (where costs would be slightly higher), and a fair profit could be secured with retail prices.

3.3-Customer Analysis

Honey:

Primary target customer:
-male/female





-health/quality conscious





-environmentally aware





-middle to upper income bracket





-located in area

Secondary customer:

-restaurants/bakeries





-bulk quantity





-lower but fair price





-quality conscious





-located in area

Tertiary customer:

-wholesale to BeeMaid, west coast honey co-operative

Market Size:

Smithers has a supposed honey consumption of about 13 200lbs and my estimated production capacity is about 7 500lbs retail for an average year. I think this sits nicely, at about half of the total consumption there is room for grocery store and hobby beekeeper competition and leeway for a bumper crop. There is also much room for expansion in future years into other areas of the Bulkley Valley (33 000lbs consumption).

Farmers Market Size
:



-400 customers/market average



-22 markets/year



=8 800 potential customers



-8 800 X 2.2lbs(per capita consumption)=19 360lbs total potential honey sales at Smithers 



Farmers Market

Bees/Queens:

Primary:


-male/female





-hobby/sideline beekeepers





-located primarily in BC and Alberta

Secondary:


-male/female





-commercial beekeepers





-located primarily in BC and Alberta

Market Size:

The market for queens can include all of Canada since queens are easily sent through the mail system. But I will only consider BC for my market shares, at 9646 queens sold in 2007. Also in 2007, 4028 nucs were sold in BC.

3.4-Competitor Analysis

Honey:

My product would be high quality, locally produced, chemical free raw honey. There are few local beekeepers offering this product. My main competitors would be the honey companies who sell in the grocery stores and whose main advantage is being in such a convenient location. Most of this honey comes from large scale producers or honey packers who offer a lower quality product for the same price. Wholesale honey prices are very low, but the markup from packers, grocers and transportation enables me to make considerable profit from direct retail sales. A large difference between our products would be my devotion to raising chemical free bees. Although there is a trend in this direction for most beekeepers, it has been my experience that the majority of commercial beekeepers have had a hard time foregoing the use of chemicals to treat colonies for diseases. Beekeepers have been treating their colonies yearly with antibiotics for decades, and the somewhat recent invasion of the varroa mite (20 years ago) has brought an arsenal of chemicals into the hives. These began with Apistan, then went to Cumophos and Formic acid, and are now onto more "natural" medications, some of which are thymol based. The mites have such a fast reproductive cycle that they can quickly adapt a resistance to these chemicals. For the first couple of years Apistan would kill 90% of the mites, but soon it was no longer effective, so beekeepers moved onto the next available drug. In a sense, this system works, as the hives are relatively healthy and the industry keeps on coming up with a new drug; however, the real down side is that all these chemical treatments leave residues in the wax combs that seriously injure the bees and can lead to contamination of the honey crop. Although some of these chemicals are plant derivatives (formic acid is what gives stinging nettle it's sting) or actual plants (thymol being made from thyme), they can still be very potent. Most need heavy gloves and even a respirator during application and the treatments can actually kill bees and brood with too high of a dosage. Though no one knows the cause of the new Colony Collapse Disorder, there has been suggestions that it is the result of these chemicals (beekeepers on natural systems seem to be hit less severely). Furthermore, beekeepers have been forced to replace their queens yearly because of these chemicals, instead of every third year as in the past. So, although this information is not widely known by the public, customer knowledge is growing rapidly in the food industry, and in the coming years products free from chemicals will be sought out by consumers. (Note: even the other small scale beekeepers in the Bulkley Valley are turning to these chemicals to treat their hives.) 

These honeys are usually heated several times and blended during the extracting and packing procedures. Although the heating results in a honey that has less tendency to crystallize, it also robs the honey of it's rich aromatic flavor and it's many healthful benefits. Our honey would be heated as minimally as possible. 

