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ONE COMMON idea echoed throughout the Giant Views 
of the Industry video interviews this year—the seed 
industry is evolving and companies need to differentiate 

themselves if they want to keep up.
“The seed industry is evolving in a lot of ways,” says Mike 

Gumina, vice president of Production and Safety, Health, 
Environment/Risk Management at Pioneer Hi-Bred. “We’re 
all thinking more globally now. We’re all thinking more 
about customized solutions rather than just simply creating 
commodities. The world today is more high-tech than it was 
when I entered the seed industry 30 some years ago.”

Gumina, who is also the chairman of the board of 
directors for the American Seed Trade Association, returns 
to the point that is coming up again and again these days: it’s 
important to develop customized solutions rather than simply 
creating commodities.

Specialization and Differentiation
Specialized seed companies are popping up everywhere—from 
high-tech labs supporting new plant breeding techniques, to 
computer software companies which help manage the massive 
amount of data in the seed industry. And with consolidation 
still so prevalent, the survivors will be those who strive to offer 
customers something unique or cutting-edge.

“[With regard to] seed company competition, the big 
challenge is that all seed companies, all breeders are becoming 
very good at what they do,” says Dave Armstrong, president and 
CEO of Sakata America Holding, Inc. “And through technology, 
they are also able to bring a lot of very interesting products to the 
market, fast. So it becomes increasingly challenging to compete 
in the market, whether it’s in flowers and vegetables, or cereals.”

Armstrong says that in the flower and vegetable market, 
this means finding ways to continue to improve people’s lives 
with products that other companies aren’t offering. “So in the 
case of vegetables, how do we get people to eat more? How do we 
get them to consume a healthier diet? And what can our role as 
a seed company, or the seed industry, be in [encouraging them 
to do so]? I think that’s a challenge, but also an opportunity, of 
course,” he says.

This rule of differentiation applies across the board to all 
seed companies. Tom Burrus, president of Burrus Hybrids, says 
that based on other industries in the United States, the seed 
industry is also going to continue to see consolidation.

“There are going to be fewer seed companies, or fewer 
brands within seed companies, and there are also going to be 
fewer growers for these seed companies to sell seed to,” Burrus 
explains. “So therein lays the challenge of competition as we 
move forward. I really believe the companies that are going to be 

giant  
views  
of the  
industry
the face of the seed industry is evolving.  
not only are farmers and their needs changing, 
but the increased use of new technologies is 
changing the business landscape of the seed 
industry. six experts from this year’s Giant Views 
of the Industry discuss seed’s role in the face of 
these changes and how to navigate the waters 
during uncertain times.
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successful are the ones that are going to be able to add value—
that are going to be able to take precision farming techniques, 
agronomic features, and benefits and solutions to growers’ farms 
that maybe other companies are unable or unwilling to provide.”

Businesses Within the Business
This desire to add value has also resulted in massive growth of 
the global seed treatment and enhancement sector—and in fact, 
some feel certain aspects with that sector, such as seed coating, 
is becoming its own business.

“Seed coating technology is very complex and we think it’s 
a business within the seed industry on its own,” says JanWillem 
Breukink, president and CEO of INCOTEC Group BV. “I think 
seed companies are working strongly with genetics and breeding 
and [seed coating] technology is quite far away from a breeding 
company’s core business. As a result, we believe our company 
will grow substantially in coming years because the amount of 
this kind of technology will only increase.

“The expertise is so specialized—and it is becoming more 
and more specialized and we are going to fill that hole that you 
see in the industry. We think that we, as an independent global 
company, have a very special position within the seed industry,” 
he says. 

Christoph Goppelsroeder, global head of Syngenta Seedcare, 
estimates the global market for seed treatment to be between $2.7 
and $2.8 billion. And again, that growth is due to the creation of 
added value. He says Syngenta has seen success in a competitive 
market because it recognizes its key customer groups—seed 
companies, distributors and retailers, and growers—and creates 
specific portfolios and access points for its employees to interlink 
with them and understand their needs.

“We created sophisticated means of supporting application 
and use of seed treatment—we call these application and 
support centers Seedcare institutes,” he explains. Syngenta 
has six around the world right now, but will continue to invest 
in different regions of the world. “This after-sales service with 
growing technology, growing innovations will become more 
important over time,” says Goppelsroeder. “So you will see more 
investment in that by Syngenta going forward.”

However, Goppelsroeder points out that the seed treatment 
sector is still a relatively young business if you compare it with 
crop protection, and it’s also evolving. “As we move forward, 
these different technologies will merge more and more. And 
what I’m talking about is genetics on the one hand, and 
chemical traits which are in seed treatments [on the other],” 
he says. “These will merge more and we need to make sure 
we understand the linkages. And what I think we’ll see in 
the future is much more variety or genetically-specific seed 
treatment so it works well from a combination point of view. In 
this context, I think working together with seed companies in a 
more collaborative way, earlier in the development process, will 
be key to making sure these technologies work together from a 
farmer’s point of view.”

It’s an evolution that INCOTEC’s Breukink agrees with, but 
he also feels that seed enhancement products are starting to dive 
into trait territory. “We are very active in applying all kinds of 
material that stimulates or protects the plant—either biological 
or chemical actives that stimulate the roots of the plant,” he 
says. “Everybody is talking about genetics and these products 

are an example of what can be done around or with the seeds. 
So the question becomes, ‘With that seed space that you have 
created, how can you add more active to it that stimulates or 
protects plants, or how can you insert genes or trick the seeds 
to put up certain resistance?’ and that’s a completely new world 
we’re focusing on.”

The increase of technology has also seen an increase in 
law firms specializing in plant patents. Erich Veitenheimer is a 
partner within the Patent Counseling and Prosecution division 
of Cooley LLP. He says their client base within the seed industry 
has grown substantially in recent years and will only continue 
to expand as more technologies are discovered.

Veitenheimer, who had an extensive background in plant 
breeding before beginning his career in law, says his practice 
helps ag biotech companies protect their intellectual property, 
ensures companies aren’t infringing on another’s IP and defends 
companies against accusations that they have infringed on 
another’s IP.

“We take some of that burden away from plant breeders and 
biotech companies,” he says. “We help relieve them of some of 
the stress around IP and help them figure out what’s the best way 
for them to do what they need to do on that front.”

Independents Face New Challenges
The increase in the use of new technologies and resulting 
evolution of the seed industry also brings with it new challenges. 
Burrus says his biggest challenge right now as an independent 
seed company is inventory management. 

“As we have continued to move aggressively forward with 
new technology, [we face the question of] what to do with the 
inventory that was left over from before? Do you discount it? 
Do you discount it even so you take a loss? Or do you end up 
after a couple years with it still sitting in the warehouse?” he 
questions. “As we move towards more and more new technology, 

inventory management is extremely important—you need to 
have enough inventory to move forward aggressively and meet 
customer needs, but not have excess inventory left over.”

Another new challenge for smaller seed companies, coming 
hand in hand with new technologies, is managing stock keeping 
units, says Burrus. SKUs, as they are commonly called, are the 

Specialized sectors within the seed industry, such as seed treatment and 
coating, are experiencing massive growth.
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numbers or codes used to identify each unique product or item 
for sale in a store. “It’s impossible for us to offer every trait 
package and all genetics with every seed treatment known to 
man,” says Burrus. “So we need to be able to sort out which 
of these products are going to respond to the majority of the 
interest from our customers and then be able to supply those 
products on a need basis.”

ASTA’s Goals
Any business is only as strong as the industry around it. 
According to Gumina, the American Seed Trade Association 
is staying on top of the major issues and has a lot of positive 
projects underway. “A top project for the next year is how 
we’re going to deal with expiration of patents and making a 
very smooth, streamlined pathway into post-patent traits while 
respecting intellectual property rights,” he says. “Another key 
focus area is coexistence—how can we create a system where 
all the parts of agriculture can be successful in producing their 
products and gaining value from their efforts? I think that’s a 
really important one—a hot topic—and we’re going to be a 
leader in that area as well.

Gumina lists trade issues such as adventitious presence and 
the harmonizing of phytosanitary measures as high on the list 
of priorities as well. “We will be trying to create systems so we 
can move seed effectively and focus phytosanitary regulations on 
science-based decisions. We need to guard against causing any 
problems for any environment, but irrational regulations cause 
undue burden for the industry,” he explains.

He is passionate that the association has a tremendous 
opportunity to really step up in today’s rapidly evolving 
landscape and become an even better and bigger influence in 
the overall agricultural process in the United States. “ASTA 
has really gained a lot of stature in the past few years as a 
go-to organization in Washington, in the States, for the grower 
associations and also for commodity groups. We want to build 
on that reputation and have our voice be heard,” Gumina says.

Navigating an Unknown Future
A rising world population and the challenge of producing more 
food with less is on the top of everyone’s minds. And the seed 
industry sits in a perfect position to rise to that challenge. 

“If you consider the trends in the global environment—
increasing the amount of food but also high-quality food—I 
think the seed business will grow substantially,” says Breukink. 
“Seed has become an essential part of the future for global 
development and we’ll hear a call for more high quality food 
more and more in many parts of the world. That’s an enormous 
challenge and the seed industry will play a very important role 

“If you consider the trends in the 
global environment—increasing 
the amount of food but also 
high-quality food—I think 
the seed business will grow 
substantially.” 

—JanWillem Breukink
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in that. I can see it growing in at least double figures per year.”
Gumina agrees, but he has no doubt the seed industry can 

rise to that challenge. In order to meet the challenge, industry 
will need to deal with the “tension” over the technologies being 
adopted rapidly. “We need to produce more food on the same or 
less acres, which means we need to bring technology,” Gumina 
says. “But there is tension in that some people are resistant to 
technology. I think we have a challenge to continue to drive 
technology, continue to drive productivity, while at the same 
time educating the public on why this is good for them, and how 
we’re really serving the country, the world and all of humanity, 
not just for today but also for the future.

“[We also need] to help people understand that the kind 
of technologies we’re developing are not  like a tap that you 
turn on and off, but a stream, and you have to keep it flowing  
continuously or you lose it. So it is a tension that the entire 
industry will need to work on through outreach, listening and 
education. And we’re going to have to work hard on it,” he says. 

Julie mcnabb

“I think we have a challenge 
to continue to drive 

technology, continue to 
drive productivity, while at 
the same time educating 

the public.” 
—Mike Gumina

To view Seed World’s Giant Views of the 
Industry video series, visit SeedWorld.com. 
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Dealer Education
“The education of our dealers and distributors, as well as the 
education of our customers, is critical. Some of this will get 
simpler as we move to refuge-in-a-bag and the various products 
and refuges are all going to be included. We’ll get away from, 
‘is this a five percent, 10 percent or 20 percent refuge and what 
configurations and which products go together?’ because we’re 
going to have them blended into the bag for that. But between 
now and then, there’s going to be a need to educate our staff 
and our customers well so they provide the correct refuges 
with the correct herbicide choices in order to maximize both 
the protection of the trait as well as the opportunity for the 
grower.”—Tom Burrus of Burrus Hybrids

with seed poised to meet the food shortage challenge, many of the experts in 
this year’s Giant Views of the Industry had interesting stories to tell about staying 
competitive and capitalizing on opportunity. enjoy some of the highlights of their 
news and insights.

Giant Highlights

some other compelling trait that the average consumer would 
demand. That would probably then open up acceptance for GM 
vegetables, but near-term I don’t think it’s going to advance very 
quickly.”—Dave Armstrong of Sakata America

A Lawyer’s Advice on IP Protection
“I think one [way to avoid problems with IP] is to become 
educated about where the pitfalls are, where the dangers are, 
so breeders and seed companies can protect themselves and not 
get into trouble. And then when they come to me, I learn what 
they are doing and look at whether it is going to potentially cause 
them any legal problems or not. Mainly, however, breeders or seed 
companies come to me because they want to protect their own 
intellectual property. In that case, we need to do an assessment 
of that intellectual property space—we have to see what it is that 
they invented and whether or not there are already other people 
out there claiming that same invention or a similar one—and then 
try to figure out a path forward. The big question to answer is how 
they can claim what is unique to what they discovered so they can 
protect it.”—Erich Veitenheimer of Cooley LLP

ASTA’s Strategic Plan
“In 2011-12, the American Seed Trade Association is building 
a strategic five-year plan that will replace the one we’re using 
today. I think it is an exciting opportunity for us to say what is 
important to our industry, what’s important to our members, 
what’s important to agriculture and how we can play into  
that ... We’re going to focus on intellectual property rights. 
There will also be a big focus on government relations, both at 
the government and the state levels. International policy will 
continue to be a big part of what ASTA does so that we can 
have a voice. We’re the largest seed exporter in the world and 
we need to have a voice on how the international policies work. 
We’re going to have to figure out how to make our membership 
happy, how to grow our membership and how to serve them in a 
very positive way. We’re [also] going to focus on the business of 
the association, making sure we’re using our funds in the most 
advantageous way, and making sure we have the staff capabilities 
and capacities to serve our industry.”—Mike Gumina of Pioneer 
Hi-Bred and chairman of ASTA

GM Veggies: Fact or Fiction?
“If you look near-term I would say the prospects [of GM veggies 
entering the marketplace] are not very good. I think there will 
continue to be strong resistance to GM technology in vegetables. 
Longer-term it very likely will occur—beyond five or 10 years I 
think we’ll be looking at GM products in the market. Of course 
they will only likely be introduced based on strong consumer 
demand—so maybe tying back to the nutritional aspect or 
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Cleaner Seeds
What is INCOTEC’s new ThermoSeed technology? 
“ThermoSeed is a unique innovative treatment for effective 
control of seed-borne pathogens by the use of hot humid air. 
Making seeds clean is the future and it will become an industry 
standard as a preventative measure. We are very excited about it. 
We can treat seed from 15 tonnes/hour to a few hundred kilos/
hour, and [we can treat everything] from flower and vegetable 
seed to cereals, so it’s a very broad range of seeds that we are 
now introducing to this technology on a global level. The other 
development is our seed selection system using X-ray technology, 
where we look inside each seed—a computer looks at the picture 
and indicates whether the embryo is going to develop into a 
good plant. There are four machines up and running this year 
at INCOTEC, running 24/7 selecting tomato seeds one by one, 
and that’s quite innovative technology.”—JanWillem Breukink 
of INCOTEC

Hire Smart People!
What is Burrus Hybrids’ key to success? “We’ve hired capable 
people. One of my bylines is that we hire people smarter than we 
are. And we’re pleased to do that. This allows us to nurture them 
so they can challenge us and move the company forward. Also, 
take advantage of your advantages. One of our [advantages] is 
that we own land. We’ve irrigated as much of it as we can, which 
gives us an insurance policy against drought and heat. We have 
control over our own facilities, so we’ve [maintained] those to 
the highest-quality standards, the best known equipment to man. 
And then we use an interplant system in our seed production, 

which is kind of unique to the industry, but it provides better 
pollination and reduces adventitious pollen.”—Tom Burrus of 
Burrus Hybrids

Keyword: Sustainable
How can the sustainability of seed treatments be improved? 
“Seed treatment has a very good name from an environmental 
perspective, as it uses very few chemicals and is very close 
to where it needs to work so there isn’t much chemistry that 
goes without any affect. Nevertheless, we need to work on 
sustainability in a good way. If we want to make seed treatment 
a technology for the future, for the long-term, sustainability 
in terms of application technology and professionalism of 
application, we still need to do a lot to make that work around 
the world. In some places this is already at a high level, but 
in some places we still need improvement. I take this as a 
task for all seed treatment providers to help seed companies, 
distributors and retailers, but also on-farm users, to increase 
that professionalism, to help them help us to make seed 
treatment a sustainable technology for the future.”—Christoph 
Goppelsroeder of Syngenta Seedcare

“We’ve hired capable people.  
One of my bylines is that we hire 
people smarter than we are.”
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Rise of Regulation
“We are a very regulated industry today, especially with the 
biotech products, maybe even somewhat with the organic 
products as well. And I see that regulatory process actually 
accelerating over time. Agriculture, in my opinion, could be seen 
more and more as a utility rather than some kind of romantic 
way of doing business. And as the seed industry gets viewed 
by the rest of the country as more of an industry, as we get 

viewed as more of a critical part of the overall structure of our 
country, I can anticipate that there will be more regulation. 
Therefore, this regulatory piece is absolutely a big change for us. 
The technology is huge, and part of that technology requires us 
to have brighter people to make decisions faster and smarter, and 
to really upgrade ourselves in the overall capability capacity of 
our industry.”—Mike Gumina of Pioneer Hi-Bred and chairman 
of ASTA

Independents Still Seed Champions
“I think the biggest strength of independent seed companies is 
their local area knowledge. The big companies have huge resources 
that they apply over broad areas of geography. I think when you 
really get down to it the matching of the products and technology 
to the local geographies and environments is again one more key 
to success that the regional company can do easier and better 
then some of the big companies.”—Tom Burrus of Burrus Hybrids

From Breeder to Lawyer
“I spent part of my childhood growing up and working on a 
vegetable farm on the eastern shore of Maryland. I received a 
Bachelor of Agronomy from Washington State University during 
which I worked for USDA in lentil and chickpea breeding. Then 
I went to the University of Madison in Wisconsin and received 
a doctorate in plant breeding and plant genetics with a minor in 
statistics. I worked for DeKalb/Pfizer Genetics as a biostatistician 
and corn breeder for about eight years. Wanting to take my 
career in a different direction, I became a primary examiner in 
plant biotechnology at the U.S. Patent and Trademark Office. I 
was one of the first plant breeders they had in the office and it 
was an exciting time. I started law school at Georgetown while 
I was an examiner and eventually in the mid-90s spun out into 
law firms, where I’ve been ever since.”—Erich Veitenheimer of 
Cooley LLP

“As the seed industry gets 
viewed as more of a critical 
part of the overall structure of 
our country, I can anticipate 
that there will be more 
regulation.”
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70APPROxIMATE number of incotec employees 
in the research and development group. “there 

are a lot of things happening within our company right 
now. one of the latest developments is the introduction 
of thermoseed, a disinfection method using hot humid 
air. we believe making seed clean is the future of the 
seed industry. i think it will be the standard that all seed 
will have to have this kind of treatment before it goes 
into market, as a preventative measure.”—Janwillem 
breukink of incotec

3.5NUMBER of years that hughes hybrids and 
burrus hybrids actually worked together before 

they announced a strategic alliance. “over that three and 
a half years, we talked about the industry, the changes 
that were going on and how maybe if we worked together 
we could create synergisms that would make us more 
efficient, increase our buying power and, in many cases, 
make us able to bring better value to our customers.”—
tom burrus of burrus hybrids

6NUMBER of seedcare institutes syngenta has around 
the world. “we need specific access points for our 

people to interlink with our customers, train them and 
understand their needs. we call these application and 
support centers seedcare institutes and they are actually 
the after-sales service that we need in this business. 
there are two in western europe—one close to our 
headquarters in switzerland and one in france—and 
one in the mid-west united states, brazil, china and the 
ukraine. but we definitely have plans to invest further.”—
christoph Goppelsroeder of syngenta seedcare

Giant Numbers

$2.7-2.8 billionESTIMATED worth 
of the global seed 

treatment market, according to christoph Goppelsroeder 
of syngenta seedcare. he attributes the growth to two 
factors. “seed values are increasing and with that the 
adoption of seed treatment is going in parallel. also, 
with growing innovation in seed treatment, the value 
creation of seed treatment per hectare is going up. we 
see it mainly in developed countries, but more and more 
in emerging countries as well—higher levels of seed 
treatment are going into fields to secure higher yields. 
these two contribute quite heavily to the growth of seed 
treatment,” he says.

5 or 10NUMBER of years before dave 
armstrong of sakata america thinks 

we’ll see genetically modified products in the market. “of 
course they will only likely be introduced based on strong 
consumer demand—so maybe [if] a nutritional aspect 
[was introduced], or some other compelling trait that the 
average consumer would demand. that would probably 
then open up the acceptance for Gmo vegetables. but 
near-term, i don’t think it’s going to advance very quickly,” 
he says.

