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• Watch for an e-mail with resources 
related to today’s webinar.

• Find a recording of this webinar on 
the Farm Office website's 
Food Law Library 
at farmoffice.osu.edu or at 
go.osu.edu/startingafoodbusiness.

Follow up information



Bonus Session Added on April 11

Q & A with ODA
Tuesday, April 11, 7:00 PM
You’re already registered!

A chance to ask additional questions to Ohio 
Department of Agriculture officials:
• Jason Ahrens, Division of Food Safety 
• David Smeller, Division of Meat Inspection



5
OHIO STATE UNIVERSITY EXTENSION

• An education-driven organization 
that promotes lifelong learning

• Outreach of the College of Food, 
Agricultural, and Environmental 
Sciences

• A statewide network – linked to a 
nationwide network – that links 
individuals, communities, and 
businesses to research and 
development resources of Ohio State 
and beyond.

Ohio State University Extension



OHIO STATE UNIVERSITY EXTENSION

Teaching Faculty

Garth Ruff
Beef Cattle Field Specialist
OSU Extension

Peggy Kirk Hall
Agricultural Law Field Specialist
OSU Extension
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We’d like to know more 
about you…
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Selling Meat 
and Poultry

Licensing and Labeling Laws

Meat Marketing

Meat Yield and Pricing

How Not to Market Meat

Opportunities



Licensing and 
Labeling Laws
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What 
does the 

law 
require?

What do you 
want to sell?

Where do you 
want to sell it?

Type of meat
Whole, half, quarter
Individual portions

At the farm
At a farmer’s market
To institutions
Delivery/CSA
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1. Selling poultry raised and processed at the farm.
2. Selling meat in whole, halves, and quarters.
3. Selling meat in individual portions.
4. Licenses.
5. Labels.

The 
Laws
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You may process and sell up to 1,000 birds per year 
at the farm without a processor license if:

1. The birds were raised on the farm from eggs or chicks,
2. And are slaughtered and processed on the farm,
3. And are sold from the farm direct to consumer or HRI 

(hotel, restaurant, institution).

Selling your own poultry at the farm
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You may sell up to 20,000 birds per year at the farm with 
a Custom Exempt Operator license and inspection 
(grower/processor license) from ODA if:

1. Birds are raised from eggs or chicks on the farm, 
2. And are slaughtered and processed on the farm.
3. And sales are direct to consumer or HRI accounts.

Selling your own poultry at the farm
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• Meat Inspection (wholesomeness)
– Ohio Department of Agriculture

– https://agri.ohio.gov/divisions/meat-inspection/
– USDA – Food Safety Inspection Service

• Meat Sales (safe handling)
– Local County Health Department

Regulation - Who Does What?

Ohio Dept of Ag

https://agri.ohio.gov/divisions/meat-inspection/
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• Fully Inspected Processors-
• Meat with inspection legend can be sold to public.

• Custom Exempt Processors-
• Business that processes meat specifically for the

farmer’s own consumption. Meat will be marked “Not
for Sale”.

Meat Inspection in Ohio
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~76 ODA Custom Exempt 
~184 ODA Fully Inspected
~40 USDA

Poultry 
Red Meats
Commissary/Further Processing
Harvest or Processing Only

ODA Interactive Map

Meat Processing Facilities
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1. You can use a processor with a Custom Exempt license.
2. The processor must label the meat “not for sale.”

• You can’t sell meat labeled NFS in individual portions.
3. If buyer picks up the meat or you deliver frozen meat 

directly to buyer without intermediate storage, you don’t 
need a license.
• You do need a license if you store the meat for the buyer.

4. You can’t sell less than a quarter of an animal this way.

Selling meat in whole, halves, and quarters
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To store the frozen 
meat at the farm for 
later sales, you need a 
Warehouse 
Registration from 
ODA.

To sell the meat, you 
need a Retail Food 
Establishment License 
(RFE) from a county 
health department.

Or you need a Mobile 
RFE from a county 
health department to 
sell meat from a 
transported freezer.

You must use a processor with a Fully Inspected Operator 
license from ODA (“federally inspected”)

Selling meat in individual portions
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The Warehouse Registration

• From ODA Food Safety (referred to as “registration” 
on website).
• Submit a “Request for Inspection” form.

