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ONLINE RESOURCES FOR THE SEED INDUSTRY

Hear from some of the bright lights in the seed 
industry. 

“The revision of the seed marketing legislation 
and the plant health legislation, both of [these], 
together with an overall legislation that is, 
basically, governing the way that the European 
Union and the national bodies are going to 
work together to harmonize the application of 
legislation in the area of plants and seed—these 
three together are the main focus of our work in 
the coming 12 to 15 months.”
—Garlich von Essen, secretary general of the 
European Seed Association

Joint U.S.-Canadian Website Adds Cross-
Border Seed Trade FAQs
To help answer questions and facilitate trade, a 
working group of U.S. and Canadian non-profit 
and trade organizations has updated its website 
to include answers to important questions on 
cross-border trade for seed. 

The website provides information on the 
regulatory requirements in both the United 
States and Canada for cross-border seed trade, 
including differences in varietal registration, 
labeling and phytosanitary requirements.

“Key grower and industry stakeholders joined 
together to provide this online resource 
that answers the most important questions 
on changes to the regulations and their 
implications,” says Andy LaVigne, president and 
CEO of the American Seed Trade Association. 
CANADA-USGRAINANDSEEDTRADE.INFO

New Mobile Tool for Cotton Variety Selections
Bayer CropScience has recently released a new 
mobile tool called the Variety Selector Tool 
for cotton variety selections for seed dealers, 
consultants and growers to make the best 
FiberMax and Stoneville cotton seed variety 
selections.

For more information, visit 
BAYERCROPSCIENCE.
US/NEWS/COMPANY-
NEWS?STORYID=F2628115-B272-
4062-A085-370CDBF7F9E9

Keep up with all the seed industry events. Visit 
SeedQuest.com for a calendar of events.
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Novozymes BioAg team 
brings century of expertise 
to seed industry solutions.

More than ever, biological solutions are playing a key 
role in maximizing the genetic potential of seed. And 
seed companies have become keenly aware that every 
additional bushel of value they can deliver through 
their seed is another bushel of differentiation between 
themselves and their competition.

The Novozymes BioAg Seed Industry Group was formed 
in 2012 to support seed partners with on-seed biological 
solutions designed to deliver greater plant fertility and 
higher yields. Led by Allan Basnight – who has been with 

Novozymes and its legacy companies for 33 years – 
the Seed Industry Group collectively brings more than 
100 years of industry insight and experience to the table.

“Allan leads a veteran team with an in-depth understanding 
of the industry that is second to none,” says Dorn Severtson, 
USA sales manager for Novozymes BioAg. “Our group’s 
mission is to work closely with our seed industry partners 
to demonstrate the plant health and performance 
advantages our biological fertility products can bring 
to their seed and, in turn, to their customers.”
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with proven, science-based biological technologies that 
help the farmers – our common customers – be as effi cient 
and productive as possible on every acre they grow.”
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Cue™, an isofl avonoid plant signal compound for soybeans; Cue triggers benefi cial fungi in the root zone before 
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Optimize® Gold with LCO Promoter Technology for alfalfa provides season-long benefi ts – improved root system 
development, earlier nodulation, improved stand establishment and better plant health. Alfalfa performance is 
further enhanced when applied with Nitragin® Gold, which contains specially selected natural rhizobia strains 
for the highest levels of nitrogen fi xation.
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As the rapid pace of technology 
continues to evolve seed 

innovations, and the importance 
of feeding a growing population 

puts agriculture front and 
center, old and new challenges 

in the seed industry are under a 
microscope on the world stage.
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IT’S A GOOD time to be in agriculture, and particularly in 
seed: innovation is at an all-time high, and with a growing 
population it doesn’t look like that will slow down any time 

soon. If the seed industry is going to successfully feed a growing 
population in the years to come, it has a tall order: grow more 
with less. And the improvements in traits and genetics that are 
in the pipeline are truly exciting.

“This year refuge-in-a-bag is something that I see from 
a trait standpoint that’s really going to change the dynamics 
again of how farmers get access to genetics and technology. 
That trait coming on board in multiple, different technologies 
is going to be challenging but exciting for farmers, seed 
companies and the industry as a whole,” says Tim Johnson of 
Illinois Foundation Seeds.

While fierce competition within the industry remains, 
exciting new traits and genetics are also bringing the industry 
together like never before. Johnson says from the viewpoint of 
a product development and licensing and production company, 
he is excited for all potential customers, not just his company’s 
success. “When I look at genetics, obviously we’re excited about 
new products we’re bringing forward from our company, but 
there is also the excitement for each individual company—
what’s important for their part of the business, their segment of 
the industry, their customer base. So we’re excited about where 
those opportunities are for people,” he adds.

Better use of water is another area of excitement for the 
industry and is extremely timely after the drought of 2012. “We 
are taking a multi-pronged approach to drought,” says John 
Soper of DuPont Pioneer. “Our AquaMax corn offering is really 
about utilizing native traits and utilizing our Accelerated Yield 
Technology and marker technologies to combine those native 
traits together to provide better drought tolerance solutions. 
But we also have biotechnology approaches—targeting genes 
that would impact drought tolerance at different stages of the 
life cycle.”

However, new technology brings with it new challenges and 
the seed industry is facing some of its biggest ones yet.

Bridging the GM Divide
“One of the biggest challenges—whether you are an individual 
seed company or the industry as a whole—is, ‘how do we best 
deploy the innovation that we have in front of us in an efficient 
manner?’” asks Norm Sissons of Monsanto.

He says in the seed industry there is typically a lot of 
fragmented market segments and a lot of unique needs within 
crops. “Being able to accomplish the economies of scale to develop 
the innovation, the technology that we have, and get an adequate 
return on that investment is a challenge,” he says. “Wherever we 
can look across the globe and make sense of segments that span 
the globe in different geographies that is definitely a help for our 
organization or for the industry as a whole.”

Many in the seed industry now agree that biotechnology 
will be critical in the future for producing more with less. “We 
all understand the importance of biotechnology, especially in 

corn, soybeans and cotton and what’s 
happened there in biotechnology,” 
says Scott Tefteller of Syngenta. “I 
think what drives [the development 
of GM crops] is the consumer. If you 
look at the population right now we’re 
at roughly an estimated seven billion 
people, and by 2050 we’ll be at nine 
billion people. We’ve got to employ the 
right technology in an efficient and 
sustainable way to fuel the growing 
demand for food,” says Tefteller. “If 
you look at some of the surveys done 
by the Council on Food, Agricultural 
and Resource Economics, the most 
recent survey, which was done in 2010, 
states consumers are ready for [GM 
vegetables].”

Kelly Keithly of Keithly-Williams 
Seeds agrees that biotechnology is a huge 
component to producing more with less. 
“Genetically modified vegetables have 
got to come so that we can increase the 
production, increase the quality and the 

Biotechnology will play a critical role in the future when producing more with less.