Other competition would be from the small beekeepers in the Smithers Area. These include about 70 hives at 50 lbs/hive = 3 500lbs. Considering my production and the amount from these beekeepers our market shares would be as follows for the Bulkley Valley:

23%
-our production

10%
-other local beekeepers

67%
-other suppliers(grocers)

Considering the farmers market, for which I believe only one of the local beekeepers attends in any frequency, our market shares would be as follows (in actuality the other beekeepers are rarely present):

39%
-my production

18%
-other local beekeepers

43%
-not served(or room here for surplus or new competition)

Bees/Queens:

In the past, bees were bought from the Southern United States; however, with the closing of the border to the importation of bees because of the fear of diseases, beekeepers in Canada were forced into finding bees elsewhere. The Okanagan has a considerably longer growing season than we do, so it is a potential source of early bees, yet since the summer is so hot and dry it can be a poor region to breed queens throughout the later part of the year. These climatic differences lead to bees that are not fully adapted to our Northern region. Lately, beekeepers have been buying package bees from Australia, New Zealand and now Chile. Although there have been some good results using these bees, especially for almond pollination in California, this seems to be a complicated way to get bees when there is potential to raise them here.


"Alberta beekeepers know a good thing when they see it. They buy nucs and queens from BC ..."
 From a few days working with James McDonald, a beekeeper in Armstrong, I know that there are some bigger operations in Alberta that are looking for bees and queens to replace their winter losses. One of these big businesses, with thousands of colonies, could easily purchase all my bee stock. I should mention here that our nucs will be overwintered with tested queens. I cannot say for certain that we are the only ones offering this type of product, but I have yet to hear of any other supplier in the region. There is potential to ship these bees early in the season (ahead of the other nuc producers who have to wait for their bees to build up in order to divide them), and even send them South to be sold for early pollination contracts. These bees could bring in a premium price.

Although 600 queens might seem like a lot, it is common practice these days to requeen yearly. If there are about 303 165 colonies in BC and Alberta then 600 seems like only a few. Being in such a Northerly location provides two advantages. First, queens can be reared throughout the summer season, where as in the hot South, dry conditions prevent queen rearing towards the end of June. Second, bees bred in a harsher climate should thrive in easier ones, a big incentive for customers.

At 600 queens a year, we would make up a 6% share of the BC market.

At 140 nucs sold per year, we would make up a 3.5% share of the BC market.

In 2007: "Small beekeepers struggled to obtain queens throughout the summer." (Tom Swanky, Cariboo Regional Representative)

4-Marketing Plan

4.1-Pricing

Honey:

-1.1lbs jar

5$

-2.2lbs jar

9$

-4.4lbs jar

17$

-6.6lbs pail

23$

-The 2007 average retail price for BC was 3.32$/lb. Yet in the grocery store/health food store it costs about 9 or 10$ for 1kg(2.2lbs). I would set my prices to these higher prices. 

Bees/Queens:

-Queens

25$

-Nucs


125$

-Pricing as do competitors; may rise with quality and demand over time. 

4.2-Promotion, Advertising and Positioning

Honey:

Presented as a high quality specialty item at a comparable price, honey will be displayed with well designed modern labels in glass containers. A portable display booth will be made in order to present items at the farmers market or at other locations.
 Inclusion in the local food directory list and ads in the papers would be an asset.

Bees/Queens:

Including the business on the Canadian Honey Council web site and on the BC Bee Breeders web site should be enough to establish most customers, and these both offer periodicals with classifieds or ad space. Advertising in a Prince George or Terrace newspaper could be advantageous. Overwintered, tested bees from a harsh Northern climate would be appealing to many beekeepers. Chemical free management and resistant stock are also a plus to these customers.

4.3-Sales Strategy

Honey:

Sold at the farmers market our capacity would need to sell:
-7 500lbs/year









-340lbs/market day









-155jars/market(2.2lbs jar)

Considering the full year:




-144lbs/week









-21lbs/day









-10 jars/day(2.2lbs jar)

If we assume 70% at the market:



-240lbs/market









-109 jars/day(2.2lbs)









-960$/market









-3840$/month









-for 5.5 months









-21120$ total from market

and 30% for the rest of the year:



-75lbs/week









-34 jars/week(2.2lbs)









-300$/week









-1366$/month









-for 6.5 months









-8880$ total from other sales

Sales conducted by myself or Heather, mostly on market days, mid May through mid October (there are 22 market days). Minimal investment will be put towards a booth and display as all items will be made by us. 