• Freezer cannot be inside a house but can be in a 
barn or separate garage.

• Storage area must be clean and free from pests and 
chemicals.

• Temperature control at 41 degrees required.
• Fee is based on square footage.

To store your frozen meat for later sales
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The Retail Food Establishment (RFE) License

• From your county health department.
• The RFE is applicable in any other 

county.
• For inspection guidance, check with 

your health department.
• Requires temperature control at 41 

degrees.

To sell your frozen meat 
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Mobile Retail Food Establishment license

• From your county health department.
• Requires temperature control at 41 

degrees.
• Requires commercial equipment.

To sell your frozen meat from a mobile unit
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Label for individual packages must contain:
• Ohio inspection identification mark
• Name of product
• Net weight
• Safe handling statement
• Establishment number
• Ingredients, if applicable

You may sell under your processor’s pre-approved label
Meat labels
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You must have your label 
approved if:

1. You want to use your 
unique business name.

2. You want to make 
special statements and 
claims about the meat.

Label approval requirements 
Label sketch must be 
approved by ODA 
Meat Inspector and 
coordinated with your 
processing facility.
• Can be a long approval 

process (~6 months?), 
so plan ahead.
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Examples:
“Raised humanely”

“Organic”

“Raised without antibiotics”

“Grass-fed”

“Sustainably raised”

“Free range”

“Angus”

Even if claims are only on a website or in promotional materials
Claims that require label approval

• Nutrient content
• Animal raising or production
• Breed
• Other marketing claims



Meat 
Marketing
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•Why are you in the local food business?

•Why do consumers want to buy your animal products?

Getting to know you
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• Retail Direct Marketing
• Cash Sale - Rail
• Contract on the Grid*
• Sale Barn
• Live Contract
• Buying Station
• Freezer Beef (Wholesale)
• *If I do not have above average beef quality

Marketing Options – Risk
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• Retail Direct Marketing
• Freezer Beef (Wholesale)
• Contract on the Grid*
• Cash Sale - Rail
• Live Contract
• Sale Barn
• Buying Station
• Freezer Beef (Wholesale)
• *If I have above average beef quality

Marketing Options – Profit Potential
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Must know Cost of Production after that…
Where is the added value? Bulk

Home raised Personal connection
Quality?? Can you verify

Wholes, Halves, Quarters
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• Higher Labor, Marketing Costs
• Compared to Wholesale

• True price setter
• Product must be worth the cost
• Guarantee of quality and quantity

Retail Farm to Table
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• Cost?

• Quality?

• Health?

• Relationships?

• Production factors?

Making Meat Buying Decisions
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• Cost? Yes, Economy of Scale

• Quality? Graded product, can evaluate on shelf

• Health? Wholesomeness

• Relationships? Not often

• Production factors? Becoming more so

Why Consumers Purchase Commodity?
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• Cost? Shouldn’t be What about freezer beef?

• Quality? May be associated, often unverified

• Health? Maybe perceived

• Relationships? Yes

• Production factors? Perhaps

Why Consumers Purchase Direct?
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• Age, income, education, kids?
• Values (supporting local)
• Interests – healthy foods for self/family
• Lifestyle – single, family, retired, etc.

• Disposable Income to spend on premium product

Your Ideal Consumer
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“Products that have certain attributes which are not found in
traditional commodity meats, and which some groups of 
customers prefer or see value in and are willing to pay a
premium.
Examples include: non-GMO, antibiotic and growth promotant free, 
or animal by-products in the feed; heritage breeds and varieties; 
organic; and locally grown or farm direct. These attributes 
typically require unique production practices which can limit
supply and availability, although niche does not necessarily
mean small.”

Understand that Local Foods Fill a Niche



36
OHIO STATE UNIVERSITY EXTENSION

• Develop a relationship – Most Important
• Utilize an inspected facility
• Establish costs and through put

– Plan to move product
– You are not their only customer!

• Work on consistency of cutting and 
processing
– R&D for new products?
– Value added?

