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OPPORTUNITIES CONSTRAINTS 

 RAF facilities and management services offer 
increased access to cold storage, transportation 
and additional value-added processing operations 

 RAF site enables colocation of valuable services to 
reduce barriers and transaction costs 

 Increased local processing options could encourage 
more local pork production and sales 

 Facilitated connections between value chain 
stakeholders can amplify market opportunities 

 Coordination between producers and processors 
can even out demand fluctuations 

 Consumer education can be supported to increase 
demand for local meat 

 RAF facilities and position as a public entity can 
support economic development through food 
incubator operations by providing reduced rents, 
centralized services and developable space for 
businesses to expand 

 RAF could capture savings by contracting some 
management of infrastructure and operations to 
third party providers 

 Low consumer demand for premium meat and low value 
parts (feet, etc.) 

 Low and fluctuating production limits expansion 
opportunity for processing services 

 Production conditions (wet climate, small farm size, 
natural/rotational methods, humane production) 

 Limited ancillary services: transport, cold storage, specialty 
processing, offal disposal 

 Regulations create hurdles and barriers that are challenging 
for small scale meat producers and processors to overcome 
or justify expense 

 RAF has limited funds for planning, facilities improvements, 
and development costs 

 Legal structure of RAF requires State involvement at many 
levels of decision-making and adherence to many public 
entity requirements  

 Deferred maintenance of RAF facilities and infrastructure 
create unknown conditions and costs 

 Conflicting uses of and community interests in RAF facilities 
must be addressed 

 RAF has limited access to financing and capital, and private 
investment opportunities are limited by the lack of private 
investment security 
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Meat Production and Processing 

National Trends 

Influence of Slaughter and 
Processing Regulations 

Challenges of Meat Processing and Production in US 

“Meat processing in the U.S. has historically 
been a high risk, low-margin business. Most 
states have shown trends of plant closures 
due to the retiring age of owners with no 

succession plan, aging facilities, and 
increased government regulation. This 

reduction of small processors is happening 
at a time of increasing interest of small 

farmers and livestock producers desiring to 
direct market their own meat products or 

market through a local or regional 
marketing program featuring locally grown, 

niche, natural or organically produced 
products. Thus, a disconnect appears to be 

occurring between specialty livestock 
production/marketing and processing with 

many states interested in helping producers 
find solutions to this processing gap.” 



Humboldt County: Geography, Economy and Consumer 
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Local Meat Production 

Trends and Characteristics 

1987 1992 1997 2002 2007 2012

Hogs 700 300 900 430 100 440

Lamb* 20500 13800 4500 3600 3400 4300

Beef 22000 22000 24000 22000 17000 14000
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Humboldt County Livestock Inventory



Producers 

Retail and Institutional Demand 



Regional Meat Processing Operations 

Facility Location Services 

Redwood Meats Eureka USDA slaughter: cattle, sheep, limited hogs; cut and 
wrap 

Happy Butchers Humboldt Custom slaughter and butcher 
Matt Shaw Humboldt Custom slaughter 

Ferndale Meats Ferndale Cut and wrap - not USDA 
Country Club Market Eureka Processes game animals in hunting season for 

hunters 
Taylor Meats Cave Junction, 

OR 
USDA processing - cut and wrap, smoking, sausage, 
curing 

Marin Sun Farms Petaluma USDA slaughter and cut and wrap 
Sonoma Meat Co. Santa Rosa USDA / state inspected processing, federally 

inspected smokehouse; wild game too 
BelCampo Yreka USDA slaughter and processing 

Crystal Creek Meats Roseburg, OR USDA slaughter and processing. Cut and wrap, 
smoking, sausage 

Bartels Eugene, OR USDA slaughter - beef 
Slaughter facility in 

Springfield, OR 
Springfield, OR USDA slaughter 

Superior Meats Dixon USDA slaughter and processing (sheep and goat) 
R and R Meat Red Bluff USDA butcher shop and wholesale 

Wadsworth Glenn County USDA hog slaughter 
American Custom Meats Tracy Value added processing (beef, pork, chicken) 

 

Distance Traveled for Processing 

 



USDA-Inspected Slaughter and Processing Operations 

Redwood Meat Company 

Custom Slaughter and Processing 



Value Added Processing 

Ryan Creek Root Cellar 

 



Local Food System Gaps and Supports 

Distribution and Aggregation 

Increasing Access to Local 
Produce for Low-Income 
Populations in Humboldt County 

In 2013, the Community Alliance with Family Farmers took a closer look 

at produce supply, demand, and distribution infrastructure to evaluate the 

potential for alternative distribution models. The final report concluded 

that despite growing demand for local produce, the limitations of low-

volume buyers and a relatively small supply of fresh produce did not 

justify the capital needed to support a new business or expansion of 

business into this arena.  

