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Project Abstract  (250-400 words)  Include: 

Problem or Opportunity  

One of the most significant recent trends in agriculture is the increased popularity of local foods.  These trends 
are part of a growing movement of consumers interested in “lifestyles of health and sustainability” (LOHAS).  
This movement has the potential to likewise significantly impact the market for fibers and create new 
opportunities for fiber producers.   
 
This project focuses on identifying market opportunities for products that appeal to LOHAS consumers that 
are made using wool batting sourced from fiber provided by northeastern wool growers.  Wool is warm, but 
breathable.  As compared to synthetic materials, it is a natural product from a renewable source that is also 
non-allergenic, with fire retardant properties.  
 
Promoting the sale of products made with wool batting will generate revenue for farmers and suppliers, 
thereby enhancing the sustainability of the sheep industry in the region and nationwide.  It will also allow 
consumers to enjoy the benefits offered by products made with natural wool. 
 
Project Objectives  
 
1) Increase income of sheep farmers by increasing demand and prices paid for northeastern wool.  This will 

improve the long-term sustainability of northeastern sheep farms. 
 

2) Generate additional sales opportunities for Greenfleece Fiber Mill, Mid-States Wool Cooperative, and for 
manufacturers and distributors of products using northeastern wool, thus strengthening the supply chain 
for these fiber products. 
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3) Through educational outreach, encourage northeastern sheep farmers to make available more and better 
quantity wool.  
 

4) Allow consumers to enjoy the benefits of quality wool products.  
 
Description of efforts – Anticipated results 

1) Identify products well-suited for using wool batting made from courser, lower quality fibers typical of wool 
from northeast farms and secure sales agreements to supply manufacturers of these products.  This will 
generate revenue for wool processors and product manufacturers, and increase the demand for 
northeastern wool. 
 

2) Work with Mid-States to source fiber that meets manufacturer specifications from northeastern 
producers.  This will increase farm incomes. 
 

3) Coordinate marketing with manufacturers to help promote these products.  This will include a website, 
social media marketing, branding and focus on farms that produce fiber used in these products.  This will 
promote the benefits of wool, especially wool from northeastern wool growers.  
 

4) Conduct marketing outreach to northeastern wool growers to educate them on market opportunities for 
supplying wool and on specifications required of their wool to satisfy these opportunities. Also, work with 
farms to create opportunities to sell batting direct to consumers for pillows, quilts, etc.  These efforts will 
increase the quality and quantity of available wool. 

 
 
 
  Amount requested from NSIIC                                                   

  Applicant Matching Funds                                                        

  Local/State/Federal Funds previously awarded for project  

      TOTAL                                         

Type of Expenditure 

Personnel – list each    Relationship to Project     Number of Hours     Rate of Compensation     Total 

Market dev. professional sell batting to mfgrs. 250 hrs. $40/hr. $10,000 

Intern Outreach/farmer education 300 hrs. $15/hr. $  4,500 

Consultant Project management 18 months Fixed price $  7,500 

     

Equipment                     Purpose                                Cost 

     

     

     

$35,340 

$  2,500 

 

$37,840 



Travel                             Per Diem                               Number of Days            Number of Personnel  

Visits to sales prospects $500 5 1 $  2,500 

Outreach/farmer education $300 10 1 $  3,000 

     

Other Related Expense 

Marketing materials Handouts for farmers Develop/trademark logo  $  3,000 

Website Development Hosting (@ $30/mo)  $  2,540 

Social media marketing Includes video development $400/month  $  4,800 

 
Overhead 

     

     

 
Provide a qualitative summary, or justification for budget expenditures: (200 word or less) 
 
Costs for design/printing of marketing materials, website design and hosting, and project management are 
based on vendor quotes.  Hours for business development professional and intern are estimated and hourly 
rates are based on typical wages in the local market for these positions.  Travel costs for intern assume an 
average travel distance of 300 miles, with half of these trips requiring overnight accommodations.  Business 
development travel (which will be paid for by Greenfleece Fiber Mill) assumes somewhat longer travel 
distances. 
 
Budget expenditures are designed to provide the staff, sales and marketing program, and travel arrangements 
needed to accomplish the project tasks as described in this proposal in a cost-effective manner. 
 