Working with a Processor
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• USDA Factsheet
• https://www.fsis.usda.gov/sites/default/files/import/RaisingClaims.pdf

• Examples of animal raising claims that are required to be 
approved by FSIS prior to use in commerce:
– 1. Raised Without Antibiotics
– 2. Organic
– 3. Grass Fed
– 4. Raised Without the Use of Hormones

Label Claims

https://www.fsis.usda.gov/sites/default/files/import/RaisingClaims.pdf


39
OHIO STATE UNIVERSITY EXTENSION

USDA FSIS Example Label How Many Label Claims?



40
OHIO STATE UNIVERSITY EXTENSION

Label Claim Verification
• The previous label contains the following types of claims:
• - Breed (Angus);
• - Diet (Grass-fed);
• - Living/Raising/Raising Conditions (Free-Range);
• - Raised Without Antibiotics – Livestock/Red Meat (No  Added Antibiotics);
• - Raised Without Added Hormones (No Added Hormones  Administered);
• - Source/Traceability (Source Verified and Traceable to TMB Ranch);
• - Third-Party Certification (LPDS True 2 Earth); and
• - Organic (USDA Organic)
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•Review carcass quality (beef)
https://www.youtube.com/watch?v=0iqHCIJWPQg&t=1735s

• Any quality related label claims must be verified
– Choice, Prime, Certified Angus Beef
– Must be graded by USDA AMS

• Can price point justify grading?
• Currently limited capacity for graded product

Meat Quality

https://www.youtube.com/watch?v=0iqHCIJWPQg&t=1735s
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Meat Yield 
and Pricing
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• Yield
• Timely marketing
• Focus on terminal traits (REA, FAT, $B)

• Quality
• Genetics (EPD’s, Genomics, Breeds)
• Nutrition (quality, composition, DOF)
• Management (health and handling)

Improving Animal Yield and Quality
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Timely Marketing
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• Pounds of Meat =
• (Dressing Percent X Carcass Cutting Yield) X Live Weight

• Two factors that affect the percentage of meat that you will
receive:
• Dressing Percentage
• Carcass Cutting Yield

How Much Meat is There?
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• The percentage of the live animal that ends up as
carcass

• Dressing Percentage = (Carcass Weight / Live
Weight) X 100

Dressing Percentage

uaex.edu
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• Beef cattle: 62-64%
• Dairy steers: 59-61%
• Market hogs: 72-74%
• Market lambs: 52-54%
• Broilers: 70-72%
• Turkeys: 77-81%
Impacted by
Gut fill, Muscling, Fatness, Shud, Wool

Average Dressing Percentage
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• Carcass Cutting Yield = The percentage of the carcass that ends 
up as saleable product.

• Carcass Cutting Yield = (Pounds of Meat / Carcass Weight) X 100
• %BTRC = Boneless Trimmed Retail Cuts

Cutting Yield



49
OHIO STATE UNIVERSITY EXTENSION

• Fatness
• Muscling
• Bone-in versus Boneless
• Amount of Fat Remaining on the Meat Cuts
• Leanness of the Ground Product

• Thinking like a processor

Factors Impacting Cutting Yield
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Beef Yield
Added carcass weight due 
to increased backfat 
thickness.

Dressing % Increases
YG Increases

Cutting Yield Decreases
%BTRC Decreases
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 Average market hog, weighed full, 250 lbs., bone-in chops and 
roasts, closely trimmed, regular ground pork/sausage:
(.72 X .74) X 250 = 53% X 250 = 133 lbs. of meat

 Average market hog, weighed full, 250 lbs., boneless chops and 
roasts, closely trimmed, lean ground pork/sausage:
(.72 X .65) X 250 = 47% X 250 = 118 lbs. of meat

 Very fat, light muscled market hog, weighed full, 250 lbs., boneless 
chops and roasts, closely trimmed, lean ground pork/sausage:
(.74 X .50) X 250 = 37% X 250 = 93 lbs. of meat

Pork Yield
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 Average market lamb, shorn, weighed full, 120 lbs., bone-in
chops and roasts, closely trimmed, regular ground lamb:
(.51 X .75) X 120 = 38% X 120 = 46 lbs. of meat