70NUMBER of major corporate partnering and 
licensing deals that law firm cooley llp has 

completed in the past decade, with total deal value in 
excess of $26.5 billion. the firm has also closed more 
than 90 life sciences merger and acquisition deals and 
completed more than 200 life sciences public offerings. 
the firm was named biotechnology law firm of the Year 
in the newly released 2011-12 u.s. news—best lawyers 
best law firms ranking. “our clients are a collection of 
ag biotech-based companies that produce new plant 
varieties and products—and so, in order for them to get 
the return on their huge investment in making these 
advances in the different products, it’s important for them 
to have some intellectual property protection.”—erich 
veitenheimer of cooley llp

76yEARS that independent seed company burrus 
hybrids has been operating. “i’ve only been a part 

of the business for 40 of the 76 years, but i think the key 
to success is that quality lasts. we have worked very 
diligently at putting together the highest-quality product 
that we know how. so it’s quality commitment to our 
product and quality service.”—tom burrus of burrus 
hybrids
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MATTHEW MATTIA IS only 22, but he’s been working 
in the seed industry for years—when he was 16 and 
living in central New Jersey, he began to explore his 

interest in agriculture. “The medley of art and science that 
comes together in the field of plant breeding drew me out of the 
concrete jungle and into the world of agriculture,” says Mattia. 
With a family history of professions that couldn’t be further 
from the seed industry, and living in a place where “the word 
agriculture is not heard very often,” Mattia had to learn about 
the industry from the ground up—but he plunged in head first.

As luck would have it, Mattia grew up near Rutgers, the state 
university of New Jersey, which has a small agricultural science 
program. “I was 16 years old and had an interest in agriculture, so 
I walked down the street to Rutgers University and asked if they 
were hiring,” he says. “I worked with them for a few summers as 
a research assistant for their turf grass breeding program.”

For the first two summers, while he was still in high school, 
Mattia worked with Stacy Bonos and her graduate students. 
He says it was this experience that motivated him to pursue 
course work in plant breeding at Iowa State University upon 
graduation from high school. But during his degree program, 
he continued to return to Rutgers each summer to work on his 
own phenotypic selection project.

“Working at Rutgers, I saw that you can make a difference 
in plant breeding,” says Mattia. “And I have a passion to make 
a difference.”

That passion made Mattia stand out to several industry 
members, who considered him to be worthy of the Future 
Giants of the Seed Industry Award. Mattia’s nominators met 
him last June at the American Seed Trade Association’s annual 
convention. “While none of us were his mentors, each of us were 
struck by his enthusiasm and determinedness to enter the seed 
industry via the genetics field,” wrote Risa DeMasi of Grassland 
Oregon, David Pearl of the Cisco Companies and Fred Mohr of 
Seedway. “Matthew is passionate about his goals and continues 
to look for opportunities to learn, participate and contribute 
… [We] have no doubt he will continue to show up and be 
recognized nationally if not globally.”

winner of the 2011 future Giants of the seed industrY 
award, matthew mattia Grew up in a “concrete 
JunGle”—but his career path couldn’t be Greener.

Seed World publisher, Shawn Brook, presents Matthew Mattia 
with the Future Giants of the Seed Industry Award in June.
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Desire to Make a Difference
Currently registered in his first year in the 
University of Florida’s Masters in Horticulture 
Science program, Mattia completed his 
degree at Iowa State University this spring. 
During his studies at Iowa State, Mattia 
travelled to New Zealand on a university 
research exchange program, as well as to 
several seed industry conventions across 
the United States, all with the intent of 
deepening his knowledge of plant breeding.

“When I first started at Rutgers and saw 
the genetic improvements we were able to 
make, and when I went to Iowa State and 
dove into the science behind [plant breeding], 
the real message that got through to me is 
‘you can make a change,’” says Mattia. “The 
resources are there, and the money is there, 
and if you have the time and you have the 
knowledge, then you have the ability to make a change.” 

Multiple factors led Mattia to decide on a career in plant 
breeding—among them, his growing awareness of the effects 
climate change is having on agriculture worldwide, and the 
challenges it presents for plant breeders. At industry events 
and conferences, he says, the issue of climate change is almost 
always on the table, and the discussions enlivened by a variety 
of perspectives. That variety was also present during his term in 
New Zealand, where students were given the chance to examine 

the issue of climate change from all angles. Now, Mattia sees 
climate change as a key issue the industry is facing, especially 
in terms of plant breeding and genetics.

“With the perils of climate change looming over the next 
generation of plant breeders, the adaptability of plants will 
determine the success of future generations,” says Mattia. “The 
increased frequency of extreme weather events, the decreased 
amount of fresh water and the dependence on fossil fuels will 
present challenges for future plant breeders.”

Matthew Mattia was drawn to plant breeding by a love 
of science combined with a passion to make a difference.





24 Seed World

Industry Support
Despite the challenges ahead, Mattia feels optimistic for a 
bright future, not least because of the support he has received 
throughout his educational career. “In the Midwest, lots of 
opportunities are directed toward youth—there is both academic 
interest and industry interest [in sponsoring students],” he says. 
That industry support has been key to his educational and 
professional development. 

In fact, it was an industry program that allowed Mattia to 
attend the ASTA annual convention last year, where he first 
gained the attention of his three nominators. Mattia attended 
the meeting as part of the Future Seed Executives’ Campus 
Connections program, which provides a unique opportunity 
for juniors (one year of undergraduate studies remaining) 
working toward a career in the seed industry to interact with 
seed industry professionals and senior executives to investigate 
various aspects of the seed business.

“While I studied at Iowa State, I had support from major 
companies, scholarships and invitations to conventions,” says 
Mattia. “That’s something that a lot of other majors don’t have—
that connection between academia and the industry. I really felt 
that connection. It’s definitely an honour to be connected with 
an industry before you’re even a professional within it.”

Bright Future
While at the University of Florida, Mattia will study plant 
breeding and genetics of tomatoes, a departure from his 
experience in the turf grass breeding sector—but an area he 
has been interested in for a while.

But according to DeMasi, Mattia should anticipate nothing 
but success no matter what area of plant breeding he follows. 
“I continue to believe in Matthew and enjoy watching his 
continuing success. His inquisitive nature and his understanding 
of the challenges the commercial turf industry faces will provide 

Nominations are now open for the 2012 
Future Giants of the Seed Industry Award. 
For more information on the award and a list 
of criteria visit SeedWorld.com. 

Industry support has been 
key to his educational and 
professional development.

a strong background for his work,” she says. “He’s already forged 
a path and accomplished great things, and as I’ve grown to know 
him, I believe we’ve only seen the tip of the iceberg.”

The Future Giants of the Seed Industry Award is 
co-presented by ASTA’s Future Seed Executives and Seed 
World magazine. Mattia was presented the award at ASTA’s 
128th Annual Convention in Huntington Beach, Calif., 
in June. The award is presented annually to an individual 
currently employed within the industry or in the graduation 
year of a post-secondary program with plans to enter the seed 
industry. Julienne isaacs
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Dave Armstrong,  
President and CEO, Sakata America 
Holding, Inc.
Dave Armstrong is president and CEO 
of Sakata America Holding, Inc. and has 
overall responsibility for operations in 
Sakata’s subsidiaries within North and 
Central America, including research, production, marketing 
and distribution. Over his thirty-year career, Armstrong has 
established, developed and restructured businesses with direct 
profit and loss accountability on three continents, from bases in 
Kuala Lumpur, Tokyo, Amsterdam and the San Francisco bay 
area, among others. He joined Sakata in 2006, and previous to 
that he held senior marketing and management positions with 
various seed industry leaders. Sakata Seed America’s research 
facilities include the California Research Station in Salinas, 
Calif., the Arizona Research Station in Yuma, Ariz., and the 
Florida Research Station in Fort Myers, Fla. These facilities 
focus on vegetable breeding and the evaluation of flowers 
and vegetables, as well as the research of vegetables grown in 
subtropical climates.

JanWillem Breukink,  
President and CEO, INCOTEC  
Group BV
JanWillem Breukink has 30 years of 
experience working in the seed industry. 
He started his career in 1978 within the 
vegetable seed company Royal Sluis. He 
played an important role in developing INCOTEC from a 
small department within Royal Sluis to a full-sized independent 
leading seed technology company servicing the global seed 
industry. Breukink has served in various positions within 
INCOTEC, which has facilities in the Netherlands, Sweden, 
the USA, Brazil, Japan, India, Australia, China and South 
Africa, and more than 400 employees. He has been a member 
of the International Seed Federation’s Seed Treatment and 
Environment Committee since 1987, and for 10 years he 
was chairman of the committee. He is also a member of the 
Seed Treatment and Technology Working Group within the 
European Seed Association, of which he has been chairman 
since 2001. In 2011, he was asked by the Dutch minister of 
economic affairs to participate in the Top Team Horticulture 
and starting materials. This team made proposals on how the 
business community, research institutes and government can 
contribute to the enhancement of the horticulture and seed 
sector in terms of international entrepreneurship, knowledge 
development and research.

Biographies
Meet this year’s featured Giant Views of the Industry 
experts. With approximately 200 years of combined 
experience in the seed industry, they each offer a unique 
perspective of today’s evolving business landscape.

Tom Burrus,  
President, Burrus Hybrids
Tom Burrus, along with his brother, 
nephew and son-in-law, operates a fourth 
generation, family owned, land-based 
hybrid seed corn business. Burrus Hybrids 
began in 1935 with an acre of hybrid 
seed, and today its market area includes Illinois, Missouri, 
western Indiana, southern Wisconsin and a small portion of 
Iowa.  The company markets hybrid seed corn, soybeans and 
alfalfa, and remains dedicated to over six hundred farmer 
dealers who market the Burrus, Power Plus, Hoblit and Hughes 
brands. Burrus has served as chairman of the board of Illinois 
Foundation Seeds, Inc. and president of the Independent 
Professional Seed Association. He is a former member of the 
Illinois Crop Improvement Association board and has received 
the Illinois College Young Alumnus Award.

Christoph Goppelsroeder,  
Global Head, Seedcare, Syngenta
Christoph Goppelsroeder, a Swiss national, 
has been leading the Global Seedcare 
division of Syngenta since 2007. Previously, 
Goppelsoeder held positions that included 
executive roles with DSM and Roche in 
Europe and the United States. He holds a degree in engineering 
from the Swiss Federal Institute of Technology and an MBA 
from INSEAD.

Mike Gumina,  
Vice President, Production and 
Safety, Health, Environment/Risk 
Management, Pioneer Hi-Bred
Mike Gumina has global responsibility 
for Production and Safety, Health, 
Environment/Risk Management for 
Pioneer. Additionally, he oversees global logistics, quality, 
engineering and sourcing and leads the Capital Management 
Committee. Gumina is a member of the Americas Operations 
Committee, the Asia, China, Europe, Africa Leadership Team 
and serves on the Pioneer Enterprise Leadership Council. He 
joined Pioneer in 1979 as an agronomist in Morton, Ill. After 
managing the Princeton and St. Joseph, Ill., locations, Gumina 
became the director of Supply Planning and Logistics in 1993, 
and was named vice president of Supply Management in 2002 
and vice president for Production and Business Improvement in 
2009. He is also currently serving as chairman on the board of 
directors of the American Seed Trade Association.
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Erich E. Veitenheimer,  
Partner, Patent Counseling and 
Prosecution, Cooley LLP
Erich Veitenheimer is a partner in 
Cooley’s Patent Counseling and 
Prosecution practice group and a resident 
in the firm’s Washington, D.C., office. 
Veitenheimer specializes in developing and implementing 
strategies to enable companies, universities and non-profit 
research organizations to procure worldwide protection for 
their inventions and/or to provide them with the necessary 
freedom to operate. He has extensive experience in obtaining 
and defending patent positions by using practical, cost-
effective approaches to resolving patent and trade secret 
disputes. Veitenheimer brings a wide variety of scientific 
experience to his legal practice, including a Ph.D. in Plant 
Breeding and Plant Genetics from the University of Wisconsin-
Madison. His previous roles also include corn geneticist and 
biostatistician, corn breeder and a primary examiner with the 
United States Patent and Trademark Office, specializing in both 
plant biotech utility patents and plant patents.

To view these and other Giant Views 
of the Industry video interviews, visit 
SeedWorld.com. With over 30 new 
interviews with professionals across 
the industry posted each year, the 
Giant Views of the Industry video series 
covers topics ranging from breeding, to 
marketing, to regulatory affairs.
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Seed World Spotlight

until September of this year, I, like many of 

you, was not well-educated on the 

uruguayan seed industry. So when the 

opportunity came to investigate this 

little-known seed sector in South America, 

off I went.

I must admit that before I arrived, my 

expectations were that I would experience 

a less than high-tech agricultural sector, a 

complex and convoluted regulatory system 

with limited exposure to key issues facing 

the industry and a farmer base that was 

more interested in figuring out how to “get 

products for free” than in looking for new 

ways to improve their crops’ genetic 

potential. however, after only a few days in 

the country, it was readily apparent that all 

of my assumptions were very wrong.

the Seed World team has worked to capture 

the essence of what uruguay and the 

uruguayan seed industry stand for, and why 

the country has worked so hard to create a 

system that is the envy of the world.

In this insert, you will read about systems, 

regulatory efforts and the predictability of 

doing business in uruguay. however, if I had 

to choose the most unique component of 

my time in uruguay, the most salient was 

meeting the open, forthright and 

committed people that make up the seed 

industry. And you will have the opportunity 

to read more about some of these people in 

the pages that follow.

It is not by mistake that this country is 

experiencing tremendous success—it is 

because a sense of commitment to do the 

right thing, as well as the ability to create 

and follow systems, is ingrained in the 

uruguayan culture. It was an absolute 

pleasure to spend time in uruguay, and I 

hope that we have captured the “lay of the 

land” of the seed industry, while sharing 

some insights we at Seed World have 

gained from the experience.

Knowledge is mostly about being exposed 

to new ideas—we can’t possibly know 

something if we never experience it. this is 

true when it comes to uruguay. It has the 

same amount of arable land as New 

Zealand, a regulatory system that fully 

supports plant breeders’ rights and a 

counter-season growing season to North 

America—if any of that sounds interesting, 

you will enjoy the work that our editors 

have done in pulling together the 

important information you need to know 

about uruguay.

Enjoy!

Seed World publisher Shawn Brook recently had the chance to tour the 
uruguayan seed industry—and there were a few pleasant surprises.
U
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By Shawn Brook
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Uruguay By The Numbers
3.4 million—population of uruguay 

11.1 percent—amount of the population employed by agriculture  

10 percent—amount of the national gDP that comes from the agriculture industry 

2 million hectares—arable land in uruguay

67 percent—amount of total country exports made up by agriculture

40th—uruguay’s rank in terms of global production and trade, with a market value of 96 million uSD (2010 figure, 

from uruPoV and the uruguayan Seed Chamber)

Dramatic Growth in Crop Exports 
2008

Position Product US $ (million) % of total
1 Bovine meat (frozen) 888 14
2 Rice 462 7.7
3 Soybeans 327 5.4
9 Malt 169 2.8
13 Wheat 133 2.2

2009

Position Product US $ (million) % of total
1 Bovine meat (frozen) 746 14
2 Soybeans 455 8
3 Rice 447 8
4 Wheat 319 6
7 Malt 174 3

2010

Position Product US $ (million) % of total
1 Bovine meat (frozen) 843 12.5
2 Soybeans 705 10.4
3 Rice 386 5.7
4 Wheat 356 5.3
10 Malt 146 2

(Source: uruguay XX1)

Biotech On the Rise
uruguay was ranked 10th in the International Service for the Acquisition of Agri-biotech Applications’ “top 10 

Countries growing Biotech Crops” report for 2010, with a total of 1.1 million hectares of genetically modified 

soybean and maize last year.

In the past, there were only three authorized biotech events approved for production and commercialization in 

uruguay: 

• Soybeans, event 40-3-2 (approved in 1996) 

• Corn, event MON 810 (approved 2003) 

• Corn, event Bt 11 (approved in 2004) 

However, five varieties of GM maize were approved in June. Bt corn has a high penetration level, with 80 percent 

of the total area planted. 30 percent of consulted farmers plan to increase the area dedicated to Bt corn, while 50 

percent reported they will maintain the same area.

(Source: uruguayan Seed Chamber survey of farmers on the use of Bt corn seed.)







Why Uruguay?

Ready for Biotech
“Biotech is viewed as a good and necessary tool; however, we realize there could be trade impacts as well, so we 

need to see which biotech traits are useful for the country,” says Enzo Benech, president of the Risk Management 

Commission (Cgr). Benech, who is considered a top seed expert in uruguay with decades of experience, adds that 

new biotech tools create two visions within the uruguayan government. “there are quick adopters and there are 

those that are reluctant to accept [the technology], so the tools must be managed carefully. We are responsible to 

balance national interest between potential and risks.”

Farmers Join the Effort
“We must reduce brown bagging even lower 

than it already exists,” says Juan Jose 

Masoller, a progressive grower who farms 

near Mercedes, Uruguay, emphasizing the 

high level of trust and intellectual property 

protection across this entire market.

Counter-Season Production: That’s What We Wish
“uruguay’s consistent soil, established government regulatory system 

and integrated seed system make fertile ground for establishing 

counter-season production. And that is what we wish,” says Pedro 

Queheille, president of the National Seed Institute (INASE). And it’s 

a wish that’s coming true, as counter-season production hectares 

have been increasing in the country over the last few years. “Around 

4,000-5,000 counter-season production hectares were planted this 

year, the third year we’ve had data. We started with 1,000 hectares 

the first year and last year we had 2,300. So it’s doubled this year.”

Insect Pollinated Crops
“uruguay is a country with great potential to 

become an important player in the world 

seed market as a producer of insect 

pollinated crops. the main reasons are its 

climatic conditions, clear governmental 

regu lat ions and an impor tant  seed 

association with serious, dedicated seed 

professionals and companies.”—Jean-Pierre 

Posa, president, Seed Association of the 

Americas (SAA)

Seed Specialists
“uruguay is to seed as Switzerland is to 

chocolate. Switzerland does not even grow 

cocoa, but has created incredible systems to 

produce the world ’s best and most 

recognized chocolate by utilizing expertise, 

systems and passion… uruguay brings not 

necessarily the world’s best land, but 

globally-leading intellectual property 

protection and a legal framework that is 

transparent, predictable and achievable,” 

says Enzo Benech, president of the National 

research Institute on Agriculture (INIA). “our 

small size [makes our industry] stronger and 

more manageable.”

Tax Benefits
“Creative measures are needed to promote 

the use of certified seed,” says Daniel Bayce, 

general manager of the uruguayan Seed 

Chamber, explaining that in uruguay’s 

system, growers receive a tax incentive 

benefit at the time they purchase seed. 

growers can deduct one and a half times the 

cost of the seed from their balance.

Capturing Value
“ through our three pillars we have built a 

successful and reliable seed market, where 

seed companies can invest and recover their 

investments due to:

•  Innovative royalty collection systems for 

licence holders and from farm-saved seed;

• Efficient enforcing systems; and 

•  Creative communication campaigns.”

—Diego risso, executive director, uruguayan 

Breeders Association (uruPoV)

Well-Respected 
Globally
“the International 

Seed Federation sees 

that the uruguayan 

s e e d  i n d u s t r y 

continues to grow, 

and we’re convinced 

th e  countr y  w i l l 

become an important 

p l a y e r  i n  t h e 

international seed 

trade on the South 

American continent. 

I n  a d d i t i o n ,  th e 

collection of royalties 

on farm-saved seed in 

uruguay has reached 

very high levels of up 

to 90 percent of all 

certified seeds, and 

this should serve as 

an example to many 

other countries where 

royalty collection is at 

much lower levels or 

absent.”—Marcel 

Bruins ,  secretary 

general, ISF
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INIA OVERVIEW

INIA is the main administrative body for agricultural technology in Uruguay, responsible for 

developing science and innovation that meet the needs of the agricultural sector. 

With 500+ employees and over 200 highly qualified researchers that hold a Ph.D. 

or Master of Science degree, INIA continues to be a leader in both the national and 

international research fields.

INIA is seeking and developing partnerships for cooperation and strategic alliances with 

national and/or foreign organizations and companies.

INIA FIELDS OF ACTIVITY

In addition to conventional research INIA has successfully encouraged complementary 

activities such as trading of technological findings, training and technical assistance, on-

demand research and advisory services.