Monsanto Company is a member of Excellence Through Stewardship® (ETS). Monsanto products are commercialized in accordance with ETS Product Launch Stewardship Guidance, and in compliance with Monsanto’s Policy for 
Commercialization of Biotechnology-Derived Plant Products in Commodity Crops. This product has been approved for import into key export markets with functioning regulatory systems. Any crop or material produced from this 
product can only be exported to, or used, processed or sold in countries where all necessary regulatory approvals have been granted. It is a violation of national and international law to move material containing biotech traits 
across boundaries into nations where import is not permitted. Growers should talk to their grain handler or product purchaser to confi rm their buying position for this product. Excellence Through Stewardship® is a registered 
trademark of Biotechnology Industry Organization. 

ALWAYS READ AND FOLLOW PESTICIDE LABEL DIRECTIONS. Roundup Ready® crops contain genes that confer tolerance to glyphosate, the active ingredient in Roundup® brand agricultural herbicides. Roundup® brand agricultural herbicides 
will kill crops that are not tolerant to glyphosate. Acceleron and Design®, Acceleron®, Genuity and Design®, Genuity Icons, Genuity®, Roundup Ready 2 Yield®, Roundup Ready®, and Roundup® are trademarks of Monsanto 
Technology LLC. ©2012 Monsanto Company.
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AcceleronSTS.com TALK TO YOUR LOCAL SALES REPRESENTATIVE ABOUT ACCELERON SEED TREATMENT PRODUCTS.

Emerge strong with Acceleron Seed Treatment Products with new 
generation fungicide. The only seed treatments selected to help maximize 
the performance potential of Genuity® Roundup Ready 2 Yield® Soybeans.

Unprecedented defense against Rhizoctonia and Fusarium, with new active ingredient
Continuous protection from seed and seedling diseases
Broad-spectrum insect protection

Acceleron Seed Treatment Products with new generation fungicide offers:

GIVE YOUR SOYBEANS MORE COMPLETE AND CONSISTENT DISEASE PROTECTION 
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fl avor but also increase the ability of various varieties 
to be grown where it’s not compatible to try to grow 
them there today,” says Keithly. “Vegetables that take 
less water or that can get the water out of the ground 
easier and attributes like that, I think that’s going to 
come through GM varieties.”

Keithly says it is only a matter of time before these 
products hit the store shelves. “Six or seven years ago, 
I heard a speaker talk about how we’d be developing 
GM vegetables before the end of 2009, but just because 
of the consumer resistance we met due to people’s lack 
of understanding of what GM products are it hasn’t 
happened yet,” he says. “But they were resistant to 
trains back in the 1800s and resistant to automobiles 
and I think here again when we educate people about 
the value and the safety—they’ll buy into it.”

However, Sissons says there is still a long 
regulatory road ahead of GM vegetables which could 
limit their development. “When I think about the 
future of GM products in vegetables, I think it’s going 
to be pretty limited in terms of the number of products 
coming—at least in the near term,” says Sissons. 
“There are a couple of reasons for that. First off, when 
you think about developing and obtaining regulatory 
approval for a biotech event the cost is upwards of $50 
million. From a vegetable seed standpoint that’s pretty 
restrictive because you either have to have a very high 
value product or you have to have very broad acres 
to make fi nancial sense. As a result of that, I think 
the numbers of products that are going to meet the 
needs of broad acre or high value to make sense of 
the $50 million investment are going to be few and 
far between.”

Licensing Concerns Linger
As technology and use of trait stacks continue, 
Johnson says the industry is going to start to see 
additional agreements with specifi c needs, uses and 
responsibilities. “Agreements will start to focus on 
certain niches—for example, when you look at the 
drought resistance products and how they fit, how 
you manage them, or how the output traits work for 
people—when people look at agreements for these type 
of products and how they’re defi ned, they just need to 
make sure they’re working within the parameters of 
those agreements and being responsible to those.”

Ron Wulfkuhle of GreenLeaf says when it comes 
to licensing agreements, “it’s almost certain that 
they’re going to get longer. A good friend of mine 
once told me that good fences make good neighbors, 
meaning if you have a really good agreement then it 
provides a clear understanding of what’s expected on 

the part of both parties. When you have that then you both understand 
how many resources you can invest, you understand how aggressive to be 
and you understand what reward you can count on at the end.”

Wulfkuhle says the reason agreements will get longer is simple: 
technologies are becoming more complex. “Many of the products we sell 
today contain multiple components. We’re working on Agrisure Artesian, 
as an example, that has multiple alleles. We’re also working on multiple 
trait stacked products and with those come changing requirements, 
especially from a quality assurance standpoint,” he says. “So we always 
make sure—we call it E and E testing—that the trait is turned on and is 
functioning with good effi cacy, and that the products are equivalent in 
yield in the absence of whatever pest that trait is trying to control. As a 
result, it takes some paper to explain that and to have a good agreement.”

“A good friend of mine once told me that good fences 
make good neighbors, meaning if you have a really good 
agreement then it provides a clear understanding of 
what’s expected on the part of both parties.”

— Ron Wulfkuhle

Existing Together
With the increase of technology and the number of biotech traits 
coming into the marketplace, Andy LaVigne of the American Seed 
Trade Association says coexistence has become much more of a focus. 
“While coexistence has always been a core part of seed production, it 
is becoming increasingly more important, especially in Washington, 
D.C.,” says LaVigne. “We are working closely with the USDA following 
Secretary Vilsack’s reinstatement of the AC21 to look at the issue of 
coexistence between conventional, organic and biotech crops to limit 
negative impacts on one or the other. And then the question will become, 
‘in what direction will the proposed policy recommendations lead?’”

LaVigne says this is an area that the seed industry needs to help the 
policymakers get right. “We all know that no biological system is 100 
percent pure. Food production is not 100 percent—that’s Mother Nature. 
You always have natural impacts on our production processes,” he says. 
“So how do we limit potential negative impacts between cropping systems 
to enable producers to be successful in their efforts. Our efforts in this 
process are to provide input into the AC21 process about how the seed 
industry produces seed in ways that are based on coexistence in order to 
produce high-quality seed for all markets.”

Talking Trade
Another challenge of bringing on new innovation is how to minimize 
trade challenges such as phytosanitary requirements, low level presence 
and intellectual property protection. “Wherever we can minimize those 
challenges is going to really increase the pace of innovation in seed and 
really bring better solutions for seed growers around the globe,” says Sissons.
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He says discussions within the industry are becoming more 
focused on the challenges of harmonizing regulations as much as 
possible and, “minimizing some of those non-tariff trade barriers 
where different jurisdictions decide to impose non-science-based 
restrictions. Wherever we can get to more of a science-based 
approach I think that’s really going to help in minimizing those 
restrictions.”

LaVigne says ASTA has been working hard on a number 
of trade issues that have a big impact on the ability of that 
movement of seed both into the United States and into other 
countries.

“In terms of phytosantary issues, we continue to work really 
closely with NAPPO in Canada, the United States and Mexico 
to essentially harmonize the requirements for pest risk analysis 
between the three countries and then harmonizing pest lists,” 
he says. “And, expanding on that, we continue to make progress 
with our activities with the Seed Association of the Americas 
from North to South America. We continue to focus on Brazil 
as they update their pest lists, working to make sure the lists are 
scientifically sound. Transparency in the development of the 
lists will be critical as we continue to see that increase in the 
movement of seed from North and South America.”