Technical Objectives 
Responsiveness to NSIIC Stated Priorities (from web site) 
 
The proposed project addresses the following NSIIC priorities: 
 
Provide leadership training and education to industry stakeholders.  The project will conduct outreach to 
northeastern wool growers to educate them on meeting the specifications required of their wool to satisfy 
market opportunities that have been developed through this project.  This outreach will also include work 
with farms to develop opportunities for direct to consumer sales of batting made from their wool.  
  
Enhance sheep and sheep products in the United States through assistance to all segments of the industry to 
address sustainable production and marketing of sheep and sheep products.  By identifying products that can 
take advantage of wool from northeastern producers, this project will provided opportunities for increased 
income for wool growers, processors and distributors, resulting in enhanced sustainability for the sheep 
industry. 
  
 



 
 
Promote marketing of sheep and sheep products through an organized method that can measure tangible 
results.  The project will involve working with product manufacturers to develop branding, marketing and POS 
materials.  These marketing materials will highlight that products contain regionally sourced wool and, where 
appropriate, include other characteristics of the wool, such as sustainable, natural, organic, and eco-friendly.    
 
Enhance the sheep industry by coordinating information exchange and by seeking mutual understanding and 
marketing within the industry community.   A report that will include project results, evaluation and 
conclusions will be produced at the end of the project.   This will allow for the program, if successful, to be 
replicated for the benefit of wool growers around the country. 
 
Prior USDA or other Federal Support 
 
None 
 
Identification and significance of the issue being addressed 
 
Sheep farms in the northeast (New York, Pennsylvania, Vermont, New Hampshire, Maine, Massachusetts, 
Connecticut and Rhode Island) are, on average, smaller than those in the rest of the country.  They often focus 
more on meat production, rather than what is necessary to produce the highest quality wool.  Because of 
these factors, wool from northeastern sheep is typically of lower quality than what is produced in other parts 
of the country and generates less revenue for farmers.  Although farms in the northeast represent 11.6% of all 
wool producing farms, they generated only 2.1% of wool sales.  One reason for this is that that they receive an 
average price for the wool that they produce of only $.65/lb., as compared to a national average of $.99/lb. 
(2012 USDA Census of Agriculture)  This project addresses this issue by increasing the demand for wool batting 
made from northeastern wool, which will generate increased demand and prices paid for northeastern wool.  
In addition, outreach to sheep farmers will educate them on the quality required to meet customer needs so 
that they can command a higher price for their wool.  This will encourage farms to make available larger 
quantities of higher quality wool.  Based on 2012 USDA Census of Agriculture wool production volumes, 
increasing the price paid for northeastern wool to the national average would generate nearly $350,000 in 
increased income for these farmers annually.  Significant additional revenue can also be generated by farmers 
choosing to make more quality wool available for sale.  The result will be increased income for farmers and 
improved long-term sustainability of northeastern sheep farms.  If successful, this program can be replicated 
in other regions around the country. 
 
What are the goals to be achieved with this grant funding? 
                                                                                                                                                                
Greenfleece has identified initial market opportunities that can result in the sale of an estimated 45,000 
pounds of wool batting annually.  Production of this amount of batting will require the sourcing of 90,000 
pounds of wool from farmers.  Northeastern wool growers typically receive $.40 - $.60/lb. for their wool.  With 
the marketing program developed by this project, it is expected that farms could receive $1.00/lb., generating 
an additional $45,000 in annual income for participating farmers from these initial market opportunities.  
 
In addition to the above, outreach to wool growers will inform farmers of opportunities to have their wool 
cleaned and processed so that they can sell wool batting direct to consumers at farm stands and farmers 
markets.  This wool batting can command prices of $12 - $16 per pound, which would provide farmers with 
significant value added revenue opportunities. 
 



 
 
Work Plan – Task,  Methodology, Individual responsible, and location where work will be done. 
 

 Identify product opportunities: Greenfleece will look for products that are well-suited for using batting 
made from the courser fibers typical of wool produced by farmers in the northeast.  This task will be 
carried out by the part-time business development professional hired for the project and this individual 
will work in New York. 
 

 Sales agreements with product manufacturers: Greenfleece will secure agreements to supply customers 
that will incorporate batting from Greenfleece into their products and be willing to pay a premium for the 
fiber that meets their needs.  This task will be carried out by the business development professional in NY. 
 

