
This  guide  is  designed  to  help  new  farmers  who  are

interested  in  gett ing  involved  in  meat  production.  The

goal  is  to  provide  information  regarding  land  size,  costs ,

equipment  requirements,  and  other  factors  that  can

inf luence  a  farmer 's  choice  in  l ivestock  species  and

operat ion  type.

For  further  resources  and  guidance  contact  your  local

Extension  Agent.

A  DECISION  MAKING  GUIDE  FOR

NEW  MEAT  PRODUCERS

N.C.  Cooperat ive  Extension  prohibits  discr iminat ion  and  harassment  regardless  of  age,  color ,  disabi l i ty ,  family

and  marital  status,  gender  ident i ty ,  national  origin,  pol i t ical  bel iefs ,  race,  rel igion,  sex  ( including  pregnancy ) ,

sexual  orientat ion  and  veteran  status.  NC  State  Universi ty ,  N.C.  A&T  State  Universi ty ,  U.S.  Department  of

Agriculture  and  local  governments  cooperat ing.



0.3  -  0.5  Acres  
Per  Sheep /Goat

2 -3  Acres
Per  Cow

$ Prof i t

Enjoyment /Hobby

W h a t  a r e  y o u r  g o a l s  f o r
y o u r  l a n d ?

Deciding  on  goals  for  your

land  can  help  you  plan.  You

might  need  to  write  a

businesses  plan.  Even

outl ining  expectat ions  for  a

hobby  farm  can  be

benef icial  for  a  new  farmer.

Goats  and  sheep  need  fencing  with

t ighter  spacing  than  catt le .  Working

faci l i t ies  dif fer  between  species  and

may  be  better  suited  for  one  type  of

operat ion.  

Having  a  water  source  is  cri t ical  to

rais ing  l ivestock.

Old  barns  or  sheds  can  be  modif ied

into  chicken  coops  or  houses.

Poultry  and  pork  are  both  suited  for

smal l  acreage  sett ings.  Stocking  rate

wil l  vary  depending  on  stage  of

production  and  style  of  management,

among  other  factors .  These  numbers

serve  as  a  good  start ing  point .

Ruminants,  l ike  cows,  sheep,  and

goats,  get  almost  al l  of  their

nutr ients  f rom  pasture  and

forage.  

Pigs  and  poultry  wil l  need

supplemental  feed  and  can  be

housed  on  less  ideal  grazing  land.

H o w  m u c h  l a n d  d o  y o u  h a v e ?

Your  acreage  of  grazable

pasture  land  may  l imit  you  to  a

certain  type  of  l ivestock.  

I s  t h e r e  a n y  f e n c i n g  o r
i n f a r s t r u c t u r e  a l r e a d y  i n  p l a c e ?
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Depending  on  stage  of

production,  pigs  can  be

stocked  at  a  rate  of  6 -20

pigs /acre

Poultry  require

approximately  5  sq  f t  of

foraging  space  per  bird

For  more  information  and

guidance,  contact  your  local

Extension  Agent



Land

Rental /Grazing

Contracts

Stocker

Operat ion

Breeding

Operat ion

L o w e s t H i g h e s t

Land  rental  is  an  option  for  those  who  do  not  want  to  own  l ivestock,  but  wish  to

retain  ownership  of  the  land.  Stocker  operat ions  keep  younger  animals  on  their

farm  to  put  weight  on  them  before  resel l ing.  Breeding  operat ions  keep  animals

on  their  farm  al l  year  round  and  have  addit ional  cost  and  labor  expenses.

Market ing  options  can  vary  in  t ime  and  energy  commitment  as  well .  Retai l  meat

sales  can  be  more  labor  intensive  than  l ive  animal  sales  for  example.

P o u l t r y  P o r k

Involvement  with  rais ing

pastured  poultry  wil l  not  vary

much  with  the  exception  of

housing  style  and  processing.  

Raising  pastured  pork  wil l  vary

based  on  operat ion  type.  Farrow -

to -Finish  wil l  have  animals  on  the

farm  year  round  and  wil l  be  higher

in  labor  and  expenses.

L o w e s t H i g h e s t

Feeder

Operat ion

Farrow - to -

Finish

Operat ion

Stat ionary

Poultry

House  

Portable

Poultry

House  

L o w e s t H i g h e s t

W h a t  i s  y o u r  d e s i r e d  l e v e l  o f  i n v o l v e m e n t ?  