INIA’s main experience in field crops is related to:

Seed Production • Cultivation and processing • Quality control

Release, protection, multiplication • Marketing and trading strategies development  

for new varieties • Plant Breeding • Variety Evaluation • Plant Protection • Biotechnology 

Developments and Applications • Soil and Crop Management •Industrial Grain Quality 

INSTITUTO NACIONAL DE INVESTIGACION AGROPECUARIA

INIA La Estanzuela Ruta 50 km 11 C.C. 39173 Tel.: (052) 24060 FAX (052) 24061
INIA Las Brujas Ruta 48 km 10 Rincón del Colorado C.C. 33085   Tel.: (032) 77647 FAX (032) 77609
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INIA Salto Grande Ruta a la Represa C.C. 68033  Tel.: (073) 25156 FAX (073) 29624
INIA Dir. Nacional Andes 1365 – P 12 C.C. 11.100  Tel.: (02) 9023630 FAX (02)9023633

Uruguay’s Agricultural Research Leader.

www.inia.org.uy
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For more information 
on Semillas del Sur 
and its counter-season 
production capabilities, visit 
semillasdelsur.com.uy  
or contact Diego Meikle 
at (+598) 99 534 878 or 
email diego.meikle@
semillasdelsur.com.uy.
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Counter-Season 
Production Pioneers

he has extensive knowledge in seed 

production and is considered a pioneer in 

counter-season production in uruguay. his 

name is Diego Meikle and he is the general 

manager of Semillas del Sur, a partnership 

between uruguayan seed company Barraca 

Jorge W. Erro S.A. and Argentinean seed 

company Don Mario. The partnership was 

formed in 2010 and the name, translated 

into English, simply means Southern Seeds.

Separately, the two companies are 

impressive enough on their own. Don Mario 

is one of the largest soybean seed producers 

in South America, selling nearly 30 percent 

of soybean seed in the region. Don Mario has 

access to many technologies and strives to 

be at the forefront of the industry and 

deliver the best products to its customers.

Erro provides the inputs (seeds, fertilizers, 

chemicals, machinery and technical 

assistance) for the planting of thousands of 

hectares for farms across uruguay. “We 

have the capacity to supply customers with 

the farm products they need,” says Jorge 

Erro, president of Erro.

But together, these companies have formed 

a strong presence as Semillas del Sur—a 

united front across South America for 

counter-season production.

And Meikle has played a large role in the 

partnership’s success. he says the key 

components to the partnership are:

•  Top-level technology—a brand-new seed 

production facility was opened in 

September 2010;

• Safe and trustworthy business ethics;

•  Exceptional seed-specific knowledge—

both seed companies have been 

operating a long time. Erro was 

established in 1947, while Don Mario was 

established in 1982;

A closer look at the Semillas del Sur partnership and its 
influential leader.

•  Diverse sectors—the key crop for the 

partnership is soybeans, but Semillas del 

Sur also deals with corn, wheat, canola 

and sorghum;

•  High-quality stewardship programs—the 

partnership works within various 

established programs which can be 

tailored to suit any needs.

Meikle believes firmly in what South 

America, and uruguay in particular, has to 

offer the rest of the world. Simply put, “It’s 

the best land choice for counter-season 

production. there are fewer players in the 

industry. And it’s cheaper than other 

markets,” he says.

According to Meikle, the partnership has 

had many successes so far. “We produced 

21 percent more than projected in our first 

year in the new facility, and produced more 

than 100 varieties, including varieties with 

the roundup ready 2 and Liberty Link 2 

production systems,” he says.

In addition, stewardship is a very 

important part of the partnership’s game 

plan. “We participated in the Excellence 

through Stewardship program and are 

working to complete certification,” says 

Meikle, adding that they have also 

achieved ISo9001:2008 standards.

But perhaps the biggest advantage to the 

partnership is its ideal location in the heart 

of uruguay. “uruguay’s predictable 

regulatory process, solid infrastructure and 

IP protection and enforcement process in 

the seed industry create a potential for 

counter-season production for North 

American companies,” sums up Meikle. “We 

understand that our customers are not just 

sending us seed but trust us with their 

intellectual property—we understand it and 

we protect it.”

Diego Meikle, general 
manager, Semillas del Sur





Expiration Date
The expiration of Monsanto’s 
Roundup Ready patents in 2014 
is creating a wave of discussion 
and confusion in the seed 
industry, and is raising new 
questions for the entire sector.

30 Seed World

In 2014, the last of the Monsanto’s Roundup Ready U.S. 
patents will be expiring. During the term of these patents, 
Monsanto has had the exclusive right to exclude others 

from making, using, offering for sale or selling the protected 
technology. Once these patents have expired, in theory, 
Monsanto will no longer have the right to exclude others from 
the protected technology. However, the regulatory mechanisms 
that must be maintained for the commercialization of the 
Roundup Ready traits may make it difficult for others to make, 
use or sell products incorporating the protected technology after 
the patents have expired.

The agricultural industry has tackled a variety of issues over 
the years, but no issue has produced as much discussion and 
confusion as the expiration of Monsanto’s various trait-based 
patents in the next couple of years. The expiration of Monsanto’s 
Roundup Ready or glyphosate patents creates interesting new 
questions for the industry.

•  Will the expiration of the Roundup Ready patents lead to 
generic Roundup Ready seed in the U.S. market?

•  Who will pay for the maintenance of the regulatory 
approval in the United States and world-wide?

•  How will the expiration of the Roundup Ready and other 
trait-based patents affect the import and export of seed in 
the U.S. marketplace?

Regulatory Background  
According to the United States Department of Agriculture 
Economic Research Service’s website, of all crops planted in 2011 
in the United States, GM soybeans, corn and cotton accounted 
for, respectively, 94, 88 and 90 percent of these crops planted. 
Other GM crops such as canola, sugar beets, melons and peppers 
have taken off as well. 

Fortunately, the United States has a solid regulatory system—
most of the traits that are incorporated into GM crops are 
required to be regulated by USDA, the Environmental Protection 
Agency and the Food and Drug Administration. The USDA 
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Regulatory 
Framework: Safe  
and Predictable

With its strategic location between Brazil 

and Argentina, uruguay is a seed hub in 

South America. however, it takes a lot more 

than a good location to be successful, and 

there is little doubt that the uruguayan seed 

sector’s impressive regulatory framework 

and intellectual property protection system 

are its greatest strengths.

Marcos Carrera, Monsanto’s commercial 

representative for uruguay, says uruguay 

has a tradition of respecting technology 

transfer agreements and as such, it’s ahead 

of many countries larger in size. “Monsanto 

has worked very hard to develop respect 

with regulators in uruguay because the 

system in place is extremely advanced,” 

says Carrera. “Industry, government and 

farmers across the country all have a 

respect for certified seed. uruguay 

successfully brings together certified and 

farm-saved seed that pays royalties to 

comparable levels. And it’s a very 

predictable system. We are a country with a 

predictable, logical and safe government 

and the entire industry is built on a large 

amount of trust.”

uruguay’s high-quality regulatory system 

has also been recognized around the world. 

According to a study commissioned by the 

global Partnership Initiative for Plant 

Breeding Capacity Building through the 

FAo (2010), in uruguay, “there is close 

integration of research with organized 

farmers and agro-industrial value chains, 

and research has been supported by an 

earmarked tax on agricultural production. 

What makes uruguay’s small but mighty seed industry so 
successful? Ideal weather and location, combined with a 
transparent regulatory framework that’s enforced and 
embraced by the entire seed sector.

Plant breeders’ rights are recognized, and a 

public–private system is in place to ensure 

that royalties [valor tecnológico] are paid 

to the holders of plant breeders’ rights 

even on farmer-retained seed.”

What makes the system so successful? It’s 

simple. the regulations are transparent and 

realistic and the entire sector is co-managed 

and co-funded by farmers, private sector 

and government—meaning that all 

stakeholders play by the same rules. 

Furthermore, it is an institutional framework, 

which differs from the rest of South 

America. the implementing components of 

the seed industry are non-governmental 

and do not swing with political changes. 

Even though each institution has a 

politically-appointed leader, the rules that 

govern it are above reproach. 

uruguay follows the rules of international 

seed institutions and is a member of the 

International union for the Protection of 

New Varieties of Plants (uPoV), the 

organization for Economic Cooperation 

and Development (oECD Seed Schemes), 

the International Seed testing Association, 

the International Plant Protection 

Convention and, at a private level, the 

International Seed Federation and the Seed 

Association of the Americas.

Uruguay joined the UPOV 1978 convention 

in 1994, but has implemented many of the 

rules from the uPoV 1991 convention, and 

the industry is willing to update to uPoV ‘91. 

It is also a member of the World trade 
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organization’s Agreement on trade-related 

Aspects of Intellectual Property rights 

(trIPS), which introduced intellectual 

property rules into the multilateral trading 

system for the first time.

Seed Law
uruguay implemented its own Seed Act in 

1981. the seed law is enforced by the 

National Seed Institute (INASE), a 

nongovernmental institution under public 

law, where the private sector has an 

important representation and role. this law 

has been updated many times after its first 

implementation, with two main revisions 

made in 1997 and 2009.

the goals of INASE are:

•  To encourage the production and use of 

superior quality and verified identity seed 

by promoting the development of the 

national seed industry;

•  To support the release of new domestic 

genetic materials as well as foreign 

materials proven suitable for local 

conditions;

•  To protect property rights;

•  To design rules for seed production, 

marketing, and certification; and

•  To monitor compliance with seed 

marketing rules and regulations.

INASE’s board of directors is governed by a 

chairman appointed by the Ministry of 

Livestock, Agriculture and Fisheries. other 

members are representatives of seed 

producers, seed companies and farmers. this 

arrangement ensures that all stakeholders in 

the seed business take an active role in 

INASE’s affairs, lending it transparency and 

accountability, as well as generating a strong 

commitment between all parties.

In recent years, the volume of certified seed 

produced and marketed in the country has 

steadily increased, an indication of a solid 

regulatory framework. INASE oversees the 

certification of over 100,000 acres of seed 

crops. the process of seed certification is 

based on the oECD guidelines.

other key players in the regulatory system 

are the National research Institute for 

Agriculture (INIA), which is the main local 

uruPoV enforces plant breeders’ rights in uruguay.
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breeding organization, the uruguayan Seed 

Chamber (CuS), the Seed Producers 

Association (ANAProSE) and the 

uruguayan Plant Breeders Association 

(uruPoV).

CuS represents the seed industry in 

uruguay at the National Seed Institute, and 

has worked very hard on behalf of the 

industry to achieve good regulatory 

systems and legal frameworks that are in 

line with today’s seed business. “the 

uruguayan seed business has shown 

impressive grow in the last decade, due to 

the great commitment of seed companies 

and the uruguayan government. New 

varieties have been developed and released 

in tandem with a good regulatory system,” 

says Daniel Bayce, general manager of CuS.

PBR Enforcement
the key concept for plant breeders’ rights 

management within the uruguayan system is 

that a PVP application is available when a 

cultivar has a potential for marketing. this 

management of PBr helps strengthen 

technology transfer within the country.

however, the other aspect of that is enforcement of PBr. Contracts 

must be upheld to ensure IP protection. uruPoV, which was founded 

in 1994, is responsible for collecting royalties, enforcing PBR and 

providing communication to industry. Diego risso has been the 

executive director of uruPoV since 2002, and is responsible for 

developing royalty collection systems and enforcing PBr in uruguay.

And this is where the country’s small size is an advantage. Farmers 

are visited by uruPoV staff for support and crop information, and 

when they buy seed they sign a document in case they are willing to 

use as farm saved seed and, even so, indicating they will pay royalties 

to the plant breeder. Farmers are required to pay extended royalties 

on all biotech seed. uruguay’s seed law makes a provision for the use 

of seed in subsequent years (for farm-saved seed). Seed companies 

require producers to sign a contract promising to pay royalties the 

next year. 

the entire industry is involved in the regulatory system, from seed plant, to government, to grower.
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one hundred percent of the million 

hectares of soybeans grown in uruguay are 

roundup ready. According to Carrera, 

“Because of the work that uruPoV is 

doing, Monsanto will still collect royalties 

on farm-saved seed.”

however, protection of IP goes back to the 

researchers developing the varieties, which 

is where the national research institute, 

INIA, comes in. INIA has a key role in 

implementing PBr management right from 

the start. the questions they are concerned 

with include:

• What kind of invention is it?

• Is it possible to protect? How?

•  Is there potential for marketing of the 

invention?

•  What is the applicable national legal 

framework?

•  How can the invention be transferred from 

a public institution perspective?

•  How is the transfer of the invention 

administered and managed, and by who?

• What is done with economic benefits?

It’s clear that every player in the uruguayan 

seed industry, from government to grower, 

is involved in the regulatory system and, 

more importantly, knows the rules and 

follows them. “All players need to have the 

PBr rules in advance before they can play,” 

says Diego risso of uruPoV. “they are laid 

out and clear and enforced.”

the entire industry is involved in the regulatory system, from seed plant, to government, to grower.



You’re Invited! 
the uruguayan seed 
industry is hosting a 
reception at the American 
Seed trade Association’s Corn 
and Sorghum and Soybean 
Seed research Conference 
in Chicago. Join seed 
professionals from uruguay 
on Wednesday, December 7 
from 6:00-7:30 p.m. in the 
truffles room and learn 
more about this exciting 
industry. 
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Pedro: As president of 
INASE, Pedro Queheille 
oversees the certification 
of over 100,000 acres per 
year of seed crops.

Diego: Diego risso, 
executive director of 
uruPoV, is responsible 
for developing royalty 
collection systems and 
enforcing plant breeders’ 
rights.
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Sophisticated 
Business Partners

there are many reasons that uruguay is an 

excellent country for the global seed 

industry to partner with. this small country 

is located between the 30 and 35 degrees 

of latitude in South America and shares 

borders with Argentina and Brazil.

Seed production in uruguay benefits from 

mild weather and is supported by adequate 

infrastructure and expert human resources. 

there are several seed companies in 

uruguay, operating modern facilities for 

seed processing and treatment, which 

guarantee the quality of the product. 

Specialized professionals provide expert 

advice on techniques for top quality seed 

production.

uruguay has a tradition of respect for 

intellectual property and a solid legal 

framework. there is also cooperation 

between the industry and the government, 

and several special seed industry initiatives 

including the promotion of certified seed 

usage through a tax benefit. however, an 

industry is only as strong as its professional 

foundation.

INASE
the National Institute of Seeds (INASE) was 

founded in 1997. INASE oversees the 

certification of over 100,000 acres per year 

of seed crops. the current certification 

system ensures genetic purity and seed 

traceability. the process of seed 

certification is based on the oECD 

guidelines.

INASE has an IStA accredited seed 

laboratory that has obtained outstanding 

marks on every refereed test that it has 

participated in. INASE’s seed test experts 

also oversee the performance of private 

labs around the country to ensure the same 

level of high performance.

INASE and uruPoV endorse the processes behind seed 
production in uruguay.

INASE is also responsible for enforcing the 

plant breeders’ rights and a solid regulatory 

system has earned uruguay the confidence 

of foreign companies for counter season 

seed multiplication for soy and corn.

URUPOV
the uruguayan Breeders Association 

(URUPOV) was founded in 1994 and is 

responsible for collecting royalties, 

enforcing PBr and providing 

communication to industry. Diego risso, 

executive director of uruPoV, is 

responsible for developing royalty 

collection systems and enforcing PBr in 

uruguay.

“the seed industry is a global industry and 

to remain competitive, we must ensure that 

not just the seed industry works to protect 

intellectual property but that our farmers 

are a critical component to ensuring that 

protection. We have utilized technology to 

ensure that we collect the correct 

information at the correct time,” says risso.

A key ingredient to the success of the seed 

system in uruguay is the commitment of 

uruPoV to remain in constant contact with 

the agricultural producers and their ability 

to maintain trust and dialogue. A talented 

and well connected team of individuals 

works diligently to ensure that IP is 

protected and rewarded thus ensuring 

continued investment and success. “our 

national seed industry is critical to our 

success in agriculture and we take very 

seriously our job to protect it,” says Jorre 

Erro, president of uruPoV.

together, INASE and uruPoV strongly 

urge seed companies in the united States 

to explore the potential that uruguay offers 

as a sophisticated business partner.
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Ministry of Livestock, Agriculture and Fisheries 

(MGAP)

Phone +598.2.4104155

Web: mgap.gub.uy

National Biosafety Committee (MGAP)

Email: bioseguridad@mgap.gub.uy

Web: mgap.gub.uy/portal/hgxpp001.aspx?

7,1,144,O,S,0,MNU;E;2;2;12;5;MNU;,

National Seed Institute (INASE)

Phone: +598.2.2887099

Web: inase.org.uy

Plant Breeders Association (URUPOV)

Phone: +598.2.9291565

Web: urupov.org.uy

Uruguayan Chamber of Seeds

Phone:+598.2.9290407 

Web: cus.org.uy

Seed Producers Association (ANAPROSE)

Phone: +598.2.4012541

Web: anaprose.com.uy

National Agricultural Research Institute (INIA)

Phone: +598.2.9020550

Web: inia.org.uy

Uruguay XXI (Investment and export 

promotion agency)

Phone: +598.2.9153838

Web: uruguayxxi.gub.uy

Key contacts

Seed Company Contacts
Agro Negocios Del Plata

Web: adp.com.uy

Agritec S.A. 

Web: agritec.com.uy

Agropick S.A.

Web: agropick.com.uy

Agrosan S.A. 

Web: agrosan.aw.com.uy

Agroterra S.A. 

Web: agroterra.com.uy

Agrupación de Viveristas Del 

Uruguay 

Email: viveros.anvu@gmail.com

Asociación Nacional De 

Semilleristas De Papa

Web: ansepa.com.uy

Asociación De Productores De 

Leche De San Jose

Email: aplcomercial@adinet.com.uy

Barraca Jorge W. Erro S.A. 

Web: erro.com.uy

Bayer S.A. 

Web: bayer.com.uy

Beltrame & CIA 

Web: beltrame.com.uy

Cadol

Web: cadol.com.uy

Calmer

Web: calmer.com.uy

Calprose

Web: calprose.com.uy

Calvase

Web: calvase.com.uy

Consorcio Nacional De 

Semilleristas De Arroz

Web: aca.com.uy

Coopar S.A. 

Web: coopar.com.uy

Copagran S.A.

Web: copagran.com.uy 

Cosechas De Uruguay S.A. 

Email: mlmazzeo@

cosechasdeurguay.com.uy

Crop Uruguay S.A. 

Web: cropsa.com.uy

El Cimarrau SRL 

Web: elcimarrau.com.uy

Estero S.A. 

Web: estero.com.uy

Fadisol S.A. 

Web: fadisol.com

Fertiprado Uruguay S.A. 

Web: fertiprado.com.uy

Gentos Uruguay S.A. 

Web: agrofuturo.com

Greising & Elizarzu S.R.L. 

Web: gye.com.uy

Hinkely 

Web: hinkely.com

Lebu S.R.L. 

Web: ipbseeds.com.uy

Malteria Oriental S.A. 

Web: malteriaoriental.com.uy

Malteria Uruguay S.A. 

Web: malteriasambev.com.ar

Millacar S.A. 

Web: millacar.com

Monsanto Uruguay S.A. 

Web: monsanto.com

Nidera Uruguay S.A. 

Web: nidera.com.uy

Procampo Uruguay S.R.L. 

Email: procampo@adinet.com.uy 

Rutilan S.A. 

Email: rutilan@adinet.com.uy

Saman

Web: saman.com.uy

Saudu 

Web: saudu.com.uy

Semillas Latitud S.A. 

Email: Alberton@semillaslatitud.com

Semillas Uruguay S.A. 

Web: donmario.com

Semilleria Surco S.A. 

Web: semilleriasurco.com.uy

Seminium Uruguay S.A. 

Web: latijereta.com.ar

Serkan S.A.

Web: serkan.com.uy

Solaris Tecnología Agrícola S.A. 

Web: solaris.com.uy

Union Rural De Flores

Web: urf.com.uy

Wrightson Pas S.A. 

Web: wrightsonpas.com.uy

Yalfin S.A. 

Web: yalfin.com
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regulates the development, transportation, testing and disposal 
of plant material as an agriculture product.  In turn, the EPA 
will then regulate a GM product if there is a pesticide substance 
incorporated into the plant, such as the Bt gene. Finally, the FDA 
regulates the food and feed aspects of the GM product.

During the life of the Roundup Ready patents, Monsanto 
has maintained the regulatory requirements of each agency for 
the introduction and commercialization of the Roundup Ready 
traits, including all of the data, in order to use these traits in the 
United States and international markets.

According to the article entitled “Roundup Ready Soybean 
Post-Patent Regulatory Commitment Extended through 2021” 
on the company’s website, Monsanto estimates that it spends 
approximately $1-1.5 million per year for the maintenance of 
regulatory approvals for a product.  With the expiration of the 
last of the Monsanto Roundup Ready patents, Monsanto has 
stated that it will maintain the Roundup Ready regulatory 
approval globally through 2021.

System Needed for Maintaining  
Regulatory Expenses
Based on this statement, it appears that Roundup Ready seed 
will still be available until 2021. Nevertheless, it is still unclear 
whether other seed companies will be able to produce and sell 
generic versions after this point. In addition, who will maintain 
the regulatory approval after 2021? Will smaller seed companies 

be able to afford the costs of the maintenance of regulatory 
approval, and will they be able to produce the data necessary for 
regulatory compliance based on the current system?