 Source fiber that meets manufacturer specifications from northeastern producers: Where sufficient 
quantities of wool that meets specifications are not available from northeastern farmers, wool may be 
purchased from domestic producers located in other parts of the US, where consistent with customer 
marketing.  Mid-States Wool will coordinate these efforts from their Columbus, OH area location.   
 

 Develop and implement marketing programs: Coordinate marketing and promotional activities with 
manufacturers to identify products as including regional (or domestic) wool.  As appropriate and where 
possible, include other product attributes in branding, marketing and POS materials, including sustainable, 
natural, organic, etc.  Develop programs that feature sheep farmers that are producing the fiber used in 
these products to provide consumers with identifiable background information to support their purchase 
decisions.  These programs will involve the business development professional, intern and project 
manager. 
 

 Outreach to wool growers: Conduct marketing outreach to northeastern wool growers to educate them on 
the market opportunities for supplying wool and on the specifications required of their wool to satisfy 
these market opportunities and receive higher pricing.  Outreach to wool growers will also inform farmers 
of opportunities to have their wool cleaned and processed so that they can sell wool batting direct to 
consumers at farm stands and farmers markets.    These efforts will involve visits to meet with wool 
grower organizations and wool pools around the northeast by the intern hired for this project.  

 

 Development of marketing materials and marketing to consumers: This will include a website promoting 
the benefits of wool and supporting northeastern wool growers, developing point-of-sale materials that 
can be made available electronically for manufacturers to promote the benefits of products containing 
northeastern wool, and development of a trademarked label to identify that a product contains 
northeastern wool.  Social media and videos will be used to promote products online and increase product 
awareness.  These tasks will be handled by a marketing agency and coordinated by the project manager. 

 

 Project management: An experienced project manager with marketing expertise will be hired to monitor 
and coordinate project activities.  This will ensure that tasks are completed in a timely manner and project 
objectives are achieved.  The project manager responsible for these duties will work at Greenfleece’s New 
York location. 

 
 
 



Related Research or other efforts in this area of which you are aware, including an analysis of the 
competitive landscape if the award is for a commercial application. 
 
The increased demand for local food is supported by USDA data showing that the number of farmers markets 
nationwide tripled from 1994 to 2009 and research by Technomic, Inc. indicates that 62% of consumers are 
more likely to buy food and beverages described as local.  This research also states that 34% of consumers 
indicated that they would pay 5% more for food sourced from within 100 miles and 25% would pay more for 
food coming from the same region. Similarly, the demand for food identified as organic has grown by around 
20% annually for the past decade (Organic Trade Association).   
 
These trends are part of a broader movement impacting consumer buying preferences.  An estimated 52 
million U.S. consumers (23% of the population) are part of a growing segment of the economy that is 
interested in “lifestyles of health and sustainability” or LOHAS (French and Rogers, 2005). These trends have 
the potential to significantly impact the market for fibers and create new opportunities for fiber producers.  
Research sponsored by SARE showed that consumers were consistently willing to pay higher prices for 
products labeled for US fiber origin and additional analysis showed that local fiber origin is worth even more 
than generic US origin. Other attributes of fiber products valued by consumers include “organic,” 
“sustainable,” “natural,” and “eco-friendly.”   
 
There is already evidence of the impact of LOHAS consumers on the fiber industry. For example, sales of 
environmentally friendly or organic fiber products have grown at least 30% in recent years (Marks 2007). The 
problem is that while American apparel manufacturers and consumers are benefiting from this health and 
sustainability trend, American fiber producers (and in particular, wool producers) are lagging far behind other 
countries in the production and marketing of fibers with the attributes of interest for the LOHAS market.   
 
Potential Post application in this area of development of research or commercial endeavor 
 
Data pertaining to product sales, wool purchases, marketing results and project spending will be collected and 
tabulated at the end of the project.  The purpose of this will be to evaluate the effectiveness of the program in 
accomplishing its objectives so that, if successful, the program can be replicated for the benefit of wool 
growers around the country.  A report that will include project results, evaluation and conclusions will be 
produced at the end of the project.  
 
