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CSA turnover: £12k

Land: 3.2 hectares rented from family

including 0.2 hectare market garden

Infrastructure:  One polytunnel and a

packing shed 

Approach: No-dig, permaculture,

agroforestry

And... They work to a very strong

permaculture ethic and are a

permaculture LAND centre

Established: 2018

Type: Producer-led

Legal Structure: Self-employed

Paid staff: 2 FT 

Trainees: 0
Volunteers: 0.5 FTE 

Produce: Vegetables

Members: 40 

Member radius: 15 miles

Shares: 20 weeks of the year  

Buy in to supplement produce: No 

Photo credits: Tap O' Noth

CSA NETWORK UK
www.communitysupportedagriculture.org.uk



And...
They'd like to see more funding available for small-

scale market gardens that recognises their value and 

 considers output as well as land area. They are adding

a shepherd's hut so they can diversify into rural

tourism as a new business strand. They wish they'd

started with a finer mesh for their brassicas as the

larger-holed netting they bought initially doesn't

protect against the cabbage root fly. They also wish

they'd discovered flexible wire hoops before making

hundreds of their own from plumbing pipe!

James had been running a veg box scheme since 

2016. When Rosa arrived a year later he was already

transitioning to a CSA, having surveyed the local

community and done his own research. Together

they then continued to look at how they could

stabilise income and minimise waste.  In 2017 they

did half and half veg box scheme and CSA. This

smoothed the transition by allowing them and their

customers to test the new system. For the first two

years they had no indoor growing space and in 2018

the family gift of a polytunnel really helped boost

production.  

The seed...

Grew...
In 2020 James and Rosa developed another 16

vegetable beds, began transitioning to a no-till

approach and installed an automated irrigation

system in the polytunnel. They stepped up their local

and international outreach and education: talking

about CSA and agroecological food production with

local organisations and creating weekly YouTube

content. They also developed their own consultancy

business. The pandemic proved the stability of their

business, particularly as they don't buy in any

produce from other farmers. 