The issue of patent expiration and the maintenance of the 
regulatory approval for GM seed is very confusing and leads to 
the question: isn’t there a simple mechanism for GM seed to 
be made available for companies to use once a patent expires, 
without the need for large regulatory maintenance expenses?

A similar market that comes to mind is the pharmaceutical 
industry. Obviously, the pharmaceutical industry has dealt with 
similar issues over the years with the regulatory requirements for 
the development and commercialization of drugs.

Over the years, the pharmaceutical industry has developed 
a system with the U.S. regulatory agencies to allow for generics 
to enter the marketplace once a patent has expired. The Drug 
Price Competition and Patent Term Restoration Act, more 
commonly known as the Hatch-Waxman Act, allows the FDA 
to approve applications to market generic versions of brand-
name drugs released after 1962 without repeating efficacy and 
safety research.

A generic drug maker must simply submit an application 
after a patent has expired that basically states that the generic 
drug maker will be creating an identical drug to the patented 
drug that went through the regulatory approval process.

There are of course obvious differences between the 
pharmaceutical and agriculture industries which may create 
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new hurdles for the development and implementation of similar 
regulatory mechanisms for the agriculture industry. However, 
it is yet to be determined whether the U. S. government will 
develop some sort of similar mechanism to the Hatch-Waxman 
Act to aid in the introduction of generic GM seed into the 
marketplace after a given trait-based patent expires.

In the end, in spite of the fact that the United States 
has a long history as a world leader for innovation and the 
introduction of new technologies, the effect of the expiration 
of the trait-based patents on the United States and the world is 
a complete unknown. Obviously, there does not appear to be a 
silver bullet to the complexity of the issues. The next couple of 
years will be interesting for the agriculture industry. 

Barbara Campbell and James M. Weatherly

Editor’s Note: Barbara Campbell and James M. Weatherly are 
attorneys in the Intellectual Property, Technology and Media 
Department of Holme Roberts & Owen LLP in Denver, Colo.  
Campbell and Weatherly have over 11 years of experience in 
prosecuting agriculture and biotechnology-based patents, plant 
patents, United States Plant Variety Protection, plant breeders’ rights 
and trademarks throughout the world. Campbell can be contacted 
at 303-866-0571 or barb.campbell@hro.com. Weatherly can be 
contacted at 303-866-0544 or james.weatherly@hro.com. 

What Are Seed Professionals 
Saying About Patent 
Expiration?
“We’ve been very clear that we’re going to continue to 
support the regulatory framework [for Roundup Ready 
One technology] around the world through 2017, which 
is about three years after that patent expiration. Patent 
expiration is something that’s inevitable—we all know 
that it’s there and it’s coming, so we’ve been in that 
planning mode for some time. And to be clear, there 
was some speculation out there that we were going to 
make companies destroy seed, and I wonder, ‘How does 
somebody draw that conclusion about us?’ because 
that’s just not who we are. No, we’re not going to make 
anybody destroy seed. What I’m focused on is that 
Roundup Ready Yield brings farmers a significantly 
better product, it yields better than Roundup Ready One 
and that, for us, is how we look at it as a company. It’s 
about continuing to bring innovation to farmers… it’s 
about innovation and [developing] new technology and 
continuing to increase the profitability of our farmer 
customers.”—Brett Begemann of Monsanto Company

In June, the incoming American Seed Trade Association 
chairman Mike Gumina’s priority list of issues to tackle 
for the new fiscal year included patent expiration. “As 
patents on traits or events expire, our goal is to create 
a smooth, streamlined transition into a generic seed 
market without violating property rights or interrupting 
international trade,” said Gumina, the 2011/12 ASTA 
chairman, in a press release.
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U.S. patent law has not experienced comprehensive changes in the 
past 60 years. However, the world of U.S. patents changed as we 
know it on September 16, 2011, when President Barack Obama signed 

into law the Leahy-Smith America Invents Act. The AIA puts in motion 
a set of comprehensive revisions to the U.S. patent laws that are purported 
to bring the U.S. patent laws more in line with the patent offices of the rest 
of the world.

Here, we break down the revisions to U.S. patent laws and explore their 
impact on the seed industry.

Change from First-to-Invent to First-Inventor-to-File
As of March 16, 2013, the U.S. patent system will move from a first-to-invent 
to a first-inventor-to-file system. Currently, if two inventors file a U.S. patent 
application for the same claimed invention, the inventor who both first 
conceives, and also reduces to practice the claimed invention, is granted 
patent rights to that invention. With the implementation of AIA, when two 
inventors file for the same claimed invention, the inventor who files first will 
be granted patent rights to the invention. While the U.S. system still retains 
the requirement that an applicant for patent must have invented the claimed 
subject matter, the first-to-file system creates a “race to the office” scenario, 
encouraging inventors and companies that are competing to develop similar 
technologies, such as new traits, to file early.

Prioritized Examination
As of September 26, 2011, applicants will be able to file a request for prioritized 
examination of any original utility or plant patent application. The fee for a 
request for prioritized examination is USD$4,800 for large entities and $2,400 
for small entities. For fiscal year 2011, the number of prioritized requests has 
been limited to 10,000. The benefit of prioritized examination is that it speeds 
up the examination process by completing examination in about one year, 
versus the current course of examination, which typically begins anywhere 
from two to five years after an application for patent is filed. Prioritized 
examination may be a valuable mechanism for inventors and companies to 

PAtEnt 
REfoRM in 
thE UnitEd 
StAtES…
Ready or Not,  
It’s Here to Stay
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get more complicated patent applications, such as trait-based or 
breeding method patents, through to issuance more quickly than 
if the applications are filed without a prioritized examination 
request.

Best Mode
Currently, the requirement for every patent application is that 
it must disclose the “best mode” to practice the invention. 
Notwithstanding this ongoing requirement, as of September 16, 
2011, the failure to disclose the best mode shall not be used to 
cancel, invalidate or hold unenforceable a patent (i.e. in litigation 
situations).

Fee Changes
The AIA provides for a number of changes regarding fees, 
with differing effective dates. Some of the highlights of the fee 
changes are as follows:

•  As of September 26, 2011, there is a 15 percent surcharge 
on patent fees.

•  As of September 16, 2011, the AIA provides for the 
establishment of “micro-entities.” Micro-entities receive 
a substantial discount of 75 percent off patent fees. A 
micro-entity must be a small entity; additionally, the 
inventor must not have been named as an inventor on 
more than four previously-filed patent applications, and 
must maintain a certain gross income.  The micro-entity 
is not obligated to assign, grant or convey ownership 
interest in the application to another entity with a 
particular gross income.

•  As of November 15, 2011, the AIA calls for charging an 
additional fee of $400 for each patent application that 
is not filed electronically, excluding design, plant, or 
provisional applications.

PAtEnt 
REfoRM in 
thE UnitEd 
StAtES…
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False Marking
As of September 16, 2011, only parties who have “suffered a 
competitive injury” as a result of false marking of a product 
may file a suit. Additionally, included in the new rules is the 
stipulation that the marking of a product that was previously 
covered by an unexpired patent, but has now expired, shall no 
longer be considered false marking. This change may be a huge 
relief to seed companies who are constantly required to review 
bags and marketing materials to ensure that all listed patents 
are unexpired.

Elimination of Interferences and Establishment of 
Derivation Proceedings
The AIA has eliminated interferences from the patent process—
in other words, United States Patent and Trademark Office 
proceedings where it is decided which of two inventing parties 
should be awarded the rights to a claimed invention. Any 
pending interferences will either be dismissed without prejudice, 
or allowed to continue. In the place of interferences there are 
derivation proceedings, which require an applicant for patent to 
file a petition within one year of the date of “the first publication 
of a claim to an invention that is the same or substantially the 
same” as the earlier filed application for patent.

Satellite Offices
The AIA provides for the establishment of three satellite offices 
of the U.S. Patent and Trademark Office, subject to available 
resources. The first satellite office will be established in Detroit, 
Mich. Some goals of the satellite offices are to decrease the 

backlog of pending patent applications by hiring more patent 
examiners, improving patent examiner retention, and providing 
for locations outside the Alexandria, Va., area which may be 
more convenient for applicants and patent practitioners. Denver, 
Colo., is also a candidate for one of the satellite offices, a benefit 
which would provide seed companies in the Midwest and western 
United States easier access to a U.S. Patent Office. 

Other Noteworthy Changes
• Changes to “Prior Art” definitions.
•  Establishment of post-grant review proceeding for review 

of the validity of covered business method patents.
•  Establishment of supplemental examination of issued 

patents by a patent owner.
•  Establishment of virtual marking of patent pending or 

patented products.

Barbara Campbell and James M. Weatherly 

Editor’s Note: Barbara Campbell and James M. Weatherly are 
attorneys in the Intellectual Property, Technology and Media 
Department of Holme Roberts & Owen LLP in Denver, Colo.  
Campbell and Weatherly have over 11 years of experience in 
prosecuting agriculture and biotechnology-based patents, plant 
patents, United States Plant Variety Protection, plant breeders’ rights 
and trademarks throughout the world. Campbell can be contacted 
at 303-866-0571 or barb.campbell@hro.com. Weatherly can be 
contacted at 303-866-0544 or james.weatherly@hro.com.
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WIth a growing world population, now more than ever 
it’s critical that farmers have access to the tools that 
will help them grow more food while protecting the 

environment. And seed treatments are one of these tools.
“By utilizing modern agriculture technologies, farmers 

will be able to boost yields, conserve water usage and protect 
biodiversity,” says Keith Jones, director of stewardship and 
sustainable agriculture for CropLife International based in Brussels, 
Belgium. “Seed treatments represent one tool on which many 
sustainable agriculture technol ogies rely upon. By protecting seeds 
from planting to emergence, seed treatments can improve stand 
establishment and increase potential yield.” 

Seed treatment technology has 
come a long way since the use of 
salt brine in the mid-1600s. Today 
seed treatments deliver clear 
environmental, economic and social 
benefits, making the technology 
a perfect tool for sustainable 
agriculture.

Seed treatment:  
a tool for Sustainable agriculture
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Treated cotton seed.
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Helmut Schramm, head of the seed treatment business at Bayer 
CropScience in Monheim, Germany, agrees, saying seed treatments 
deliver clear environmental, economic and social benefits, making 
this technology a perfect tool for sustainable agriculture.

“Innovative seed treatment technology represents an 
environmentally-sound approach to crop protection,” he says. 
“Treating the seed provides a targeted and effective means of 
application that helps increase yields, safeguard our environment 
and ensure a more sustainable means of crop production.” 

Over the years, seed treatments have evolved from simply 
protecting the seed to helping improve plant stand and early plant 
health. 

“Seed treatments are increasingly designed to also enhance 
plant emergence, growth or nutrition efficiency, which, along with 
crop protection, lead to a more vigorous and uniform crop,” says 
Schramm. “This forms the optimal base for a high-quality crop 
which can fully exploit its yield potential.” 

Greg Lamka, chair of the International Seed Federation 
Seed Treatment and Environment Committee, says that 
in order to maximize yield, it’s important to have a full and 
uniform stand. The STEC committee was established in the 
1990s to raise the seed industry’s awareness about the use of 
different seed treatments and to promote a better understanding 
of how production could be improved and made more efficient. 
The committee consists of seed companies and crop protection 
companies who wish to promote the safe and effective use of 
seed treatment products.

“Growers are paying more for the seed, so expectations are 
rising about the performance of our products. Seed treatments 
are a way to ensure that the products will perform to their 
maximum, based on the environment that they’re put into,” 
says Lamka, adding that the vast majority of the seed used in 
developed countries is treated. 

The Seed Treatment Advantage
Seed treatment refers to the application of crop protection 
products directly to seed to protect it from seed-borne and soil-
borne pathogens and insects. The time between planting and 
emergence is the most vulnerable stage of plant development. 
Once in the soil, the seed is susceptible to damage from 
insects, pests, bacterial pathogens and fungi. Seed treatments 
allow farmers to protect against these threats during planting, 
says Jones.

When possible, farmers plant earlier than they used to in 
order to maximize yields, and often reduce tillage or decide not 
to till at all, says Lamka, noting that both of these practices 
significantly impact the seed bed.

“The earlier a grower plants, the more often it’s going to be 
cold and wet. The more plant debris that is lying on the surface 
of the soil, the colder and wetter the seed bed will be, and the 
more plant disease inoculums that will be present. The colder 
and wetter the seed bed, the slower the seed will germinate, and 
the slower it will come up,” he says, adding that this provides 
more opportunity for fungi to attack and kill seed, or greatly 
reduce its health. This risk can be decreased by using seed 
treatments, but it’s up to seed companies selling these products 
to inform growers on how best to use them.

Seed treatments are also a highly targeted way of applying 
pesticides, notes Schramm. “Instead of spraying the entire 
field area, less than one percent is treated, and so only insects 
and pathogens that forage on the plants are exposed,” he says. 
“Therefore, beneficial species and other species that live on and 
around the plants are protected.” Less product use per area also 
leads to decreased risk of off-crop drift, which consequently has 
a reduced impact on species in adjacent areas, he adds.

Lamka agrees, saying that in the past, if growers had a 
problem with insects or disease, they would make a foliar 
or granular application. However, when growers use a seed 
treatment, they end up using less product and are burying the 

“Innovative seed treatment technology represents an 
environmentally sound approach to crop protection. Treating the 
seed provides a targeted and effective means of application that 
helps increase yields, safeguard our environment and ensure a 

sustainable means of crop production.”
—Helmut Schramm
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product underground. “So we’ve greatly reduced our impact to 
the environment by using these very small amounts of focused 
material as a seed treatment,” he says. 

Many of the new chemistries used for treatments are 
systemic, explains Lamka. They come off the seed coat into the 
soil, and are absorbed by the seedling through the root system as 
it grows. These products often protect the seed and the seedling 
for approximately three weeks after emergence.

Farmers prefer using seed treatments over crop spraying 
because it is more effective in terms of crop protection, and 
generates vigorous plants and increased yields, while being more 
cost-efficient, says Schramm.

“Entire field spraying can be spared, reducing the use of 
fossil fuels (and the greenhouse gas emissions associated with 
their use) as tractor operations are no longer necessary,” he says. 
“So this addresses the economic pillars of sustainability, while 
complementing the technology’s environmental benefits.”

Seed treatments are an environmentally safe way to protect 
plants because of the reduced use of active ingredients per unit of 
land area, says Lamka, who is also the global senior manager of 
seed applied technologies for Pioneer Hi-Bred in Johnston, Iowa. 

“The products are more environmentally safe than they’ve 
ever been in history. Using seed treatments is a good stewardship 
practice,” he says.

Seed treatments go back thousands of years, notes Lamka, 
to when they put salt brine on wheat seed to get rid of certain 
seed-borne diseases. Years ago, mercury was also used as a seed 
treatment because it was very effective at killing insects that 

Seed treatments protect seedlings from insects, disease and other threats 
during planting.
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were attacking the seed, but it’s a toxic product to all living 
organisms. These early toxic products have been banned and 
taken off the market.

“Today we’re using much safer products. They are safer for 
the people handling them, safer for the environment and much 
safer for the seed itself,” says Lamka. 

Stewardship and Education are Key
The seed industry is interested in ensuring seed treatments are 
properly applied for both the product performance for customers 
and also for the safety and health of our own employees and 
farmers, says Lamka. 

CropLife International trains farmers worldwide on the 
use of plant science products, including seed treatments, says 
Jones. And in 1991, CropLife International launched its Safe 
Use Initiative, which consists of pilot projects designed to 
provide training and education for all users and handlers of 
crop protection products. 

Meanwhile, CropLife America and the American Seed 
Trade Association are working in conjunction with the 
Environmental Protection Agency to review seed treatment and 
bag/tag language. “We’re trying to determine what additional 
seed treatment and bag/tag language would be informative 
in regards to quality seed treatment application and proper 
planting of treated seed,” says Lamka. 

Overseas, the European Seed Association has sponsored 
an initiative called the European Seed Treatment Assurance. 
“They’re looking at an accreditation process for the various 
seed companies on how to apply treatment,” says Lamka. This 

will result in a uniform approach to proper seed treatment 
application.

And many companies, such as Bayer CropScience, have 
been advancing seed treatment application technologies in 
cooperation with agricultural machinery experts to ensure high-
quality production. Quality standards, analytical methods and 
certification schemes have also been developed, says Schramm.

 teresa falk

“Today we’re using 
much safer products. 
They are safer for 
the people handling 
them, safer for the 
environment and much 
safer for the seed itself.”

—Greg Lamka
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strategy

EvEry product complaint i’vE had in my carEEr was a rEsult of thE  
1,000 plus variablEs that affEctEd its intEndEd pErformancE.

Product Complaints
a featured segment designed to share business-
critical information to seed-selling professionals. Visit 
seedWorld.com to download this department and 
other tools to help you sell seed to farmers.

Pe
rf

or
m

an
ce

product pErformancE 
• “ Your variety was beat by 20 

bushels per acre.”
• “ Your variety lodged worse than 

anyone else’s.”
•  “Your variety didn’t dry down.”
• “ Your variety was too light in test 

weight.”

Hearing those kinds of statements 
is every seed seller’s nightmare. 
Whenever you do hear these 
kinds of statements, two things 
immediately come to mind. One, 
I am about to lose a customer 
and two, I should have practiced 
my story better so I would have 
known how to respond to those 
comments.

In every business, feelings of 
fear and apprehension regarding 
product performance are natural. 
We always want our products to 
win. the problem is that seed is 
a living organism whose ultimate 
performance is largely dependent 
on the amount of environmental 
interference it is exposed to 
during the growing season. the 
chance of every variety getting 
through a year without a so-called 
performance issue is rather 
low. and any issue with product 
performance can make it more 
difficult to resell to a customer, 
especially if he is a first-time buyer.

prEvEntion tactics 
If you want to keep from hearing 
product complaints, the best 
approach is to avert that problem in 
the first place. actually, 99 percent 
of all product complaints can be 
prevented. At harvest, a customer 
should never be surprised by 
the performance of any of your 
varieties. If you follow the progress 
of each of your varieties, with each 
buyer throughout the growing 
season, both you and he/she will be 
aware of the possible performance 
issues way before harvest. By 
doing this, the buyer learns almost 
all performance issues are related 
to the environment or his/her 
management system and are not 
the fault of the particular variety.

what do you do whEn 
your product GEts 
bEat? 
What can you do when trouble 
strikes and your customer says, 
“You got beat?” Here are a few 
tips to getting buyers back after 
they tell you your product was out 
performed by a competitor. 

First, know it’s not your product’s 
fault. Virtually every product 
complaint I’ve had in my career 
was a result of the 1,000 plus 
variables that affected its intended 
performance, rather than a 

deficiency of that variety. If you 
really don’t believe that, you need 
to let the customer go because 
you cannot possibly help him/
her improve production by trying 
to guess which varieties will 
perform best next season—in an 
environment which will certainly be 
different from the previous year.

Second, be there at harvest. This 
fall, I received numerous phone calls 
from desperate field sellers asking 
what to do because their variety got 
beat and the buyer wants to leave. I 
ask them one simple question, “Did 
you ride their harvesters?” Most 
say no. the number one reason we 
ride harvesters is to get a progress 
report and gauge how far the 
grower has come toward our way 
of thinking since planting season. 
Complaints on the harvester tell 
you that you did not improve that 
grower’s understanding of product 
performance enough for him/her to 
blame something other than variety.

third, know what to say. When 
the grower says, “Your variety got 
beat by 20 bushels,” the standard 
reaction is a three step process: 1) 
Panic. 2) Probing to find out why it 
happened. 3) Replacing that variety 
with a different one next season. all 
of which are the wrong reactions.

sEllErs’ knowlEdGE 

of the growing region and 
what varieties perform best 
in that specific geographic 

location is vEry 
important.
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rElationships 
always remember, the real problem 
involved in any product performance 
complaint is the grower’s relationship 
with the sales representative. If that 
relationship is strong enough, the 
customer won’t assign blame to 
the product’s lack of performance. 
Instead, the grower will ask the 
representative what he/she, the 
grower, should be doing to improve 
next year’s crop. End variety blaming 
immediately and start solving the 
relationship problem. 

hit it homE 
tell him that your knowledge of 
products, his farm and what he 
needs is very important to his 
success. tell him that you will be 
there when he plants, you will 
walk his fields during the season 
and you will be there when he 
harvests. Look him in the eye and 
reassure him that you will be with 
him to help minimize the effects 
of the variables and maximize 
performance. remember, if he 
doesn’t buy from you, his only 
other choice is to buy an unknown 
product from a competitor. that is 
a true shot-in-the-dark and a sure-
fire way for him to lose. so, use the 
only meaningful sales tool you have 
to get a customer to buy and keep 
on buying—his faith in you.