R u m i n a n t s  
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Livestock  Sales

Graded  and /or  BQA  Sales  (Price  Premium )

Private  Treaty /On  Farm  Sales -  Breeding

Animals  or  Live  Animals  for  Processing

Sel l ing  Meat  Cuts -  Retai l  or  Wholesale

There  are  several  market ing  options  for

sel l ing  catt le .  Some  options  are  more

prof i table  than  others  and  some  require  more

effort  and  t ime.  

Cows  have  a  longer  production  cycle  and

wil l  be  on  your  farm  a  lot  longer  before

seeing  any  returns.  For  cow -calf  operat ions,

i t  takes  about  1.5  years  f rom  breeding  to

sel l ing  the  weaned  calves.  They  are  larger

animals  that  need  lots  of  space  as  well  as

more  hay  and  feed  suppl ies.   

Catt le  working  system -  a  head  gate  at

minimum

Trai ler  for  animals

Fencing

Feeding  suppl ies -  hay  r ing,  feed

trough  or  bunk,  waterer ,  etc. . .

Tractor  with  implements  to  move

round  hay  bales,  spray  f ie lds,  etc. . .

There  are  lots  of  options  and

considerat ions  to  make  when

purchasing  catt le  equipment.  Here  are

some  basic  i tems  needed  to  get  started.

 

Catt le  have  a  much  higher

ini t ia l  investment  between

purchasing  animals ,

equipment,  and  land.

Catt le  have  a  longer

production  cycle,  which

means  i t  takes  longer  to  see

your  returns.  I t  also  makes  i t

di f f icult  to  adjust  production

goals  and  involves  higher

levels  of  market  r isk.  

Cattle

Marketing

Equipment

The  breed  you  select  wil l

depend  on  what  your  goals  and

market ing  strategies  are.

Pasture  management  wil l  be  a

major  t ime  and  cost

considerat ion.

Beef  is  a  well  establ ished  market

with  a  more  consistent  demand.  

O t h e r  C o n s i d e r a t i o n s  

Challenges
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Small  Ruminants
Sheep  and  goats  have  a  shorter  production

cycle.  For  breeding  operat ions,  i t  takes

about  9  months  f rom  breeding  to  sel l ing  the

young.  They  are  smaller  animals  that  need

less  space  as  well  as  less  hay  and  feed

suppl ies.

Marketing

General  Livestock  Sales

Graded  Sales  (Price  Premium )

Private  Treaty /On  Farm  Sales -  Breeding

Animals  and  Live  Animals  for  Processing

Sel l ing  Meat  Cuts -  Retai l  or  Wholesale

There  are  several  market ing  options  for

sel l ing  sheep  and  goats.  Since  they  are  more

of  a  niche  market  i t  might  take  more  t ime  and

effort  to  create  a  market  for  your  products.

Equipment

Pen  system  to  confine  animals  to  work

them

Trai ler  for  animals

Fencing

Feeding  suppl ies

Shelter  f rom  inclement  weather  

Tractor  with  implements  to  move  round

hay  bales,  spray  f ie lds,  etc. . .

Head  gate /chute  system

There  are  lots  of  options  and  considerat ions

to  make  when  purchasing  equipment.  Here

are  some  basic  i tems  needed  to  get  started.  

Optional :

Sheep  and  goats  are  smaller  and

typical ly  easier  to  handle  than  larger

l ivestock  species  .  

The  breed  you  wil l  select  wil l  depend

on  your  goals  and  market ing

strategies.  Breeds  are  commonly

divided  into  meat  or  dairy  types  for

goats  and  hair  or  wool  for  sheep.

Pasture  management  wil l  be  a  major

t ime  and  cost  considerat ion.

USDA  requires  scrapie  tags  on

animals  before  sel l ing  or  moving

them.

O t h e r  C o n s i d e r a t i o n s

Small  ruminants  are  strongly

affected  by  internal

parasi tes.  A  comprehensive

parasite  management  plan

wil l  be  a  necessity .

Goats  can  be  escape  art ists

and  wil l  need  a  suitable

fence  to  keep  them

contained.

Small  ruminants  wil l  need

appropriate  protect ion  f rom

predators .

Challenges
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 I f  t ransport ing  l ive  animals  on

state  roads,  they  must  have  tags

provided  or  approved  by  the

NCDA.