Bees/Queens:

If  I consider my winter losses to be 30% then we could sell:-140nucs/year @ 125$ = 17 500$









-600queens/year @ 25$ =15 000$

Nucs offered in early spring, queens in June, July and August.

Sales conducted over the internet and telephone by myself or Heather. Later stages could include an advertisement in bee journals or the setup of a full website.

4.4-Distribution Strategy

Honey:

My main exposure will be through the farmers market in Smithers throughout the summer and fall months. It is clear that the Smithers Farmers Market can easily sell all my honey, with a potential consumption of 19 360lbs through the market, then my goal of 7 500lbs will easily be sold there, with potential for a bumper crop or room for expansion. 

There is potential to sell retail at the farmers markets of other towns. Even if two dollars per pound went to this sort of distribution then it would still be twice as economical as compared to wholesale prices. This will be considered only after the local market is saturated and perhaps in later stages if the business is to expand. 

Furthermore, a small portion of sales can be generated at the farm gate or small retail outlets.  Although we would have to pay out to the retailer, we gain exposure and advertising. The Fox Hole Bakery is keen, and we could look into other similar venues: 
-the new Meat Co-Op







-local farms, perhaps where the bees yards are kept







-Bed and Breakfasts

Bees/Queens:

Queens can be sold through the mail. Normally nucs are picked up by the customer. 

4.5-Environmental Impact

Local honey could be considered Canada's sustainable and ethical sweetener. Local honey production is remarkably low impact in terms of environmental pressures and fossil fuel consumption. Besides minimal electricity used to power a small motor for extraction and lighting needs the only other energy consumption comes from the use of a truck to move from apiary to apiary and distribution of goods. My electrical needs will be  met through solar and wind energy. I will try to minimize fuel consumption by limiting visits to apiaries, having apiaries in close proximity to each other, storing equipment at apiary location and by looking into alternative transportation (ethanol produced as byproduct of honey extraction, or recycled vegetable oil, bicycle, or horse).

Energy required to produce various sweeteners:

(compared to the energy in a barrel of gasoline)

Domestic Honey
-1.3 MJ/kg

Overseas Honey
-5.6

Sugar


-9.8

Raspberry Jam

-16

Chocolate

-43

Gasoline

-47.5

Although this information seems trivial, environmental concern is a strong trend in all businesses. I have even seen an advertisement for a carbon neutral honey farm. This is the future of business and it is imperative to take these issues into consideration from the start.

5-Management Plan

5.1-Ownership Structure

Single Proprietorship

Name: North Country Honey

Owner: Ian Bissonnette 

Wife/Assistant: Heather Sosnowski 

Address: 
Box 311 





Telkwa 





BC 





V0J 2X0 



Phone: (250) 877-3495 

Permits Required:
-registering of apiary locations has been started (simple electronic registry, no fees)




-no permit required for private honey sales




-registering of business name required




-BN number registered recently

Financial Advisor: Brian Nunnelley

Management Advisor: Donald Bissonnette

5.2-Management Team

Ian, responsibilities:
-hive management





-wood working




-sales




-accounting




-graphic design of logo/labels




-extracting/bottling

History:

-over ten years experience working on a sheep farm as an introduction to 



hard work, and the farming lifestyle.




-degree in Math and Fine Arts from Skidmore College, Saratoga Springs, 



NY.




-occasional work on a small bee farms in Quebec and B.C. for two years.




-in 2007 I built enough equipment for thirty hives and purchased 5 nucleus 


colonies, expanding to 7 within the same season.

Heather:

-first year hive construction




-sales help




-candle making




-occasional help with other labor

5.3-Human Resources Needs

-in later stages I might need occasional help removing honey supers and catching queens.

-potential need for sales people in surrounding towns for farm market days.