Low level presence is also on the radar, says LaVigne, and 
much progress has been made in the last year. “We continue 
working with NAPPO and South American countries,” LaVigne 
says. “Between Brazil, Argentina, Mexico, the United States and 
Canada, we produce 80 percent plus of all biotech crops globally, so 
our efforts with these countries are to help facilitate the issues on 
a global basis and ensure acceptance in the international arena.”

Food Safety Intensifies
Another area of importance that has been thrust into the 
spotlight with increased innovation, especially in the media, 
is food safety. “When somebody has an issue with food safety 
they stop eating [that food], when people stop eating certain 
vegetables or fruits then people stop buying seed. It really does 
have a devastating effect and we’re trying to play a much more 
active role in the food safety arena on the produce side,” LaVigne 
says. “There’s always a tie in, it never fails—we end up seeing 
a media release in which someone tries to associate the issue 
back to seed.”

LaVigne says the media and general public can be easily 
misguided, and the seed industry needs to stay on top of 
communicating the right message. “What we’ve seen most 
recently in the media is alfalfa sprouts—media talks about alfalfa 
seed instead of alfalfa sprouts. It automatically gets tied back to 
seed issues. So this is a really sensitive issue as we spend a great 
deal of time working with our colleagues, other organizations 
and seed groups to talk to the media about seed not being a 
carrier for these diseases. Also making sure that we gather all the 
information and scientific data available to justify our position 
on behalf of the industry,” he says.

Seed’s Story to Tell
Perhaps the biggest issue that seed faces is how to best 
communicate to government and the public how it is meeting, 
and exceeding, all of these challenges. “In agriculture, the people 
that we serve, that we grow food, fiber and even fuel for, don’t 
understand what agriculture is doing to serve this nation as well 
as the world,” says Keithly.

And he says it is the seed industry’s job to make sure that 
story is told right, a point that also comes back to the entire 
industry working together like never before. “We need to make 
sure the various state legislatures aren’t working against us, but 
rather work with us to enable us to do our job better. There’s 
coming a time here pretty quick when it’s going to be very tough 
to feed the population of this world and we’ve got to figure out 
how to do that and how to have our governments working with 
us to help us get that job done.”  Julie McNabb

“In terms of phytosantary issues, we continue 
to work really closely with NAPPO in Canada, 
the United States and Mexico to essentially 
harmonize the requirements for pest risk 
analysis between the three countries and then 
harmonizing pest lists.”

— Andy LaVigne
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Focus on Farm Bill
“Our main focus on the 2012 Farm Bill is on research, 
education and continuation of programs that provide 
certainty to America’s farmers—especially programs like 
conservation. There are some key sections that involve the 
USDA Agricultural Research Service which are absolutely 
vital to us—continued support for the National Plant 
Germplasm System, research ARS is discovering specific 
disease resistance in various crops, and the research and 
development being done through public-private partnerships 
are critical to America’s seed companies. We need to 
make sure ARS has the resources to support and grow the 
National Plant Germplasm System, as well as do the research, 
education and outreach we need. Therefore, passage of the 
2012 Farm Bill is our number one priority. 

After the key research areas of the farm bill, we work 
closely with our companies and affiliated organizations that 
have a major interest in the conservation sections of the 
legislation. We are working to ensure that the conservation 
programs put in place over the last couple of farm bills are 
not put in jeopardy and that seed companies have input into 
how the programs can be more conducive to their ability to 
provide seed for the various programs in the bill. We also 
work closely with our colleagues in the row crop arenas to 
make sure that the policies that are eventually passed are 
beneficial to the seed industry, being able to provide farmers 
strong varieties and new technologies. On the vegetable side 
of the industry, it is important that we continue to work 
closely with organizations representing fruit, vegetable 
and f lower producers to ensure they have the appropriate 
resources to continue programs and research that will 
make for strong, viable, domestic and international market 
opportunities. We really have a hand in everything, in all the 
production areas, then we focus a great deal on the research 

side of what’s going on in the marketplace. That’s one 
thing that we’re going to continue—we’re actually ramping 
up our efforts in the legislative and regulatory arena.” 
—Andy LaVigne of the American Seed Trade Association

Facing Intense Competition 
“Collaborations are very important today. We have more 
than a thousand collaborations currently with a lot of 
organizations around the world both public and private. What 
we’re trying to do with our program to stay out on the leading 
edge is be very close to customers and really understand 
those customer needs. You might have heard our slogan of 
‘right product, right acre’—that really means developing 
products that are specif ically designed for geographic 
regions that are relatively small rather than a more historical 
approach of trying to find a couple of hybrids or varieties 
that cross from coast to coast across the maturity zone in 
the country. So that’s the strategy that we’ve been taking.”  
—John Soper of DuPont Pioneer

Giant Highlights
With agriculture front and center on the world stage, many of the experts 
in this year’s Giant Views of the Industry video series had interesting 
stories to tell about answering some lingering challenges in seed as well 
as some more timely issues that have risen. Enjoy some of the highlights 
of their news and insights.
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Bayer CropScience LP, 2 TW Alexander Drive, Research Triangle Park, NC 27709. Always read and follow label instructions. Bayer, the Bayer 
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Applied on more than 14 million acres of corn already, Poncho®/VOTiVO® seed treatment from Bayer CropScience 

helps farmers achieve higher levels of production by using a systemic agent that helps protect the whole plant 

against insect pests. Poncho/VOTiVO also uses a biological component that protects against nematodes during 

early development, leading to healthier stands and larger yields. So get treated and get growing. Contact your 

seed dealer or visit ponchovotivo.us to learn more.

SURE, WE COULD TELL YOU ABOUT THE POSITIVE EFFECTS OF 
TREATING YOUR SEEDS. BUT IT REALLY BOILS DOWN TO TWO WORDS: 
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Challenges in the Veg Industry: Grower Perspective
“At Syngenta, as we consider the most important challenges 
facing the vegetable seed industry today, we strive to 
do so from a grower perspective. A key challenge facing 
growers today, for example, is increasing regulation on 
sustainability and traceability. Following that is resource 
allocation, specifically, the need to grow more from less. 
Meeting the world’s growing demand for food will require 
that we find ways to continually increase production. 
Our goal is to provide solutions to help farmers achieve at 
least a 70 percent increase in food production by 2050.”  
—Scott Tefteller of Syngenta

Small But Mighty
“I believe that smaller independent companies can protect 
themselves the way the big companies do. They’ve just got to 
always be looking at and figuring out how to do a better job to 
maintain their place in the industry. Serving niche markets and 
things like that are one thing, but they’ve also got to see what’s 
going on around them and figure out how to adjust so that they 
are there doing the same thing that the big companies are doing.” 
—Kelly Keithly of Keithly-Williams Seeds

Do What You Do Best
“Always do what you do best. Recognize where your strengths 
are and build on those strengths. Whether you’re the large 
multinational company or you’re a small regional company or 
an organic company, find that niche, find that value and go 
drive that success. That’s the value you can bring to the farmer.” 
—Tim Johnson of Illinois Foundation Seeds