This column was written by Rod Osthus, publisher of the Seed Seller 
Training Journal. For more information and tips on selling seed, visit 
rcthomas.com.

the real probleminvolved in any product performance complaint is the grower’s relationship with the sales representative.

follow this dialoGuE 
As soon as a grower tells you that you got beat by 20 bushels, ask him this 

question in a very relaxed, non-intrusive manner, 

“How long have you been farming, John?”

“20 years.”

“How long have you been raising corn?”

“All of those 20 years.”

“In those 20 years have you ever seen the 
same environment two years in a row or the 
same varieties on top two years in a row?”

“No, I guess not.”

Now, look him in the eye and gently put a stop to this insane conversation.

“John, this is not a variety problem. The cropping plan we put together 
for you last year was the right one. It was designed to protect you 

from the more than 1,000 variables that hit us again this year and it did 
just that. Varieties are living, breathing organisms like you and me and 
there is no way of knowing which ones are going to perform the best 

from year to year because we can’t predict all of the variables it will be 
exposed to. That’s why we protect you by making sure we place several 

varieties on your farm every year.”
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1915
Trade-Marking Seed Brands
By Albert Scheible, patent attorney  

Judging from a long experience with trade-marks applying 

to various lines of business, I would offer the following 

suggestions to seed men wishing to protect trade-marks 

relating to their particular brands of seeds, the illustrations 

being taken partly from other lines, but equally applicable to 

this class of goods.

•  Choose a mark that can be pronounced. Seeds, like other 

merchandise, may not only be ordered by mail but also 

called for verbally over the counter. Many a handsome 

looking mark leaves buyers guessing when they try to name 

it, and if they guess wrong, will the user of the mark get his 

full share of the trade? For example, who is it to tell whether 

the accompanying trade-mark is to be called “Ess-in-ring” 

or “Circle S” or simple “Ess Brand”? However, anyone 

thinking of the mark beside it would readily call for the 

“Viking” seeds. Note: small illustrations go here –see page 

145 of 1915 book

•  Choose a mark that can be remembered. Monograms and 

mystic combinations of letters or figures may look well, but 

how many buyers will remember them?

•  If you prefer a pictorial emblem, always print the 

pronounceable  name with it, so as to fix that in the 

customer’s memory. (Note illustrations of the “Magnet 

Brand,” “Sickle Brand” and “Coin Brand.”) 

Seed Supplies—Present and Future
This country has always depended almost entirely upon 

European growers for supplies of certain seeds—flower seeds, 

carrots, beets, spinach, cabbage, turnip, radish, parsnip and 

celery are the principal varieties. The European growers have 

always been able to produce these seeds at such reasonable 

prices that American seedsmen have always purchased their 

supplies from these growers, and have not encouraged the 

growing of these seeds in this country.

It is true that Europe posses certain advantages over America 

in this matter of seed production. In many of the seed growing 

districts the soil and climate are almost ideal for the growing 

of seed crops. Hand labor, too, is cheap and labor is one of the 

principal items of expense in the seed growing business.

Then came the war, calling to the colors these workers of the 

field. Crops were left unharvested or were plowed up so that 

grain could be planted to feed the armies. Hundreds of acres 

were destroyed by the movements of the troops. Altogether the 

difficulties encountered by the European growers in harvesting 

and shipping their seed crops this year are far from few.

Since 1915
The first issue of Seed World was published in 1915. Read on for a 
timeline of interesting news and events that were printed in the 
magazine throughout its long history.

50 Seed World



1940
May Use Tear Gas to Kill Disease Organisms
Tear gas, which often is used to break up riots, may be 

used to eliminate plant disease organisms and increase 

the productivity of western farm soils in the near future, 

according to Dr. H. W. Reuszer, associate bacteriologist for the 

Colorado State College Experiment Station, at Fort Collins.

This gas with the scientific name of chloropicrin is still too 

expensive for this purpose, but it is being used to partially 

sterilize Denver greenhouse soils in which asters are to be 

grown.

And in several eastern states tear gas already has been used 

for the partial sterilization of field soils where vegetables and 

other truck crops are produced.

“I expect this gas will be used on Colorado fields before long, 

particularly in the truck garden areas,” Dr. Reuszer said. “It 

costs about as much as a steam sterilization, but it may be 

used on soils which produce very valuable crops. 

“The effect of this partial sterilization on crop production,” 

he continued, “is essentially the same as a light nitrogen 

fertilization.”

Seed Corn When Sealed in Cold Will Germinate  
After Six Years
Seed Corn dried thoroughly, sealed hermetically, and stored 

at freezing temperatures or colder has kept its power to 

germinate after six years. This has led scientists to renewed 

interest in methods of seed storage that may eventually prove 

of value to farmers and the seed trade. 

To find out what conditions of storage would best preserve life 

in seed corn, Dr. Sayre sealed into glass test tubes hundreds 

of small samples of a uniform lot of seed corn. The samples 

represented varying degrees of moisture content. In a quarter 

of the test tubes the seed was sealed in air, in another quarter 

the seed was sealed in an oxygen atmosphere, in another the 

seed was sealed in nitrogen, and the fourth group was sealed 

in carbon dioxide. One group of samples was stored at room 

temperature, and a third at 25 degrees below zero centigrade.

After six years many of the seeds will not germinate—are 

dead. Others sprout nearly as well as the original sample. 

Oxygen and nitrogen atmospheres were injurious. If carbon 

dioxide has any advantage over dead air storage, six years is 

too short a time to show it. The best germinations were from 

seed dried thoroughly before storage, sealed in air or carbon 

dioxide, and kept cold through the years. Doctor Sayre has 

enough samples remaining to allow for tests every three years 

for the next 15 years.

Excessive Rains in Texas
Dallas, Texas, July 17.—Our territory as a whole has received 

excessive rainfall this season for the first time in five years. 

The rain coming at the wrong time has stained most matured 

grain crops and will no doubt cause cotton insect damage.—

Robert Nicholson Seed Co.

No Bulbs From Holland This Year
Copex Co., Inc., horticultural shipping agents at New York, 

have just received a cablegram from the Holland Bulb 

Exporters Association at Haarlem, Holland, to the effect that 

it will not be possible to export bulbs from The Netherlands to 

the United States this season.

The Bulb Association in Haarlem, Holland, as well as a 

number of prominent bulb growers individually, have left 

no stone unturned to find ways and means to enable the 

shipment of bulbs to the United States as usual but, in view 

of war conditions, all their efforts in this direction have 

been unsuccessful.

Contrary to reports that have been published in the press 

from time to time, it can be authoritatively stated that with 

the exception of a very small area outside of the main bulb 

district in Holland, the bulb fields there are entirely intact 

and did not suffer any war damage.

The bulb growers in Holland are continuing their cultures as 

usual and if steamship connections will be restored next year 

they expect to supply the American market again with bulbs 

as heretofore.
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The view of the interior of the Aggeler & Musser seed company store 
shows how merchandise is attractively and efficiently arranged.
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USDA Proposes Changes In Federal Seed  
Act Regulations
The U.S. Department of Agriculture has proposed several 

changes in the regulations under the Federal Seed Act 

and has announced that a public hearing to consider the 

proposals will be held on March 11.

The amendments, if adopted, would largely update the 

technical rules for seed testing to conform essentially to rules 

adopted by the Association of Official Seed Analysts which go 

into effect July 1.

In essence, the proposed amendments would recognize new 

varieties of vegetable snapbeans, sorghums, and sorghum-

sudangrass hybrids; and they would set a germination 

standard of 70 percent for several additional varieties of 

garden bean seed. Also, the name of “sorghum-sudangrass 

hybrid” would be shortened to “sorsudan hybrid.”

In addition, the proposals would revise the list of toxic 

chemicals used in seed treatments; alter the rule for sampling 

mail containers; and reduce the pure-live seed percentages 

required for imported seed or veldtgrass, sorghum alum, and 

johnsongrass.

The hearing is scheduled for 10:00 A.M. on Thursday, March 

11, and will be held in Room 2096 South Building, U.S. 

Department of Agriculture, at 14 St. and Independence Ave., 

S.W., Washington, D.C.

Ladies To Visit Betty Crocker Kitchens
There will be plenty to keep the ladies occupied while 

they are in Minneapolis [during the ASTA 82nd Annual 

Convention]. They will participate, of course, in the evening 

social festivities of the convention; many of them may wish to 

visit the Minneapolis stores or other points of interest; or they 

may enjoy getting together in informal groups with some of 

their friends.

Heading the committee in charge of the entertainment for 

the ladies is Mrs. J. B. “Chloe” Massie, wife of Convention 

Committee Chair Jim Massie of Northrup, King & Company, 

who extends a special invitation to the ladies to come to 

Minneapolis.

One of the planned activities for the ladies is a tour of the 

world-famous Betty Crocker Kitchens of General Mills. This 

visit is scheduled for 10:00 a.m. on Thursday, June 29th. In 

the test kitchens they will find the Betty Crocker staff busy, 

as always, with cooking and baking—testing, developing 

recipes and working on new ideas. In the Kamera Kitchen 

they will see picture-perfect foods being made ready for 

the photographer. The Quality Kitchen makes a continuing 

evaluation of all products, judging them from a homemakers 

viewpoint; and the Experimental Kitchen tests new methods 

and new products.

After the Betty Crocker tour, the ladies will be taken to the 

exclusive Lafayette Club on Lake Minnetonka by chartered 

bus for lunch and entertainment.
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Portable Computers Go Where the Action Is
The past few years have seen an explosion in the different 

makes and models of portable computers available to 

seedsmen. At the same time, computers have become 

an essential tool for sales, production, accounting and 

management tasks. In this article, we will look at the 

currently available types of machines and how they best 

serve the user. We also will look at some problems these 

machines can create and how to avoid them.

Portable computers maybe broadly defined into three types. 

Handheld or “pocket” computers are the smallest, briefcase 

or “laptops” are somewhat larger and “luggables” are the 

largest. Each is suited to different uses and offers a differing 

amount of capacity and capability.

Portable computers are an excellent investment. They 

let you put computer capability where it is most needed, 

at prices comparable to desktop machines. Their use in 

data collection, analysis, reporting, word processing and 

communications can improve your company’s ability to 

handle vital information quickly. With a portable computer, 

you can spend less time in the office handling paperwork and 

more time where the action is!

The Independent’s Role in the 1990s
The multinational seed companies will seal the doom of 

the independents in the 1990s, right? Wrong! At least if the 

independents have any say in the matter. Though independent 

seed companies see problems, they also see potential.

 “The future looks bright, but it won’t come easy. You’ll have 

to work at it,” thinks John Zajac, Zajac Performance Seeds, 

North Haledon, N.J. Zajac is a breeder, grower and wholesaler 

of turfgrass seed. “Still, the opportunities are there if you 

keep your wits about you. You must be aware of what’s going 

on and determine where you fit in the overall puzzle.”

Herbicide Resistant Corn: Its Impact On The  
Seed Industry
By Jackie Sloane, consulting associate, Clark Consulting 

International

Due to strides in biotechnology, and years of agricultural 

biotechnology research, industry sources say farmers may 

be able to buy herbicide-resistant corn hybrids by 1995. 

The impact this will have on the seed business is open to 

speculation, but many believe the effect will be more of an 

evolution than a revolution.

While biotechnology work is being done to develop herbicide-

resistance in numerous crops (tomatoes, soybeans, potatoes, 

etc.), emphasis has been put on developing herbicide-resistant 

corn hybrids. This focus is a response, in part, to a perceived 

economic need by the farmer, due to heavy weed pressure and 

the resulting high usage of herbicides in corn production.

Tiny Tomato
The “world’s smallest tomato” has been developed, according 

to its breeders, Jay Scott and Brent Harbaugh of the University 

of Florida’s Institute of Food and Agriculture. Called Micro-

Tom, this miniature ornamental tomato plant stands just 

five to eight inches tall, but will produce abundant fruit 

one-twentieth the size of standard tomatoes, or half the 

size of a cherry tomato. Royal Sluis, Salinas, Calif., which 

will produce and market Micro-Tom on an exclusive basis, 

says the fruits may be sprinkled on salads like croutons. The 

fruits are reportedly very tasty. Micro-Tom is recommended 

for pots, hanging baskets and garden borders. Seed will be 

commercially available in December 1990.

In March, the Florida Foundation Seed Producers, Inc. (FFSP) 

signed the exclusive agreement with Royal Sluis. However, 

FFSP has applied for Plant Variety Protection (PVP) and will 

retain the PVP rights.
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food 
fight

every year, in a tradition dating to the 1940s, thousands 
gather in the Spanish town of Buñol for La Tomatina, a 
giant “food fight”, in which participants gleefully pelt each 

other with tomatoes and get very, very messy. There’s blood in 
the streets, but it belongs to the tomatoes. 

However, according to a study in the prestigious journal, 
Science, and two in the Proceedings of the National Academy of 
Sciences, we are about to experience food fights of a very differ-
ent, more deadly type.

One group of researchers examined the historic links 
between climate change and incidents of war in Europe and 
Asia. Going back a millennium, they uncovered a “strikingly 
high” correlation between temperature variation and the 
number of wars. Their explanation? Climate change has “sig-
nificant direct effects on land-carrying capacity” which in turn 
“affects the food supply per capita.” In their words, “the paths to 
those disasters operated through a reduction in agricultural pro-
duction.” As one might guess, these researchers, working from 
institutions in China, the United States, and UK, found that the 
highest correlation between climate change and war occurred in 
arid regions, precisely the areas where food supplies were must 
vulnerable to climatic perturbations. 

Another group of researchers, based at Berkeley, NYU, 
Harvard and Stanford, focused on Africa. They too found 
“strong historical linkages between civil war and temperature…
with warmer years leading to significant increases in the likeli-
hood of war.” What might we then expect to happen in Africa 

The Global Crop Diversity Trust 
explains the link between changing 
weather patterns and food riots.

Climate change causes 
agricultural problems that 

in turn give rise to hardship, 
hunger, unrest and even war.

in the future? The researchers point out that, “When combined 
with climate model projections of future temperature trends, 
this historical response to temperature suggests a roughly 54 
percent increase in armed conflict incidence by 2030, or an 
additional 393,000 battle deaths if future wars are as deadly as 
recent wars.”

Bear in mind that projected temperature increases for 
2030 are a fraction of those predicted later in the century. 
One shudders to think how global peace and security will be 
affected then. 

The point has not been lost on military leaders. 
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In 2007, as food riots erupted in the state of West Bengal in 
India and over tortilla prices in Mexico, eleven retired United 
States three and four-star admirals and generals, including 
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change will be a “threat multiplier for instability in some of 
the most volatile regions of the world” and that it would “add 
to tensions even in stable regions.…” In Africa these military 
leaders foresee climate change being an “incubator of civil strife, 
genocide and the growth of terrorism.” In the Middle East, they 
state “the potential for escalating tensions, economic disruption, 
and armed conflict is great.” And they believe that Asia “could 
be among the hardest hit regions.” 

Climate change causes agricultural problems that in turn 
give rise to hardship, hunger, unrest and even war. Not a pretty 
picture. 
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demic papers to demonstrate the link between food and politi-
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ernment fell as a result. This year food prices have returned to 
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been part of the mix.
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Clearly climate change and security are fused together by 
the impact of climate change on food production. It is this link 
that will undermine global peace and security in the future. 
So, as General Zinni notes, we can act now, or “we will pay the 
price later in military terms. And that will involve human lives. 
There will be a human toll.” 

In other words, it should be a military priority to prepare 
agriculture for climate change. Yet this is only starting to register 
even as a development priority. Country after country and crop 
after crop, farmers will need new varieties in the field that are 
adapted to the higher temperatures and to the new pests and 
diseases that will follow in their wake. 
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sity. So if past is prologue, we need to be coming to grips with 
the fact that conserving the crop diversity necessary for increas-
ing food production, particularly in a climate changing world, is 
a national security issue for all countries. 

Swords into Ploughshares? 
In essence, General Zinni and his colleagues are saying that con-
verting at least some swords into ploughshares to avoid future 
conflict makes good military sense. After all, even facing such a 
resolutely modern enemy as climate change, they are only echo-
ing the 2,500-year-old advice of Sun Tzu, who wrote in The Art 
of War that supreme military excellence is not victory in battle, 
but winning without even fighting. 

The good news is that this is a rare military expense that 
can be shared between all nations. Less than a half of one per-
cent of the increase in global military spending between 2008 
and 2009 would be sufficient to ensure the conservation and 
availability of crop diversity forever! Invested in an endowment 
it would generate sufficient income to maintain our most potent 
weapon in the fight to adapt agriculture to climate change—
crop diversity.

Think of it this way: failure to sever the link between 
climate change and war represents a breach of security and a 
threat to peace. Failure to take easy steps to adapt agriculture 
to climate change is a failure to react to an avoidable threat. 
Strategically, and morally, unforgivable. 

An unmistakable message is coming from our early warning 
systems. If we ever intend to stop food fights, we’ll have to con-
serve crop diversity, not just throw it at each other.The Global 
Crop Diversity Trust recently launched a major global initiative 
on crop wild relatives to find, gather, catalogue and conserve the 
wild relatives of our most important food crops, and to put the 
diversity into the crop breeding pipeline. Supported by Norway, 
the project was kicked off in Oslo at a seminar headlined by 
the Norwegian Minister of Environment and Development, 
Erik Solheim, and featuring Bob Zeigler, director general of the 
International Rice Research Institute.

Editor’s Note: Reprinted with permission from the Global Crop 
Diversity Trust

This article is part of a series produced by the 
Global Crop Diversity Trust. To find out more 
about the trust and sign up to receive these 
articles regularly, please visit croptrust.org.

It should be a military priority to prepare agriculture  
for climate change.



In This Issue
02 If You Want To Grow Your

Sales Territory…
You Gotta Stop Being An Empiricist!

03 If You Want To Grow Your
Sales Territory…
Get Rid Of The “Seasons”
What Should You Be Doing Right Now?

04 If You Want To Grow Your
Sales Territory…
Get The “Gum Off Your Shoe”
05 If You Want To Grow Your

Sales Territory…
Start Exploring!

11 SS SW:06 August Seed  11/11/11  2:27 PM  Page 1



T They say knowledge is
power. However, if that were the
case, academics would rule the
seed industry. Knowledge in and of

itself is not power. It is the application of
knowledge that gives power. Therefore, how
learning is applied is the real key to using
knowledge successfully. Sales people rely on
knowledge to give them confidence. It gives
them the ability to talk intelligently about their
products with growers, which ultimately allows
them to get sales. Essentially, this means that
the faster they can process new information
(knowledge) and apply it, the faster their sales
will grow.

Unfortunately, there is a group of sales
people who have a very hard time growing their
business because the only knowledge they find
usable comes to them in the special form called
personal experience. These sales people are
known as Empiricists. They believe that the
only knowledge that has value is knowledge
gained through their own real-life experiences.
They want actual proof of validity before they
pass information along or use it to get what they
want. Empiricists won’t sell anything until they
have experienced it firsthand.

Empiricism is the theory that says the only
source of real knowledge is experience from

experimental testing, observation or
personal practice. To a true

Empiricist these are the

02

precursors to being able to share a new idea or,
in the case of a sales rep, product benefits. It
must first be experienced by them directly in
order for it to be considered valid information.

Empirical seed sellers get their experience
two ways. First, they conduct their own

company-sponsored field trials in the
form of test plots. Second, they put
their varieties to the test by overseeing
trials on their customer’s farms via

additional test plots and side-by-side
comparisons. Although Empiricists believe the
data they get is more valid than the information
given to them by product developers, they are
sorely mistaken. Since they don’t employ
research design, replicated trials or testing
standards and controls to alleviate the thousands
of environmental influences, and since every
growing year is different than the last, the data
they collect is virtually worthless. It is based on
last year’s environment and only seems valid
because it’s on paper.

A Believer, on the other hand, doesn’t need
personal proof to accept the information and
apply it. For example, once a product is
released to a sales person who is a Believer,
he or she trusts the product developer’s
information and believes it will do what they
say it will do without personally testing it. In
contrast to Empiricists, Believers know their
products have already been scientifically tested,
so there is nothing more he or she can do to
increase the validity of the data. Believers rely
on trust to build their own level of confidence
and to instill that confidence into buyers.