There  are  dif ferent  breeds  that

have  varying  carcass

character ist ics  and  suitabi l i ty

for  pasture.  Research  what  wil l

f i t  best  with  your  production

system.

O t h e r  C o n s i d e r a t i o n s  

Strong  perimeter  fencing

Temporary  inter ior  fencing

Feeding  and  water ing  suppl ies

Shelter /Shade

Trai ler  for  t ransport ing  market

animals

There  are  lots  of  options  and

considerat ions  to  make  when

purchasing  equipment.  Here  are

some  basic  i tems  needed  to  get

started.

 

Livestock  Sales

Private  Treaty /On  Farm  Sales -  Piglets  or

Breeding  Animals

Sel l ing  Meat  Cuts -  Retai l  or  Wholesale

There  are  several  market ing  options  for

sel l ing  pork.  Live  animal  sales  are  less

common  than  sel l ing  meat.

Marketing

Pigs  are  very  destruct ive  to

pastureland.  Their  natural  incl inat ion

to  root  wil l  destroy  grass  pastures.  A

rotat ional  schedule  wil l  be  necessary

to  keep  pastures  in  good  shape.

Pigs  are  very  intel l igent ,  which  can

create  chal lenges  with  handl ing  them

and  keeping  them  contained.

Pigs  do  not  handle  the  heat  well  and

wil l  need  some  way  to  help  cool  off  in

the  summer.

Pastured  Pigs

EquipmentChallenges

Piglet

2 -4  Ppunds

Feeder  Pig

40 -60  Pounds

2  months

Finished  Market  Pig

250 -280  Pounds

6  months

*Timel ine  is  typical

for  faster  growing

pig  breeds.   Some

heri tage  breeds  wil l

have  a  longer

production  t ime
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Pastured  poultry  have  a  lower  in i t ia l

investment.  Depending  on  the  breed,  chickens

can  be  ready  for  processing  in  as  l i t t le  as  6 -11

weeks.  Turkeys  take  closer  to  5  months.  This

al lows  for  quicker  adjustment  to  consumer

demand.

Direct  to  Consumer

Restaurants  and  Farmers '  Markets

Market ing  options  are  more  l imited  for

poultry .  There  are  l i t t le  to  no  l ive

animal  sale  options.  

Brooder  with  heating  system

Coop -  either  stat ionary  or  portable

Feeding  and  water ing  suppl ies

Fencing  

Processing  equipment -  rent  or

purchase

There  are  lots  of  options  and

considerat ions  to  make  when

purchasing  equipment.  Here  are  some

basic  i tems  needed  to  get  started.  

Poultry  are  easi ly  and  quickly  scaled  to

meet  producers  needs.

Chicks  and  poults  require  a  brooder  in

the  early  weeks  of  l i fe  before  being

moved  out  to  pasture.

Poultry  can  be  processed  on  farm  for

retai l  i f  you  possess  the  proper

exemptions.

Dai ly  care  is  needed  for  poultry  f locks.

O t h e r  C o n s i d e r a t i o n s

Finding  a  processor  can  be  dif f icult  and

processing  equipment  is  very  expensive.

Addit ional ly ,  processing  on  farm  is  labor

intensive.

Farmers  must  be  comfortable  with

dispatching  and  processing  their  animals

themselves.

Poultry  are  prone  to  predation  issues.

To  prevent  disease  t ransmission,  proper

biosecuri ty  pract ices  are  very  important .

Marketing

Poultry

EquipmentChallenges

Newly  Hatched  Chick

In  the  brooder

for  ~4  weeks

Broi ler

3 -4  Pounds  Dressed

 6 -11  Weeks

*Timel ine  is  typical  for  meat  breed

chickens.  Turkeys  wil l  take  longer .

On  pasture  for

2 -7  weeks
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Further  Resources

N C  C h o i c e s :  https: / /cefs .ncsu.edu / food -system - in i t iat ives /nc -choices /

C e n t e r  f o r  E n v i r o n m e n t a l  F a r m i n g  S y s t e m s  ( C E F S ) :
https: / /cefs .ncsu.edu /

A m a z i n g  G r a z i n g :  https: / /cefs .ncsu.edu /extension -and -

outreach /amazing -grazing /

N . C .  C o o p e r a t i v e  E x t e n s i o n  L o c a l  F o o d s  P o r t a l :
https: / / local food.ces.ncsu.edu /
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