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INTRODUCTION

This Fish Farm Business Plan Outline and Workbook has been prepared through a
joint venture between the Small Business Development Center (SBDC) and Community
and Business Services Program (CBS) within the Office of Economic and Regional
Development at Southern Illinois University Carbondale (SIUC). Funding was provided
by the Small Business Development Center, the Illinois Council on Food and
Agricultural Research (C-FAR) and the North Central Regional Aquaculture Center
(NCRAC). This workbook is intended to serve as a guide to assist us in helping you
write your fish farm business plan. After completing this workbook, you should have a
clearer understanding of your business concept and the requirements and commitment
it will take to turn your concept into a reality. You will also be more prepared to discuss
your project with others such as bankers or investors.
It is important to remember that a Business Plan serves two primary purposes: (1) to
be your “road map” in setting up and managing your business
and (2) to support a loan request.

To develop a good

business plan, you need to write down the answers to quite a
few questions. This guide will take you through the process.
It may be necessary to alter the contents of the workbook to suit the particular
circumstances involved in your business. Some areas may not relate to your business
concept at all and some areas may require additional information.
Becoming an entrepreneur involves a deep financial and emotional commitment.
There is more to owning your own business than just writing a business plan. It’s
important to remember that you are risking your money and perhaps your financial
security. Lending institutions and/or investors are also sharing the risk in your business
venture and your business plan is the necessary tool they will use to evaluate their
willingness to assume that risk. Many small businesses fail and often this is due to
inadequate planning. While others can help with the planning effort, only you really
know what you want your business to be. The Illinois Small Business Development
Center and the Rural Enterprise and Alternative Agricultural Development Initiative
(READI) Program located at the Dunn Richmond Economic Development Center, are
here to assist and counsel you through the business planning process.

3

AQUACULTURE INFORMATION
Throughout the 12 state NCRAC region, information can be obtained from the following
Extension contacts:
Mr. Mike Plumer
Mr. Brian Miller
Dr. Joe Morris
Mr. Charles Lee
Dr. Don Garling
Mr. Jeff Gunderson
Dr. Robert Pierce, II
Mr. Paul Jarvis
Ms. Laura Tiu
Mr. Jerry Mills
Mr. Fred Binkowski

Illinois
Indiana
Iowa
Kansas
Michigan
Minnesota
Missouri
North Dakota
Ohio
South Dakota
Wisconsin

See Attachment A for specific contact information for the NCRAC region.

In Illinois, aquaculture technical assistance can be obtained from:
Dan Selock, Aquaculture Specialist
Office of Economic and Regional Development
Southern Illinois University
150 E. Pleasant Hill Road
Carbondale, IL 62901-6891
Phone: (618) 536-4451
E-Mail: dselock@siu.edu
Illinois Fish Farmers Co-Op
5565 State Rt. 154
P.O. Box 235
Pinckneyville, IL 62274
Phone: (618) 357-FISH (3474)
E-Mail: iffc@hotmail.com
Dr. Christopher C. Kohler, Director
Fisheries and Illinois Aquaculture Center
Southern Illinois University
Carbondale, IL 62901-6511
http://131.230.57.1/fishweb/coopfish.htm

Additionally, aquaculture information can be found on The Aquaculture Network
Information Center website at http://aquanic.org/
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EXECUTIVE SUMMARY

Executive Summary
The introduction to the business plan is called the Executive Summary and provides an
overview of the business plan in one page or less.
This section provides the banker or investor a “first impression” of your business
concept. Although it appears near the front of the plan it is most effectively written
after the rest of your plan is completed. We recommend that you work closely with
your business counselor in preparing this very important component of your business
plan.
The Executive Summary should include:
•

The name and address of the fish farm.

•

The owner(s) names.

•

Mission statement of the business.

•

Brief description of the business to be conducted.

•

Legal form of the business.

•

Product(s) and/or service(s) to be offered.

•

Purchase terms, if buying an existing business.

•

Requested loan amount and how the loan will be repaid.

•

How the loan amount will be spent (broken down into broad categories).

