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Introduction

Agriculture industry is undergoing a profound digital shift. From data-driven livestock
health management to sensor-enabled crop monitoring, technology is steadily
transforming how agribusinesses plan, operate, and scale. For modern agriculture
founders, the opportunity to lead this evolution lies not just in the tools they use, but in
the apps they build.

The global smart agriculture market is projected to grow from $16.2 billionin 2023 to over
$25.4 billion by 2028, fueled by demand for precision, traceability, and operational
efficiency. Yet many agtech solutions remain underutilized, too complex, rigid, or
disconnected from real-world needs. Custom built web and mobile apps designed to
specific workflows, like feeding schedules, yield tracking, or compliance logging, offer a
faster, more relevant path forward. But turning an idea into a successful Ag app requires
more than vision; it demands strategic clarity, validation, user-centric design, and
scalable architecture.

Too often, agriculture startups move into development without deeply validating their

assumptions or aligning with real farmer or operator behavior. The result? Low app
adoption, fragmented user feedback, or feature-heavy products that never get traction.
This guide is written to help agriculture founders, whether focused on crops, livestock, or
integrated systems, navigate each critical phase of app development. From concept
planning to MVP launch and beyond, it delivers a clear, structured roadmap to help you
move from workflow to working code, with fewer missteps and a sharper product-
market fit.
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Step 1: Creating a Business Plan and Go-To-Market Strategy

Step 1: Creating a Business Plan and
Go-To-Market Strategy

Building an agriculture app, whether for field scouting, ration formulation, breeding
records, or post-harvest traceability, starts with more than a good idea. It begins with a
clear, defensible business plan and a go-to-market (GTM) strategy that’s groundedin the
realities of agricultural operations.

Unlike traditional tech sectors, agriculture presents unique market constraints: seasonal
buying cycles, slow tech adoption in rural zones, and highly specific workflows by crop
type, livestock breed, geography, and scale of operation. A thoughtful business plan
helps AgTech founders clarify which problem they’re solving, who they’re building for,
and how the app will fitinto the user’s daily work, without adding friction.

This section breaks down how to build a business plan designed for an agriculture
startup, complete with lean validation, market segmentation, revenue models, and
strategic differentiation.

I Lean Canvas for AgTech Startups

Agriculture startups, especially those building niche apps, benefit from starting lean. A
Lean Canvas offers a fast way to pressure-test your idea, define core assumptions, and
alignyour MVP with one specific pain pointin the market.

Take, forexample, afounder developing a mobile cattle health treatment tracker. Instead
of building a full livestock management system, they can use a Lean Canvas to focuson a
narrow but critical problem: “paper-based treatment logs are hard to standardize, share,
and audit.”

This allows them to build a simple offline-capable app that vets or ranch hands can use
pen-side, then expand laterbased ontraction.

Key Components of a Lean Canvas

A Lean Canvas helps AgTech founders sharpen their business model by identifying critical
elements such as market needs, target users, revenue strategies, and competitive
differentiation.
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Below is a structured Lean Canvas for an agriculture-focused web and mobile app

platform, designed to serve mixed crop-livestock farms, Ag advisors, and agri-service

providers.

Problem Statement

‘ > | Farmers lack efficient tools to record and access field or animal-level
datainrealtime

‘/ 9 Livestock managers struggle with treatment tracking, withdrawal logs,
and health scheduling

‘ S | Crop producers need traceability and spray logs to meet compliance,

but most systems are too complex

Unique Value Proposition

B

B

B

Field-tested UX forlow-connectivity zones and non-
technical users

Built to match how operations actually work, by season, by field,
orby lot

No bloated dashboards, just tools farmers will
actually use

Key Metrics

v

S

S

V|

Active users per farm unit oragronomy group

Data completenessrate pertask (sprayslogged, treatments
tracked, etc.)

Userretention after season-end orlifecycle milestone (harvest, sale,
audit)

Volume of workflows captured digitally (vs. pen and paper
baseline)

Unfair Advantage

vl

|

Customer Segments

Mixed crop-livestock producers looking to digitize records and reduce
paperwork
coordination with clients

>
RN Agronomy service providers and feed consultants needing smooth
S Ag cooperatives and ag retailers seeking better engagement with

member farms

Solution

9 Alightweight agriculture app (web + mobile) that digitizes real-time
| workflows in crop and livestock ops

9 Modular design: users start with one workflow (e.g., health logs or
| spraying) and expand as needed

Integrates with GPS, RFID, and common ag hardware to avoid

Y

| double entry

Revenue Streams

RN Tiered subscription model (by acres managed, animals tracked, or
modules used)

RN B2Blicensing for ag cooperatives, input suppliers, and breed
associations

Integration/API revenue with hardware vendors or ag data platforms

Freemium model forindependent operators, upgrade to multi-entity
| dashboards

| V]

Deep domain understanding of both livestock and crop workflows, not generalized SaaS templates

Offline-first architecture and multilingual UX tested inreal farm environments

Founderteamincludes Ag advisors and systemintegrators, ensuring build decisions match field needs

Step 1: Creating a Business Plan and Go-To-Market Strategy
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Business Plan for an
Ag App Startup

A well-structured business plan is more than a -
Home Q
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timing, and trust. An app that doesn’t align with g@ o .

how farming is actually done, whetherin the barn, =« - i "
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Whether you are building a scouting tool,
livestock tracker, or inventory system, a clear
business plan defines market fit, sets feature
priorities, and anticipates challenges before
launch.

1. Value Proposition

A strong value proposition clearly communicates
the app’s unique benefit and why Ag operators,
who are often resistant to non-functional tech—
should choose your platform over existing tools

or manual workflows.

It’s not just about what the app does. It’s about

how it saves time, reduces risk, or unlocks
insights on the farm orin the supply chain.

For example, a mobile app that lets livestock managers log treatments pen-side, even
while offline, provides immediate value over spreadsheets or post-facto desktop
entry. A crop rotation dashboard that aligns planting with historical yield and input data
adds value where generic task managers can’t.
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A compelling value proposition must answer:

e What problem does the app solve?

o How is it different from existing Ag solutions (e.g., Excel, pen-and-paper, legacy
platforms)?

o What tangible benefits will customers experience (fewer audit issues, faster decision-
making, better ROI)?