In the 21st Century seed marketplace,
sellers cannot succeed as Empiricists. Not
only because there isn’t enough time to
experiment with the myriad of new varieties
and technologies that are released each year,
but also because the experience they gain is
useless on a sales call. No seed seller can
possibly obtain enough experience with the
products he sells for the information gathered
to qualify as useful knowledge. There is simply
no practicality in being an Empirical seed
seller. I know because I used to be an
Empiricist.

My background is in research.
When I first started selling seed,

I once had so many test plots and conducted so
many variety experiments that I could have won
the Noble Prize in Empiricism. But after
realizing that my experiences from on-farm tests
and variety plots had no validity because every
year was different, I quit doing it—totally. I
decided that I no longer needed those exercises
or experiences to sell my products. All I needed
to do was become a Believer and trust in the
people and the products that were offered by my
company. It was at that time that I learned that
farmers didn’t buy my product anyway—they
bought me. I learned my job was to build a
trusting relationship with buyers so they didn’t
become Empiricists themselves. I needed to get
them to trust in my ability to help them make
more money, rather than guess at which variety
was going to perform the best in next season’s
environment.

No Empiricist seed sellers have the time or
the ability to fully experience their products to
prove they are good enough to sell. Once they
finally wake up and stop experimenting and
start believing, they will have happier
customers and faster sales growth. Any seed
seller who admits to being an Empiricist wastes
the company’s time and money, slows down the
selling process and confuses the customer.
Believers, on the other hand, take the
information given to them and go out and sell it,
even when they have absolutely no experience
with it.

Selling is about trust. It is about trust
amongst everyone who is involved in providing
top products and technologies to customers. So
the simple formula for success remains—
believe in what you are selling and then go out
and sell it. That’s about as Empirical as it gets!

Sales Training From Your Inbox
Sales Training Tools

The Seed Seller Training Tools are your online “how to” platform for cutting-edge
ideas, sales training tips and timely strategies for increasing sales in your territory. Visit
www.rcthomas.com and sign-up for our free training blog to be notified when new
webisodes, podcasts and blog posts are made available to help increase your seed sales.

Believe in what you are selling and
then go out and sell it.

Visit rcthomas.com/salestools

Training Blog
www.rcthomas.com

� Sign-up is free
� Tactical tips on how you can close more

seed sales today
� Be the first to access the latest

webisodes, podcasts and blog posts for
Seed Sellers

� Make sure your entire sales force is
training from their inbox
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CAMP
Hands-On Skills You Can Use With Customers The Day You Leave!

CAMP - Creating Accelerated Maximum Performance is the first in a series of R.C. Thomas
Company multi-day training programs. This program is the most complete and intensive training
session you and your Team will ever experience. Whether you sell direct, through retail centers
or through a dealership, CAMP will be the most exciting and profitable time you will ever spend
learning how to attack the new marketplace.

CAMP introduces students to a whole new way of selling seed and agricultural products.
Whether you are new to the business or a seasoned veteran, CAMP will completely immerse you
into the world of selling by teaching sales tactics and hands-on skills that you and your Team can
use the day you leave the session.

Attendees will learn:
� How to set yourself apart from the competition
� How to get growers to make decisions and

place orders much earlier
� How to get more customers to buy

100% of their needs from you
� How to get growers to focus less on price,

allowing you to control your margins

CAMP is a 2 ½ day session.
No pre-requisites.

Drill Down
Taking Your Sales Skills To A Deeper Level

DRILL DOWN will reinforce the principles learned at CAMP by going to a deeper level
through a process called “Drill Down.” This program will merge the building-blocks covered
at CAMP with the latest strategies on how you can stay “Outside the Circle” when it comes to
dealing with new prospects, current customers and your competition. This entire process
ultimately bring attendees much closer to the sales call itself and allows the whole class to
spend more time practicing and applying each
principle to their own situations and sales
territories. At CAMP you laid the ground work,
now it’s time to Dig Deeper!

Attendees will learn:
� How to stay in control of the sales process
� How to create your own objection journal

and execute it
� How to grow your territory to be the largest

in the company
� How to reach your dream sales goal

DRILL DOWN is a 2 day session.
Pre-requisites: CAMP

Sales Training
Execute Better Than Ever Before

CAMP Dates
June 25th, 26th, 27th, 2012
Monday, Tuesday, Wednesday

CAMP Location
Davenport, IA (Quad Cities)
Radisson – Quad City Plaza

CAMP Info
For More Information and to register
online visit rcthomas.com/2012camp

Limited Seating – Register Today!

DRILL DOWN Dates
June 28th & 29th 2012
Thursday & Friday

DRILL DOWN Location
Davenport, IA (Quad Cities)
Radisson – Quad City Plaza

DRILL DOWN Info
For More Information and to register
online visit rcthomas.com/2012camp

Limited Seating – Register Today!

T

� The “They Seem To Be Ordering Later
Than Normal Season”

� The “I Can’t Get The Order Yet Season”
� The “I May Have Set My Goal A Little High

Season”

Season � December 11 - January 5
� The “No One Is Home Season”
� The “Tough Weather Makes It Hard To

Travel Season”
� The “Push Is Over Season”
� The “Everybody Is Booked Up Season”
� The “I Know I Set My Goal Too High Season”

Season � January 6 - February 28
� The “Let’s Give Away Product To Salvage

Sales Season”
� The “Winter Show Season”
� The “Allocation Season”
� The “Shipping Season” which means it is

really the “Sales Season Is Over Season”
� The “I Would Have Made My Goal If It

Hadn’t Been For Allocations Season”

Season � March 1 - April 30
� The “Delivery Season”
� The “Seed Shuffling Season”

Truth be known, most
average field sellers mentally
divide their sales year into eight
different “seasons.” According to

its time of year, each season denotes a change
in duties and activities. By thinking in terms of
seasons, the mediocre achievers are able to
(in their minds, at least) organize their
schedules better and become more efficient
and productive. Take a look at the eight sales
seasons of an average field seller who is still
thinking like a 20th Century seed seller and see
if they match up with yours.

Season � July 1 - September 15
� The “Kickoff Season”
� The “Setting My Sales Goal Season”
� The “It’s Too Early To Sell Season”
� The “I Know The Customer Wants To Wait

And See What It Does First Season”
� The “Putting Up Signs Season”
� The “Field And Plot Day Season”
� The “We’re Gonna Have A Great Year

Season”

Season � September 16 - November 15
� The “Harvest Season”
� The “Customer Is Deciding What Not To

Plant Next Year Season”
� The “Weigh Wagon Season”
� The “I need To Wait For Plot Data Before

I Can Sell Season”
� The “Leave The Farmer Alone He Is Busy

Season”
� The “We Will Have A Good Year If Our

Products Perform Season”

Season � November 16 - December 10
� The “Product Reporting Season”
� The “Putting Together Yield Info Season”
� The “Farmer Eats Every Meal Away From

Home On Companies Season”
� The “Start Of The Excuse For Lack Of

Orders Season”
� The “Some Products Let Me Down Season”
� The “Our Price Is Too High Season”

� The “Pickup And Delivery Day Season”
� The “Getting Ready For Planting Season”
� The “Plan For Plot Seed Season”
� The “I Think Everything In The Area Is Sold

Season”
� The “Haulback Shouldn’t Be Too Bad

Season”

Season � May 1 - May 31
� The “Planting Season”
� The “If I Can Haul Enough Extra Seed I

Can Get Closer To My Goal Season”

Season � June 1 - June 30
� The “Collection Season,” the “Thank God

That Year Is Over Season”
� The “There Are A Lot Of Haul Back

Surprises Season”
� The “My Dealers And Customers Tricked

Me Season”
� The “I’ll Do Better Next Year If I Can Just

Get What I Need Season”
� The “Vacation Season”
� The “Why Didn’t I Get A Pay Raise

Season”
� The “We Need To Kick Off Later This Year

Season”

SMART field sellers know that there
aren’t eight seasons in a sales year at all, but
only one. They know that selling is a year-
round activity because it takes time to build
perceptions and develop relationships before
orders can be written.

SMART field sellers also know that farmers
will order their seed at any time of year and
whenever they are asked, provided they have
a trusting relationship with their sales
representative. But whatever you do, don’t be
one of those field sellers who looks back and
sees how much prime selling time was wasted
on activities that had little or no effect on sales.

In reality, there are two seasons in this
business. There are the selling season and the
you should be selling season. Which one do
you spend the most time in?

Get growers to come to you.
Hold formal grower meetings around break-

fasts, lunches and dinners. Then before they
leave the meeting, set an appointment with each
one for the following days and weeks.

Confirm orders and cropping plans so both
you and your grower can move forward!

Nothing positive happens with any grower
until he pays for his seed.

Pursue referrals harder than you have
all season.

The more referrals you can get from current
customers, the faster sales will take place with
potential new buyers.

Do not adjust your goal downward.
Pursue your goal just like you would eat an

elephant, one bite at a time. Break your goal
into small steps, grower by grower, day by day,
hour by hour.

Do nothing else from now until the end of the
year except sell seed.

Did I say nothing else? I meant nothing
else.
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perceptions and develop relationships before
orders can be written.

SMART field sellers also know that farmers
will order their seed at any time of year and
whenever they are asked, provided they have
a trusting relationship with their sales
representative. But whatever you do, don’t be
one of those field sellers who looks back and
sees how much prime selling time was wasted
on activities that had little or no effect on sales.

In reality, there are two seasons in this
business. There are the selling season and the
you should be selling season. Which one do
you spend the most time in?

Get growers to come to you.
Hold formal grower meetings around break-

fasts, lunches and dinners. Then before they
leave the meeting, set an appointment with each
one for the following days and weeks.

Confirm orders and cropping plans so both
you and your grower can move forward!

Nothing positive happens with any grower
until he pays for his seed.

Pursue referrals harder than you have
all season.

The more referrals you can get from current
customers, the faster sales will take place with
potential new buyers.

Do not adjust your goal downward.
Pursue your goal just like you would eat an

elephant, one bite at a time. Break your goal
into small steps, grower by grower, day by day,
hour by hour.

Do nothing else from now until the end of the
year except sell seed.

Did I say nothing else? I meant nothing
else.
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can succeed without the gum they’ve grown
accustomed to. As
a result, even when
they realize they
have gum stuck on
their shoe (they’re stuck in
their old ways), they often don’t
remove it—they don’t change. They
just keep on trying to walk normally,
despite the irritation, because it’s easier
to leave it there than it is to try to scrape it
off. Not only can you not walk efficiently,
you end up hobbling around. In fact, the
gum throws your entire game off.

Worn out beliefs and methods follow
you everywhere you go and serve as a
constant irritation, not allowing you to
focus on anything meaningful. You can’t
strut your stuff as long as that clingy feeling
is following you. And you can’t make any
real progress if you have old, out-of-date
beliefs, ideals and techniques holding you
back.

Having gum stuck to your shoe is also a
sign of not caring. It’s like telling your
Company, as well as the grower himself, that
they are not worth making changes for. But
if a seller’s heart is truly in the game, he will
do everything possible to remove the gum and
figure out how to change to adapt to the new
ways of selling and help ensure both the
customer’s and the company’s profitability.

S So many modern-day field
sellers tell me they’re having
a really hard time adjusting

to the way seed needs to be
sold in the 21st Century. They keep telling
me things have changed and that farmers are
harder to sell to nowadays. I agree. More than
any other time in history, farmers want and need
leadership from their sales reps and more value
from the products they buy. This signifies we no
longer are just finding out what they want to buy,
but rather both telling them what they need
and how to use it.

It all translates into meaning field sellers must
rely on talents and tactics they have never had to
use before. Unfortunately, many field sellers are
not willing to make the kinds of changes they
need to make to become the leader that growers
require. Having gum stuck on your shoe is
what I call that kind of refusal to change.
Everyone who has had that happen knows just
how aggravating it can be. It not only slows you
down and keeps you from walking properly, but
it also makes an irritating noise that distracts
you every time you take the next step.

When you are a field seller with gum stuck
on your shoe, you are “stuck” in your old way
of doing things—unwilling to change. Most
sellers would kind of like to get rid of the gum
on their shoe, but they don’t have the courage.
They’re afraid of change because with change,
brings uncertainty and they’re not sure if they

Have you actually made the effort to change
the way you are doing things in your territory?

Have you tried the new training
concepts, such as giving up weigh
wagons and plot data in order to

ride combines? Have you traded
selling after harvest in for following

planters in the spring so you can stop
relying on programs to set up early, pre

harvest sales? Have you even considered
getting rid of the blue jeans so you can

make even the coldest sales calls “hot” by
creating an off-the-chart, highly-professional

first impression?
Despite the fact that these are proven 21st

Century sales strategies, many seed sellers
haven’t even tried them yet. In fact, 60% of
field sellers are their own, one-and-only-one,
obstacle to growth. They’re content to get their
butts kicked every day, unable to get growers to
do what they want them to do, when they want
them to do it. If they aren’t concerned enough
about their own future or the future of their
company, they certainly aren’t terribly
concerned or bothered by that gum on the
bottom of their shoe either.

W Want to know the
secret to getting huge

sales increases?
Exploration. That’s right,

lack of exploration in your territory is one big
stumbling block for not getting new sales. It’s
much like exploring for gold or diamonds. I
used to call looking for new sales prospecting,
but not anymore. That has all changed.

Prospecting means going into your territory
and sorting through tons of prospects to find
the ones you want to keep—like panning for
gold. It sounds like a lot of time, energy and
hard work to most field sellers. I guess that’s
why so few do it. So instead, let’s go exploring.
Exploring is really about seeing the sights,
looking around and uncovering new gems.
If I can incite sales people to go out into their
territories to browse around and just explore,
they will find those gold nuggets. But thinking
you have to stop and sort through every farm is
not nearly as much fun as stopping at that same
farm to simply explore who lives there.

One of the best parts of exploring is that it’s
a year-round activity—it’s not a seasonal activity
like most people think as they go prospecting.
You can explore anytime of year and at any time
of day you want. There are absolutely no limits

on exploration—you just need to follow a simple
map of your territory. After all, every explorer
has a map.

Exploration of your sales territory is the
secret to growth. To grow you need a very large
class of incoming freshmen (new buyers) each
year if you expect to have a much smaller
baccalaureate class of graduating seniors
(long-term customers) in the future. The
problem is that many sellers simply run out of
time to prospect, but they will never run out of
time for exploring and, besides, exploring is a
lot more fun.

Here are some tips for your next territorial
Exploration:

Get directions.
Don’t let the male ego get in your way. Stop

at every one of your current customer’s farms

One of the best parts of exploring
is that it’s a year-round activity—

it’s not a seasonal activity
like most people think

as they go prospecting.
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and tell them you are exploring for new
buyers. Ask for the grower’s help in giving
you directions or, better yet, ask him to go
with you to call on the people he
recommends.

Don’t enter the territory unannounced.
Shine some light on your territory before

you enter it. Announce your imminent arrival
into the territory with direct mail pieces,
advertorials or radio announcements. Let
them know you’re coming. It will make
exploration more fun and a whole lot more
productive. Make sure each piece contains
your bio as well as your picture. Remember,
you are not trying to sell this person a
product—you are trying to raise his
perceptions of you, your company and your
products.

Don’t sell anyone anything except yourself.
If your sales story is good enough, they will

want to buy from you, even before you have
completed your presentation.

At www.rcthomas.com you can subscribe and
renew conveniently and securely. Subscription rates
are $110 in the U.S. and $125 outside of the U.S.
Please contact the RC Thomas Company at
(800) 798-5437 or at seedseller@rcthomas.com.

11 SS SW:06 August Seed  11/11/11  2:27 PM  Page 4



05

can succeed without the gum they’ve grown
accustomed to. As
a result, even when
they realize they
have gum stuck on
their shoe (they’re stuck in
their old ways), they often don’t
remove it—they don’t change. They
just keep on trying to walk normally,
despite the irritation, because it’s easier
to leave it there than it is to try to scrape it
off. Not only can you not walk efficiently,
you end up hobbling around. In fact, the
gum throws your entire game off.

Worn out beliefs and methods follow
you everywhere you go and serve as a
constant irritation, not allowing you to
focus on anything meaningful. You can’t
strut your stuff as long as that clingy feeling
is following you. And you can’t make any
real progress if you have old, out-of-date
beliefs, ideals and techniques holding you
back.

Having gum stuck to your shoe is also a
sign of not caring. It’s like telling your
Company, as well as the grower himself, that
they are not worth making changes for. But
if a seller’s heart is truly in the game, he will
do everything possible to remove the gum and
figure out how to change to adapt to the new
ways of selling and help ensure both the
customer’s and the company’s profitability.

S So many modern-day field
sellers tell me they’re having
a really hard time adjusting

to the way seed needs to be
sold in the 21st Century. They keep telling
me things have changed and that farmers are
harder to sell to nowadays. I agree. More than
any other time in history, farmers want and need
leadership from their sales reps and more value
from the products they buy. This signifies we no
longer are just finding out what they want to buy,
but rather both telling them what they need
and how to use it.

It all translates into meaning field sellers must
rely on talents and tactics they have never had to
use before. Unfortunately, many field sellers are
not willing to make the kinds of changes they
need to make to become the leader that growers
require. Having gum stuck on your shoe is
what I call that kind of refusal to change.
Everyone who has had that happen knows just
how aggravating it can be. It not only slows you
down and keeps you from walking properly, but
it also makes an irritating noise that distracts
you every time you take the next step.

When you are a field seller with gum stuck
on your shoe, you are “stuck” in your old way
of doing things—unwilling to change. Most
sellers would kind of like to get rid of the gum
on their shoe, but they don’t have the courage.
They’re afraid of change because with change,
brings uncertainty and they’re not sure if they

Have you actually made the effort to change
the way you are doing things in your territory?

Have you tried the new training
concepts, such as giving up weigh
wagons and plot data in order to

ride combines? Have you traded
selling after harvest in for following

planters in the spring so you can stop
relying on programs to set up early, pre

harvest sales? Have you even considered
getting rid of the blue jeans so you can

make even the coldest sales calls “hot” by
creating an off-the-chart, highly-professional

first impression?
Despite the fact that these are proven 21st

Century sales strategies, many seed sellers
haven’t even tried them yet. In fact, 60% of
field sellers are their own, one-and-only-one,
obstacle to growth. They’re content to get their
butts kicked every day, unable to get growers to
do what they want them to do, when they want
them to do it. If they aren’t concerned enough
about their own future or the future of their
company, they certainly aren’t terribly
concerned or bothered by that gum on the
bottom of their shoe either.

W Want to know the
secret to getting huge

sales increases?
Exploration. That’s right,

lack of exploration in your territory is one big
stumbling block for not getting new sales. It’s
much like exploring for gold or diamonds. I
used to call looking for new sales prospecting,
but not anymore. That has all changed.

Prospecting means going into your territory
and sorting through tons of prospects to find
the ones you want to keep—like panning for
gold. It sounds like a lot of time, energy and
hard work to most field sellers. I guess that’s
why so few do it. So instead, let’s go exploring.
Exploring is really about seeing the sights,
looking around and uncovering new gems.
If I can incite sales people to go out into their
territories to browse around and just explore,
they will find those gold nuggets. But thinking
you have to stop and sort through every farm is
not nearly as much fun as stopping at that same
farm to simply explore who lives there.

One of the best parts of exploring is that it’s
a year-round activity—it’s not a seasonal activity
like most people think as they go prospecting.
You can explore anytime of year and at any time
of day you want. There are absolutely no limits

on exploration—you just need to follow a simple
map of your territory. After all, every explorer
has a map.

Exploration of your sales territory is the
secret to growth. To grow you need a very large
class of incoming freshmen (new buyers) each
year if you expect to have a much smaller
baccalaureate class of graduating seniors
(long-term customers) in the future. The
problem is that many sellers simply run out of
time to prospect, but they will never run out of
time for exploring and, besides, exploring is a
lot more fun.

Here are some tips for your next territorial
Exploration:

Get directions.
Don’t let the male ego get in your way. Stop

at every one of your current customer’s farms

One of the best parts of exploring
is that it’s a year-round activity—

it’s not a seasonal activity
like most people think

as they go prospecting.

Professionals in Sales, Marketing & Consulting

A publication of the RC Thomas Company.

Contributors
Rod Osthus
President, RC Thomas Company.
rod@rcthomas.com

Thomas Osthus
Vice-President, RC Thomas Company.
thomas@rcthomas.com

Tami Fraser
A 19 year veteran of Ag/seed sales.

ASB Design Inc. Graphic Design

Sign up for Rod’s free training Blog today! Visit

www.rcthomas.com and click on our sign-up link.