6-Operating Plan

6.1-General



First Year

The first year will involve the purchasing of 50 nucleus colonies from Vanderhoof. These bees will endure this management schedule:
-move into wooden boxes






-move to larger hives for expansion






-divide after expansion with 50 new queens(raise some of our own)






-perhaps divide strong colonies again, if possible






-prepare for winter






-divide again the next year






-regular maintenance 

Like all farm work, not every day will be spent with the livestock. In order for the farm to be successful, time and energy will be spread across a wide range of tasks, some of which would provide marginal income on the side and some of which would reduce expenses. These include: gardening, mechanic work, setting up and checking electric bear fences, maintaining access to apiary sites (road work and clearing brush), bookkeeping, graphic design, researching (marketing and disease management), woodworking, building equipment, producing value added products, and maintaining buildings. As afore mentioned, building a house with the facilities for the business will be a necessary part of the first months of operation.



Yearly Schedule

This schedule has been expanded from a series of articles written by Kirk Webster, a beekeeper located in Northern Vermont. I have chosen his operation as a model because we share similar interests and concerns, live in the North, his bees are not treated with chemicals, and his operation is of comparable size.

Note: The winter schedule will vary depending on the production schedule for the coming year. The first winters will focus on wood work and the building of equipment. Later on, wood working will be less intensive, yet new equipment will be needed to replace what is sold with the nucs( about 70 hives and 1400 frames), and some repairs and specialized equipment will be needed. In the later stages more time can be dedicated towards expanding the operation or to producing value added products such as:








-wax candles







-lip balm







-hand cream







-vinegar(byproduct of washing honey from wax cappings)







-creamed/flavored honeys







-honey mustard







-honey vinaigrette

None of these products have been added to the income statements, yet could earn substantial returns.

Jan.
-paper work in mornings


-workshop in afternoons:
-specialty equipment






-build hives

Feb.
-wood work


-wax production:

-foundation






-candles

Mar.
-spring feeding of bees (hopefully not)


-harvesting empty equipment (blow out dead bees)


-cut brush in yards


-scape, sort, stack equipment between screens in yards


-research


-wood work

Apr.
-unpack hives


-evaluate size of clusters


-record location of best colonies from each family

May.
-rank survivors (#nucs by number of frames of brood)


-identify potential breeders (first from honey producers then nucs)


-identify drone mothers


-May 10 drone mother manipulation


-move nucs in morning or bad weather, distribute to:
-requeen









-deadouts









-customer pickup









-next nucs


-requeen honey producers, equalize or checker board in afternoons or fair weather


-baby nucs go to:

-requeen honey producers






-splits form these


-during year of heavy losses:
-confine all colonies to one box during dandelion flow and keep






removing sealed brood and honey to make nucs






-use cells 

Jun.
-queen rearing, first batch starts May 30-31, 5-6 batches of 200 cells


-new batch every 8 days, start and finish in same box


-ends early Aug.


-take a couple days to put supers on

Sum.
-first queens go into baby nucs


-nuc=feeder/honey with bees/sealed brood with bees/pollen or unsealed brood/foundation or 
honey


-then queens go into normal nucs


-queens caught on baby nucs every 16 days are sold or go into big nucs


-4-5weeks spent making nucs in nuc yard (30 doubles make 150-200 nucs), the first ones go 4 to a


pallet to grow, then 8 to overwinter

Jul.
-queen rearing winds down


-more days for honey producers and super distribution


-check nucs after: 
-2 weeks for mated queen





-3 for cell


-if ok then leave, if not look for queens and combine with neighbor keeping equipment in use


-last week Jul. or first Aug. take a break

Aug.
-extract Aug. 15


-starting Jul. 25 expand nucs till Aug. 15 or until flow stops


-stop extracting early Oct.