2. Competitive Analysis

The agriculture tech space is evolving fast, with players offering point solutions for
livestock traceability, precision inputs, inventory management, and marketplace
integrations. Conducting a competitive analysis helps you:

o |dentify underserved customer segments
e Spotgapsinfeatures, UX, and pricing
e Refine your messaging and go-to-market strategy

Start by mapping:

e Direct competitors (e.g., livestock record keeping platforms, agronomy CRMs, farm
Apps)

e Indirect competitors (e.g., Excel spreadsheets, offline ledgers, generic project

management tools)

Athorough analysis should evaluate:

Market Positioning What target segment do competitors focus on?

Are they targeting high-volume commercial producers or smallholder,
Pricing Strategy y targeting hig p /

mid-sized operators?

Do they support offline access, integrations with hardware, or GPS-
Tech & Features v supp °

based field management?

Where do they excel, or struggle, in user adoption, mobile design, or field
User Experience Y 99 p g

practicality?

For example, if current livestock record keeping apps are too expensive and focused on
enterprise clients, a lightweight treatment log app that syncs with RFID tags could be
positioned for mid-sized, underserved producers.

Step 1: Creating a Business Plan and Go-To-Market Strategy 07



3. Market Analysis

A comprehensive understanding of your Total Addressable Market (TAM), Serviceable
Available Market (SAM), and Serviceable Obtainable Market (SOM) is essential when
building an agriculture app. Unlike consumer apps, agriculture apps must be rooted in
operational realities: seasonal constraints, tech literacy levels, and regional adoption
curves.

Forinstance, the market for digital field management tools is growing rapidly among row
crop producers and large specialty farms. Meanwhile, livestock-specific apps for
treatment logs or EID-based animal tracking remain highly fragmented, offering an
opportunity for niche solutions with focused UX and interoperability.

Founders must segment their market not just by geography or farm size, but also by:

Enterprise type (crop, livestock, orintegrated)

Workforce tech fluency

Regulatory pressures (traceability, GAP, VFD, carbon reporting)

Hardware compatibility (EID readers, soil sensors, weigh scales)

4. Business Model & Revenue Streams

A well-defined business model is critical to scaling your Ag app sustainably. Monetization
strategies should match usage frequency, value realization timelines (e.g. per seasonvs.
perweek), and operator behavior.

Here are common and effective monetization models for AgTech apps:

e Subscription Model: Ideal for apps tied to year-round operations like inventory
control, breeding, or compliance tracking. Pricing can be based on acres, number of
livestock, or features/modules unlocked.

e Freemium Model: Offer limited access to core workflows (e.g. scouting, treatment

logs) and unlock advanced reporting, multi-user support, or integrations via
subscription tiers.

Step 1: Creating a Business Plan and Go-To-Market Strategy 08



e API Licensing or OEM Integration: Generate revenue by integrating with input
suppliers, EID hardware manufacturers, drone platforms, or ag retail ERPs. This
approach works well when your app becomes an embedded module in a larger
system.

e Enterprise B2B Agreements: Offer white-labeled versions of your app to
cooperatives, Ag consultants, orassociations managing multiple farm accounts.

5. Key Milestones

Agriculture startups should define milestones that reflect traction not just in downloads,
but in workflow adoption and seasonal performance.

Startups should define key milestones based on:

e User Acquisition Targets: Reach 500-1,000 active users in year one, including
growers, consultants, and ranch operators across 2-3 target regions.

e Pilot Partnerships: Secure 3-5 validation partners (e.g. seed dealers, feedlots, Ag
advisors) to run structured pilot programs across crop/livestock segments.

e Revenue Benchmarks: Achieve $100K-$250K in ARR by optimizing pricing,
onboarding programs, and partner-led distribution.

e Technology Enhancements: Develop cross-platform offline support, integrate
sensor data, and offer role-based access for multi-actor operations (e.g. manager,
labourer, vet).

4. SWOT Analysis

A well-executed SWOT analysis helps agriculture app founders anticipate challenges
and identify strategic opportunities based on real operating conditions, not
assumptions.
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Strengths

Weaknesses

Purpose-built UX for agriculture, offline readiness, rapid deployment across field and pen-level workflows

Limited awareness, hardware compatibility hurdles, fragmented onboarding environments

Increased regulatory demand for digital traceability (e.g. FSMA, GAP, VFD), rising smartphone penetration

Opportunities T
among mid-sized operators

Threats

Competitive feature overlap with established players, resistance to app switching, market fragmentation

I Go-To-Market Strategy foran AgTech App

A solid business plan is just the beginning, the
real challenge lies in execution and user
adoption. A well-crafted Go-To-Market (GTM)
strategy ensures your agriculture app gains
meaningful traction, establishes a presence in
the industry, and maintains sustainable growth.

AgTech startups often face challenges such as
fragmented user bases, low digital adoption in
rural zones, and difficulty building trust with
growers or livestock operators. To overcome
these hurdles, your GTM approach should
prioritize the following:
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e Hyper-Targeted Marketing: Use social media, Ag influencers, breed associations,

and regional Ag extension networks to reach early adopters. Focus on vertical-

specific groups (e.g., dairy cooperatives, seed retailers, grazing consultants) to

createrelevance from day one.

e User-Centric Growth Tactics: Implement demo days at local expos, offer free

seasonal trials, and provide personalized onboarding for growers, ranchers, and ag

advisors. These tactics build trust and allow potential users to evaluate the app’s

usefulness within theirunique operations.

e Strategic Partnerships: Partner with agronomists, veterinarians, co-ops, and local

input suppliers to embed your app within existing service channels. These trusted

actors often become the gateway to farm-level adoption.

Step 1: Creating a Business Plan and Go-To-Market Strategy
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e Tech-Enabled User Experience: Ensure cross-platform (web + mobile) compatibility,
offline usability in the field, and seamless integration with tools like GPS mapping, EID
readers, or drone imaging. A well-built UX shortens the learning curve and drives
repeatusage.

1. Target Market

A. Market Segmentation

Segment your target audience based on enterprise type, operational scale, region, and
digital maturity. Examplesinclude:

Mid-sized row crop growers adopting precision input practices

Feedlot managers seeking better treatment and feed tracking

Organic producers needing traceability and compliance reporting

Service providers like agronomists, seed reps, and livestock consultants
B. Market Potential

Assess the Total Addressable Market (TAM), Serviceable Available Market (SAM), and
Serviceable Obtainable Market (SOM) based on region, crop/livestock type, and user
role (farm owner vs. field crew). Factor in regulatory pressure (e.g., VFD, GAP), increasing
smartphone penetration, and institutional digital mandates.