•

Amount and form of owner(s) equity (owner’s investment in the business).

•

Expected outcome of business operations.

The following sections of this document will help you gather the necessary information
for your business plan. The information can then be summarized for the Executive
Summary.
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GENERAL INFORMATION

•

Fill in the name and address of the fish farm.

•

Fill in the owner(s) names.

•

Fill in the business’ Mission Statement.
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BUSINESS DESCRIPTION AND PRODUCTS/SERVICES OFFERED

Business Description and Product(s) and/or Services Offered
This section describes the type of business, the product(s) and/or services(s) offered.
Describe your fish farm. Be sure to include location, total acreage, acres of water, size
of ponds, species of fish raised, and whether this will be a pond- or cage-culture
operation.
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INDUSTRY INFORMATION

General Business Conditions
This section should include general business conditions affecting your fish farm and
future outlook for the aquaculture industry. Following is some general background
information on the aquaculture industry. Use the contact information in the beginning of
this document to obtain specific information for your state or region.

Industry Information
Aquaculture is the cultivation and marketing of aquatic animals or plants in a controlled
environment for all or part of their life cycle. The aquaculture industry in the United
States is one of the fastest growing segments of the agriculture market today. Last year
(2000) alone nearly one billion pounds of fish were produced in the US with a market
value of $978 million. The growth potential for the aquaculture market is at its strongest
level ever. The demand for fish is increasing due to the ever-increasing health
consciousness of the American consumer. Per capita consumption of fish in the US
has increased from 13 pounds per person in 1980 to 16 pounds per person in 2000.
These increases in demand are beginning to stress the world’s natural fisheries, which
are generally considered to be at or near their maximum sustainable yield, thus
increasing the demand for the fish raised in aquaculture facilities.

Describe any additional general industry information you wish to include in your
business plan as well as any general business conditions affecting your fish farm.
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SITE SELECTION

Site Selection
Considerable thought and planning should go into selecting sites for commercial fish
production ponds. Construction costs, ease and cost of operation, and productivity can
be greatly affected by the site selected. Selection of a site at times would seem to be a
simple matter but after considering all of the variables involved it rarely is as simple as it
would seem.
One of the first factors to consider is the availability of water at your proposed site.
There are various sources of water including wells, springs, reservoirs, streams, and
runoff water. For commercial fish-farming, a well or spring with about 700 gallons per
minute capacity is the optimal choice for a 20 water acre fish farm. With the use of
streams and reservoirs, there is a possibility of wild fish entering ponds and/or
herbicide/pesticide contamination problems that can be avoided with a well. Another
option is to build what is called a watershed pond, which utilizes hilly areas for the
watershed and natural valleys that are dammed for ponds. For this style of pond, a
watershed area of 5-15 acres is neccesary for each water acre of ponds. Another
abundant source of water in some areas are the surface coal mine final cut lakes that
were left behind from mining operations. They are becoming a popular alternative to
standard ponds when used in combination with netpens or cages to contain the fish.
Soil characteristics are the next consideration. Clay-type soils are most desirable due
to their ability to hold water. Soil core samples should be taken to ensure adequate clay
content. In many states, your local Soil Conservation Service Office can assist with this
procedure.
The topography of the area will determine the type of pond you can build and how much
earth moving will be neccesary. In a hilly area, runoff ponds tend to work the best,
whereas on flat land, it is less expensive and easier to build levee-type ponds. When
selecting a site, considerations regarding drainage must be made for all ponds, as they
must be drained by gravity flow for pond management purposes.
Climatic conditions will affect your decision concerning what fish species are suitable for
culture in your area. Contact your local aquaculture specialist for information on
appropriate species.
There are many other issues involved with site selection and pond construction that
must be addressed. A good source for additional overview information is the READI
Aquaculture website at www/siu.edu/~readi/ and the Aquaculture Network Information
Center website at http://aquanic.org/. For more in depth information regarding site
selection and pond construction techniques, contact your local USDA Service Center.
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Describe your location including the topography, water supply and soil type. Include
any aspects that make it especially suitable for a fish farm.
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OUTSIDE INFLUENCES

Other Possible Influences On Your Business.
Other issues that are not necessarily within the control of the business must also be
addressed. Many of these issues may directly affect your sales both positively and
negatively. Complete the following sections as they apply to your business.
•

Describe the economic factors that will affect your product or service.