Contact
RC Thomas Company
P.O. Box 206
Olivia, MN 56277
(800) 798-5437 • (320) 523-5249
(320) 523-1628 Fax

seedseller@rcthomas.com
www.rcthomas.com

@RodOsthus

04

and tell them you are exploring for new
buyers. Ask for the grower’s help in giving
you directions or, better yet, ask him to go
with you to call on the people he
recommends.

Don’t enter the territory unannounced.
Shine some light on your territory before

you enter it. Announce your imminent arrival
into the territory with direct mail pieces,
advertorials or radio announcements. Let
them know you’re coming. It will make
exploration more fun and a whole lot more
productive. Make sure each piece contains
your bio as well as your picture. Remember,
you are not trying to sell this person a
product—you are trying to raise his
perceptions of you, your company and your
products.

Don’t sell anyone anything except yourself.
If your sales story is good enough, they will

want to buy from you, even before you have
completed your presentation.

At www.rcthomas.com you can subscribe and
renew conveniently and securely. Subscription rates
are $110 in the U.S. and $125 outside of the U.S.
Please contact the RC Thomas Company at
(800) 798-5437 or at seedseller@rcthomas.com.

11 SS SW:06 August Seed  11/11/11  2:27 PM  Page 4



Subscribe today!
Seed Seller Training Journal
The only training source dedicated to helping 
professionals selling seed increase their sales.

For more information on RC Thomas Professional 
Sales Training please visit or contact us at:

rcthomas.com | 1-320-523-5249

THE NO.1 SEED SALES TRAINING AND CONSULTING FIRM.

seedworld.com/seedseller





60 Seed World

Big Issues Tackled at Third Seed 

Congress of the Americas 

“I’m very pleased with the number of people that travelled 

to Santiago, Chile for this meeting and extremely impressed 

with the number of high-level executives who participated 

in the discussions. Our main goal was to set a focus on seed 

treatments and offer an overview of the global status of 

seed care technologies. The feedback we have received is 

that the congress was very informative for attendees and 

the trading floor was a huge success,” says Diego Risso, 

secretary general, Seed Association of the Americas. “SAA 

continues to expand the relationship between regulators 

and industry with more than 10 countries represented. 

These meetings allow us to discuss new and existing 

regulations that impact the seed industry, which is, of course, 

a very unique industry. Phytosanitary decisions made in 

individual countries have extreme impact on the entire SAA 

group. One of the highlights for me was that we were able 

to pull together a group of stakeholders to address recent 

regulations that may have considerable negative impact on 

the movement of seed within the Americas. We also had 

two days of closed-door meetings prior to the congress with 

regulators and industry identifying key areas of concern 

and dialogue on low level presence. This presentation is 

available on the SAA website.”

According to Andy LaVigne, president and CEO of the 

American Seed Trade Association, “One key take-away for 

me was a stronger awareness of the commitment from 

the government bodies and seed industry throughout the 

region to find solutions with respect to a consistent  low 

level presence policy for the SAA region; support for 

continued resolution of phytosanitary conflicts throughout 

the region; and the interest of all parties in the region to 

address issues concerning the movement of treated seed 

as that technology continues to increase.”

Selling TacTicS

“There are way too many other people selling what 

you’re selling; therefore, you need to market, promote 

and hustle like never before. The key is to sell the 

service you provide to your customers instead of 

simply selling what you have.”—Donald Cooper of 

the Donald Cooper Corporation

Will europe loSe all 

Modern planT Breeding 

TechniqueS?

“We look at [genetically modified crops] as a technology. 

It’s one additional tool in the breeder’s toolbox. And that 

tool has proven to be a mighty effective one worldwide… 

Europe’s regulatory system in this area, as we all know, 

isn’t working. We have no authorizations for such crops so 

there’s a growing divide between the regulatory systems in, 

for example, the United States, Canada, South America and 

other parts of the world, and what is happening in Europe 

… the zero tolerance policy of the European Union is clearly 

something that is completely unacceptable to us … if we 

don’t defend this technology, we might lose other modern 

plant breeding technologies in the future. There is currently 

a debate in Europe on these new breeding techniques—

cisgenesis, synthetic biology, reverse breeding and many 

more—and whether or not these should be classified and 

regulated as GM crops. If they were, we feel the outcome 

would be similar—the absence of these technologies from 

Europe, resulting in large-level imports of crops from other 

parts of the world, where these techniques will be adopted, 

implemented and regulated in a much more pragmatic way,” 

says Garlich von Essen. For more views from von Essen on the 

European seed industry, visit SeedWorld.com.

exploring ideas and views on all aspects 

of the seed industry.
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Shortage of native grass Seed

“Certain varieties will be in short supply, but 

the overall basic species of grass should be 

available,” said Dennis Lutgen, one of the 

owners of Star Seed, Inc., in an article in The 

Republic. Star Seed is an Osborne, Kan.-based 

supplier that has 2,700 acres of native grass 

production contracted with growers in north-

central Kansas, Nebraska and Missouri. Lutgen 

expected native grass seed prices to increase 

anywhere from 20-40 percent due to fewer 

pounds harvested per acre because of limited 

rainfall and competition for seed production 

acres from competing farm crops.

Stabilizing america’s Biofuel 

production

“The Renewable Fuel Standard is working as Congress intended to 

increase U.S. energy security and economic competitiveness by 

opening the fuels market to advanced biofuels … But this progress 

could be threatened by political uncertainty about continuing the 

RFS. Some special interest groups are threatening this progress 

and creating additional uncertainty by calling for an end to the 

RFS,” stated Brent Erickson, executive vice president of the BIO’s 

industrial and environmental section, in a press release. “The RFS 

is a critically important tool for ensuring that fuel markets will be 

open to new advanced technology as it becomes commercially 

available and cost competitive. Any drastic legislative changes to 

the RFS, followed by additional years of new rulemaking, can only 

create fresh challenges for these companies and serve to hinder 

development of the technology.” BIO has submitted documents 

to the House Science Energy and Environment Subcommittee for 

a hearing on Motor Fuel Standards.

“Certain varieties will be in short supply, but the overall 

basic species of grass should be available.”
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STATUSISF
One seed sector that is not 
often talked about is the tree 
and shrub seed sector. The 
International Seed Federation 
Tree and Shrub Seed Group 
held its annual meeting August 
29-30, 2011 in Madrid, Spain. 
The overarching theme of this 
meeting, which was chaired 
by Joelle Schmitt and had 32 
attendees, was the international 
trade barriers that are affecting 
many members. Many 
countries are requesting that 
tree seed used for reforestation 
or other purposes be sourced 
locally; however, climate 
change and other factors such 
as pest and disease resistance 
mean that local sources are no 
longer always the most suitable 
choice. 

At the meeting, participants 
heard presentations on the 
effects of climate change and 
measures they could take to 
mitigate the implications. They 
also established that, of the 
pests and diseases harmful 
to trees and tree seeds, 
Gibberella is among the most 
dangerous. The participants 
agreed to draft a position paper 
to be used for outreach to 
policy-makers, and to indicate 
to authorities that an official 
test that certifies that seed lots 
are free of the disease should 
help to curb the spread of 
unwanted pests.

The participants also 
received an update on recent 
developments within the 
Organization for Economic 
Cooperation and Development. 
As a result of the discussions 
and outcomes of previous 
ISF Tree and Shrub meetings, 
several changes to protocols 
have been made on the basis 
of these ISF basis proposals. 
It was also indicated that 
ISF presence in OECD has 
been useful. The members 
appreciated the increased 
communication tools the ISF 
secretariat has developed on 
LinkedIn and Shutterfly. The 
next meeting of the group will 
take place in Chile on January 
7-8, 2013.—Marcel Bruins, 
secretary general, ISF

STATUSCHINA
The 19Th Beijing Seed 
Conference, jointly held by 
CCM International, wrapped 
up on September 19, 2011. 
About 40 participants attended 
the workshop, including 
representatives from BASF, 
Bayer CropScience, Dow 
AgroSciences and Syngenta. 
The event, chaired by Zhang 
Mengyu, corporate affairs 
manager for Pioneer China, 
aimed to give a bird’s-eye 
view on the current Chinese 
seed industry and to interpret 
the latest government 
regulations—as well as to 

discuss the opportunities and 
challenges derived from them.

In the discussion entitled 
“Status Quo and Major 
Problems of the Chinese 
Seed Industry,” Xuewu Ou, a 
CCM International consultant, 
pointed out that after more 
than 10 years of development, 
the Chinese seed market has 
reached up to about RMB 56 
billion, with the potential to 
reach RMB 90-100 billion. 

Tong Pingya, an experienced 
seed expert from the Chinese 
Academy of Agricultural 
Sciences, encouraged Chinese 
companies to take initiative 
to make full use of foreign 
investment and get involved 
in the global seed industry. 
Reform in the agricultural 
scientific research system, 
according to Tong, is the first 
and the most important step to 
turning the current government-
oriented seed industry into 
a market-oriented industry. 
“China will be no more than a 
mega-supermarket for seed 
if conventional breeding, 
biotechnology breeding and 
other germplasm resources fail 
to separate from government-
funded science and research 
institutions, and if it continues 
to heavily rely on imported 
varieties.”

Participants took an active 
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part in discussions dealing 
with topics such as how to 
improve the quality of locally-
produced seed to compete 
with imported varieties. Many 
of them felt they received 
valuable information from 
the presentations, and are 
anticipating the next seed 
workshop.

STATUSFRANCE
A French stimulus initiative 
project entitled “Breedwheat,” 
coordinated by the Institut 
National de la Recherche 
Agronomique (INRA), was 
launched in Clermont-
Ferrard, France, at the end of 
September. The project, led 
by Catherine Feuillet, research 
director at INRA Clermont-Theix, 
is a public-private partnership 
involving 26 public research 
institutes, breeding companies 
and technical institutes which 
aims to develop 18 new 
advanced lines while improving 
the competitiveness of the 
French wheat breeding sector.

“These 18 lines will be obtained 
through two back crossing 
programs that will use new 
progenitors to introgress new 
traits into the elite French 
breeding material,” says 
Feuillet. “The traits that are 
targeted are yield and quality 
under biotic and abiotic stress. 
More specifically, there are 

tasks dedicated to the genetic 
analysis of nitrogen use 
efficiency, water use efficiency 
and heat stress tolerance, as 
well as disease resistance 
(fusarium and septoria) to 
maintain yield and quality.”

The large multi-player effort, 
according to Feuillet, will 
aid Breedwheat in several 
ways—partners will add 
valuable technical support for 
eventually identifying genes 
involved in the expression of 
the targeted traits, and offer 
enabling technologies in the 
form of markers and candidate 
genes. They will also contribute 
their expertise to the economic 
evaluation of new breeding 
methods developed by the 
project.

Breedwheat has a total budget 
of €34 million over nine years, 
and has been granted €9 million 
by the French government. Its 
first goal, says Feuillet, is to 
“support the competitiveness of 
the French wheat industry while 
addressing the societal demand 
for sustainability, quality, and 
safety. By providing the public 
and private breeders with 
new markers, new advanced 
lines to be integrated in their 
programs and an evaluation of 
novel breeding methodologies, 
Breedwheat should give a 
competitive advantage to the 
French wheat sector.” 

Breedwheat will also benefit 
the international seed industry, 
as the 18 advanced lines will 
be available to all partners 
for use in their breeding 
programs, and many of 
Breedwheat’s members are 
major international players in 
the seed sector.

STATUSKENYA
reseArchers AT the 
Kenya Agricultural Research 
Institute have developed two 
new strains of wheat that 
have increased resistance to 
wheat stem rust Ug99. Spread 
by wind-blown spores, the 
disease has devastated Kenyan 
wheat crops in recent years, 
sometimes causing losses of 
up to 70 percent. The high cost 
of inputs necessary to ward 
off Ug99 has prevented many 
Kenyan farmers from growing 
wheat, which serves as an 
important food crop after maize 
and rice. 

First discovered in Uganda in 
1999, the disease has spread 
across Africa, Asia and the 
Middle East, causing fears that 
it will eventually travel across 
the ocean to North America. 
Researchers around the world 
have been attempting to 
develop controls—but currently 
there are no varieties entirely 
immune to the disease.

According to the United 
Nations Office for the 
Communication of 
Humanitarian Affairs’ news 
service, the new varieties, 
called Eagle10 and Robin, 
were developed after KARI 
researchers screened over 
200,000 wheat germplasms, 
finding only a few that were 
both resistant to the disease 
and also suitable for Kenyan 
growing conditions. Eagle10 
will be used in lower altitude 
growing regions such as 
the Rift Valley, while Robin 
is suitable for growing in 
the medium to high altitude 
regions.

According to KARI director 
Ephram Mukisira, the Kenya 
Seeds Company is cooperating 
with KARI to multiply the 
seeds. “We are expecting to 
have produced more than 10 
tons of the new seed variety by 
the end of this year,” he said in 
the IRIN report. “I urge farmers 
to go back to wheat farming, 
knowing that the new varieties 
have a much lower cost of 
production.”

june 2011

When U.S. seed industry professionals  
want to be in the know … they turn to SeedWorld.com. SeedWorld.com
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uSDa/aPHIS Changes Inspection of Plants for 
Planting at Ports of entry
The U.S. Department of Agriculture’s Animal and Plant Health 
Inspection Service is implementing changes to its sampling 
and inspection approach at plant inspection stations for 
imported plants for planting. This action strengthens our 
ability to ensure that harmful plant pests and diseases do 
not enter the United States. APHIS will evaluate and assign 
ratings based upon the risk associated with taxa of plants for 
planting and the countries from which they are exported. All 
taxa of plants for planting will be considered high risk until 
APHIS can gather sufficient data to establish that specific 
taxa present a medium or low risk. If a taxon falls under 
the medium or low risk categories, it will be sampled at a 

less intensive rate than high-risk plants for planting. APHIS 
will periodically update the categories in response to data 
collected from all inspections.

International

Bangladesh Signs the Nagoya Protocol
Bangladesh is now one of the parties to the Convention on 
Biological Diversity that have signified participation following 
the Nagoya Protocol on access to genetic resources and the fair 
and equitable sharing of benefits arising from their utilization 
to the CBD. By supporting the fair and equitable sharing of 
benefits arising from the use of genetic resources and associated 
traditional knowledge, the Nagoya Protocol on access to genetic 

resources and benefit sharing will help 
conserve biodiversity, sustainably use 
its components, and further enhance the 
contribution of biodiversity to sustainable 
development and human well-being. The 
Nagoya Protocol will enter into force 90 
days after ratification by 50 parties to 
the Convention.

european Patent office Cancels 
Hearing on Broccoli Patent
The European Patent Office technical 
board of appeal dealing with the appeal 
against the “broccoli” patent has cancelled 
the oral hearing in response to recent 
submissions filed by the parties involved 
in the case. Taking into account the ruling 
of the Enlarged Board of Appeal of the 
EPO that methods for the production 
of plants which comprise conventional 
breeding steps as well as technical ones 
are not patentable under the applicable 
European patent law, the patentee has 
proposed to limit its original patent by 
excluding the breeding methods. Thus, 
only the broccoli plants as such remain 
protected. The two firms appealing the 
patent made their request for a public 
hearing conditional on whether the board 
decides not to follow the proposal of the 
patentee. Therefore, the board will now 
issue its reasoned decision in writing.

Regulatory Roundup keeps 
you informed of issues at 
the international, national 
and state levels that affect 
your business—from recent 
regulatory changes to new 
issues that are at the forefront 
of the seed industry.
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We keep you growing
The new Conviron Growth House™ - Big room, Big results

Conviron continues to lead the industry with innovative solutions in 
controlled environments.  Our new Conviron Growth House™ provides 
the large capacity of a greenhouse with the precision of a growth 
chamber. Designed as a walk-in room, features include:

• Space efficiency - rolling benches and large-area design 
• Lighting - HID lighting and support system 
• Environmental Control - configurable options and customization 
• Security - no outside visual exposure as with a greenhouse

tel +1.204.786.6451 | toll free 800.363.6451 North America | email info@conviron.com | www.conviron.com

These represent only a sampling of the features and capabilities available with the  
Conviron Growth House™. Options exist for lighting, construction method, refrigeration, additive 
CO2 and numerous other design elements. Involve us in the early planning stages and let us tailor a 
solution specific to your unique requirements.  

To learn more about our company or to inquire how Conviron can help you to achieve your vision, 
visit us online at www.conviron.com or contact us directly.

INDuStRy news

People News

agVenture Inc. soybean product manager Jeff Shaner 
has been appointed chairperson of the Soybean Division 
and a member of the executive board for the american 
Seed trade association. In this role, Shaner will preside 
over ASTA Soybean Division meetings, provide leadership 
and act as an advocate on behalf of ASTA and the many 
programs and projects supporting the soybean industry.

agVenture Inc. has hired Bret McCorkle as seed and 
technology manager. McCorkle brings a solid understanding 
of the seed industry to the nationwide network of 
independently owned and operated regional seed 
companies. His 30-year career has been dedicated to seed 
and agronomy research as well as product development.

Valent BioSciences Corporation has named Rick Melnick 
as the company’s strategic marketing manager, in support 
of its growing biorational product business. In his new role, 
Melnick will be collaborating with VBC’s global business 
leaders to develop efficient and effective strategies to meet 
the growing demand for VBC’s products worldwide.

greenleaf genetics llC has hired Brian Walsh as key 
account lead of traits for Illinois. Walsh will provide support 
to independent seed companies as they incorporate 
Agrisure traited hybrids into their product portfolios. His 
role will be to assist customers in choosing the best trait 
mix for their business operations, marketing strategies 
and geographical areas. Most recently, Walsh was a corn 
product manager for Syngenta. Before that, he served for 10 
years as a sales representative for the Syngenta NK brand.

BaSF has appointed Kristina Winzen as vice president 
of global communications and public government affairs 
for BASF’s Crop Protection division, effective immediately. 
She succeeds Birgit Schneider who takes over as vice 
president of the Crop Protection division’s Global Research 
and Development Project Management Office and Site 
Services for Research Triangle Park, N.C. and Limburgerhof, 
Germany. 

StolleruSa, specializing in plant performance technology, 
has appointed Melinda Klein as director of soil fertility and 
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plant nutrition. Klein will focus on the interaction of nutrients 
and plant growth regulators and the molecular mechanisms 
underlying nutrient utilization. Her main role will concentrate 
on research-oriented projects that will enhance Stoller’s 
commitment to understanding and naturally impacting the 
genetic potential of plants.

limagrain Cereal Seeds has hired Jeremiah Menefee as 
research associate. Menefee has been assigned to Limagrain’s 
regional research station in Indiana, where he will focus on 
assisting with wheat breeding trials from seed planting to 
harvest and ongoing data evaluation. Menefee has worked 
as a research assistant in the integrated weed management 
lab at Purdue University, and later, as a research assistant for 
Pannar Seed’s corn breeding program.

Product News

Seedburo equipment Company has introduced the 
Canvasback trade name of pollination bags to seed growers, 
producers and research technicians. The Canvasback name 
may be new to the industry, but these same bags have been in 
use for nearly 30 years under a different name. Seedburo has 
partnered directly with the manufacturer to introduce the new 
name for the trusted and proven high-quality bags. The bags 
are available in the same variety of sizes and styles, including: 
virgin wet strength/water repellent natural kraft paper (tassel 
bags and head bags), virgin high wet strength paper wax bags, 
which are coated on the outside to shed moisture (shoot bags), 
and waxed glassine bags for better watershed (grain bags).

DnaStar has released lasergene 9.1 as an upgrade with 
major enhancements to its flagship desktop software suite 
for molecular biologists. The new release introduces two 
significant new capabilities: desktop computer support for 
genome wide association studies using next-generation DNA 
sequence information, and integration of protein sequence, 
structure and bioinformatic method capabilities in one 
application. The major new features supported in Lasergene 
9.1 are natural extensions of Lasergene 9, which was released 
in April 2011. 

Business News

tJ technologies Inc. and INCoteC group BV have come 
to an agreement in which INCOTEC will utilize the science 
behind TJ Technologies’ branded product, TJ QuickRoots, 
in combination with INCOTEC’s innovative seed coatings 
and enhancement technologies, to market the QuickRoots 
technology to the global seed market. INCOTEC will 
have exclusive marketing rights to QuickRoots products 
internationally for the vegetable, ornamental and large 
seed markets. TJ Technologies will retain North American 
marketing rights for the products specifically designed for 
large-seeded field crops. 
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Chromatin Inc. has reached the first milestone in its 
research collaboration with Dow agroSciences llC. This 
collaboration is focused on developing a novel combination 
of Chromatin’s Mini-Chromosomes with DAS’ Exzact 
Precision Technology. The goal of the research program 
is to create a combined platform that allows for the direct 
modification or updating of trait combinations via Exzact on 
a Mini-Chromosome inside a plant cell in real time, thereby 
avoiding the need to re-engineer a new Mini-Chromosome 
from the ground up. Such a platform would improve the 
flexibility and efficiency of the processes for creating and 
breeding new varieties carrying valuable traits.