C. Growth Opportunities

In AgTech, growth isn’t just about onboarding more users, it’s about building systems
that areresilient, relevant, and positioned to scale across seasons and cycles.

Key growth opportunitiesinclude:
e Sustainable & Eco-Friendly Practices: Growers are seeking tools that help reduce
input waste, improve soil health, or support carbon tracking. Ag apps that monitor

fertilizer run-off, optimize spray intervals, or connect to regenerative farming
initiatives are increasingly indemand.

Step 1: Creating a Business Plan and Go-To-Market Strategy 1



e Tech-Driven Field Experience: Apps that deliver value in the field, via offline access,
real-time tracking, or hardware sync (e.g., Bluetooth scales, drone overlays, 10T soil
sensors), help users transition away from paper workflows without friction. This
functionality is critical for both livestock and crop operations.

e Decentralized Advisory Networks: Just as ghost kitchens transformed food logistics,
remote agronomy, tele-vet services, and Al-powered crop modeling are reshaping
how advisory services scale. Apps that allow consultants to serve more farms virtually
will grow inimportance.

e Personalized & Data-Driven Agriculture: Al-powered apps that can suggest spray
timing, ration changes, or crop rotation strategies based on field history or health data
offer high perceived value, especially when paired with traceability and compliance
readiness.

2. Marketing Channels

A well-planned marketing strategy is essential
for an agriculture startup to attract users, build

Public

Websi
Website Relations

brand visibility, and foster trust within a sector

that often favors tradition over technology. e

Marketing
& SEO

While the value of AgTech is growing, many farm Integrated

Marketing

operators, both crop and livestock, remain Campaign

Internal
Comm- Events
unications

skeptical of new digital solutions due to past
inefficiencies, cost concerns, or lack of localized

Email

Marketing Advertising

relevance.

To break through this hesitation, startups must go beyond generic outreach and adopt a
tailored, multichannel approach that speaks directly to the realities of rural operators,
independentranchers, agronomists, and vertically integrated businesses.

Multichannel marketing allows founders to diversify their messaging across digital and
offline touchpoints, accommodating how different user groups discover, assess, and
adopt technology. When done well, this approach not only drives adoption but builds
long-termrelationships rootedinrelevance and trust.

Step 1: Creating a Business Plan and Go-To-Market Strategy 12



Why multichannel marketing is crucial:

e Increases Reach: Different user types (e.g., agronomists or. cow-calf operators)
engage through different platforms and communities

e Builds Trust & Engagement: A mix of digital outreach, in-person events, and
influencer alignment (e.g., veterinarians, Ag advisors) helps establish credibility

e Drives Sustainable Growth: A diversified channel mix reduces dependency on paid
ads and supportslong-term customer acquisition

Key marketing channels AgTech startups should utilize:

e Ag Media & Influencer Marketing - Leverage ag-specific YouTube creators, farmer-
led podcasts, livestock vet influencers, and Ag extension networks to build awareness
inreal communities.

e SEO & Content Marketing - Publishing actionable content on grazing strategies,
traceability regulations, or crop rotation planning helps drive organic discovery and
thought leadership.

e Email & SMS Campaigns - Use seasonal tips, compliance reminders, and trial
incentives to engage users throughout the crop orlivestock production cycle.

e Paid Advertising - Run geo-targeted campaigns on Google, Facebook, and LinkedIn
to attract specific user types (e.g., wheat growers in Kansas, or dairy managers in
Wisconsin).

3. Sales Strategy for AgTech Startups

Agriculture startups face unique sales challenges, from navigating long sales cycles and
regional barriers to competing with legacy tools or analogue habits. Without a strong
sales foundation, many apps struggle to move beyond pilots into sustained adoption.

A data-informed, relationship-driven sales strategy ensures AgTech apps don’t just
generate installs, they build recurring usage and trust.

Step 1: Creating a Business Plan and Go-To-Market Strategy 13



Step 1: Creating a Business Plan and Go-To-Market Strategy

A. Positioning & Differentiation

In agriculture, success often hinges on solving one problem very well. Instead of
competing with complex farm management platforms, clearly communicate your focus,
whetherit’s:

o Asimplified and connected cattle treatmentlog for VFD compliance

o Afield-level crop input schedulerthat works offline

e Ascouting app thatintegrates with drone images and field sensors

Emphasize what makes your app different, such as offline sync, regional compliance
features, ormodularity, and how it directly improves on existing solutions like notebooks,
spreadsheets, orlegacy systems.

B. Customer Retention & Relationship Building

Gettingafarmto adopt yourapp is step one, keeping them through multiple seasonsis
where ROl lives. Build retention strategies that align with agricultural dynamics:

e Loyalty programs forlong-termusers(e.g., discounts on module upgrades)

e Seasonalrenewal prompts timed around planting, harvest, orvaccination cycles

o Email-basedre-engagement with new feature releases tied to seasonal needs

Use analytics to understand churn patterns, prioritize in-app feature messaging, and
drive adoption through customized onboarding and usage nudges.

C. Smart Pricing & Profitability

Competing on price alone in agriculture tech isn’t sustainable. Instead of trying to
undercut legacy platforms or offer free tools forever, AgTech founders should adopt a
value-driven pricing strategy, one that reflects the real operational gains their app
delivers.
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Step 1- Creating a Business Plan and Go-To-Market Strategy

Offer flexible pricing models such as per-acre, per-animal, or per-module tiers. Consider
bundling features (e.g., crop planning + harvest logistics), or offering early adopter
discounts and co-op-wide subscriptions to increase perceived value.

Agriculture users, especially mid-sized producers and service providers—are often
willing to pay a premium for solutions that:

e Savetime onrecordkeeping
e Reducerisk during audits

e Replace paper-based processes withreal-time visibility

By focusing on quality, transparency, and ease of use, AgTech apps can command
pricing that reflects theirimpact, notjust their features.

D. Scaling with Technology & Partnerships

Technology is central to scaling an AgTech startup, but it must be the right kind of
technology. Building web and mobile apps that support offline functionality, modular
scalability, and hardware integrations allows startups to serve users at different stages of
digital maturity.

Equally importantis forming the right partnerships. Collaborating with:

Local cooperatives

Seed/fertilizer suppliers

Veterinary networks

Agronomy consultants

Dataintegrators (e.g., weather APIs, traceability tools)

can help accelerate app adoption, build network effects, and drive trust in markets
where word-of-mouth and credibility matter deeply.
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Step 1- Creating a Business Plan and Go-To-Market Strategy

Defining a strong sales strategy is only the beginning; executing it through scalable tech
infrastructure and trusted partnerships is what drives real, lasting growth. Once your app
is positioned clearly, priced fairly, and supported by a value-focused retention model,
the right channel mix will turn traction into revenue.