While the local meat supply chain is very different from local produce 

(different regulatory, transport and storage requirements, as well as a large 

export and local retail market for beef), many of Humboldt’s pork and 

chicken producers are also small-scale produce farmers. Many of these 

farmers are satisfied with their existing scale of production (for reasons of 

personal interest and/or farm capacity). An additional characteristic shared 

among many producers also profiled in the CAFF study is the low 

economy of scale and subsequent higher cost of end products results in a 

limited niche market opportunity.  

One recommendation from this study that could also be relevant to small 

scale meat producers is that of a “farmer shared delivery model.” This 

model would address constraints of transportation-related food costs. It 

entails independent coordination among farmers and possibly other 

logistics providers (such as local food bank or schools) to service specific 

accounts by pooling products from multiple farms while one farmer 

performs the delivery. All participating farmers contribute to 

transportation costs and may rotate distribution responsibility, but each 

invoices their accounts individually.
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Workforce 

Third Party Non-Market Players 

“Hard to find folks who 
want to work that hard 

when so much easy money 
to be had in the area.” 

- Overheard 



 



Management and Ownership 

Strategic Vision 

Vision for 
Redwood Acres 

Be a thriving and 
operationally 

sustainable facility 
that is an 

agricultural, 
educational and 

recreational 
destination for the 
local, regional and 

national population 

Achieve this Vision by: 

Serving as a major food and 
agriculture entrepreneurial hub 

Providing value added ventures 
for primary producers 

Promoting regional events and 
recreational activities 

Expanding partnerships with 
tenants, funders & project 

developers 

Being a major contributor to 
the North Coast economy & 

community 

Prioritize Uses that: 

Adhere to goals, mission and mandate 

Increase operational revenue in the 
short and long term 

Develop underutilized facilities 

Improve the condition of existing 
infrastructure and facilities 

Enhance public perception of Redwood 
Acres as more than a fairgrounds 

Limit conflict with other facility users 
and activities 

Consider impacts to neighbors and 
improve visitor safety and experience 



SWOT Analysis 

STRENGTHS WEAKNESSES 

 Long-standing community institution 

 Committed to mission as agricultural district 

 State property has advantages for development 

 Dedicated leadership 

 Large volume of annual visitor traffic  

 Long-term community relationships 

 Lacking information about underground infrastructure 

 Restrictions from state-controlled entity 

 Slow decision-making due to Brown Act requirements 

 Operational capacity is limited by existing revenues  

 Deferred maintenance and dated facilities 

 Conflicting priorities inhibit dedicating facility uses 

THREATS OPPORTUNITIES 

 Other entities in region are developing some similar 
facilities (cold storage, food incubation, event 
centers, etc.) 

 Neighboring residential uses will limit certain types 
of development 

 Negative community sentiment regarding planned 
changes (i.e., loss of ballparks, racing)  

 

 Location provides nexus for tourism/recreation, light 
manufacturing and agricultural activities 

 Growing demand for uses that can easily be developed from 
existing facilities 

 Existing tenants are expanding and provide referrals 

 Long-term tenants yield more predictable revenues 

 Sub-metering utilities and facility energy management 
creates more revenue opportunity 

Site Studies 

Infrastructure and Facilities 



Jurisdictional Concerns 



Operations and Facility Uses 

Agricultural Education 



Value-Added Processing 

Recreation 

Design Concepts 



Food Village / Small Producer 



Specialty Ag Incubator 

 



The Market 

  





Business Models 

 

 

 

 

 

 

Heritage Meats is a small, USDA-inspected cut and wrap facility in 

Rochester, WA, that provides fee-for-service processing of all red 

meat species for independent farmer-marketers and retail butcher 

shops. They fabricate to subprimals, boxed meats, or case-ready 

cuts (paper-wrap or vacpac) and make some value-added products. 

The plant has a custom-exempt side for freezer beef customers 

and a very small retail-exempt meat counter. The company’s 

primary source of revenue is its own meat sales to high end 

restaurants in Seattle and Portland; the second source is fee-for 

service USDA-inspected processing.  

In 2011, the plant processed about 1000 head of cattle, 1000 hogs, 

200 lambs and goats, 20 buffalo, and 40-50 deer and elk. The plant 

has 7 full-time staff, including 4 meatcutters (not including the 

owner, Tracy Smaciarz).  

Heritage Meats uses two strategies to stay busy year-round. First, 

Smaciarz’s own meat sales – 6 hogs and 2 beef each week, 

purchased from local farmers – provide a consistent base. He sells 

the meat to high end restaurants, retail food co-ops, and a…CSA.  

Second, Smaciarz helps his processing customers grow their 

businesses and therefore their demand for processing. He reviews 

farmers’ marketing plans and offers guidance…does test 

marketing for farmers…facilitates farmer-buyer relationships.  