Increased Importance on Packaging of Seed
“Historically, I would say that branding and packaging in 
the vegetable seed industry has not been that important. 
When we talk to growers they will typically say their 
purchase decision is based on the variety that they grow 
and they put a lot of emphasis on the variety. However, 
I would say that it is changing and I think it is going to 
change even more. I think the pace of innovation in vegetable 
seed is going to increase substantially in the coming years. 
As a result, the life cycle of specific varieties is going to 
become shorter. For a grower that’s going to become more 
difficult to make sense of all the different varieties that 
are coming and changing. As a seed company, if you can 
offer a portfolio of products under a brand and deliver a 
consistent customer experience with that seed brand then 
the seed brand is going to mean a lot to the grower in the 
long term. Therefore, I see that seed branding and packaging 
is going to become more and more important in the future.” 
—Norm Sissons of Monsanto

Recruitment Top Priority
[Recruitment of plant breeders] has been a challenge. What 
we’ve seen in the last 10 and dozen years is a smaller pool of 
plant breeders, particularly those that are North American 
born and bred. [DuPont Pioneer] is not opposed to hiring 
the best scientists in the world so we’ve been hiring some 
scientists from other countries, several coming out of Latin 
America and Asia and a few from Europe as well.  We’re 
also getting out there and trying to be better supporters of 
education, especially at the graduate level. We support a 
number of graduate scholarships and we are supporting some 
professors and some chairs out there to help the universities. 
The other thing I’ve done personally is get out and visit a 
number of ag universities and talked to students about plant 
breeding and opportunities in the seed industry. Some have 
full intention of pursuing ag-related careers, but others 

“UNIQUE DOESN’T NECESSARILY MEAN THAT THEY 
HAVE TO DO IT BETTER, BUT THEY HAVE TO DO IT 
DIFFERENT.”
 — Ron Wulfkuhle

Determining What Makes You Unique
“Today, for an independent seed company, it’s so important 
that they determine how they can differentiate their own 
business. How they can be unique to the farmer and how 
they can deliver—it might be a product, it might be a 
service, it might be the way they package the product—
but it should be something that they can own in addition 
to their brand, something that makes them unique. Unique 
doesn’t necessarily mean that they have to do it better, but 
they have to do it different. Sometimes seed companies make 
the mistake of trying to appeal to everyone and that’s not 
possible for a huge organization, let alone a company that’s 
trying to compete perhaps within a part of a state or across a 
couple of states. Seed companies really have to decide what 
type of farmer they are serving, what demographic they are 
dealing in and if there are other characteristics about the 
farmer that they can best support, and then go after that.” 
—Ron Wulfkuhle of GreenLeaf, a Syngenta company
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studying biology and some of the peripheral sciences are 
being introduced to agricultural career opportunities for the 
first time. One of the good things is that there are growing 
numbers of students entering biology. A lot of students are 
entering fields like ecology and some of those types of kids 
have the same desires and skill sets that we’re really looking 
for. Those are kids that really want to do something good 
for the future of the planet and the same type don’t mind 
working outside a little bit. That’s obviously very important 
to being a good plant breeder—to be able to get out there 
and know the plant just like you know your own kids.”
—John Soper of DuPont Pioneer

Tapping Into Consumer Trends
“We conduct a signifi cant amount of research on trends in 
consumer preferences for vegetables. For example, we look 

we provide that with the appropriate agronomic package 
and trait that the grower needs to be able to produce the 
yield and the return on investment he’s looking for?’”
 —Scott Tefteller of Syngenta

Knowledge Sells
“My best advice for selling seed is to know what your 
customers need, know where their industry is trending 
and be there helping to forge the change rather than just 
buying into it and servicing it later. I also believe that by 
being honest with our customers and doing a good job for 
them increases our confidence in what we are doing. I 
also think we’ve got to earn our business by supplying that 
product knowledge that the growers need, and the service 
that they need, the service that our suppliers expect us to 
provide, and then we’ve got to get paid for that. We’ve got 
to quit earning our business by having the cheapest price.”
—Kelly Keithly of Keithly-Williams Seeds

Getting the Most from License Agreements
“I always tell people to read those [license] agreements, 
and I know people at times get frustrated because they’re 
so booked. If you read through them, identify the value that 
they bring. Also identify the challenges or responsibilities 
you have in those agreements and follow through on those. 
Get the most out of the agreement just like you should get 
the most out of the genetics or the traits you are using and 
I think agreements have to be looked at the same way.”
—Tim Johnson of Illinois Foundation Seeds

Assessing Genetics
“If you think about what [traits and genetics] will be available 
to independents, and what I can imagine some of our 
customers think is a huge temptation for Syngenta, is to keep 
the best stuff for the retail brands—to say, ‘these independent 
guys won’t really notice if we start slipping them the seconds, 
maybe the thirds, maybe the fourths.’ But that’s not how we 
got to be where we are. In our business today we’ve been 
very fortunate that our customers have rewarded us with nice 
sales growth and the business has developed very quickly. 
But that only happened because we were bringing forth the 
very best genetics that we could find, the very best genetics 
that Syngenta could develop as well as the work we had done 
as the joint venture with DuPont Pioneer and other genetic 
providers. I truly believe that for us to have continued growth 
we have to be able to bring forth the best genetics. When you 
think about GreenLeaf as a very fast growing business within 
Syngenta, it brings forth a term we use sometimes and that’s 
brand agnostic. It’s about getting Syngenta’s genetics and 
products and traits onto the farmer’s acre. If that comes in 
one of the retail brands—great. If that comes via GreenLeaf 
through one of the independent seed company brands—
great. The farmer is still getting to experience the product; 
they are getting to experience the best that we can offer.” 
—Ron Wulfkuhle of GreenLeaf, a Syngenta company

Julie McNabb

Research reveals trends in consumer preferences for vegetables. Taste and 
quality profi les are married with agronomic traits desirable to growers.

at taste and quality profiles and then we seek to marry 
those with agronomic traits that are desirable to growers. 
We are continually working to combine those elements 
together in our breeding programs and answer the question, 
‘what is it the consumer ultimately desires, and how can 
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80Global percent of all biotech crops that 
Brazil, Argentina, Mexico, the United States 

and Canada produce. “We continue to move the issue of low level 
presence forward to try and develop a transparent, viable policy in key, 
driver markets. We are working closely with the national associations 
from the Seed Association of the Americas’ countries to help facilitate 
the issues on a global basis. We all have a mutual interest in making 
sure that government policies are transparent and as consistent as 
possible, and that acceptance continues to grow in the international 
arena.” 

—Andy LaVigne of the American Seed Trade Association

Number of things Norm Sissons of Monsanto 
says the company focuses on when marketing 
to different regions. “It’s about the needs of the 
customers and how we deliver on those needs. 

For example, when we think about the needs of 
customers from a Florida or a California vegetable 

grower they’re typically pretty sophisticated in their use of technology 
and the latest agronomic practices,” he says. “In contrast, in some 
developing areas of the world they may have only recently adopted 
hybrids in the last few years, so their needs for agronomic information 
or variety information may be more basic. It’s really about identifying 
the needs of the growers relative to their practices, and then deciding 
how to deliver on those needs. In some areas of the world we sell 
directly to growers, and in other areas we utilize distributors or dealers, 
but at the end of the day it’s about the customer’s needs and figuring 
out how we can deliver the message to them.”