1. Direct Sales

Approach high-value agricultural networks such as cooperatives, input suppliers,
veterinary clinics, or Ag advisors for partnerships. For example, a pasture rotation web
app could partner with regenerative farming consultants, or a livestock treatment tracker
couldintegrate with local vet groups to reach trusted networks.

By building credibility through boots-on-the-ground relationships, AgTech startups can
accelerate early user adoption and gather direct feedback fromreal farm operators.

2. Expanding Sales with a Multi-Channel Approach

Relying on a single sales channel limits visibility and scalability. A multichannel approach
expands reach, diversifies revenue opportunities, and enhances engagement with
different farm types and stakeholders.

Here’s how AgTech startups can expand their sales reach:

e Online Marketplaces & Integration Partners - List your app in ag-specific platforms
(e.g., drone service directories, farm technology marketplaces, livestock tech
networks) for discoverability and integrations.

e Direct-to-Farm Sales (DTC) - Launching a branded website or progressive web app
allows you to own the customer relationship, offer personalized onboarding, and
build credibility in your niche.

e Corporate & Bulk Partnerships - Collaborate with seed companies, cooperatives,
feed suppliers, or large food processors that want to deploy digital solutions to their
contract growers or suppliers.

e Retail & Field Channel Expansion - Build presence through Ag expos, field days,

retailer referrals, and local tech installers (e.g., drone mapping providers, Ag tech
reps) who serve asregional advocates foryour app.
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Step 2: Validating the Idea Using an Interactive Clickable Prototype

3. Sales Process & CRM Tools

Efficient sales management is essential for turning pilots into long-term customers. Use
CRMtools like HubSpot, Zoho, or Salesforce to track lead sources, user segments (crop,
livestock, service provider), and demo follow-ups.

A CRM system helps:

Personalize outreach

Track conversion timelines
across seasons

Identify the most promising
user types by retention and
ARPU

4. Sales Performance Metrics

Once your strategy is in place, use defined KPIs to measure effectiveness and guide
iteration.

Here are four key performance metrics for AgTech sales:

Metric Description

01. Customer Acquisition Cost (CAC) How muchyou spend to convert alead into a paying user

02. Average Order Value (AOV) Average annual spend per farm, per module, or per service tier

03. Retention Rates Percentage of farms who renew subscriptions season-over-season
04. Revenue Growth Expansion of MRR/ARR across geographies, use cases, or product tiers

Step 2: Validating the Idea Using an
Interactive Clickable Prototype

In developing a successful agriculture app, validating your concept through an
interactive clickable prototype is a crucial early milestone. This process ensures that your
app resonates with the right Ag user base, whether it's ranchers, agronomists, farm
managers, or field crew, by testing usability, clarity, and relevance in real workflows. Early

17



validation reduces the risk of building features that don’t match on-farm behaviour or
operationallogic.

To develop a strong prototype, founders typically collaborate with a Ul/UX designer,
product manager, and software architect to bring aninitial concept to life. Over a period
of 4 to 6 weeks, you refine youridea through focused userresearch and feedback-driven
iterations, ensuring a foundation that is practical, scalable, and highly usable across real
Ag operations.

By rigorously following these stages, AgTech founders canvalidate app ideas that reflect
real user behaviour, avoiding assumptions and surfacing friction points early in the
process

The Validation Loop

Define
Frame the problem Prototype
Build visuals

Empathize Ideate Test
Understand the Explore solutions Get feedback
people

| Stage 1: Empathize

Start by immersing yourself in the daily
lives of your target users. Whether it’s a
feedlot  manager logging cattle
movements, or a field technician scouting
for pests, observe firsthand how they
capture and manage operational data
today.

Conduct qualitative interviews and

observe work routines to uncover:

Step 2: Validating the Idea Using an Interactive Clickable Prototype 18



e Painpointsin existing digital ormanual tools
o Gapsinseasonalworkflows (e.g., pre-harvest planning, calving records)

e Environmental constraints (e.g., zero connectivity in the barn, device-sharing
among workers)

Ask: What slows them down? What gets skipped? What’s recorded late? This is
where true productinsight begins.

| Stage 2: Define

Using the insights from the empathize stage, clearly articulate the problem(s) worth
solving. Narrow your focus to high-frequency, high-friction tasks that users perform
regularly and can be improved with digital workflows.

Examplesinclude:

e Mid-sized row crop growers lacking a crop rotation visualizer
o Cattle operators needing a simple withdrawal compliance alert system

o Agronomists managing dozens of farms without a shared scouting platform

Create user personas and define success criteria for each. This stage helps you stay

laser-focused when moving into prototyping and prevents scope bloat early on.
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User Persona: Seedstock App

Brian Halverson

Seedstock Operator  Pedigree-Driven Cattle Producer

2 Aboutme @  Demographic
Brianis a 45-year-old seedstock cattle producerin Age 45
Montana focused on genetic quality, performance
tracking, andregistered herd management. He Lormbir Miles City, USA
oversees calving, breeding, EPD tracking, and customer Income $150,000/year
sales. While experienced, he finds managing multi-year
records and lineage data inefficient with spreadsheets
and outdated tools. He's seeking a user-friendly web
and mobile app to streamline herd reporting and ® Pain points

integrate with EID readers.
Managing multi-year genetic
and calving records is complex

and error-prone

3 i Needs tools to track EPDs and
€<: 'ersonall
Y generate clean performance

reports for bull buyers

Introvert Slightly Extroverted
[ ) Finds legacy software too
bloated or hard to customize
Thinking Feeling
@®
Work experience
sensing Intuition —
®
If I can track genetics, performance, and | Judging Perceiving Early adopter
calving history without losing hours in PY T
spreadsheets, that’s a tool I'lluse every
season. Loyal Loyalif service is consistent Technical familiarity
( ]

User Persona: Crop App

Amy Peterson

Agronomist, Precision Advisor for Mixed-Crop Growers

2, Aboutme @  Demographic
Amy is a 34-year-old agronomist consulting across multiple Age 34
medium to large-scale farms. She supports growers with
nutrient planning, scouting, and crop rotation management. Lagatien California, USA
Amy is tech-savvy, using spreadsheets, drone imagery, and Income $95,000/year
GIS, but struggles with siloed tools and lack of real-time
visibility. She’s looking for a web-based field management app
that supports task assignment, mobile scouting, input
scheduling, and integrates with third-party sensors and satellite ® Pain points

data.