Smaciarz has to communicate with his customers regularly about 

why processing costs what it does. He has found that while many 

people want to work with a small butcher, they don’t want to pay 

what processing actually costs at a small scale, in customized 

batches. “The transition from doing two beef for one person to 

three pork for another costs time and money,” he says. “That’s the 

challenge of a small plant environment.”  

Source: From Convenience to Commitment 



Three Meat Processing Operational Models 

Example Operating Expenses of Three Meat Processing Operations 

 



To Slaughter or Not to Slaughter 

Mobile Slaughter Units 

“Large-scale commodity processors are 
meat companies that earn most and at 

times all of their net revenue from 
byproduct sales; they may even lose 
money on the sale of meat at times. 

Large processors can earn so much for 
byproducts because they operate at a 
large enough scale to refine different 

parts into useable products and to sell 
in large enough volumes to access 

valuable international markets. Because 
of the drop revenue, the cost to 

process live animals into primal and 
subprimal cuts is offset and does not 
noticeably increase the price of the 

product; this is particularly true for the 
beef industry but also for pork and 

chicken.” (USDA No. 150, p8) 



Other Value-Added Services 





Recommended Business Model Description 

 

 

 

 



Opportunities for Local Meat 

 



Business Financial Analysis 

Funding Opportunities 

Other Financial Considerations and Needs for Investment 

RAF Investment Needs 

 



Cost Estimate and Pro Forma 

 

 

 

 

 



Financial Pro Forma - Construction and Start-up Uses and Sources of Funds

Total Year 1 Year 2 Year 3 Year 4 Year 5

Uses of Funds Estimate

Capital Project Costs

Construction Costs - Tenant Improvements

Engineering/Design 5,000$               5,000$        

Labor and Materials 50,000$             50,000$             14,000$             

Fees 5,000$               5,000$               

Rent -$                  -$                  

Start up Costs - Equipment

Hanging Equipment 10,000$             5,000$        5,000$               

Cold Storage and Refrigeration 36,000$             10,000$      26,000$             

Dehumidification 4,000$               4,000$        

Sealing and Packaging Equipment 6,000$               6,000$        

High Capacity Meat Grinder 12,000$             12,000$             

Meat Tumbler 50,000$             50,000$             

Link Tying Machine 25,000$             25,000$             

Modified Atmosphere Packagins Unit 80,000$             80,000$             

Retail Equipment 20,000$             20,000$             

Total Remodel and Startup 272,700$           27,000$      109,800$           148,500$           -$                  -$                  

 Contingency 27,270$             2,700$        10,980$             14,850$             -$                  -$                  

Operating Costs

Operating Costs

Business Development 25,000$             5,000$        5,000$               5,000$               5,000$               5,000$               

Insurance 6,000$               1,200$        1,200$               1,200$               1,200$               1,200$               

Maintenance 6,000$               1,000$        1,000$               1,000$               1,500$               1,500$               

Rent and Utilities 60,000$             -$           13,000$             14,000$             15,000$             18,000$             

Payroll Expenses 520,000$           45,000$      90,000$             105,000$           130,000$           150,000$           

Supplies 27,000$             2,000$        4,000$               6,000$               7,000$               8,000$               

Total Operating Costs 644,000$           54,200$      114,200$           132,200$           159,700$           183,700$           

Financing Costs

Low-interest equipment loan ($49,000 @3% interest for 7 years) 7,210$               7,210$               7,210$               7,210$               

Total Financing Costs 7,210$               7,210$               7,210$               7,210$               

Total Project Costs 943,970$           83,900$      242,190$           302,760$           166,910$           190,910$           

Sources of Funds

Owner Investment 83,900$      202,390$           284,960$           33,820$             -$                  

Profit/Retained Earnings -$           (9,200)$              17,800$             133,090$           234,090$           

Financing

Low Interest Equipment Loan ($49,000 @ 3% for 7 years) 49,000$             

Total 83,900$      242,190$           302,760$           166,910$           234,090$           

Net -$           -$                  -$                  -$                  43,180$             

Sales volume for break even @ $20/lb through year 3 and $25/lb years 4-5 5,993         17,299               21,626               11,922               13,636               



Key Opportunities and Limitations 

Market and Site Opportunities 

 

 

 

 

 

 

 

Market Limitations 

 

 

 

 

 

Site Limitations 

 

 

 

 

 

 



Strategies for Change 

Reduce Barriers by Advocating for Regulatory & Policy Changes 

 

 

 

 

Increase Resilience by Forming Partnerships & Supporting Private 
Investment Potential 

 

 

 

 

 

 



Drive Demand by Increasing Awareness through Community Events 
and Education 

 

 

 

Enhance and Facilitate Value Chain Functionality 
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