5-10 YEARS 
Range of years in which DuPont Pioneer plans to launch a number of 
new traits from its pipeline. “In corn, we are now releasing a series of 
new Optimum AcreMax refuge-in-the-bag products, and combining 
multiple modes of insect resistance. We’re also working on developing 
genes with new modes of action for insect resistance to supplement 
or replace some of the older genes that are becoming less effective 
with time. Obviously that’s becoming a more important situation. Also 
looking at a number of agronomic traits, drought tolerance is certainly 
something that we think is really important. As we look forward into 
the future, as the climate continues to change, we would anticipate 
that we have more erratic weather patterns and certainly some of 
the growers in the drier zones are going to have less water to use, so 
we’re trying to develop hybrids that yield just as well with less water 
utilization.” 

—John Soper of DuPont Pioneer

2011Year that Syngenta began rolling out a new 
global structure, a process that is now 

complete. “The integration has taken our global organization and 
focused it on thinking like a grower,” says Scott Tefteller of Syngenta. 

“Our goal is to take a more holistic approach to developing and 
delivering integrated crop solutions. The challenges associated with 
feeding a growing global population in an environmentally sustainable 
way require that we think differently about how we can help growers 
improve their productivity. Thinking like a grower will help us to find 
new ways to drive innovation in how we enhance the performance of 
crops and help farmers feed the world.”

Years it might take a trait developer to complete the 
development process or cycle on a new product before they 
first see a trait or genetic product. “At GreenLeaf it is very 
important that we deliver to our customers, not only actual 
products and traits, but also an understanding of what’s 
coming in the pipeline. In addition to staying on the cutting 
edge of what we’re offering, we try to help our customers 
understand what’s coming.” 

—Ron Wulfkuhle of GreenLeaf

Percent reduction (up to 85 percent) in pesticide 
application for sweet corn growers using 
Monsanto’s newly-launched product called 
Performance Series Sweet Corn, according to 
Norm Sissons of Monsanto. “It offers the benefits 

of being able to spray Roundup on sweet corn and up to 85 percent 
reduction in pesticide application for the sweet corn grower,” he says. 

“In addition, we recently launched cucumbers with increased levels 
of downy mildew tolerance called Performance Series Cucumbers. 
That’s a pretty important disease for cucumber growers across the 
eastern United States, so we’re pretty excited about the benefits that 
will offer to American slicer cucumber growers.”

75
Anniversary that Illinois Foundation Seeds celebrated 
this year. “Our company was really started as a co-
op to support seed companies and was owned by 
seed companies as a co-op. It converted in 1993 to 

a corporation but still has the foundation of seed companies or 
past seed companies’ owners that are involved. We have diverse 
ownership in our company and no one can have a controlling interest 
in it, so we’re a very independent company that gets to focus on 
delivering value to seed companies. We also make sure that we’re 
working with multiple trait providers, multiple genetics suppliers, and 
so we are an independent organization and truly work hard at driving 
our independence from that standpoint.” 

—Tim Johnson of Illinois Foundation Seeds
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CASSIE MISCH is this year’s recipient of the 2012 
Future Giants of the Seed Industry Award, an award 
that recognizes leadership, innovation and commitment 

to the industry—qualities Misch has in spades.
Passionate and ambitious, at 27, Misch is already heavily 

involved in various industry associations. For example, she 
currently serves on the board of directors for the Indiana 
Seed Trade Association and the education committee for the 
Independent Professional Seed Association, while also juggling 
a chair position for the Future Seed Executives Committee’s 
Campus Connections program and the vice chair position for 
FuSE. In short, Misch is busy—but that’s the way she likes it. 

No stranger to jumping feet fi rst into whatever she pursues, 
Misch was also president of the Purdue University Cooperative 
Council, a cooperative housing organization, and was selected 
for membership in the prestigious Mortar Board National 
Senior Honor Society during her college years. “I was involved 
in a lot of extracurricular activities in college and I wanted 
to replicate those activities by jumping straight into the seed 
industry,” says Misch. “I like meeting people and fi nding out 
how things work. I started that process with joining FuSE and 
from there the more people you know, the more opportunities 
there are for involvement.” 

Meeting the challenges the 
industry presents and a passion 
for all things seed keeps this year’s 
Future Giants of the Seed Industry 
award winner engaged and 
involved in the seed business.

RISING TO THE 
CHALLENGE
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Changing Paths
Selecting Purdue University as her campus of choice was an easy 
one for Misch—it had the food science program she wanted and 
it was only 60 miles from home. “When I went to college, I started 
in food science because I was 
interested in biotechnology, 
but I realized the program 
wasn’t what I thought it was. 
While still in food science, 
I took an agronomy class as 
an elective,” says Misch. “I 
enjoyed the crop and soil 
sciences aspect, so I changed 
my major to agronomy after 
one semester—leading me 
down a path I hadn’t expected 
to take.” The change in focus 
led Misch to three different 
internships at DuPont Pioneer 
in roles that focused mainly 
on corn research and product 
advancement. 

Those three years spent 
at Pioneer, where Misch 
received high praise for her 
work in agronomic research, 
was also a way of getting 
her foot in the door. “When 
you’re in college, everyone is 
constantly reminding you that 
it’s not what you know, but 
who you know,” says Misch. 
And it seems they were right. 
“I didn’t know how right they 
were until it happened to me … Greg Gerard [JGL Inc.’s vice 
president of soybean licensing] came to speak to my seed 
technology class. Hearing my professors and advisors whispering 
‘networking’ in the back of my head, I introduced myself to him 
after the class,” recalls Misch. “A few months later JGL had 
a position open and they asked me if I wanted to interview. 
Everything else is history.”

After she graduated in 2007, Gerard hired Misch as a 
licensing executive, responsible for selling, servicing and 
licensing seed companies with JGL soybean and wheat genetics. 
According to Gerard, Misch is well liked by her customers and 
has been successful in growing market share in her sales area, 
which has included Illinois, Indiana, Ohio, Michigan and 
Wisconsin. Currently, Misch mainly licenses to customers in 
Indiana and Ohio, and also has the role of brokerage manager 
for the company. 

“Cassie has shown great character and leadership in both 
college and her young career in the seed business,” said Gerard 
in his nomination. “Cassie has a passion for the seed industry 
and has achieved more than anyone I know in her fi rst four years 
in the seed industry. She performs at a superior level, paying 
attention to detail in every role.” 

In addition to these successes, Misch has also led the 
organization to the use of new and innovative technology 

for marketing to JGL’s customer base. Her roles as licensing 
executive and brokerage manager have put her in touch with 
more than 150 seed companies. Most recently, Misch has 
accepted the position of key account lead for soybean and wheat 
licensing for GreenLeaf Genetics, a subsidiary of Syngenta, with 
the acquisition of JGL in June 2012.