No unified view of scouting,
inputs, and planning across

farms

Data entry is time-consuming

&% Personality

and scattered

Introvert Slightly Extroverted Hard to coordinate with field
® crews during busy seasons
Thinking Feeling
[ J
Work experience
Sensing Intuition ——
®

EER Rereai Early adopter |

Rt W] —— - If Ican manage fields, logissues, and

® 2 collaborate with growersin one place, I'll
Loyal Loyalif service is consistent Technical familiarity MEE oI BEE D STeae B T SRR T
L]
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| Stage 3: Ideate

Brainstorm a wide range of potential solutions based on real user pain points. At this

stage, AgTech founders should focus on user stories and core workflows that define how

their target users interact with day-to-day operations, whether in the field, barn, or

office.

Use lean feature prioritization to identify what belongs in your Minimum Viable Product

(MVP). Build only what’s essential to test user behaviour, adoption, and usefulness,

without overengineering the platform.

User Stories

User Role

Cow-Calf Producer

Field Scout

Farm Manager (Mixed Ops)

Custom Applicator

Dairy Compliance Officer

Scenario Desired Outcome

Struggles torecord calving events, treatments, A mobile-first tool forlogging calving,

and pasture movementsinreal time health checks, and pasture history

Collects pest and crop health data manually; Easy-to-use mobile app with offline

hard to compile across fields scouting forms and automatic data syncing
Tracks crops and livestock manually; misses One place to manage daily inputs, feed
critical record keeping steps schedules, and activity logs

Needs to log field treatments and input usage GPS-enabled mobile logs for spray jobs
across multiple client farms with seasonal summaries

Finds it hard to maintain VFD treatmentlogs and milk Mobile app with time-stamped
withdrawal data treatment entries and compliance alerts

| Stage 4: Prototype

Developing clickable prototypes gives ’
AgTech founders and teams a concrete " pGRICULT
way to validate design decisions, app
flows, and critical functionality, before a
single line of production code is written.

Creating an interactive web or mobile
prototype enablesyou to:

URE APP PROTOTYPING
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Gatherreal-time feedback

Test the usability of farm-relevant features

Show tangible progress to potential funders or early adopters

De-risk development by surfacing gaps in workflow logic or Ul/UX

This iterative process helps crystallize the product vision while validating whether the app

truly fits into the user’s working environment or not.

1. UserJourney Map

A userjourney map outlines the path a grower, rancher, or Ag advisor takes to complete a

specific goal within your app. Foran agriculture app, this mightinclude:

User Journey Map foran AgTech App

Stages of Journey

End-User Activities

Mid-Term Goals

Touchpoints

Experience & Emotions

Business Goals

Learns about the app from
peers, advisors, orag expos

Looking forways to reduce
paperwork, improve
visibility, or stay compliant

Ag podcasts,demo booths,

social media, newsletter

Frustration with siloed tools
ormanual records

Raise awareness, educate
key user personas

Consideration

Explores app use cases (e.g.,

spraying, calving logs,
inventory)

Evaluating whether the app
fits their operation's size and
workflow

Landing pages, walkthrough
videos, use case-specific
content

“——

&
el

Hopeful the app can solve
day-to-day inefficiencies

Provide role-specific
education and social proof

Decision

Signs up, sets up theirfarm,
and configures their
workflow

Confirming the app works
offline and fits specific tasks

Free trial, referrals from
trusted partners, co-op
recommendations

Confidence that the toolis
simple, modular, andreliable

©

Simplify onboarding, reduce
drop-offs

Engagement

Uses the app for seasonal or
daily tasks; syncs data or
exportsreports

Continuously uses core
features like scouting logs or
health tracking

In-app support, alerts,
analytics dashboards, and
integrations

©

=

Satisfiedif it saves time,
improves records, or
supports team coordination

Drive renewal, expand use
across modules, and collect
userfeedback

This structured journey ensures your AgTech app is designed to align with real-world

farming and ranching behaviour, maximizing ease of use while meeting business goals.

Mapping this journey enables founders to identify friction points, modifying messaging

for different user types (crop vs. livestock, manager vs. field worker), and improve user

retention with data-driven decisions.

Step 2: Validating the Idea Using an Interactive Clickable Prototype
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2. Wireframes

Wireframes are skeletal layouts that visualize how your app’s features will function before
development begins. In AgTech, they're especially important for mapping complex
workflows, like logging calving events, scheduling input applications, or viewing multi-
field crop data, in aformat that works both in the office and in the field.

Well-designed wireframes help:
e Translatereal agricultural tasks into intuitive user flows
e Anticipate usability issues across web and mobile environments
e Align cross-functional teams around a shared product vision

e Accelerateiteration by validating screenlogic before investingin code

.
Farms + Dashboard S &« Animal Profile
m Green Acres Farm
Total Animals Alerts
m Rolling Hills Ranch 125 3
Animal ID: 12345
Breed: Holstein
Tasks GEEtiED Age: 3 years
Summar
7 Y
Healthy
Weight
. Farm A 650kg
Manage your livestock
with ease Breeding Status Location Last Checkup
: Barnl 2023-08-15
Keep track of your animals’ health, breeding, Active
and more, all in one place.
HealthHistory  BreedingRecords  Movemen t
Weather
3 Today
F* sunny, 25°C Health History
Vaccinati
Feed Inventory g oonan
@ Grain

Whether designing for a ranch manager or a field scout, wireframes ensure your app's
structure supports real-world Ag operations from day one.

3. Mockups

Mockups turn static wireframes into polished screens by applying your app’s branding,
layout, and Ul elements. In AgTech, they help visualize real-world workflows, like feed
logs, spray schedules, or harvest overviews, across web and mobile. Mockups make it
easier to spot design flaws early, align teams on visual priorities, and ensure the interface
feelsintuitive for both field and office users.
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4. Clickable Prototype

Clickable prototypes simulate real user interactions, allowing stakeholders to navigate
key flows, such as logging treatments or assigning field tasks—before development
begins. For agriculture apps, this helps test usability in low-connectivity settings, gather
early feedback, and align on functionality across different user roles. Tools like Figma or
Adobe XD make it easy to refine designs and reduce rework by validating experience
early inthe product cycle.
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| Stage 5: Test

Before committing to full development, it's
critical to test the clickable prototype with
real users from your target audience,
whether they’re ranch managers, crop
advisors, or field scouts. This step helps
validate functionality, navigation, and
overall usability in realistic work conditions.