Wageningen university and Research Centre and 
Keygene have announced the start of a joint DNA 
sequencing facility with second- and third-generation DNA 
sequencers with accompanying ICT and bio-informatics 
infrastructure. The new facility will be accessible to other 
parties, such as breeding companies, universities and 
hospitals, and will belong to the top DNA research facilities 

in Europe. The new state-of-the art sequencing facility will 
enable KeyGene and Wageningen UR to execute genomics 
research for a broad array of samples from microbial, plant, 
animal and human origin.

Monsanto Company has acquired Beeologics, which is 
focused on biological research and develops biological tools 
to provide targeted control of pests and diseases. Current 
projects in Beeologics’ pipeline include a product 
candidate designed to help protect bee health, which is 
currently in development. Beeologics’ expertise will enable 
Monsanto to further explore the broad use of biologicals in 
agriculture. Monsanto will use Beeologics base technology 
as part of its continuing discovery and development 
pipeline. Both companies expect that their combined 
research could provide farmers with novel approaches to 
the challenges they face. Beeologics’ work to promote bee 
health will continue under Monsanto’s ownership. 

Syngenta Flowers Inc., a global leader in the breeding 
and production of hybrid flower seed and vegetative 
cuttings for high-quality pot and bedding plants, is 
investing US$8.25 million in its Gilroy, Calif., research and 
development campus to build a world-class R&D Center 
of Excellence for ornamental horticulture. The center 
will provide Syngenta with new capabilities to harness 
the power of its deep knowledge and expertise in plant 
protection, media and genetics to develop new solutions 
for customers in the ornamental horticulture industry. The 
greenhouses, which are expected to be completed by the 
fall of 2012, will house breeding programs for pansy, viola, 
geranium, chrysanthemums and other flower crops. A 
third R&D greenhouse structure will provide environmental 
testing capabilities furthering the study of individual plant 
performance. 

Sursem, an independent Argentinian seed company, 
has recently formalized access to Bt Roundup Ready 2 
technology for its soybean varieties by signing an agreement 
with Monsanto. With its own breeding programs in corn, 
soybeans and sunflower, Sursem is becoming a relevant 

p a l l e t i z i n g  e q u i p m e n t

World-renowned - high quality - reliable service

A leading manufacturer of palletizing and conveyor systems for agricultural
and manufactured products in bags, crates or cartons. Visit verbruggen.nl 
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player in the Argentine high technology seed market. 
“Sursem is incorporating this new technology into its own 
elite soybean germplasm for the maturity groups ranging 
from four to eight. This process is being done in Puerto 
Rico, where the tropical environment favors multiple 
generations per year. This trait will allow new jumps in the 
yield of soybeans crop, and will allow a higher flexibility in 
the management of it as well as lower use of pesticides for 
the control of insects,” says Martín Oliva, soybean breeding 
director for Sursem.

Bayer CropScience ag and evogene ltd. have reached 
a milestone in their joint research collaboration in wheat. 
Utilizing Evogene’s proprietary tools, more than 200,000 
single-nucleotide polymorphisms across the wheat genome 
were identified as part of the companies’ efforts to improve 
wheat through the application of advanced breeding 
techniques. The identification of a significant number of 
SNP markers improves understanding of the wheat genome, 
and therefore facilitates the utilization of this knowledge to 
deliver improvements in wheat. The successful creation of 
the genome-wide SNP dataset for wheat was enabled by the 
use of Evogene’s proprietary assembly tools and algorithms 
for highly reliable SNP identification, designed specifically 
for the wheat genome. 

grassRoots Biotechnology and Monsanto Company 
have agreed to extend their existing three-year research 

collaboration for an additional two years through January 
2014. The alliance will build upon the success of the current 
collaboration, focusing on the design and development 
of promoters that enable crops to express trait genes that 
enhance and protect yield. Monsanto is expected to use 
expression elements sourced from GrassRoots to optimize 
an array of biotechnology traits in a broad range of crops 
including corn, soy, cotton and canola. 

Industry News

the university of California, Davis will launch the asian 
Plant Breeding academy in 2012 in cooperation with the 
Asia & Pacific Seed Association. The PBA is a postgraduate 
program that teaches the fundamentals of plant breeding, 
genetics and statistics through lectures, discussion, hands-
on exercises and field trips to public and private breeding 
programs. The Asian PBA is modeled on the successful 
North American and European PBA programs.

yale university researchers have identified a key genetic 
gear that keeps the circadian clock of plants ticking, a 
finding that could have broad implications for global 
agriculture. The circadian clock is the internal timekeeper 
found in almost all organisms that helps synchronize 
biological processes with day and night. In plants, this clock 
is crucial for adjusting growth to both the time of day and 
to the seasons. “Farmers are limited by the seasons, but by 

understanding the circadian rhythm 
of plants, which controls basic 
functions such as photosynthesis 
and flowering, we might be able to 
engineer plants that can grow in 
different seasons and places than is 
currently possible,” says Xing Wang 
Deng, professor of molecular, cellular, 
and developmental biology at Yale 
and senior author of the paper. The 
research has been published in the 
journal Molecular Cell.

The biotech industry boosted 
farming globally by almost $65 
billion from 1996 to 2009, according 
to the latest analysis conducted by 
Graham Brookes and Peter Barfoot 
of Pg economics ltd. in the United 
Kingdom. Brookes and Barfoot 
investigated the economic impact 
at the farm level of agricultural 
biotechnology, looking at yields, 
key costs of production, direct 
farm income, indirect farm level 
income effects and impacts on the 
production base of the four major 
crops of soybeans, corn, cotton 
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and canola. They estimated that almost half of the global 
net income comes from farmers in developing countries. 
“Biotech, and specifically genetically modified crops, has 
had a significant positive impact on farm income derived 
from a combination of enhanced productivity and efficiency 
gains,” the team estimated. It has added 5.8 percent to 
the value of global production for the four main crops 
investigated, with cost savings greatest for soybeans. The 
report has been published in the International Journal of 
Biotechnology.

uC Davis expanding Seed 
Business 101 
The University of California, Davis is expanding its 
Seed Business 101 course by offering sessions with a 
specific focus on field crops. The goal of the course is 
to accelerate the careers of new employees and young 
managers by focusing on the optimum operations of the 
five major functional areas of a fictional seed company. 
A fictional company for the new field crop sessions has 
already been set up and is based in South Dakota, with 
activities in corn, soybean, wheat and canola.

The core instructors for the Seed Business 101 field 
crops sessions are Tom Francis, Dave Westphal and Rale 
Gjuric. Francis has over 30 years of experience in the seed 
business, having served in various roles for Northrup 
King, including vice president of research for the United 
States, as well as key roles at Novartis (now Syngenta). 
Westphal is an accomplished executive with more than 
41 years of diverse management experience in worldwide 
agribusiness for Cargill Inc. and Monsanto. Gjuric is 
the director of the UC Davis Plant Breeding Academy 
and is president and managing director of Haplotech 
Inc., a Canadian company that he founded specializing 
in technical and consulting services for plant breeding 
companies.

The first field crop session is scheduled for June 11-15, 
2012, in Minneapolis, Minn. A second session is planned 
for September 2012. Visit the website at SBC.uCDaVIS.
eDu/eDuCatIoN/SeeD_BuSINeSS.HtMl for more 
information.

Industry News is geared to seed professionals and 
delivers the people, industry, business and 
product news you need to know. Submissions are 
welcome. email us at news@issuesink.com.

Online resOurces fOr the seed industry

Hear from some of the bright lights in the seed 
industry. New Giant Views of the Industry 
video clips on topics ranging from cutting edge 
technology to education and recruitment have 
now been posted.

“The number of plant breeding students coming 
from farm backgrounds is decreasing so we 
need to make other industries aware of the 
career possibilities in crop improvement.”

—Rita Mumm, National Association  
of Plant Breeders

Find this clip and other clips at seedWOrld.cOm.

Agriculture under Pressure
To keep pace with population growth, it is 
estimated that in the next 40 years food 
production must equal 
the amount produced 
over the last 12,000 
years, and this must 
be achieved in the face 
of climate change, 
limited land, water and 
fossil fuels. Through 
plant breeding, the 
seed industry has met 
and will continue to 
meet the challenge 
of increasing agricultural production. The 
International Seed Federation has posted a 
new video highlighting some of the challenges 
agriculture faces.

WOrldseed.Org

revamped uPOV Website Offers more features
The International Union for the Protection of 
New Varieties of Plants has launched a new 
website. Some of the features of the redesigned 
website include:
•  Freely accessible database of plant varieties 

(PLUTO), formerly only available in the form of 
a CD-ROM on subscription

• Multimedia presentation on UPOV
•  Video on the use of plant variety protection by 

gentian farmers in the Ashiro region of Japan
• UPOV collection of materials explaining the 
UPOV system

• Database of UPOV members’ laws

uPOV.int/POrtAl/index.html.en 

Keep up with all the seed industry events at 
seedQuest.com
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Now is the time for fruit aNd veggies

“Now that the president has signed First Lady Michelle Obama’s 

child nutrition bill into law, and with debate beginning in early 

2011 on the next farm bill, now is the time for strong, vocal sup-

port in favor of aligning education and agricultural policy with 

food and nutrition policy… The need to create a nexus between 

education, agricultural and nutrition policy has never been greater. 

Farm and food policy should be linked more strongly with national 

health and nutrition goals. Data released by the Produce for Better 

Health Foundation warns that in order to close the fruit and veg-

etable consumption gap, the USDA needs to close its spending 

gap. Fruits and vegetables should account for 40 percent of a rec-

ommended daily diet, yet only 20 percent of what USDA spends 

on food initiatives is on fruits and vegetables. To put the USDA’s 

spending priorities in perspective, current subsidy allocations are:

Meat:    54.7 percent

Dairy (non-butter): 11.4 percent

Fruits and vegetables:  9.8 percent

What is important to remember is the status quo: Without rea-

ligning our spending priorities, America will continue to pay $56 

billion a year for diet-related chronic diseases specifically due 

to low fruit and vegetable consumption.”—from an article by 

Elizabeth Pivonka, president and CEO of the Produce for Better 

Health Foundation, in the Sun Senital

fierce competitioN iN the ag-retail sector

Tray Thomas and The Context Network have studied recent 

changes in the ag-retail sector. Co-operatives have been declin-

ing in number, but the volume of business for those remaining 

is up significantly. They are unique competitors who each have 

a complex business mix, which typically includes a wide array 

of products representing various proportions of their businesses. 

For instance, on average $16 billion is petroleum, $11 billion is 

fertilizer and just $4 billion is seed. 

Looking 
Back

A compilation of interesting 
facts from Seed World in 2011

Source: Cooperative Statistics, 2009

Seed

2.5

Supplies Purchased, 2009

Billion $

Petroleum

15.9

Other

4.2
Feed

8.8

Fertilizer

10.7

Crop Protectants

5.5

“After three long and painful years,  

we are emerging from the GFC.”
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greeN chemistry

Doug Root, senior scientist of biomass and renewable products 

at Minnesota’s Agricultural Utilization Research Institute, 

highlights the following exciting opportunities to use agricul-

tural products in innovative, high-value applications:

•  Sugar-Fermented Chemicals—All living things make suc-

cinic acid through natural sugar fermentation and the 

biomass-derived chemical is a potential alternative to 

petroleum-based chemicals.

•  Ag-Fiber Composites—Ag-based materials are mixed with 

traditional or bio-based resins to make building materials, 

packaging and other biocomposite products.

•  PLA—A polymer made through starch fermentation, poly-

lactic acid is used in a wide variety of items such as cups, 

food packaging and clothing.

•  Bacteria-Made Polymers—Feeding ag co-products to bacte-

ria will produce polyhydroxy-alkanoates or PHA, a polymer 

that can be used in soaps, lotions, personal-care items and 

cleansers.

•  Green Roofs—Soy polymers are being blended with agri-

cultural fibers to produce rigid roof shingles. The bio-based 

materials are an alternative to petro-based shingles.

water woes

“The drought of 2011 will have a lasting impact on Texas agri-

culture,” says Travis Miller, AgriLife Extension agronomist, of 

the historic Texas drought that has led to a record $5.2 billion in 

agricultural losses, making it the most costly drought on record. 

The $5.2 billion in losses exceeds the previous record of $4.1 

billion during the 2006 drought. 

surviviNg the global fiNaNcial crisis

“Worldwide production and consumption were at their highest 

levels in 2006-2007 and seed prices were escalating. However, 

in just one week in September 2008, over $144 billion was with-

drawn from money market mutual funds in the United States, 

20 times the normal rate in a period of uncertainty. The impact 

on seed orders and shipments was immediate. Many of my col-

leagues in the business saw sales and contracts for future delivery 

drop 35-50 percent. Inventory values also dropped immediately, 

and the value of future contracts came into question. Estimates 

of the drop in inventory values for Willamette Valley growers, 

producers and seed companies in 2008-2009 are $175-$200 mil-

lion dollars. After three long and painful years, we are emerging 

from the GFC. We must employ the best new strategies we can 

implement in order to avoid a repeat of our recent painful and 

costly experience.”—Mike Baker, general manager, Pennington 

Seed, Inc. Oregon Division

For the archive of past Seed World 
issues, and to search selected topics, visit 
seedWOrld.cOm.

HUTCHINSON/MAYRATH
A Division of GLOBAL Industries, Inc.
P.O. Box 629 • Clay Center, Kansas 67432 
Ph. (785) 632-2161 • FAX (785) 632-5964
www.hutchinson-mayrath.com

Moving Grain?
We can handle it.

To learn more about the Hutchinson Swing-Away Auger, Mass-Ter Mover,  
Top Drive Auger or Grain Pump, call us today at 1-800-523-6993.

•	Model	50	and	model	85	available.
•	From	5,000	to	10,000	
	 BPH	capacities.
•	Long	life	galvanized	housing.
•	Available	in	40'	to	100'	lengths	in		
	 selected	models.

Mass-Ter Mover
•	Select	from	Electric	Drive	
	 or	PTO	Drive	options.
•	Hydraulic	winch	standard	
	 on	longer	length	units.	
•	Optional	Hopper	Extension		 	 	
	 increases	capacity	around	the	intake	area.

•	8",	10",	12"	and	13"	diameter		
	 auger	models	available.
•	3,200	through	9,000	BPH	capacities.
•	Swing-Away	features	“Flex	Angle”		
	 design	allowing	the	hopper	to	
	 remain	horizontal	regardless	of		
	 auger	operating	angle.

Swing-Away Auger
•	Features	durable	galvanized	or		
	 powder	coated	finish
	 (13"	powder	coat	only).
•	Fully	hydraulic	undercarriage	
	 provides	quick	and	convenient		
	 maneuvering.

•	6",	8",	10"	and	12"	diameter	auger		
	 models	available.
•	2,000	through	5,500	BPH	capacities.
•	Features	durable	galvanized	or	
	 powder	coated	finish.

Top Drive Auger
•	Drive	fully	enclosed	in	
	 oil	bath	housing.
•	Wide	base	undercarriage	
	 with	tapered	roller	
	 bearing	hubs.

•	8"	and	10"	diameter	models	available.
•	Available	in	52',	62',	72',	and	82'		
	 lengths	in	selected	models.
•	Requires	less	horsepower	than	air		
	 systems.

Grain Pump
•	En	masse	(grain-moving-grain)		
	 concept	causes	less	damage	to		
	 grain	at	higher	capacities.
•	Select	from	Electric	Drive	or	
	 PTO	Driven	models.
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s a corn farmer, 
I  r e a l i z e  t he 
importance of 

improved seed technology 
to impact our ability to 
feed and fuel a growing 
world population. A look 
across the globe will show 
that food consumption 
from the growing middle 
c l a s s  a nd  t he  need 
for increased biofuels 
production are the driving 
forces in global grain 
demand. Sales of meat, 
as a source of protein, are 

also skyrocketing, with one out of every five hogs and one out of 
every 10 beef cattle exported from the United States.

As harvest on my farm wraps up, I have a “better than 
expected and not as bad as I feared” crop. We battled weather 
from rain to heat units to wind and hail, but still managed to 
yield a decent corn crop and help sustain ending stocks that will 
cover all our markets. I don’t think this weather would have been 
“weathered” just a few short years ago.

From a historical perspective, there have been four years 
since 1970 that had production shortfalls of at least 20 percent. 
The shortfall in 1988, a year of hot, dry weather, was the largest, 
at about 28 percent, followed by the drought-year production of 
1983. Next was 1993, a year of excess rain and no heat; the fourth-
largest short crop happened in 1974. However, over a 40-year span 
the potential for the upside for corn production is higher than 
the downside. Harvests that exceeded expectations by at least 10 
percent occurred in 1972, 1982, 1985, 1994 and 2004, and we are 
on track to produce the fourth-largest crop on record.

The Iowa Corn Promotion Board is a leader in research, 
education and market development for corn growers in the top 
corn growing state. A key priority for the farmer-represented 
organization is to improve productivity and sustainability of corn 
growing to meet the growing demand for food, fuel, feed and bio-
based products. To do this, the ICPB is partnering with companies 
interested in new trait development and bringing new corn-based 
products to the marketplace.

Helping to make this possible are 12 patents that the ICPB 
has ownership or rights to. Some patents include a method of 
forming a dianhydrosugar alcohol, a two-stage dehydration of 
sugars, thermoset epoxy polymers from renewable resources and 

A Corn Grower’s Perspective

new polyester ethers derived from asymmetrical monomers based 
upon bianhydrohexitols. Recently, two patents were approved for 
improving nitrogen utilization and stress tolerance.

Beginning in at least 1997, the ICPB worked to map 
the corn genome, and it was complete and ready for public 
consumption in late 2009. The DNA of corn is more complex 
than human DNA. The potential to improve corn productivity 
is critical with rising production and input costs on the horizon. 
Increased genetic understanding will allow us to produce more 
under adverse weather, soil, and heat conditions—which will 
be crucial to making future farming generations successful at 
feeding and fueling a growing world population. 

Editor’s Note: Larry is a corn grower from Iowa and a farmer 
director on the Iowa Corn Promotion Board. He is the chairman of 
the Iowa Corn Research and Business Development Committee. He 
has been farming for 35 years, growing corn and soybeans.

Larry Klever, Iowa Corn Grower

Over a 40-year span the 
potential for the upside for 
corn production is higher 

than the downside.
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Now available with 
organic coatings.

Summit Seed Coatings provides improved seed durability and productivity. That means 
higher quality, better reliability, and improved performance, which translates to more  
profit for you. Combine that with innovative product enhancements, 
the latest technology, timely production, and now, organic 
coating, and you can understand why the competition is 

GREEN WITH ENVY.

Ask about these
fine Summit Seed 
Coatings products:

Forage legume 
seed coating 

Nutrient coating
for grass seed

Micro-nutrient &
polymer coating

summitseedcoatings.com

Contact Stu Barclay and Martin Luttrell: (866) 818-7327
or Bill Talley: (270) 365-6133

710 North 11th Street • Caldwell, Idaho 83605 • (208) 455-8009

Organic Seed Coating
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Advanced high-value genetics, seed-applied 
protection products and the pressure of increased 
marketplace competition require effective, innovative 
and individualized seed enhancement solutions to 
deliver superior seed performance.

Becker Underwood is the global leader in  
developing innovative and customized solutions  
to handling, colorant, appearance, dust control, 
plantability and performance challenges for seed 
companies worldwide. Our new all-in-one products 
lead the industry in the delivery of one-application 
colorants, polymers and biologicals. And our new 
Seed Technology Center lets us collaborate even 
closer with customers in the development of 
individualized solutions.

We’re inventing the future to meet the needs of an 
ever-changing global seed industry.

Call us about developing an innovative solution for 
your seed-enhancement needs.

1.800.892.2013 
beckerunderwood.com 

801 Dayton Avenue • P.O. Box 667 • Ames, IA 50010

The Becker Underwood logo is a registered trademark of Becker Underwood, Inc., Ames, IA. 
©2011 Becker Underwood, Inc.

InnovatIve 
SolutIonS. 
SuPeRIoR 
PeRfoRmance.

Dust Control • Appearance • Flowability  
Plantability • Performance