The Spice of Life
What motivates a young, passionate and talented individual like 
Misch to work in the seed industry? She’s attracted to something 
most career-minded individuals are searching for—variety. “One 
of the best parts of being in this industry is that I get to do and 
see and be a part of lots of different things,” says Misch. “There 
is such a diversity in this industry that I don’t think many people 
are aware of—science, sales, marketing, research, teaching—
you name it and there is an opportunity. I am privileged to be 
able to see different aspects of a lot of different seed company 
businesses: how they work, what makes them tick and what will 
make them successful.” 

However, the challenges that working in the seed 
industry presents keep Misch engaged. “I don’t know what 
the future holds, but agriculture is an industry that has always 

Seed World 
communications 
manager, Paige Collette, 
presents Cassie Misch 
with the Future Giants of 
the Seed Industry Award 
in June.
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been needed and will always be needed,” she says. “It can be 
challenging when it changes all the time, but that’s how it 
is and it’s great. It means things are always evolving, which 
provides new creative solutions.”

Being as committed to the industry’s future as she is, Misch 
has a few thoughts about the industry and where it’s headed. For 
example, she sees an increase in the use of traits, especially in 
the next fi ve years in soybean technology, and fi ve to 10 years 
in wheat. “More traits and stacks will bring new opportunities 
to the seed industry and to growers when it comes to how they 
manage their cropping systems,” says Misch. 

Biotechnology aside, Misch also sees the industry 
providing more opportunities for teaching and education by 
showing farmers, growers and the industry at large new and 
innovative ways to do things. “I think the way people connect 
with customers will change a lot. Social media and how you 
market your product is a hot topic right now—not only will seed 

technology become more advanced but so will the changing 
technology of how you communicate with customers.”

The Future Giants of the Seed Industry Award is 
co-presented by the American Seed Trade Association’s Future 
Seed Executives Committee and Seed World magazine. 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. Misch was 
presented the award at ASTA’s 129th Annual Convention in 
National Harbor, Md., in June.

Paige Collette

Misch’s passion for the industry goes beyond 
the present and straight into the future. Heavily 
involved in the American Seed Trade Association’s 
FuSE Committee, Misch has organized and 
facilitated the Campus Connections Program two 
years in a row at ASTA’s Annual Convention. Watch 
a panel discussion involving the 2012 students and 
their mentors at SeedWorld.com.

“There is such a diversity in this industry that I 
don’t think many people are aware of—science, 
sales, marketing, research, teaching—you name it 
and there is an opportunity.” 

— Cassie Misch





26 SEEDWORLD.COM

TIMOTHY L. JOHNSON
President, Illinois Foundation Seeds Inc./
SGI Field Crops Division
Tim L. Johnson serves as the president 
of SGI Field Crops Division/Illinois 
Foundation Seeds Inc. Before becoming 
president at IFSI, he served as president 
for Seed Genetics Inc., which was acquired by Illinois Foundation 
Seeds in 2003. From 1976 to 1993, he was employed at AgriPro. 
He held various positions there from hourly employee to business 
manager for corn.

Johnson participates in several seed organizations:
•  International Seed Federation—currently president and past 

chairman of the Breeders Committee.
•  American Seed Trade Association—currently participates on 

the executive board and various committees.
• American Seed Research Foundation—board of directors.
•  Indiana Crop Improvement Association—past president of 

the board. He received the Crops and Soils Award in 2010.
•  Indiana Seed Trade Association—past chairman of the Corn 

Committee. He received the Lifetime Membership Award in 
2008.

Johnson is married to his wife, Betty, and has two children, 
Kate, age 23, and Blake, age 20. He enjoys family, working and 
having FUN.

KELLY KEITHLY
President and CEO,  
Keithly-Williams Seeds
Kelly Keithly graduated from the 
University of Arizona in 1970 with 
a bachelor’s degree in agricultural 
education. He worked as a sales 
representative for Ferry Morse Seed Company before joining 
Imperial Valley Milling Company in the Imperial Valley of 
California in 1975, also in vegetable seed sales. In 1981, he 
and his employer at Imperial Valley Milling Company, Walt 
Williams, founded Keithly-Williams Seeds, a vegetable seed only 
company, with Keithly serving as president and CEO. Starting 
out with two employees, Keithly-Williams now has 142 employees 
serving 18 western states that cover all the major growing areas 
in those states and approximately 80 percent of Mexico. Keithly-
Williams Seeds offers grower/farmers consultant-type services 
based on strong product knowledge and service, on-site trials, 
and professional and experienced recommendations.

Keithly-Williams Seeds has been able to introduce new 
varieties through trialing in product development to determine 

Biographies
suitability for markets in the vegetable production areas they 
serve. Keithly-Williams Seeds has enjoyed being part of the 
movement of grower/customers changing from the use of open 
pollinated varieties to hybrids, open field to protected culture, 
direct seeding to transplanting, and thus having large influence 
in the introduction of new varieties that have resulted in 
increased production for the farmer/growers and higher quality 
for the consumer.

Outside of Keithly-Williams Seeds, Keithly has served 
agriculture and the seed industry in many capacities. He is past 
president of the California Seed Association, has been a member 
of the American Seed Trade Association since 1978 and has 
served in a number of leadership roles and is past chairman 
of the board. He has also served on the California State Seed 
Advisory Board for 12 years and on the Alumni Council for 
the University of Arizona, College of Agriculture and Life 
Sciences, and is currently a member of the Ag 100 Council for 
the university.  

ANDREW W. LAVIGNE
President and CEO, American Seed Trade 
Association
Andrew W. LaVigne joined the 
American Seed Trade Association in 
February 2006 as the president and 
chief executive officer. With a 17-year 
career in government relations, industry representation, public 
affairs advocacy and management, LaVigne is an expert in 
the areas of agriculture, food policy and international trade. 
During his time with ASTA, he has led the expansion of the 
association’s domestic grassroots program and the reorganization 
of the international cooperator program. He also pushed to 
coordinate regional and international phytosanitary standards 
to facilitate the movement of seed globally. Prior to joining 
ASTA, the Florida native was executive vice president/CEO 
of Florida Citrus Mutual, representing citrus growers on issues 
affecting their businesses. Prior to that, LaVigne spent four 
years as president/executive director for Florida Fertilizer and 
Agrichemical Association. He also worked in the U.S. Congress 
and the U.S. Department of Agriculture, serving as a Legislative 
Director and as an Agriculture Committee staffer. In both 
positions, he handled agricultural, environmental, immigration 
and trade issues. He currently serves on the board of directors 
for the National Friends of the Arboretum and is a member of 
the Agricultural Policy Advisory Committee for Trade.
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NORM SISSONS 
Americas Product Management Lead, 
Monsanto Vegetable Seed Division
Norm Sissons i s  responsible for 
leading a vegetable seed product 
management team focused on North 
and South America. In this capacity 
he leads crop strategy development and 
implementation across more than 10 vegetable crop species. 
A significant focus includes developing and launching new 
innovative vegetable products aligned with the future needs of 
growers and consumers, and effectively managing the multiple 
product lines of a highly segmented business. 

Sissons has spent his career in the agriculture seed and crop 
protection industry, and joined Monsanto Canada in 1999. With 
Monsanto he has held several product development, product 
management and marketing roles in Canada and the United 
States, with the last four years in vegetable seed.