By observing how users interact with the prototype, you can identify confusion points,
refine task flows, and capture feedback that informs final design and feature
prioritization. Early testing ensures your app fits real agricultural workflows, not just
theoretical ones, and minimizes rework before launch.

Step 3: Choosing the Right Agriculture App
Development Company

Once your prototype is validated, the next major decision is selecting a tech partner who
can bring your vision to life. For agriculture apps, this means finding a team with domain-
specific understanding, strong Ul/UX capabilities, and a track record of building scalable
apps that work in field, barn, and office environments. Here’s what to prioritize:

|Expeﬁence
1. Industry-Specific Experience in Agriculture

Not all developers understand the nuances of farm operations or livestock management.
Look for a team that has worked in the agtech space and understands how seasonality,
compliance, offline access, and data accuracy affect real-world use.

The ideal partner should be familiar with:

o Agworkflows like inventory logging, pasture planning, oryield tracking
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Step 3: Choosing the Right Agriculture App Development Company

e Integration needs for sensors, satellite imagery, orweather APIs

e Field-tested Ul design customized to non-technical orremote users

2. Expertise in Mobile & Web Development

Agriculture apps must perform consistently across devices and environments. Whether
your users prefer smartphones during harvest or web dashboards in the office, your
development team should be able to build both seamlessly.

Choose a partnerwho can:

e Designapps thatload quickly and sync data inlow-connectivity areas
e Buildresponsive web platforms for operators who rely on desktops

e Delivermobile-first Ul for task-based features like scouting, logging, or alerts
3. Integration Capabilities with Third-Party Services
Modern Ag apps don’t work in isolation. Whether it's syncing with livestock traceability
tools or importing satellite NDVI maps, integration is key to scaling functionality without
bloating your app.
Your dev team should confidently work with:

e Payment gateways (for orders or services)

e Location-based services(e.g., geotagging spray jobs)

e Farm managementintegrations (e.g., weather APIs, ERP, compliance tools)

e CRM and support platforms (to manage user accounts, help tickets, and onboarding)

4. Search Optimization & Personalization for Agriculture Apps

Efficient search and personalization improve usability in agriculture apps by helping users
quickly access what matters most. Key featuresinclude:
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e Predictive searchforpastrecords, inputs, or tasks
e Location-based search forfields, suppliers, or service areas
o Facetedfiltersby crop, livestock type, treatment, or season

These tools simplify navigation and enhance the in-app experience for Ag professionals.

| Portfolio and References

Reviewing a development company’s ) Dashboard

previous work offers valuable insight into

Welcome back, lvan! :]
R g opproval today [
their capabilities, design thinking, and ability R R — !A

to deliver on expectations. For agriculture

startups, evaluating portfolios and case
studies helps determine whether a team
understands the operational demands and

workflows of farming and livestock, and
whether they’ve successfully built usable
apps in similarly complex, offline-prone
environments.

A strong AgTech partner should demonstrate both functional expertise and domain-
specific adaptability. Here’s what to look for:

e Case Studies: Prioritize teams with proven apps in crop, livestock, or agri-supply
chains, especially involving field data, inventory, or compliance.

e Live Apps: Review web or mobile apps with strong UX, offline reliability, and real-
world adoption.

e Client References: Validate responsiveness and flexibility by speaking with past
clients directly.
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demonstrate good animal welfare. and expect the relationship to continue for the

foreseeable future.
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| Engagement Models & Cost Structure

Choosing the right engagement model is key to balancing flexibility, budget control, and
speed. especially for AgTech startups operating in dynamic field environments. Whether
you're launching a mobile app for ranch records or a web platform for crop planning, your
development model will directly impact how efficiently you reach your goals.

A. Project-Based Model

This model works best for agriculture startups with a defined scope and tight timelines.
It’sideal for:

e MVP builds with clear functionality, like treatment logging, harvest tracking, or offline
form submission

e Early-stage founders seeking predictability in both cost and delivery
e Grants or pilot-funded apps where budget constraints demand clear deliverables

While cost-effective, this model may not suit evolving products where feedback loops
and iteration are critical.

B. Team-Based Model

For AgTech products that need continuous improvements, integrations, or multi-season
rollouts, ateam-based engagement offers more adaptability. This model suits:
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e Scaling platforms requiring regular feature updates across web and mobile
e Operations-driven apps that must adapt to regulatory or seasonal changes

e Long-term innovation where performance tuning, hardware integrations, and user

behaviour testing evolve overtime

Though more resource-intensive, this structure gives you a full product team that can
iterate, respond to userdata, and support real-world scale.

| Ensuring the Right Expertise to Build the Right Team
A capable development team is more than just coders. For agriculture apps, where
workflows can be complex and users are often non-technical, a well-rounded team

ensures intuitive design, domain-fit features, and seamless delivery.

Before selecting a partner, confirm they provide:

v

Business Analysts

o

Xt

Quality Assurance
Engineers

<[>

Software Engineers understand ag-

specific workflows

build scalable, test forreal-world

and requirements

secure systems edge cases

@

Ul/UX Designers

Project Managers

build intuitive aligndeliverables,

interfaces for task- timelines &

heavy environments.

requirements

Having all roles in-house speeds development and reduces back-and-forth, especially
wheniterating with user feedback mid-season.
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| Post-Launch Support & Maintenance

Building the app is only half the job, agriculture operations rely on seasonal uptime,
timely updates, and bug fixes during critical periods like planting, calving, or harvest.

Look for partners who offer structured post-launch services, such as:

24/7 Support Hours Bug Fixes & Updates Scalable Support Models
for critical workflows and real-time timed around to accommodate growing farms, new
errorresolution operational seasons users, or evolving compliance standards

Reliable maintenance prevents costly disruptions and ensures your platform stays
aligned with userneeds in the field.

| Optimizing Resource Allocation

How and where your development
team is staffed can significantly
affect project cost, speed, and
long-term scalability. For
agriculture startups—where timing,
budget, and operational downtime
are critical, choosing the right
resourcing model is as important as
the techitself.

e Onshore Teams offer the advantage of real-time collaboration, domain familiarity,
and stronger alignment with your business culture. They're ideal for complex, high-
touch builds, but often come at a higher cost.

e Offshore Teams provide cost efficiency and access to a wider talent pool. However,

timezone gaps, communication delays, and limited domain knowledge can introduce
risks if not managed well.
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e Hybrid Teams combine the best of both worlds, strategic oversight and product
leadership from onshore experts, paired with offshore execution teams for
development scale. This setup allows startups to remain cost-efficient without
compromising speed or quality.