(Examples include:

economic trends, spending trends, taxes, inflation, interest rates, etc.)

•

Describe any legal or governmental factors that will affect your business. (Examples
include: potential changes in laws or ordinances, IRS, OSHA, EPA, Health Department, ADA, and zoning
regulations.)

•

Describe any environmental factors that will affect your business. (Examples include: raw
material availability, weather, pollution, and waste management.)
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HISTORY OF EXISTING BUSINESS

History of the Business
If the business plan is to be used to support the purchase or expansion of an existing
fish farm, a history of the business is required. Details should include years in
existence, current owner, current location, types of species raised, market share,
strengths, weaknesses, and financial information for the past three to five years.
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DISTRIBUTION STRATEGY / TARGET MARKET

Distribution Strategy
A distribution strategy answers the following questions: How are you going to get your
product to your customer? How will the crop be sold? How are you going to price your
crop? Below are some examples of ways to move your product to your customer. Your
strategy may involve one or more of these techniques.
• Sales to a Processing Plant or Cooperative
• Contract Sales
• Phone Sales
• Trade Shows (Licensure Required)
• Internet Sales (Licensure Required)
• Sales off of the Farm (Licensure Required)
• Sales on the Farm
• Other

Target Market
The key element of a successful marketing plan is to know your customers – their likes,
dislikes, and expectations. The fact sheet, Marketing Illinois Aquaculture Products,
(Attachment B) provides helpful information for this section. By identifying these factors,
you can develop a marketing strategy that will allow you to attract customers and fulfill
their needs. Your target market is the group or groups who are most likely to buy your
product or service.
Use the following suggestions to define your target market.

Type of Customer
•

Processing Plant/Cooperative

•

Retail Consumer

•

Restaurant and Grocery

•

Organizations

•

Other

•

Total (must equal 100%)

% of Business

100%
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Describe the marketing and distribution strategies for your fish farm.
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BUSINESS ORGANIZATION

Management and Operations
The purpose of this section is to describe the legal form and organization of the
business, skills available within management to successfully run the business,
employee wages/salaries, employment schedules, and other considerations necessary
to successfully operate and manage the business.

Business Organization
Discuss the legal form of the business (Sole-Proprietorship, Partnership, Corporation,
Limited Liability Company (LLC) and the reasons for choosing this form of organization).
Refer to the Fact Sheet, Organizational Structures Available to Agriculture Businesses
(Attachment C) for helpful information. Include “Assumed Name Act” registration,
Partnership Agreements, LLC, or Incorporation Certificate(s) as appropriate. List the
names of all principals involved in the business.

16

PERSONNEL

Personnel
Discuss key persons and tasks for which they will be responsible. Be sure to include
the major managerial and record keeping functions of the business.

Include resumes of owners and key personnel. The resume should include past-related
employment
experience,
professional
training
and
education,
related
certificate/degree(s) held, and other personal information related to business
operations. Be sure to highlight your business related experience. Use additional
sheets as needed.
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SAMPLE RESUME

Sample Resume Form
Personal Information
Name
Address

Telephone #

Education
High School
College

Technical

Work Experience
Dates Employed
(from - to)

Employer

Positions/Duties
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OPERATIONAL CONSIDERATIONS

Operational Considerations
The purpose of this section is to provide information that deals with operation of the
business such as: employees, schedules, insurance, suppliers, professional services,
licenses, etc.
Develop a Personnel Hiring & Pay Schedule.
Job Title

Duties

Qualifications

Salary ($)

Hiring
Date

Develop a Work Schedule. The work schedule shows work coverage for the scheduled
operating hours of the business. A sample schedule and worksheet schedule are
provided below.
Job Title

Sun.

Mon.

Tue.

Wed.

Thur.

Fri.

Sat.

