
 

                --------------------------                   ------------------------- KISAN GAZETTE | January 2026  Page 22 

Volume II Issue I 
www.kisangazette.in SCAN 

QR 
FOR 

MORE 

(A No. 158) Farming for Profit: Financial Management and 
Market Intelligence for 2026 

Kamal Singh  
Swami Keshwanand Rajasthan Agricultural University, Bikaner (Raj.), 334006 

 

ABSTRACT  
This article focuses on the "business" of farming, emphasizing that high yields do not always equate to high 
profits. In the volatile economic landscape of 2026, characterized by fluctuating input costs and shifting global 
trade policies, farmers must adopt rigorous financial discipline. The text introduces the Enterprise Budget as a 
fundamental tool for tracking income and expenses per crop, helping identify "money-making" versus "money-
losing" activities. It details the Cost-Benefit Analysis (CBA) framework for making large investment decisions, 
such as purchasing machinery or installing solar pumps. Key financial risks—production, marketing, and 
financial—are analyzed alongside modern mitigation strategies like crop insurance and revenue hedging. The 
article also highlights the importance of Market-Led Production, encouraging farmers to study consumer trends 
and "Direct-to-Consumer" digital platforms to bypass traditional middlemen. By mastering farm accounting and 
risk management, producers can move from a "break-even" cycle to a sustainable, growth-oriented enterprise.

he Many farmers focus on the total 
amount of money in their pocket at the end 
of the season, but they often forget the 

hidden costs. Farm Accounting is the practice of 
recording every single transaction. 

• Variable Costs: Expenses that change 
with the amount you produce (seeds, 
fertilizer, fuel, daily labor). 

• Fixed Costs: Expenses you pay even if 
you don't plant anything (land rent, 
machinery depreciation, permanent staff, 
interest on loans). 

• Farmer Tip: If your "Gross Margin" 
(Revenue minus Variable Costs) is 
negative, you are losing money on every 
acre you plant. It is better to leave the land 
fallow or change crops than to produce at 
a loss. 

Creating an Enterprise Budget 
An Enterprise Budget is a simple table that 
breaks down the costs and expected returns for a 
single crop. It helps you compare, for example, 
whether it is more profitable to grow 10 acres of 
wheat or 5 acres of high-value vegetables. 

 
Item Unit Quantity Price per Unit Total Value 
Income (Yield) Bags 20 $25 $500 
Variable Costs 

    

- Seeds kg 50 $2 $100 
- Fertilizer bags 3 $30 $90 
- Labor days 10 $15 $150 
Total Variable Costs 

   
$340 

Gross Margin (Income - VC) 
   

$160 
 
Investment Appraisal: The Cost-Benefit 
Analysis (CBA) 
Before buying a new tractor or an automated 
irrigation system, perform a CBA. 

• Initial Outlay: The high upfront cost. 

• Recurring Benefits: Labor saved per 
year, fuel efficiency gains, or yield 
increases. 

• Payback Period: How many years will it 
take for the extra profit to pay for the 
machine? 
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rates, look for investments that pay for 
themselves 
within 3 to 5 
years. 

Managing the 
"Triple Risk" in 
2026 
Every farmer faces 
three main economic 
risks: 

1. Production 
Risk: Losses 
from weather or pests. Solution: 
Diversification (don't put all your eggs in 
one basket) and Crop Insurance.  

2. Marketing Risk: Price drops at harvest 
time. Solution: Storage facilities (wait for 
better prices) and "Contract Farming" 
where the price is fixed before you plant. 

3. Financial Risk: Rising interest rates on 
loans. Solution: Keep a "Cash Reserve" 
for at least one full season of inputs to 
avoid high-interest emergency borrowing. 

Market-Led Production and 2026 Trends 
In 2026, the most successful farmers aren't just 
selling "commodities" (bulk grain); they are 
selling "products." 

• Value Addition: Cleaning, grading, and 
packaging your produce can increase its 
value by 20–40%. 

• Direct-to-Consumer (D2C): Use digital 
platforms to sell directly to urban 
consumers or restaurants, cutting out the 
middleman (mandi/wholesaler) who often 
takes a large cut of the profit. 

• Traceability: Modern buyers want to 
know where and how their food was 
grown. Keeping good records allows you 
to sell to "Premium Markets" that pay 
more for safe, traceable food. 

The Role of Farmer Producer 
Organizations (FPOs) 
As an individual, a small farmer has no 
"bargaining power." By joining an FPO, you gain: 

• Bulk Discounts: Buying fertilizers and 
seeds at wholesale prices. 

• Better Market Access: Selling 100 tons 
of grain together gets a better price than 

selling 1 ton alone. 
• Shared 

Infrastructure: 
Sharing the cost of 
expensive cold 
storage or processing 
units. 
Conclusion 

Agricultural 
economics is the tool 
that turns "hard work" 

into "wealth." By tracking every dollar, analyzing 
risks, and looking at the market before you pick 
up a shovel, you ensure that your farm remains a 
profitable legacy for your family. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 