Background and rationale (citation of publications if any)  
 
Greenfleece Fiber Mill produces wool batting from fiber that is sourced primarily from northeastern sheep 
farmers.  Greenfleece operates sophisticated equipment for processing fiber and can facilitate scouring of 
wool from farmers, making the business well-suited to provide quality batting suitable for bedding and other 
applications.  Mid-States Wool Growers Cooperative Association grades and purchases wool from farmers, 
including small farmers, and then sells this wool to customers across the country.  Mid-State is uniquely 
positioned to purchase wool from smaller, northeast wool growers and ensure that this wool meets the 
standards required by the market opportunities identified through this project.  Two market opportunities 
with customers that use batting produced by Greenfleece from wool that is sourced from northeastern 
growers are already underway.   CeCe's Wool produces pet beds made with batting produced by Greenfleece 
and WJ Southard manufactures mattresses that incorporate batting produced by Greenfleece.  The wool used 
to produce the batting that supplies these two customers is sourced from Kyle Farms of Avon, NY, one of the 
largest sheep farms in New York State.  Management of the project will be handled by Brian Zweig of Business 
Opportunities Management Consulting, who brings over 30 years experience in managing and advising 
agricultural and marketing enterprises. 



 
 
This project is designed to identify uses for batting that provide northeastern wool producers with increased 
demand for their wool.  The shorter, courser fibers often typical of what is produced by growers in the 
northeast will be processed for use in applications where this fiber is particularly appropriate. Identifying 
appropriate market opportunities will result in higher prices being paid to growers for their fiber.  To ensure 
sufficient wool to meet market demand, outreach will inform farmers of both the opportunity and the 
specifications required for the fiber that would fulfill this demand.  This is intended to create a virtuous cycle 
that includes fostering new market opportunities, higher prices for wool, increased fiber to meet market 
opportunities and more opportunities to use the fiber in appropriate applications.  
 
It is the intent of the program to create a brand that can be used wherever possible to identify products that 
are using wool supplied by northeastern wool growers.  This will include development and trademarking of a 
logo.  This strategy will be modeled after similar successful strategies, such as how Patagonia markets the 
traceability of wool used in its clothing products. To support this brand identity, marketing will feature sheep 
farmers to provide consumers with identifiable background information about where their products came 
from.  Other attributes of the wool, such as sustainability, natural, etc. will also be promoted, as appropriate.   
The result of this strategy will be greater income for farmers and sales opportunities for businesses that 
provide quality products that use regionally sourced, natural fiber. 
 
The strategy rationale for this project is based on research sponsored by Sustainable Agriculture Research & 
Education (SARE). (Marketing of locally produced sustainable animal fiber products, SARE, Gwendolyn 
Hustvedt, John Bernard, and Hikuru Hanawa Peterson, 2012)  This research found that consumer trends have 
the potential to have a significant impact on the market for fibers and create new opportunities for fiber 
producers.  This research showed that consumers were consistently willing to pay higher prices for products 
labeled for US fiber origin and additional analysis showed that local fiber origin is worth even more than 
generic US origin. Other attributes of fiber products valued by consumers include “organic,” “sustainable,” 
“natural,” and “eco-friendly.”  The SARE research report included recommendations intended to help fiber 
producers take better advantage of opportunities to market to LOHAS consumers.  Specifically, manufacturers 
and retailers targeting LOHAS consumers should be encouraged to track and label their use of regionally 
produced fibers and increase their use of locally grown fibers over imported fibers.  Producers may also wish 
to include sustainable production attributes such as “organic,” “natural,” and “eco-friendly” in their marketing 
efforts. In addition, product marketers are encouraged to incorporate the individual stories of their farms into 
marketing campaigns, thus providing consumers with identifiable background information to support their 
purchase decisions. 
 
Relationship to industry, including technical, economic and social benefit 
 
This project provide a number of benefits pertaining to the industry including:  

 

 Improved quality of wool produced by northeastern wool growers 

 Increased income and profits for sheep farmers 

 Increased income and profits for wool product manufacturers and suppliers 

 Increased employment on farms and for wool suppliers and manufacturers 

 An improved regional agricultural economy and enhanced sustainability for the sheep industry   

 Consumers will also benefit from products that contain healthy, natural fibers and the knowledge that 
they are supporting local, sustainable agriculture. 

 



Cost benefit analysis 
 
This project is seeking $35,340 in grant funding.  The potential benefit from increasing the price paid to all 
northeastern wool growers is estimated at nearly $350,000 per year.  Product sales identified for this project 
have the potential for generating an additional $45,000 in annual income initially for participating farmers.  
 