Total
Hours/
Week

Calculate the monthly cost for employee salaries and wages.
[a]
Job Title

[b]
Wage Rate

[c]
Hours/Week

[d]
Weekly Wages

[e]
Monthly Wages

Column [b] x Column [c]

Column [d] x 4

Total Monthly Wages
Total Monthly Payroll Tax
Multiply total monthly wages by an estimated 15%.
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INSURANCE

Insurance Needs
Identify the potential risks of loss inherent to your business. These risks form the basis
for your business insurance needs. Some of the typical types of business insurance are
listed below:
•
•
•
•
•
•
•
•

Workers Compensation
Fire or Structural Damage
Business Liability
Vehicle Coverage
Loss & Theft of Building Contents
Glass & Sign Breakage
Business Interruption
Care, Custody & Control

After considering your insurance needs and regardless of whether you deal with
independent agents, insurance brokers or work directly with insurance companies, be
certain that you've done some comparison shopping before you sign up. Some sources
of information on business insurance are listed below.
•
•
•

Your State’s Department of Insurance (e.g. Illinois Department of Insurance)
– Maintains experience information on insurance companies.
Best’s Key Rating Guide – Maintains financial strength information on insurance companies.
Local insurance agencies – Check yellow pages for listings.

Include copies of your insurance carriers’ cost quotes.
Insurance Company

Type of Insurance

Upfront
Cost

Monthly
Cost

Total Insurance Costs
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SUPPLIERS / PROFESSIONAL CONSULTANTS

Identify Major Suppliers
Include information on suppliers of fry, fingerlings, feed, equipment, etc. Include their
address, their product lines, and any special credit terms.
Supplier

Address & Phone #

Products/Services/Terms

Identify Professional Consultants
List of professional services providers to be utilized (e.g., attorneys, accountants,
consultants, etc.), the type of services to be rendered, and anticipated costs.
Type

Name

Address &
Telephone #

Start-up
Costs ($)

Recurring
Costs ($)

Accountant
Attorney
Other (list)
Other (list)
Total Professional Fees
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LICENSES AND PERMITS

Provide a List of Required Licenses, Permits, and Registrations
Provide information on required special licenses, permits, and registrations if applicable
(e.g., EPA permit, state professional license, vehicle license, food handler’s certification,
Assumed Name Act Registration, etc.).
Provide a copy of the required
Licenses/Permits/Registrations if available.
NOTE: For example, in Illinois you do not legally own and cannot legally sell the fish
you raise until you have acquired an Illinois "Aquaculture Facility Permit." Without the
permit, all fish in the State of Illinois belong to the State. Call the IDNR Aquaculture
Coordinator, (309) 968-6837, for an application.

Name of
Permit/License

Issuing Agency

Valid Time
Period

Start-up
Costs ($)

Recurring
Costs ($)

Total Permit and License Cost
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FINANCIAL PLAN CHECKLIST

Financial Plan Checklist
For any type of loan request the financial section of the business plan must include the
following:

Note:

•

Historical Information on Existing Business - Three (3) years of past income
tax returns, financial statements (Balance Sheets & Income Statements), and
aging of accounts receivable/payable should be included.

•

Personal Income Tax Returns - Three (3) years of personal income tax returns
of the principals involved in the business are required. A principal is an individual
or entity who owns or will own 20% or more of the business.

•

Financial Projections – A five (5) year projection of financial data is suggested in
most aquaculture loan requests including Pro Forma Balance Sheet, Cash Flow
Statement, Income Statement, and Ratio Analysis. The first year cash flow should
be shown on a monthly basis and shown quarterly for the second through fifth
years. (See note below).

•

Personal Financial Statement - This form must be completed for each principal
who owns or will own more than 20% or the business, or who have a significant
say in the operations of the business.

