New!

From the University of California

Agritourism and
Nature Tourism

e = N\ (o
M lisieasyStoiseRvorlhoo
will walk you through the
steps needed to establish

Your own tourisni enterprise.

- Huuy_semqe'-_ E %
" gritouism and
“Nature Tourism

P4

Agritourism and
Nature Tourism
in California

25 in California”

Agriculture and Natural Resources
Communication Services
6701 San Pablo Ave., 2nd floor

University of California
Oakland, CA 94608-1239

QW" ¢ Californ®

Univ er s\ty ©
e

500/7.5M/10/05-CR/CK

From Ly

—f——

CALIFORNIA

UNIVERSITY

3484/3




The possibilities are as endless as your imagination.

Agritourism and
Nature Tourism
in California

hether as an opportunity for curious urban

dwellers to find out more about the food

they eat, as a welcome weekend escape
from an urban environment, or as a vacation
destination—agritourism is growing. How can
you take advantage of this trend?

This manual has been written to help you
determine if agritourism is for you. This easy-
to-use workbook will walk you through the steps
needed to establish your own tourism enterprise.
Included are hands-on activities that can help you
assess, plan, develop, and evaluate the
potential of your farm or ranch. From
U-pick orchards to bird watching, trail
rides to farm tours—the possibilities are

@ CHAPTER SIX

Based on the bestselling handbook by the same
authors released in 2002 through the University
of California’s renowned Small Farm Center,
this updated full-color manual can easily be
described as “a completely new book.”

What'’s new in this edition?

‘©"Every chapter has been completely revised
© New case studies
©" Updated resources

@ New information on web resources

0" New information on regulations
© An index
@ Sturdy binding
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