In addition to the above, farmers that improve the quality of the wool and farmers that have their wool 
processed into batting for direct to consumer sales have the opportunity to sell more wool at higher prices, 
thereby generating additional farm income. 
 
Policy or decisions affected by results 
 
Successful marketing and increased sales of products that use batting from northeastern wool growers could 
create a model that could be expanded to include other uses for northeastern wool that could be successfully 
marketed.  This type of program could be replicated in other regions of the country to expand market 
opportunities, wool quality and income for wool growers across the nation. 
 
Bio Sketch of each principal person 
 

Stephen Hoyt – Managing Member of Greenfleece Fiber Mill LLC; Mr. Hoyt is a mechanical engineer and 
entrepreneur with extensive experience in the design and operation of agricultural, and renewable energy 
processes. He has managed a number of grant funded projects that involved over $2,000,000 in grant funding.  
Mr. Hoyt designed and built the Greenfleece process. 
 

Charles Manning – Board Chairman of Greenfleece; Management Consultant, Mr. Manning is a retired 
founding partner in Creighton Manning Engineering in Albany, NY and Versitran and has experience with start-
up ventures as a member of the Tech Valley Angel Network. He provides management assistance to the 
company. 
 

Ian Patterson – Technical Consultant to Greenfleece; Ian is an internationally recognized expert in fiber 
processing machinery and production of fiber products. Trained in the United Kingdom as a fiber technician, 
Ian has over 30 years experience with fiber and fiber processing equipment as an employee at Albany 
International. Patterson is presently with Advanced Filtration Technology and Yarn.  
 

Frank Schemeler – Board Member of Greenfleece; Management Consultant, Mr. Schmeler is the retired CEO 
of Albany International Inc., a major fiber, felt and filter corporation with over $1 billion in sales at the end of 
his tenure. 
 

Brian Zweig – Project Manager; Mr. Zweig is Principal at Business Opportunities Management Consulting, a 
firm that provides strategy and marketing assistance to ag and other small and medium-sized businesses.  Mr. 
Zweig’s previous experience includes managing a marketing research firm, product management, and product 
sales and marketing.  He holds an MBA from Dartmouth and a BS in Ag Economics from Cornell. 
  
Financial Feasibility (i.e., Is the budget proportionate to the endeavor, and will the outcome have a financial 
benefit to the industry in the near term or will additional funding be required?) 
 
The financial benefits to the industry are identified above.  It is expected that successful implementation of 
this project will allow these results to be achieved in the near term.  Successful commercialization of the 
proposed marketing program is expected to generate sufficient revenue such that it can be sustained by 
Greenfleece Fiber Mill. 



 
Business Soundness (i.e., Is there a clear project plan for development and realistic expectation of 
outcomes?) 
 
A detailed project plan has been developed that identifies specific, achievable tasks to be accomplished.  An 
experienced team has been assembled that includes key industry participants, including manufactures, 
distributors, wool growers and marketing professionals.  Expectations are based on the support of two existing 
customers (CeCe’s Wool and WJ Southard), as well as discussions with other sales prospects.  As a 
contingency, if sufficient quantities of wool are not available from northeastern producers, wool may be 
sourced from domestic producers in other parts of the country.  This would only be done if it did not conflict 
with marketing assertions and customer specifications.  The project plan is supported by industry research 
that recommends marketing activities like those included in the project. 
 
Management Ability  (i.e., Are project participants qualified and experienced) 
 
The applicant for this project is Greenfleece Fiber Mill.  Greenfleece is operated by Stephen Hoyt.  Mr. Hoyt 
has extensive experience managing grant-funded projects.  These include the following: 
 

 A NYSEDA funded project of a wool scouring operation that included research of wool scouring techniques 
and building of the scouring process 

 A project funded by the Vermont Department of Public Service and NYS Ag & Markets for research on 
anaerobic digestion of dairy manure 

 A NYSERDA funded project for market development and product research for anaerobic digestion of dairy 
manure and food wastes 

 A NYSERDA funded project managing the development of a business plan and marketing plan for a 
photovoltaic solar thermal business 

 A project involving improved data collection for the photovoltaic businesses, also funded by NYSERDA  

 A USDA funded project for development of a farm waste to energy system 
 
To ensure successful implementation of the marketing program and that the project meets its objectives, 
Greenfleece is hiring Brian Zweig as Project Manager.  Mr. Zweig has over 30 years of experience developing 
and implementing sales and marketing programs.  He also has experience working with ag businesses and in 
executing grant-funded projects.  He has worked with organizations including the New York City 
Greenmarkets, Hudson Valley Agribusiness Development Corporation, and the New York State Energy 
Research and Development Authority (NYSERDA) to successfully implement and manage similar projects. 
 
