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In any family farm enterprise you are the current custodians of assets on behalf of future generations. Good 
governance, policies and planning is about building wealth for all in the long term. Advisory Boards provide 
an opportunity to seek some ‘outside’ views on business direction, bringing new and fresh ideas to the 
business.  

Farm Advisory Boards enable a regular, structured process to make informed decisions about the running of 
farm businesses. They provide a platform for discussion and decision making that can involve all farm 
business members in a disciplined way.  

They provide an opportunity to share business and personal goals for business and family members, which 
help set the direction for the business in the future. They also improve communication, which reduces 
misunderstanding and possible subsequent conflict between business and family members.  
Farm advisory boards can assist with:  

• Managing succession / transition (management and estate).  

• Managing business growth and setting business strategy.  

• Managing business capital and family wealth portfolios.  

• Managing business relationships.  

• Innovating farm management resources and processes.  

• Providing accountability and a reporting discipline to the Board.  

• Providing rigour to strategic decisions and investment.  

• Leading, developing and managing people.  

• Engaging non-farming family member’s skills on the board.  

• Establishes governance, professionalism and business discipline.  

• Mentoring farm family members between meetings.  
 
Board composition 

Who should be on the board? Where do you start?  
 The key to a good board is a good chairperson.  
 Engage family members, including non-farming family if they have skills to contribute.  
 May include accountant or advisor/s.  

 
Board Roles and Responsibilities 
There is no legal or formal definition for advisory boards, determine the roles and responsibilities to suit.  
 Generally created to focus on the big picture and principal roles are to provide objective advice and 

contribute to strategic planning.  
 Good advisers can give fresh insights and thinking on emerging or unfamiliar issues, respond to ideas, 

play devil’s advocate and supply high quality objective advice to support decision making.  

 Provide ‘wise counsel’ on issues raised by the owners/directors or management.  
 Act as a resource for family members.  
 Monitor business performance and challenge options for improving the business.  
 Effective communication will contribute to the success of the advisory board.  
 The ultimate aim of an advisory board is to add value to the business.  
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What families say about their Advisory Board: 
 The single best thing about establishing a good advisory board is that it creates critically important 

space for you to regularly work on your business rather than in it.  

 A board with competent advisors enables perspective and encourages the structured and meaningful 
decision making that only comes with a degree of distance from busy operational matters – 
overcoming a common pitfall of business owners (“can’t see the wood for the trees”) so involved on 
a day to day basis that it’s almost impossible to identify where the business systems/structures are 
not functioning efficiently or even failing to back up and support performance and growth.  

 An independent chair assists greatly to create the necessary space for reasoned discussion on 
sensitive succession and family business issues that may be otherwise almost impossible and imbued 
with excessive, often damaging, emotion.  

 Take time to look back, reflect and applaud yourself and your board for its achievements. Share the 
wins with your staff and family.  

 If Succession Planning is on the agenda for any business, then the professional services of an Advisory 
Board provides a valuable transition tool.  

 The objective analysis and independent observation that came through working with an advisory 
board identified the strengths and weaknesses of our business and stimulated members to explore 
opportunities, to improve systems and develop policies for growth and profitability.  

 Our advisory board creates the space for individuals to present and discuss their goals, ideas and 
business plans in confidence and in the boardroom.  

 

What families warn to watch out for:  

 Seek personal recommendations from like-minded friends or colleagues to find a good ‘match’ for 
your chairperson/facilitator. This will make all the difference in the smooth establishment and 
operation of your board, in your succession planning and business strategic growth and direction.  

 Don’t expect a plethora of immediate, simple or suit-all outcomes. Difficult and complicated issues, 
particularly those that have built up over years of habitual behaviour and involving different 
personalities, will take time and effort to untangle to implement positive and effective change.  

 Encourage an appropriate level of professionalism. Just because it’s small business and/or family, 
that shouldn’t mean a half-hearted lackadaisical approach is acceptable.  

 The costs of bringing decent advisors to the table may seem beyond the reach of many small 
businesses. Spend as much as you can possibly afford – with the right people around you’ll never 
regret a cent, and save immensely in the long run, dollars and relationships-wise.  

 An Advisory Board requires the services of professionals and regular meetings with associated costs 
and occasional inconveniences.  

 Advisory Boards can bring out the best and not so best in people and may bring to light some 
uncomfortable issues that need to be dealt with.  

 Expectations on board members to develop professionally and personally can be stressful and 
requires individuals to put time into research and some soul searching in addition to being active in 
the business.  
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Challenges for a Farm Advisory Board 
 Family and business issues often overlap, leading to disputes.  
 Meetings need formality to be effective: the kitchen table doesn’t work.  
 Multiple family units within one business may find it hard to achieve a shared vision.  

 Succession may be complicated by history and perceptions.  
 Some family members may resent advice from outsiders.  
 Generational cultural differences need understanding and tolerance to smoothly 

transition management of the business.  
 Advisory Boards demand more formal systems and structure which may create discomfort 

for some in the change process.  
 Quality Board membership is an investment of both time and skills, you get what you are prepared 

to invest in.  
 Be prepared to allow for emotions to be expressed.  

 
Farm Advisory Board – checklist 
 Build from your existing key trusted adviser network.  
 Appoint a Chair with good interpersonal skills and ability to mediate and facilitate discussions.  

 Use an independent minute taker so everyone can participate and a record is kept.  
 Set an agenda that suits your business.  
 Encourage diversity of thinking and skills in your team. Engage extended and non-farming family 

members to utilise skills and provide perspective.  
 Build the strategic plan and review it at Board meetings. This is the roadmap to achieve your vision, 

but it has to be on the agenda to make it happen.  
 Set clear deadlines, responsibilities and a budget.  

 Celebrate success with your team.  
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