For most agtech founders, a hybrid model offers the aqility to build fast, adapt to
seasonal needs, and scale affordably, while keeping core decision-making close to the
product vision.

Step 4: Securing Funding for Your
Agriculture App Venture

Once your product vision and business model are validated, the next step is preparing for
external investment. Whether you're building a livestock record keeping app or a crop
input planning platform, presenting a financially sound and scalable roadmap is key to
gaininginvestor trust.

How Funding Rounds Differ:
Seed, Series A, Series Band C

Pre-Seed

Uses:

Problems/

v s
Solution Fit

Product
‘Development

-y

Time

v

Traction

A well-prepared funding strategy not only helps raise capital across different funding
stages, it also proves you’ve built a product that can scale, monetize, and survive
seasonal and operational cycles.
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| Financial Planning: Building Investor Confidence

The global AgTech market is projected to surpass $30 billion by 2030, driven by
digitization across farm management, livestock health, input traceability, and data-
driven decision-making. To secure funding, you’ll need to present detailed financial
documents that highlight scalability and return potential.

e Revenue Forecasts: Outline clear projections for the next 3-5 years. Include
monetization paths like SaaS subscriptions, per-acre pricing, EID-based usage tiers,
integration fees, ordatalicensing.

e Expense Projections: Break down development, integrations, marketing,
compliance, and staffing costs. Consider timing around seasonality e.g., budgeting
more during pre-plant or calving windows.

e Cash Flow Planning: Detail monthly burn, expected inflows, and key funding inflection
points. For AgTech, liquidity is critical during slower revenue months (e.g., post-
harvest or dry seasons). Demonstrating how you’ll maintain operational runway
through seasonal variance is vital.

e Funding Requirements: Specify how much capital is needed, over how many rounds,
and what it will be allocated toward, be it product features, compliance readiness,
talent acquisition, or go-to-market expansion.

| Crafting a Persuasive Investor Pitch Deck

Your investor deck should clearly articulate what your AgTech app solves, how it's
positioned in the market, and why it will generate sustainable value across crop or
livestock operations.

Key elements should include:
¢ Vision, Mission & Objectives: Clearly define the core problem your app addresses,

such as simplifying cattle performance data, simplifying regulatory tracking, or
digitizing input records, and how your product fills a current industry gap.
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e Market Opportunity: Showcase real demand from producers, processors, or
cooperatives, whether you're serving precision Ag, traceability, compliance, or
automationniches.

e Product Features & Business Model: Highlight what your web or mobile platform
does differently, offline support, real-time sync, automated alerts, Al-driven
scouting, etc., and how revenue will be generated.

e Traction Metrics: Include any early usage stats, partnerships, or pilot feedback. If
you’ve reduced manual effort, saved hours per week, or improved reporting for test
users, quantify it.

e Go-To-Market Strategy: Clarify how you’ll reach your audience: farm expos, Ag
retailer partnerships, co-ops, local influencers, agribusiness email campaigns, or
digital onboarding for decentralized rural teams.

e 5. Competitive Landscape: Show how your app outperforms existing agtech
solutions by highlighting unique advantages in functionality, usability, or sector focus.

e 6. Financial Projections: Share realistic revenue forecasts, break-even timelines, and
profitability based onyour pricing model and seasonal dynamics.

e 7. Key Team Members: Emphasize your team's domain and technical expertise, crop,
livestock, compliance, or software engineering.

¢ 8. Funding Requirements: State the amount needed, funding timeline, and how the
capital will be allocated across product, marketing, and operations.

| Aligning with the Right Investors

Not every investor is fluent in AgTech, and that’s why aligning with the right backers is
essential. Focus on investors, VCs, and funds that actively support agricultural
innovation, especially in areas like livestock management, crop traceability, supply chain
optimization, and automation. Connecting through ag-focused accelerators, pitch
competitions, and summits can boost your visibility with stakeholders who understand
the field’s seasonality, compliance burdens, and infrastructure challenges.
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Step 5: From Concept to Market:
Developing and Launching Your MVP

With funding in place, the next critical step is
building your Minimum Viable Product (MVP), a
working version of your app that delivers
essential functionality for field users, while

leaving room foriteration based on feedback.

O

HOW TO BUILD A

MINIMUM VIABLE PRODUCT

NOT LIKE THIS

o d o

LIKE THIS

e

Whether it’s a mobile app for ranch health records or a web-based dashboard for crop

rotation planning, your MVP should validate the product-market fit, demonstrate real

utility, and pave the way forlong-termscale.

| Structured App Development Process

Agriculture apps deal with operational complexity, from multi-location farm setups to

disconnected work environments. A structured development process ensures every

team, from product to QA, stays aligned across features, feedback, and milestones.

)

Communication Channels
Clear, ongoing collaboration between
founders, designers, and developers
ensures operational workflows, like
crop production orranching, translate

effectively into product features.

| Product Releases

Tracking Tools & Project
Management

Platforms like Jira or Trello streamline
sprint tracking, bug logging, and task
ownership, crucial formanaging
seasonal features across modules like

irrigation or livestock care.

s

Sprints

Agile sprints enable rapid release and
refinement, ensuring the app evolves
withreal-world feedback, whether
optimizing planting schedules or
health monitoring tools.

Rolling out early MVP releases allows agriculture founders to gather feedback from real

users, such as farm operators, livestock managers, or co-op supervisors, before a full-

scale deployment. This phased approach helps test usability in real conditions, catch

operational gaps, and fine-tune the experience across both web and mobile platforms.

Step 5: From Concept to Market: Developing and Launching Your MVP
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Step 5: From Concept to Market: Developing and Launching Your MVP

1. Stakeholder Access

Provide early access to key users, whether it’'s ranch staff, field workers, or input
distributors, to validate functionality and surface feedback tied to real workflows.