Potential Industry Impact (i.e., How can the industry be expected to benefit in both qualitative and 
quantitative measures?) 
 
The immediate impact of this project on the industry will be in the form of improved quality of wool produced 
and increased income for northeastern sheep farmers that participate in the program.  Longer term, improved 
market opportunities will enhance the sustainability of sheep farming in the region and strengthen the supply 
chain for fiber products in the region.  A greater impact on the industry is possible if this model proves 
successful and is then replicated in regions across the country.  This could result in improved wool quality, 
increased farm incomes, enhanced supply chains and greater consumer appreciation for wool products 
nationwide.  
 
 



Industry Support  (i.e., What data or other information is available to substantiate industry’s need or desire 
for this project?) 
 
Greenfleece Fiber Mill has contacted customers, suppliers, wool growers and wool grower organizations that 
have all expressed support for this project.  Letters of support for this project from the following businesses 
are included: 
 

 CeCe’s Wool 

 WJ Southard 

 Kyle Farms 

 Mid-States Wool Growers Cooperative Association 
 
 
CERTIFICATION 

 To the best of my knowledge and belief, all data in this application is true and correct.  The document has 

been duly authorized by the governing body of the Applicant and the Applicant will comply with all Grant 

requirement if the assistance is awarded. 

Signature                          Date 

Name of authorized representative: Stephen Hoyt 

Title  

 

Email  

Phone   

 

Return this application to: stevelee@nsiic.org  
If you prefer to send hard copies:  
Steve Lee, 
Executive Director and Program Manager  
National Sheep Industry Improvement Center  
Box 646  
Rockland, Maine 04841  
207-236-6567 
  
For FedEx or Other Delivery Services:  
32 Gleason St  
Thomaston, ME 04861  
 
Download form to your computer, complete it and save it to your computer prior to submitting to the 
Sheep Center. 
  

October 16, 2015 

Managing Member 

Greenfleece.Fiber@gmail.com 

 
(518) 732-7618 

 



Additional Information for Applicants:  
 
Matching funds:  
In order to leverage funds available, NSIIC will assign 10 points to any application in which a match of 
cash or in-kind labor is contributed. In-kind matches may only account for 50% of the total match. 
Additionally, salaries or other expenditures that will be made by the applicant or the applicant's employer, 
irrespective of a potential grant award, cannot be used as a match.  
A subtraction of 10 points will be made from the total score of any application that includes an overhead 
budget of more than 7.5% of the total grant request. Request for capital expenditures are discouraged, 
and may not exceed 20% of the total budget in any event. Please justify any requested funding for 
equipment or other capital expenditures.  
 

Notification to Applicants: Applicants will be notified via e-mail that their application has been received within a 

day or two of receipt: After Review, all applicants will be sent a notice to the e-mail of the person listed as the 

contact person on the application. That notice will be one of three possible responses: 1)Your application did not 

score high enough for funding consideration 2) Your application scored high enough for funding as submitted 3) 

Your application scored high enough for funding but with modifications needed in the budget. You will be given the 

opportunity to make those modifications for funding or you may reject the modifications in which case the grant 

funding offer will be withdrawn. Instruction will be included in the notice. Please note that the Review Committee 

will not provide feedback to applicants however in some cases the Board may elect to encourage re submission 

with certain specific changes (i.e. those the Board feels were good causes but poor application preparation or those 

with a good idea but not sustainable as presented). In some instances the Board may want to provide a written 

statement, with the understanding that no further discussion is available. Please note that proposals submitted 

more than twice will not be evaluated. The NSIIC Board request that applicants refrain from communicating with 

Board Members specifically about the project (i.e. Lobbying your project). Under no circumstances will applications 

arriving past the deadline for submission be considered 