•

Letters of Commitment - If the plan includes multiple loans, each loan must be
documented in commitment letters. Loans from financial institutions must have
language indicating the loan amount, the specified term and interest rate,
collateral, any other conditions attendant to the loan, and the fact that the loan is
approved (loan approval can be contingent on securing other financing).
The SBDC can help prepare the financial projections if the following
worksheets in this workbook have been completed.
Two resources (Attachment D: Costs of Producing Catfish on
Commercial Farms in Levee Ponds in Arkansas and Attachment E:
Enterprise Budgets for Yellow Perch Production in Cages and Ponds in
the North Central Region) provide information on enterprise budgets,
including investment and production costs for catfish in ponds and
yellow perch in cages and ponds. These are useful documents to
review prior to completing the following worksheets.
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Fish Farm Establishment Cost Worksheet
Using the suggested categories, complete the following table. For your planning
purposes, actual current price quotes are needed.
Source
Item

If you already own the asset be sure to
include it in the Equity Investment
Worksheet on page 26.

Cost
($)

Land
Pond Construction
(Earth moving, drainage structure,
gravel, vegetative cover)

Well Construction/
Water Supply
Road Work
Feed Storage Bin
Office Building
Electric Line & Switch Boxes
Harvesting Dock
Other
Other
Other

Total Fish-Farm Establishment Costs (Excluding Labor)
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EQUIPMENT AND TOOL NEEDS

Equipment and Tool Worksheet
List equipment, fixtures, furniture, vehicles, tools and other fixed assets that are needed
for the business and their associated costs. (Written quotes should be provided
including item name, model number, cost, and installation expense when possible). If
leasing equipment, include a copy of the lease agreement. Items below are listed as
possible equipment needs.

Source
Item Description

If you already own the asset be sure to
include it in the Equity Investment
Worksheet on page 26.

Cost ($)

Tractor
Trucks
Boat, Motor and Trailer
Aerators (two HP per acre)
Mower
Generator
Vehicle
Air Blower and Hose
Cage, Cover and Floatation
Feed Hoppers and Blowers
Back-up Aerator (PTO Driven)
Water Quality Test Kit
Shop Equipment
Office Equipment
DO Meter
Live Haul Tank
Radio Communications System
Seines
Other
Other
Total Cost of Equipment and Tools
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EQUITY

Helpful Tip!

Equity Investment Worksheet
List all assets (land, buildings, equipment, fixtures, and cash)
you now own that had an original value greater than $500.00
that will be used in the business.
Item Description

Year
Acquired

Purchase
Price
($)

Current
Value
($)

Banks and lending agencies
usually require at least a
20% investment by the owner
into the project.
Amount
still owed
on the
asset ($)

Name of
Lienholder

Land:(Include acreage and address)

Building(s):(Include type & address)

Equipment:(Include Model # & Serial #)

Cash Investment
Total Equity Investment
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SOURCES AND USES OF FUNDS

Sources and Uses of Funds Worksheet
Uses of Funds
1.

Fish Farm Establishment Costs (From Page 24)

2.

Equipment & Tools (From Page 25)

3.

Insurance–Upfront Cost (From page 20)

4.

Licenses/Fees-Upfront Cost (From page 22)

5.

Professional Fees-Upfront Cost (From Page 21)

6.

Utility & Telephone Deposits

7.

Cash/Working Capital

8.

Other (Specify)

9.

Other (Specify)

10.

Other (Specify)

Total Cost

Total Uses of Funds
Sources of Funds
1.

Equity Investment

2.

Financing Requested

3.

Other (Specify)

Total Amount

Total Sources of Funds
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SALES PROJECTIONS

Sales Projections
Include sales projections for your fish farm. Check with an aquaculture extension
contact or expert for a realistic projection based on the size of your operation, species to
be raised and culture system you are planning to use.

Year 1

Year 2

Year 3

Year 4

Year 5

January
February
March
April
May
June
July
August
September
October
November
December
Total Sales
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OPERATING EXPENSES

Monthly and Annual Operating Expense Worksheet
Monthly
Amount

Item
1.

Accounting & Legal Services

($)

2.

Chemicals

($)

3.

Employee Salaries/Wages

($)

4.

Employee Payroll Tax

($)

5.

Insurance

($)

6.

License & Fees (permits, vehicles, etc.)

($)

7.

