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Liability Insurance for Agritourism Farms: 
Where we are and what should we be doing?

1
 

DRAFT – This is a working document 
Agritourism is ‘getting the public closer to agriculture through on-farm experiences.’ 

It is everything from pick-your-own vegetables to farm festivals, hosting of events to corn 

mazes and hayrides to school tours.  Any farm location that attracts customers is 

considered an agritourism farm.  When it comes to liability insurance – these farms go well beyond the 

traditional farm policies offered by any insurance companies. 
 

When it comes to the insurability of agritourism, the tide has turned.  Companies are no longer running away 

from agritourism, they are embracing it (although sometimes with a grain of salt). Many companies are now 

offering specific policies for agritourism operations – but mostly at a significant charge.  Some are at a per 

person charge, some are at a fixed cost plus additional charges for each activity taking place at the farm. On a 

2007 visit with 50 farmers from the United States, Canada and the United Kingdom, we did an informal survey 

of what they were spending on “total farm insurance” – including everything from property to liability and 

everything in between.  Without knowing what their gross receipts were – the range was $600 to $54,000!  

Acknowledging the wide range of gross receipts and actual coverage– this still tells us there is a huge disparity 

in what farmers are paying for insurance. 
 

Two major areas need addressed in agritourism – they are: 

1. Finding the right policy for a specific farm 

2. Meeting benchmarks to reduce exposure 
 

1.  Finding the right policy for your farm 

a) “Commercial Farm Policy” is just a place to start– Don’t depend on it for all of your coverage. This is 

the worst thing a direct marketer can do. Be sure to explain activities on the farm to the agent before 

“assuming” you are covered. Ask for a site visit by your agent before they write your policy. Be sure to 

ask them for suggestions on what to improve upon to reduce your exposure. 

b) Don’t “forget” to tell your agent about a new activity – It is tempting to just add new activities before 

thinking about liability – because new things seem fun and have a lot of moneymaking possibilities. 

They might attract new customers, but the also might not be insurable. Before visiting with your agent, 

thinking it through – make a list of what is involved in the activity and present that to apply for 

coverage on your current policy.  

c) Establish a yearly activities list – Make a list of all of the non-traditional farming activities – including 

pick-your-own – and turn this into your agent each year to be sure they understand what you are 

doing. The agent, in turn, should be giving a copy of this to the underwriter to be sure that person also 

understands the operation.  

d) Look into “options” for activities – One farm in Ohio has switched to only doing hayrides in September 

and October because of the expense of the proper insurance. Thus, don’t just give up on an activity 

when the question the insurability or ask for specific plans. Be sure to walk through all possibilities 

before deciding to scratch an idea for a new activity.  

e) Talk to your insurance agent to be sure you are covered – Agritourism operations spend a significantly 

high portion of their gross receipts on insurance, so talking to your agent at least once a year is a good 
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idea.  Ask them to point out coverage questions you may have.  No two policies are the same, and 

many are over ¼” thick!  Most general farming operations do not go through their policy with a fine 

toothed comb.  But, they should at least review it with a professional.  For example – Do you know if 

your policy covers visitors who become sick from E-coli? Animal petting areas and displays are a major 

part of the activities on agritourism farms.  The past couple of years they have faced increasing 

exposure because of the threat of E-coli sicknesses caused by the lack of hand washing and exposure to 

feces of these animals.   
 

f) I am sure there are many other exposures that come to mind.  Make a list of these questions and ask 

your agent what is and what is not covered.  Give them scenarios of what happened during your busy 

season and where that coverage is listed in the policy. 
 

2.  Meeting benchmarks to reduce exposure – What benchmarks??? 

The biggest problem facing agritourism farms when it comes to insurance is the lack of benchmarks in the 

industry.  The insurance companies have some general ones, but they mostly have nothing to compare a farm 

to in order to offer coverage and price that coverage.  Most insurance companies have farmers complete a 

multiple page document asking questions about the tractor being used for the hayride, the age of the wagon, 

the height of the wagon, the entrance/exit for the wagon age of the driver, Department of Motor Vehicles 

records on the driver(s), age of driver(s), etc.  Many do something like this for each activity being offered. 

 

So, there is knowledge out there – just not a complete set of benchmarks on activities to help farmers reduce 

their individual exposure based on an industry standard. There are probably several variations of benchmarks 

over the hundreds of companies that offer insurance to agritourism operations.  With all of that, here are 

some ideas to consider when it comes to reducing exposure: 

 

1. Equipment inspections – When was the oil last changed?  Are the breaks in working order? How is the 

wagon attached to the tractor? 

2. Building/Facilities/Grounds inspections - Do assessments – Walk-throughs of your market and farmstead 

should be done often. Not just by the owners or management. You can and should request walk-throughs 

of: employees, neighbors, other agritourism operators and customers. Check and re-check equipment and 

buildings – Boards come loose over time, nails find tires and stuff just gets worn out. Have a plan to 

replace, repair and have spare parts for simple things like hitch pins and safety clips. 

3. Policies for lost children – Have you noticed the ‘Code Adam’ sign on the front of your local Wal-Mart 

store? 

4. Policies for accidents – Do you know when someone gets a yellow jacket sting?  Do you know when 

someone thinks they twisted their ankle?  What do you do about it?  Do you document it even if it is no big 

deal?  Should you go to the extreme of having a camera in the first aid kit?  This is something you should 

discuss with your agent and have a policy regarding it. 

5. Require and Document Employee Trainings – Safety on every activity that goes on during your seasons 

should be reviewed with employees and be in writing.  An employee manual with all kinds of policies for 

the farm and safety information should be updated for employees every year.  In addition to this a 

training/orientation to the farm should be held and employees should be trained each and every year. 

6. Other Items – I am sure an insurance agent can add many more items to this list.  All in all, it should not be 

difficult and these items should help you sleep at night during your busy season. Disclaimer: You should 

contact a safety specialist, worker’s compensation representative or your agent for their specific 

recommended practices on these items. 
 

In general, the more prepared you are and the more you pay attention to safety on your operation – the 

better off you will be when it comes to insurance. Plan ahead and think things through from start to finish. 