2. Feature Testing

Controlled releases allow the team to test modules like treatment tracking, irrigation
logs, or harvest schedulingin live environments. Feature testing ensures:

¢ Improved UX: Refinesinterface usability across diverse user groups.

e Scalability Checks: Confirms stable performance during seasonal load (e.g., planting
or calving season).

e Security & Compliance: Verifies that data handling meets ag-specific standards like
livestock traceability orinput applicationrecords.

e System Integrations: Tests compatibility with external systems like hardware sensors,
input management tools, or supply chain platforms.

| Ensuring Quality Through Rigorous Testing

Reliability is critical in agriculture, where timing and accuracy impact yield, animal health,
and compliance. A strong Quality Assurance (QA) process must test the app across edge
cases like offline mode, variable field conditions, or multi-user coordination, ensuring the
software won’t break under pressure.

| User Acceptance Testing (UAT)

UAT confirms that the app meets the real-world needs of end users, be it ranch foremen,
agronomists, compliance officers, or farm managers. Involve users in validating features
like field-level task assignment, breeding logs, or pesticide record keeping. Their
feedback helps surface usability gaps, optimize workflows, and reduce post-launch
issues. UAT also ensures the app performs reliably in low-connectivity zones and
matches the operational cadence of modern Ag enterprises.
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Step 6: Build, Measure, & Learn -
Leveraging Data to Optimize AgTech
Platforms

N1/

N\ /

Launching your MVP is only the beginning. For ~ -

agriculture startups, success depends on the

-
7/ AN
ability to continuously measure, analyze, and LEARN/‘ \EU'LD
iterate based on how producers, farm managers, MvVP

/ Minimum Viable Product
andranchers actually use the product. lll

4— -
By integrating usage and business analytics, Ag founders can improve feature relevance,

streamline user flows, and adapt to evolving seasonal and operational needs. This data-
driven feedback |loop supports sustainable scale, higher adoption, and better ROI.

Product Analytics - Understanding User Behavior
& Operational Gaps
Analytics offer deep visibility into how Ag professionals engage with digital tools across
crop, livestock, and supply chain workflows. By monitoring app behavior, like task
completion, field data entry, or offline usage, startups can fine-tune performance and

enhance the platform’s value inreal-world settings.

Whether you're building an input forecasting dashboard or a livestock health tracking
app, behavioural data helps you:

o Personalize interfaces for differentuserroles(e.g., farm managervs. worker)
o |dentify feature drop-off points toimprove retention

e Allocate development effort toward the most-used modules
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1. App Usage Insights

Ag startups must understand how their product is being used across different contexts.
Key metricsinclude:

e Number of Downloads: Tracks initial interest and adoption

e User Demographics: Segments data by user type, crop, livestock, seed, input, or
mixed

e Platform & Device Breakdown: Helps optimize cross-device performance (e.g.,
rugged tablets vs. mobile vs. web dashboards)

e User Activity Tracking: Identifies which features are used most, like calving logs, input
mapping, or scouting forms, and where users drop off

2. Feature Analysis - Evaluating What Works

Feature usage data reveals what’s gaining traction and what needs refinement. If users
skip a task entry module or don’t revisit season planning tools, you'’ll know where to pivot,
simplify, or educate.

3. User Engagement & Retention

Re-engagement tactics help keep users active across ag seasons:

¢ In-app Notifications: Remind users of pending reports, weather risks, or upcoming
tasks

e Smart Messaging: Trigger alerts based on crop stage or livestock milestones

e Performance Benchmarks: Highlight trends like herd health improvements or cost
savings toreinforce product value
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4. Analytics Tools for AgTech Platforms

Use tools like Google Analytics (for web), Mixpanel (for usage funnels), or custom

telemetry built into your backend to track precision KPIs. These platforms provide real-

time insights for growth planning, investor reporting, and user experience improvements,

especially when scaling to new regions, crops, or species.

-
[ customer.io

Automates in-app messages, email
flows, and engagement triggers for
different farmingroles.

-

-

mixpanel
@ o -

Tracks userjourneys and highlights
where users abandon tasks like field
mapping, vaccinationlogs, or
compliance forms.

27 hotjar

Offers sessionrecordings and
heatmaps to evaluate usability across
modules like ration calculators.

| Business Analytics for Data-Driven Decision-Making

To grow sustainably, agriculture startups must track more than just user activity, they

need visibility into operations, performance, and ROI. By integrating Bl dashboards, ag

founders can align product evolution with on-ground performance and market

demands.

-

Aggregates sales, input costs, and
field orherd data to track performance
and guide strategic decisions.

N

++
it +ableau

Visualizes trends across seasons or
farm sites, enabling demand
forecasting and resource planning.

‘h NETSUITE

Integrates financials, inventory, and
user activity to automate reporting,
and improve cash flow visibility.

Step 6: Build, Measure, & Learn - Leveraging Data to Optimize AgTech Platforms
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Conclusion

The agriculture industry is undergoing a digital
shift, one that demands more than just tools; it
calls for intelligent, purpose-built solutions.
From MVP development to user feedback
loops, and from operational automation to
investor readiness, every phase in the AgTech
journey plays a critical role in driving

sustainable growth.

Founders who build with data at the core,
combining precision analytics, real-time field
or herd visibility, and operational intelligence,
are better positioned to reduce inefficiencies,
boost productivity, and scale smarter.

As agriculture becomes increasingly tech-
integrated, success will belong to startups
that go beyond solving surface-level pain
points and instead deliver scalable,
connected platforms across devices. In this
space, adopting custom agriculture appsisn’t
atrend. It’s the infrastructure of tomorrow.

Whether your goal is to simplify livestock
genetics management, optimize nutrient
planning, or enable traceability from field to
fork, the path forward is clear: data-informed,
insight-led, and built for the realities of
modern agriculture.
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About Folio3 AgTech

Folio3 AgTech is a trusted technology partner for the agriculture industry,
helping ag startups and enterprises build smart, scalable digital solutions. We
specialize in developing custom web and mobile apps designed to the unique
needs of crop growers, livestock producers, cooperatives, and agribusiness
operators.

With deep domain expertise and a global delivery model, Folio3 AgTech has
helped organizations across the ag value chain turn complex operational
challenges into high-performing digital platforms. Whether you're launching a
precision farming app, livestock management system, or ag retail platform, we
offer end-to-end development, compliance-ready solutions, and data-driven
features that fuel growth.

If you're seeking an agtech development partner with proven industry
knowledge, scalability, and innovation, Folio3 AgTech is ready to help you
design, build, and scale your agriculture app.

408 3654638

agtech@folio3.com

www.agtech.folio3.com

160 Bovet Road, Suite # 101, San Mateo, CA 9440,2 USA
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