-prepare for extracting late Jul. early Aug.:
-set up extracting room








-mow yards








-prepare drums








-decide yard order


-2-4 loads out of each yard

Sep.
-extract


-feed if need be (hopefully not)

Oct.
-finish extracting


-pack honey


-mid month, move nucs


-later pack hives


-mark weak hives


-sell honey

Nov.
-pack hives


-blow out marginal colonies


-sell honey

Dec.
-melt cappings


-vacation


-cut brush in yards


-research


-wood work, equipment repairs

6.2-Physical Location

Located at the top of Hislop road, four kilometers from end of road on old logging road. Honey extracting plant including facilities for: uncapping, extracting, settling, bottling, heat storage of supers, jar storage and wood shop will be located in basement of dwelling planed to be built summer of 2008. Small woodworking area designated in separate portion of basement and office located on first floor. Apiary sites located in surrounding area: 
-mating yard and nuc yard in close proximity to house to reduce 





time and fuel in transportation and also to be in isolation






-honey production yards in 3 km radius in order to reduce 






distance traveled, cover wide rage of forage, and saturate area with 





drones for mating

6.3-Equipment

Bees:



-50 nucs



@105$each

5250$





-50 queens



@25


1250

Beekeeping equipment:
-800 deep hive bodies


@10


8000





-8000 frames



@.70


5600





-300 tops and bottoms


@6


2000

Extracting equipment:

-extractor



@1500


1500





-4 tanks



@500


2000





-other







900

Fencing:


-wire







50





-2 solar fencers


@175


350




Total:











26 900$

6.4-Assets


-Truck


3500$


-Bee Suit

100


-Smoker

50


-Hives


500


-Bees


700


-Gloves

30


-Electric Fencing
300


-Cash


320


Total


5500$

6.5-Production

Yearly Goals


2008
-register company name



-design logo



-register apiaries



-build house with honey house in basement



-purchase and establish 50 nucs



-split bees to overwinter at least 100 nucs



-purchase and assemble 800 hives, 8000 frames, 100 tops and bottoms



-build specialty nuc equipment


2009
-register more apiaries



-buildup hives and split to overwinter 350 nucs



-purchase extracting equipment and prepare for next years harvest



-work on equipment


2010
-establish 145 honey producing colonies



-establish 300 nucs



-purchase and assemble remainder of equipment and equipment for bee sales



-150 colonies x 50lbs=7 250lbs



-establish retail market of about 30 000$ starting in fall and going all year



-build mating nucs


2011
-maintain honey producers at 150 colonies



-continue with 300 nucs in order to offer some for sales



-30 000$ retail honey



-7 500$ nuc production(60 nucs @125$)



-500$ selling queens(20 queens @ 25$)



-establish mating nucs


2012
-continue honey production at same level



-increase bee sales to full production



-17 500$ nucs (140 nucs @ 125$)



-1500$ queens (600 queens @ 25$)



-maintain equipment



-consider value added options


Long term goals:




-build up strong honey bee stock in a Northern climate



-establish honey bees on natural combs using natural management practices



-once the 150 hive goal is reached and stabilized, diversify into selling bees, queens, 

candles and other value added hive products



-consider expanding to more colonies with the aid of hired help



-look into pollen market

Production Distinctions

Integrated Pest Management Strategy:

This system tolerates pests at a reasonable level. It is a recognition that the diseases and parasites can't be eliminated but can be lived with at a certain economic threshold. Many of the systems have been relied upon individually to control problems, and together they should be powerful:


Every day control:
-screened bottom boards enable mites to fall to the ground





-natural honey comb provides variety of sizes of cells and bees, has 



been shown to promote hygienic behavior, eliminating most diseases 



and mite problems, and the bees can fend for themselves





-resistant bee stock chew mites and pull out infected larva





-hive ventilation/insulation, prevents certain diseases and stresses





-comb rotation, reduces buildup of contaminates, spores, cocoons, and 



aids in general cleanliness





-blow out weak/dying colonies in winter so mites that kill colonies 




can't reinfest others





-yearly replacement nucs


Intervention:

-Dowda powdered sugar mite control, physically drops mites off bees 



because they can no longer hold on





-drone comb removal, removes mites from brood where they 




reproduce





-brood cycle interruption, stops mites from reproducing as well, all 




mites will be on the bees and can then be removed with powdered 




sugar

Honey Production/Swarm Prevention:

This system is taken from a manuscript written by Walt Wright, a great observer of honey bees, and is simply called "Chekerboarding." It is a one step manipulation of the honey producing colonies in the spring which is said to increase yield, prevent swarming and save time and labor. Traditionally beekeepers practice "reversing and equalizing" in the spring time, which might involve two or three visits to each colony and can lead to smaller hive populations, not enough room for honey storage and swarming tendencies.