Machine Maintenance/Repair

($)

8.

Rent (property)

($)

9.

Supplies

($)

10.

Taxes (Property Tax)

($)

11.

Travel

($)

12.

Utilities &Telephone

($)

13.

Miscellaneous

($)

14.

Fish Feed

($)

15.

Medicated Feed

($)

16.

Fry

($)

17.

Other (specify)

($)

18.

Other (specify)

($)

19.

Owner’s Withdrawal

($)

Annual
Amount
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PERSONAL FINANCIAL STATEMENT
As of:

U.S. SMALL BUSINESS ADMINISTRATION
Name

Business Phone

Residence Address

Residence Phone

City, State, & Zip Code
Business Name of Applicant/Borrower:

ASSETS

LIABILITIES

(Omit Cents)

$
$
$
$

Cash on Hand & in Banks
Savings Accounts
IRA or Other Retirement Account
Accounts or Notes Receivable

-

Life Insurance-Cash Surrender Value Only

Accounts Payable
Notes Payable to Banks & Others

$
$

-

$

-

$
$

-

$

-

$

-

$
$
$
$

-

$
$
$
$

-

Installment Account (Auto)
Mo. Payment
Installment Account (Other)

(Complete in Section 8)

$

-

$

-

Stocks & Bonds

Mo. Payment
Loan on Life Insurance

(Describe in Section 3)
Real Estate

Mortgages on Real Estate
(Describe in Section 4)

$
$

(Describe in Section 4)
Automobile - Present Value

-

Other Personal Property

Unpaid Taxes
(Describe in Section 4)
Other Liabilities

$

(Describe in Section 5)

-

Other Assets

(Describe in Section 4)
TOTAL LIABILITIES

$
$

(Describe in Section 5)
TOTAL ASSETS
Section 1.

(Omit Cents)

-

NET WORTH
TOTAL LIABILITIES & NET WORTH

Source of Income

Contingent Liabilities

$
$
$
$

Salary
Net Investment Income
Real Estate Income
Other Income (Describe below)

-

As Endorser or Co-Maker
Legal Claims & Judgments
Provision for Federal Income Tax
Other Special Debt

Description of Other Income in Section 1

Section 2.

Notes Payable to Bank & Others
Original
Balance

Name & Address of Noteholder(s)

$

Current
Balance

-

$

Payment
Amount

Frequency
(monthly, etc)

How Secured or Endorsed

-
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PERSONAL FINANCIAL STATEMENT: Page 2
Section 3.

Stocks & Bonds

Number of
Shares

Section 4.

Name of Securities

Cost

Market Value
Quotation/Exchange

Date of
Quotation/Exchange

Total
Value

Real Estate Owned
Property A

Property B

Property C

Type of Property
Address
Date Purchased
Original Cost
Present Market Value
Name & Address of
Mortgage Holder
Mortgage Account Number
Mortgage Balance
Monthly Payment Amount
Status of Mortgage
Section 5.

Other Personal Property and Other Assets

Section 6.

Unpaid Taxes

Section 7.

Other Liabilities

Section 8.

Life Insurance Held

I authorize SBA/Lender to make inquiries as necessary to verify the accuracy of the statements made and to determine my creditworthiness. I
certify the above and the statements contained in the attachments are true and accurate as of the stated date(s). These statements are made for
the purpose of either obtaining a loan or guaranteeing a loan. I understand FALSE statements may result in forfeiture of benefits and possible
prosecution by the U.S. Attorney General (Reference 18 U.S.C. 1001).

Signature:

Date:

Social Security Number:

Signature:

Date:

Social Security Number:
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Congratulations!!
You have now completed most of the
information needed for your business plan
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ADDITIONAL RESOURCES/ATTACHMENTS
A.
B.
C.
D.

NCRAC Extension Contacts
Marketing Illinois Aquaculture Products
Organizational Structures Available to Agriculture Businesses
Costs of Producing Catfish on Commercial Farms
in Levee Ponds in Arkansas
E. Enterprise Budgets for Yellow Perch Production in Cages and Ponds in the
North Central Region
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