 Average market lamb, shorn, weighed empty, 120 lbs., bone-in
chops and roasts, closely trimmed, regular ground lamb:
(.54 X .75) X 120 = 41% X 120 = 49 lbs. of meat

 Fat, light muscled market lamb, long fleece, weighed full, 120
lbs., bone-in chops and roasts, closely trimmed, regular ground 
lamb: (.48 X .65) X 120 = 31% X 120 = 37 lbs. of meat

Lamb Yield
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• Seasonal items
– Brisket, Roasts

• Steady demand almost year round
– Ground Beef, Steaks

• More challenging* cuts to market
• Chucks, Rounds, Plates, Flanks

• Value added
– Non traditional cuts, further processed

Beef
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• Seasonal items
– Whole Hams, Butts, Spare Ribs

• In higher demand almost year round
– Bacon, Pork Chops

• More challenging* cuts to market
– Picnic, Ham, Excess Trim/Ground Pork

• Value added
– Linked products, Patties, Hot Dogs, Smoked

Pork
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• Easier to market cuts
– Chops, Legs, Stew Meat

• More challenging* cuts to market
– Breast, Shoulders, Ground

• Value Added
– Gyro, Linked Product

Lamb/Goat
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• Cost of Animal 
• Feed
• Yardage (value of time)
• Kill and Cut
• Package 
• Transport
• Licenses/Fees
• Advertising
= Breakeven/Carcass Weight = Breakeven Hanging Price 

Hanging Price x Cutting Yield = Avg. Breakeven Retail Price Per Pound

Pricing Product
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What should your profit margin be? 

“I can’t charge more than the grocery store” 

Knowing your target market will allow you to know what price
your product can demand. 

Retailers margin ~30%

Price can help differentiate from… Box store retailers

Margin
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• Beef Carcass Price Equivalent Index Value

• Cattle and Beef Summary Report

• Boxed Beef Cutout & Cuts

• National Daily Pork FOB Plant

• 5-Day Rolling Average Boxed Lamb Cuts

Retail
https://www.ams.usda.gov/market-news/retail

Whole Sale, Carcasses and Primals
https://www.ams.usda.gov/market-news/livestock-poultry-grain#Meat

Tools To Determine Price

https://www.ams.usda.gov/mnreports/LSDDCBS.pdf
https://www.ams.usda.gov/mnreports/AMS_2452.pdf
https://www.ams.usda.gov/mnreports/AMS_2496.pdf
https://www.ams.usda.gov/mnreports/AMS_2648.pdf
https://www.ams.usda.gov/market-news/livestock-poultry-grain#Meat
https://www.ams.usda.gov/market-news/livestock-poultry-grain#Meat
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How Not to 
Market Meat 
(and get Beef Extension Specialist fired 
up at the same time)
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• Misrepresent your product
• Labels, Grading

• Misinterpret science or regulation
• Healthier, Sustainable

• Be negative towards competition
• Neglect inventory

How to Lose Consumer Trust



61
OHIO STATE UNIVERSITY EXTENSION



62
OHIO STATE UNIVERSITY EXTENSION



63
OHIO STATE UNIVERSITY EXTENSION

A lesson to be learned…
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Opportunities
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LeRoux, Matthew. Guide to Market channel Selection: How to Sell through Wholesale and Retail 
Outlets.http://ccetompkins.org/sites/all/files/factsheets/factsheet-1317.pdf. July 2011

http://ccetompkins.org/sites/all/files/factsheets/factsheet-1317.pdf
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University of Maryland Extension
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University of Maryland Extension
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• Target Market
• Marketplace
• Regulation
• Processor Relationships
• Quality Product
• Marketing Strategies
• Time and labor requirements
• Pricing and collecting money

Things to Consider Going Forward



Starting a Food Business

Join us next month for

Q & A with ODA
Tuesday, April 11, 7:00 PM

A time to talk with Ohio Department of 
Agriculture officials:
• Jason Ahrens, Division of Food Safety 
• David Smeller, Division of Meat 

Inspection



Thank you 
for joining 
us

• We appreciate your survey responses 
upon exit!

• Find this recording and our resources at 
go.osu.edu/startingafoodbusiness
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