Sissons holds a Master of Science in plant science and a 
Master of Business Administration, both from the University of 
Manitoba. He resides in Thousand Oaks, Calif., with his wife, 
Michelle, and three daughters. 

JOHN F. SOPER
Vice President, Crop Genetics Research 
and Development, DuPont Pioneer
John F. Soper is vice president of crop 
genetics research and development, with 
responsibility for advancing worldwide 
crop genetics research strategies to 
drive increased productivity and create new value for seed and 
agricultural value chain customers through advanced plant 
genetics. 

Soper began his career at DuPont subsidiary, DuPont 
Pioneer, in 1987 as a soybean breeder in Minnesota and in 1994 
was named regional soybean research director for the northern 
United States and Canada. In 1999, Soper was named director 
of sunflower research with additional responsibility for the 
oversight of Pioneer’s sorghum, rice, millet and alfalfa research. 
Soper led Pioneer’s soybean research efforts as its director from 
2001 through 2010 when he was named vice president of crop 
genetics research and development.  

He holds Bachelor of Science and Master of Science degrees 
from the University of Maryland, College Park. Soper earned his 
doctorate in agronomy and plant breeding from North Dakota 
State University.

SCOTT TEFTELLER
Head, Coastal Commercial Unit 
for Syngenta
Scott Tefteller serves as head, coastal 
commercial unit for Syngenta, based in 
Roseville, Calif.

Growing up in a rural community 
in Arkansas, Tefteller learned the value of farming and 
supporting the rural community. Tefteller began his career early 
in agriculture working on the farm. He worked as a farmhand for 
his family and neighbors as well as adjacent businesses. Tefteller 
went to Arkansas State University, where he obtained his degree 
in agronomy. He then went on to the University of Arkansas 
where he earned a Master of Science in agriculture economics. 

He began his career as a college intern for Uniroyal, 
followed by three summer internships with BASF. Prior to taking 
on his current role in June 2011, he was head of sales for Rogers 
Brand Vegetables. He also spent time as a district manager 
for NK Seeds in the Southern United States. In addition to 
these positions, he has held positions with the Syngenta Crop 
Protection business as a global product manager, based in Basel, 
Switzerland, AgriEdge specialist, district manager, and sales 
representative. Tefteller has spent the last 24 years working for 
Syngenta and its legacy companies.

RON WULFKUHLE
Head of GreenLeaf, a Syngenta Business
Ron Wulfkuhle is head of GreenLeaf, 
a Syngenta business, which out-licenses 
corn and soybean genetics and traits to 
independent seed companies. He has 
headed GreenLeaf since its creation 
in 2004 and prior to that held a variety of marketing and 
management positions within Syngenta legacy companies, 
dating back to 1984. He has served on the boards of a number 
of industry organizations. Wulfkuhle has a bachelor’s degree in 
agronomy from Kansas State University.  

To view the Giant Views of the Industry video 
interviews, visit SEEDWORLD.COM. With dozens 
of new interviews of industry professionals posted 
each year, the Giant Views of the Industry video 
series covers topics ranging from breeding and 
marketing to regulatory affairs.
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Navigating the  
Seed of Confusion

Intellectual property tools such as 
patents protect innovations in seed. 
However, as technology increases and 
the sector becomes more competitive, 
challenges with patents in the seed 
industry are cropping up and the 
lines between different IP tools are 
sometimes blurred.

ACCORDING TO James Weatherly and Barb 
Campbell, patent attorneys with Cochran Freund 
&Young LLC, in order to understand some of the 

challenges involving agriculture patents it is very important 
for the United States seed industry to understand the various 
intellectual property tools available to them.

A U.S. patent provides the patent owner the right to 
exclude others from making, using, offering for sale, or selling 
the invention throughout the United States or importing the 
invention into the United States. There are three different 
types of patents available in the United States: utility, design 
and plant patents.

U.S. utility patents are granted for a new and useful 
process, machine, manufacture, or composition of matter, or a 
new and useful improvement. “Examples for the United States 
agriculture industry may include but are not limited to novel 
genes, promoters, selectable markers, DNA, proteins, traits, 
such as disease resistance, higher oil concentrations, or higher 
fatty acid, varieties, inbreds or hybrids,” says Weatherly. “The 
scope of protection is based upon the scope of the claims for 
the issued patent.”
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Design patents are for a new, original and ornamental 
design for an article of manufacture, says Weatherly, and 
“examples may include new shapes for seed containers and 
plant tags.”

A  U . S .  p l a n t 
patent i s  d i st inct ly 
dif ferent from other 
f o r m s  o f  p a t e n t 
p r o t e c t i o n  i n  t h e 
U n i t e d  S t a t e s .  A 
plant patent is defined 
under  U.S.  law as, 
“whoever invents or 
discovers and asexually 
reproduces any distinct 
a n d  n e w  v a r i e t y 
of  plant ,  includ ing 
c u l t i v a t e d  s p o r t s , 
mutants, hybrids, and 
newly found seedlings, 
other  than a tuber 
propagated plant or 
a plant found in an 

uncultivated state, may obtain a patent therefore, subject to 
the conditions and requirements of this title.”

Meanwhile, beyond patent protection, plant variety 
protection is another form of IP protection in the United 
States. PVP protection applies to any sexually reproduced or 
tuber propagated plant variety. A PVP owner has the right, 
during the term of the plant variety protection, to exclude 
others from selling the variety, offering it for sale, reproducing 
it, importing it, exporting it, or using it in producing a hybrid 
or different variety.

Some of the key differences between utility patents, plant 
patents and PVP protection include the following:
•  Plant patent protection is narrow in scope, in that 

protection is limited to the asexual reproduction of the 
protected plant.

•  Utility patents allow for much broader protection of a novel 
variety, trait or other novel invention, and can be used to 
protect not only a specific sexually produced germplasm or 
variety, but also the protected variety, plant parts and the 
use of germplasm in breeding programs depending on the 
scope of the claims of the patent. 

•  PVP protection tends to not be as broad as utility patent 
protection but is broader than plant patent protection 
in that PVP protection does allow for certain forms of 
research, breeding and farm-saved seed.

Challenges with Patents
Weatherly says one of the biggest patent challenges potentially 
facing the United States agriculture industry is the Bowman 
versus Monsanto case, currently before the United States 
Supreme Court. The Bowman case involves self-replicating 
technology in relation to patent exhaustion, and the outcome 
of the case could have a huge impact on the seed industry.

Nobody understands the importance of helping each 
seed reach its genetic potential more than we do.   
At Valent U.S.A. Corporation, we’re passionate 
about developing innovative products that help 
growers get the best return on their investment. 
And our parent company, Sumitomo Chemical 
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THE BOWMAN CASE 
INVOLVES SELF-REPLICATING 
TECHNOLOGY IN RELATION TO 
PATENT EXHAUSTION, AND THE 
OUTCOME OF THE CASE COULD 
HAVE A HUGE IMPACT ON THE 
SEED INDUSTRY.
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 “Patent exhaustion applies once an unrestricted sale, 
authorized by the patent owner, of a patented product takes 
place. From that point forward, the patent owner’s exclusive 
monopoly to control the use and sale of the patented 
product is exhausted,” explains Weatherly. “The purchaser 
of the product is then free to use or resell that product. 
However, courts have traditionally held that self-replicating 
technology, such as seed, has not fallen under the rule of 
patent exhaustion.”