Queen rearing:

I would like to employ a system which eliminates grafting of day old larva to produce queens. Although grafting is by far the most common technique in rearing queens, the physical process of removing the larva from it's food source at such a critical time has been shown to produce inferior queens. Common today, the larva is grafted directly into plastic queen cups; eliminating the graft means that queens are raised in wax cells as they should be.

Focus on Nucleus Production:

"The single most important point is to stop focusing on freshly mated, untested queens and package bees available in April, and organize your management around queens mated in summer and maintained through the winter in nucleus colonies. This is the key to everything." (Kirk Webster on Northern beekeeping)

Breeding Program

The propagation of bees will happen as follows, assume 30% loss over the winter:


2008
-buy 50 nucs



-split to 100 and overwinter


2009
-70 split into 350 nucs and overwinter


2010
-245 nucs



-150 go to honey production and overwinter



-95 split into 300 nucs and overwinter


2011
-105 honey producers



-210 nucs



-30 honey producers get split into new nucs



-75 nucs go to replace honey producers and requeen at the same time



-140 nucs are sold(5 are pulled out of strong honey producers)



-extra bees start baby nucs


2012
-same



-queen rearing commences full scale

Feeding

I have excluded the cost of feeding bees. It is common practice to remove all honey from the bees in the fall and feed them sugar syrup to overwinter on. Pollen patties or supplements are sometimes given in order to stimulate brood rearing in the spring or to fatten up the bees in the fall. In assuming a low average yield of 50lbs/hive, I am taking into account that I would like to leave enough honey for the bees to consume over the winter. A natural beekeeping system should include the bees eating what they are meant to eat. It is the opinion of some beekeepers that poor nutrition could be an contributing cause of CCD. 

6.6-Inventory

Honey coming in the summer months of one calender year won't be sold till the fall, winter or spring of the next year. This delay is in part because of the time dedicated to queen rearing and making nucs, yet totally beneficial in order to keep a balanced apiary. Similarly, nucleus production will take place during the prior year, resulting in small tested and overwintered colonies that can fetch premium prices. An inventory of jars and nuc equipment will always need to be organized prior to their implementation. Jars have been calculated at 50 cents/pound, 3750$/7500lbs of honey. The cost of nucs and queens is passed onto the customer. I have set aside 25$/nuc (3500$) for the cost of frames, boxes and occasional feeding and 5$/queen (3000$) for the cage, packaging and transport to the post office.

6.7-Personnel

I might need to hire Heather during the buildup of the first year, in order to have enough equipment to keep up to the expansion of the bees. All necessary steps will be taken to hire her legitimately at a salary of 15$/hr. Which would cost me about 17.25$/hr.

6.8-Regulations

A business number has been activated. Two apiary locations have been requested, and require no fees. An inspector has been notified and is being organized to check the bees prior to transport. Although this step may not be necessary, since it is my understanding that Vanderhoof is in our "bee district," it is my interest to be conscientious of the other beekeepers in the area. Group liability insurance for 2 000 000$ will be held by joining the BC Honey Producers Association for 100$/year, but this can rise slightly with the number of hives. For private sales, there are no honey house requirements. 

6.9-Bears

Electric fences seem to be the only solution for bears. Small solar panel fencers are available for a reasonable price.

7-Risk and Contingency Plan

Financial:

The whole idea of this apiary set up is to keep everything in balance. After a harsh winter more bees are kept to replace losses, yet the honey crop from the previous year is still being paid out. If the honey crop is a failure then preparations are made to produce more queens and nucs during the next season in order to balance out the income. 

