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Bowhouse Butchery, photo by Angus D. Birditt
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To ensure we meet the needs of our members, 
the wider pastoral farming community and 
society, our offer must support farmers through 
the whole Cycle of Change as well as helping the 
organisation develop the resilience needed to 
grow sustainably and be here for the long-term. 

We’ve mapped our current activity to the cycle 
and looked to fill in the gaps where we feel there 
have been some, as well as included activities our 
members are asking us for. In doing this we have 
built our confidence that our offer is the right one 
and are building on our current expertise. 

We Support Farmers Through The Cycle

Need

Farmers
Empowerment

Confidence

Resilience

PfL events
(on-farm & 

online)

Pasture 
& profit 

programme

Farm data 
platforms

Active, 
engaged 

community

Social 
connection

Critical mass 
of evidence

‘Talent’ 
development

Personalised 
e-learning

Consultancy

Supply chain 
focus

Discussion 
groups

Rich & deep 
content

Forum
WhatsApp

PfL events
(on-farm & 

online)

Mentoring

Evidence &
research

Membership

Marketing Research

Website

Industry
events & 

conferences

Developing 
Our Offer

1

4 2

3



Pasture for Life Business Plan 2025-2030

Part 1 / Introduction 28

Power In Community
Of particular importance is the continuing central 
role we give to the community approach, the 
thread that weaves through everything we do and 
that has been shown to be impactful, positively 
correlating length of PfL membership and species 
diversity above ground and carbon in the soil. PfL’s 
membership retention hovers around 90%, which 
gives us confidence in this approach. In addition, 
the offer involves taking our recent learning in 
the knowledge exchange space and developing 
products to take them to a wider range of 

potential members, partners and stakeholders. We 
successfully raised over £1.5m from the Farming in 
Protected Landscapes fund to deliver knowledge 
exchange programmes across England and are 
currently putting on over 150 events annually. To 
provide farmers with greater wrap-around care, 
we plan to develop a wider range of e-learning 
experiences and to build on the excellent response 
we have had for our online content; farmers spend 
most of their time at home on their farm and we 
must meet them there to be relevant.

Photo by Clem Sandison 

Longevity of PfL membership 
is associated with higher 
levels of species richness in 
grasslands, participation in 
agri-environment schemes 
and levels of soil carbon.
(Norton et al 2022)
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Data, Insight & Consultancy

In the creation of new activities and services, 
specifically data insight and consultancy, we see 
a need that is not being met and our trusted role 
in providing such support and advice. In the data 
space, farmers are increasingly being asked to 
provide data to third parties, often with the third 
party paying and taking ownership of this data. 
In some cases farmers are trying to get ahead of 
the curve by doing the data collection themselves. 
In all cases, what is lacking is an independent 
and trusted advice service that can help farmers 
understand what data is worth collecting and 
why, and what they might do with it if they have 
the data. In seeking to play this role, PfL wants to 
support farmers to get ahead of this issue, use the 
data to make better decisions within the supportive 
environment of a trusted community, as opposed 
to a one-sided relationship with a provider of 
finance, landlord or customer. In doing so, we hope 
to be able to collect enough data ourselves to keep 
proving the case for pasture-based farming.

In developing a consulting offer, we will be able 
to provide targeted support to farms that need it, 
either through direct payment from the farm or via 
third parties - grants and umbrella organisations. 
This meets a need in the Cycle of Change and 
one that we are regularly asked about, which is 
that farmers will often be grappling with specific 
issues they need specialist support on. This move 
also allows PfL to develop an important earned 
revenue stream. We also expect to be able to sell 
consultancy services to the non-farming sector, 
whether the supply chain or other sectors ancillary 
to farming who have an interest in learning about 
regenerative farming.

FAI Farms

Hill Top Farm, photo by Gail Caddy
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Supply Chain Growth

Finally, this new offer includes a reaffirmed 
commitment to developing the supply chain for 
meat, milk and fibre. To date, PfL has not had a 
staff member focused on this core task. We are, 
however, reframing our commitment. The primary 
aim of the certification is to ensure that those 
farming to the Pasture for Life standards are 
rewarded financially: it is a financial mechanism 
to drive the growth of pasture-fed farming. In 
expanding this financial mechanism, we will be 

looking at all ways we can generate financial 
rewards for our certified farmers, not just through 
the supply chain. The importance of our new and 
refreshed approach to data will be at the heart 
of getting this right. With our core income so 
lacking and the levy payments not taken off as a 
meaningful revenue stream, we will be reliant on 
grant funding to get this off the ground with an 
expectation we will be able to recoup the costs 
through levies and other payments in the
medium-term.

Macknade Food Hall
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To build on the above offer, our next task is to 
develop our current programme of work into 
minimum viable products for each category of offer. 
We will be building on many years of experience 
across the knowledge exchange space, most 
recently with our large mentoring programmes, 
staff expertise in consulting more broadly, as well 
as our relationships with a large number of supply 
chain businesses who want to buy PfL if we can 

get the route to market set up. This next phase 
of work will allow us to develop more detailed 
product financials and sales projections and to test 
out our new products through pilots. For example, 
when our mentoring projects come to an end, 
we will maintain our ‘Pasture and Profit’ brand by 
using it to create a new product in the Knowledge 
Exchange offer that takes the best of the current 
programmes to make a more commercial product.

Membership & Community
Membership is the flywheel of our organisation at the heart of all we 

do. It fulfils our promise to harness the power of pasture at farmer 
level and beyond. Our community engages, informs and connects 

members in the real world and online.
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Powering Our 
Offer With Our 
Farmers
This new offer begs the question of how we will, 
practically-speaking, go about fuelling this growth 
in activity, particularly given the importance 
of moving quickly to tackle the climate and 
biodiversity challenges. The market is awash 
with new providers of advice and the pool of 
talent is small, though growing, and focused on 
graduates with little practical experience. Our 
confidence in this new approach comes from 
our recent experiences in developing mentoring 
programmes across the country and upskilling 
our members who have the most experience in 
PfL farming to be able to play greater roles in the 
transition. The success of these programmes and 
the wider evidence we see from the most outgoing 
and progressive members, who are increasingly 
moving into the consulting space in their own right, 
gives us confidence we can power our growth and 

develop a unique knowledge exchange service 
rooted in our farmer membership. This will be a 
vital thread through our entire offer and will ensure 
we’re developing people, not just businesses. 

Our focus on upskilling our members will not only 
focus on farming practice but also interpersonal 
skills, which will allow us to create a growing 
cohort of ‘hosts’, ‘mentors’ and ‘consultants’ who 
we can funnel business to and from a variety of 
directions. This could be a farmer who is paying 
to receive a specific service, a government-
scheme or grant keen to support the development 
of skills in the farming sector and potentially 
more commercial arrangements where bigger 
businesses have need of farm-level support and 
guidance.

Consistency and quality will be key and that is 
something PfL will take on in the training and 
shepherding of these cohorts. By taking this 
approach we will be developing farmers to play 
an ever greater role within our community and the 
wider sector and allow change to be accelerated 
beyond our organisational boundary - our farmers 
will also be able to work for others or on their own 
account. We also see opportunities to act as an 
umbrella service to partner consultancies who 
lack national reach and who might benefit from 
partnering to grow their own businesses.

Consultants

Mentors

Hosts

Farmer Members

Tullochgorum Farm, photo by Clem Sandison 
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