Financial strategies:



-establish a line of credit when the business has money



-try to stay debt free and keep expenses down



-diversify sales:
-if local sales are a problem then expand region or sell wholesale






-if sales are bad for honey then sell more bees or vise versa

Reputation:

Strive to keep products of the highest quality, and keep customers happy. Consider replacement if customers are unsatisfied. Keep good records (bigger honey sales and bee sales).

Liabilities:

Since honey is self preserving there is not much concern here, yet I will still include some information on label. Group liability insurance will be provided through the BC Honey Producers Association for a nominal fee. Crop insurance (livestock insurance) will be considered since we are estimating 30% loss as normal; this could be an advantage. 

Competition:

There seems to be such a demand for honey and other local foods in the Bulkley Valley that I feel there is room for new competitors without hurting our business.

Personal injury:

Beekeepers notoriously procure injuries to their backs. I plan to always use a dolly or handcart in moving heavy boxes of bees or honey, and use a ramp to enter and exit the truck. In the off chance that I do suffer a physical injury, I could hire someone for the heavy lifting.

� EMBED opendocument.CalcDocument.1 ���





� EMBED opendocument.CalcDocument.1 ���








�	  http://www.honeycouncil.ca/users/folder.asp


�	Fisher, Mark, President, Smithers Farmers Market.


�	Smithers District Chamber of Commerce, Smithers Then and Now, p. 2, 2006.


�	Statistics Canada, 2007 Canadian Honey Production, American Bee Journal, p. 25, Jan 08.


�	 http://www.honeycouncil.ca/users/folder.asp


�	USDA National Honey Report. World Honey Market, American Bee Journal, p.1012. Dec. 07.


�	Fisher, Mark, President, Smithers Farmers Market.


�	Webster, Kirk, 2006. Healthy Beekeeping Now and in the Future, American Bee Journal, p. 418. May 06.


�	Dunaway, Diane, We have the Technology, The 10 Million Dollar Beam Machine, BeeScene, p.14. Sep 07.


�	Sollenberger, T'Lee, Mobile Marketing: Putting on the Glitz, American Bee Journal, p. 741. Sept 06.


�	Melathopoulos, Adony, 2003. Honey as Canada's Sustainable and Ethical Sweetener, American Bee Journal, 


	p. 652 Aug. 06.


�	Webster, Kirk, 2006. Healthy Beekeeping Now and in the Future/A Beekeepers Diary, American Bee Journal, Aug 06 - Jan 08.


�	Oliver, Randy, Fighting Varroa: The Silver Bullet, or Brass Knuckles?, American Bee Journal, p. 331. Apr 07.


�	Bee Wrangler, bees.farvista.net/index.html


	Bush, Micheal, www.bushfarms.com/bees.html


	Lusby, Edd and Dee, www.beesource.com/pov/index.htm


	Martin Simmons, Charles, www.beesource.com/pov/index.htm


�	Oliver, Randy, Fighting Varroa: The Silver Bullet, or Brass Knuckles?, American Bee Journal, p. 53. Jan 07.


	Webster, Kirk, 2006. Healthy Beekeeping Now and in the Future, American Bee Journal, p. 518. Jun 06.


	Bush, Micheal, www.bushfarms.com/bees.html


	Laroche, Anicet, www.api-culture.com


�	Bush, Micheal, www.bushfarms.com/bees.htm


�	Oliver, Randy, Fighting Varroa: The Silver Bullet, or Brass Knuckles?, American Bee Journal, p. 399. May 07.


�	Boecking, Dr. Otto, Varroa Biology and Methods of Control, American Bee Journal, p. 955. Nov 07.


�	Bee Wrangler, bwrangler.farvista.net/gche.htm


	Wright, Walt, www.beesource.com/pov/index.htm


�	Bush, Micheal, www.bushfarms.com/bees.htm


�	Webster, Kirk, 2006. Healthy Beekeeping Now and in the Future, American Bee Journal, p. 418. May 06





_125363396.unknown

_169688568.unknown