The Bowman case involves the use of seeds including 
Monsanto’s patented Roundup Ready herbicide-resistance 
trait. Bowman purchased seeds from a local grain elevator 
which had been harvested from local fields in previous 
seasons and included seeds with the Roundup Ready trait. 
After purchasing the seeds, Bowman planted them and saved 
some of the resulting seed for planting again.

Patent Exhaustion
Monsanto prevailed on summary judgment of infringement at 
the district court. On appeal to the Federal Circuit, Bowman 
argued that the authorized sale of the seed by the grain 
elevator triggered patent exhaustion and that subsequent 
generations of seed could also be used, because the purchased 
seed “substantially embodies” later generations.

The Federal Circuit rejected the argument that the 
second generation seed was a “substantial embodiment” of 
the patented seed, and held that exhaustion was not available 
as a defense to infringement for at least some of Bowman’s 
activities. The Federal Circuit focused its decision on the 
plants and seed Bowman grew from the purchased seed. The 
court held that the grain elevator’s authorized purchase did 
not exhaust Monsanto’s rights in subsequent generations of 
plants and seeds that Bowman made from the purchased seed. 
According to the court, “The fact that a patented technology 
can replicate itself does not give a purchaser the right to use 
replicated copies of the technology.”

However, the case has now hit the Supreme Court, 
and Weatherly says anything could end up happening. The 
Federal Circuit refused to find exhaustion where a farmer 
used seeds purchased in an authorized sale for their natural 
and foreseeable purpose—namely, for planting. The question 
is whether the Federal Circuit erred by:
•  refusing to find patent exhaustion in patented seeds even 

after an authorized sale, and by
•  creating an exception to the doctrine of patent exhaustion 

for self-replicating technologies.
At this time, it is not certain if the Supreme Court is 

going to leave the issue as it is, or if they are going to broaden 
or narrow the scope of patent exhaustion.  And depending 
which way it goes, it might have a huge impact on innovation 
in the seed industry. 

“If the U.S. Supreme Court narrows the scope of 
patent exhaustion for self-replicating products, it may 
seriously impact companies’ abilities to protect novel seed 

“IF THE U.S. SUPREME COURT NARROWS THE SCOPE OF 
PATENT EXHAUSTION FOR SELF-REPLICATING PRODUCTS, 
IT MAY SERIOUSLY IMPACT COMPANIES’ ABILITIES TO 
PROTECT NOVEL SEED IN THE UNITED STATES.”  

— James Weatherly
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in the United States, because for those varieties that are 
only protected by patents, subsequent generations of the 
patented seed may no longer fall under patent protection,” 
says Weatherly. “It’s important to note that the U.S. Solicitor 
General recommended that the Supreme Court not hear this 
case; however, the Supreme Court is going to hear it, which 
means that anything could happen.”

Burgeoning Patent Costs
Another challenge of patents in the U.S. seed industry is 
the policing for unauthorized use of patented seed. “Many 
companies apply for patent protection for their seed; 
however, not all companies have internal policies in place 
for monitoring for unauthorized use of patented seed,” says 
Campbell. “Patent protection is only as good as the ability 
of the patent owner to monitor for unauthorized use of the 
patented seed, and take action against those parties who 
are making, using or selling the patented seed without 
authorization.”

In many cases, lack of policing is due to limited human 
resources and money, which leads to another challenge—
the increasing cost of the patents themselves. “Patents for 
varieties, as well as traits, have increased significantly in 
the past several years. Some companies have strategies for 
filing a patent for every new variety, while others pick and 
choose to file patents for only the best commercial varieties,” 
Campbell says. “Thus, the number of patents filed by a 
company is definitely a business decision, but one that is 
heavily influenced by monies available.”

Navigating the Patent Waters
According to Weatherly and Campbell, there are some simple 
things seed companies should remember when developing 
an intellectual property strategy involving patents and PVP, 
including the following:
1) Develop an IP protection strategy and make sure your 
employees understand the strategy.
2) Identify potentially valuable IP early and make sure you 
are working on protecting the IP before you begin sales. 
“Identify a company’s intellectual property early, including 
plant varieties that may be protected by utility patents and 
plant breeders rights, as well as trademarks and trade secrets,” 
says Weatherly. “This is an important mechanism for ag 
companies to protect their research and breeding programs, 
while also allowing companies to reap the benefits of their 
labor earlier and more often. Developing an intellectual 
property strategy can allow a company to expedite the process 
for the introduction of new traits and/or new varieties into 
the market, while also ensuring the protection of the trait 
or variety, thereby potentially maximizing a company’s 
profitability.”

3) Be proactive about protecting your research. “That is, be 
aware of potential conflicts and bars for protecting potential 
IP,” Campbell and Weatherly explain. “For example, be aware 
of dates of potential public disclosures. If you are interested 
in protecting IP that is the subject of a published paper, for 
example, be aware that you can potentially lose both domestic 
and international rights if you fail to file for IP protection 
before any public disclosure.”
4) Protect as broadly as possible, but know that broad 
protection is more difficult to obtain, so make sure to protect 
yourself narrowly as well. “It is becoming increasingly difficult 
to obtain broad patent protection; therefore, be sure to 
include as much information as possible in the application so 
that if necessary you may claim a narrower aspect or aspects 
of your invention,” says Campbell and Weatherly.
5) Decide where you want to protect your IP. Are you only 
interested in U.S. protection, or are you also interested in 
international protection? Weatherly says there are specific 
requirements for each type of protection.
6) Once you have been granted IP protection, “make sure 
that your IP protection is not inadvertently abandoned,” says 
Campbell. “That is, set up internal databases or spreadsheets 
monitoring the expiration dates of the patents and the due 
dates of any applicable fees.”
7) Budget properly. “IP protection can be costly and it is 
important to balance the cost of obtaining/maintaining IP 
with the benefi t of monies received from the IP,” Campbell says.  
Julie McNabb

Editor’s Note: James M. Weatherly and Barbara Campbell 
are attorneys at Cochran Freund & Young LLC  in Denver, 
Colo., and have more than 13 years of experience in prosecuting 
horticultural and biotechnology-based patents, plant patents, 
United States plant variety protection, plant breeders’ rights and 
trademarks in North America, Europe, Africa, South America, 
Asia and Australia. They can be contacted at jamesw@
patentlegal.com or barbc@patentlegal.com.  

“PATENT PROTECTION IS ONLY AS GOOD AS THE ABILITY OF THE PATENT OWNER TO MONITOR FOR 
UNAUTHORIZED USE OF THE PATENTED SEED, AND TAKE ACTION AGAINST THOSE PARTIES WHO ARE 

MAKING, USING OR SELLING THE PATENTED SEED WITHOUT AUTHORIZATION.” 
— Barb Campbell



DECEMBER 2012 35DECEMBER 2012 35

Liquid Handling Equipment

Herbicide Transfer Systems•	
Fertilizer Transfer Systems•	
Weigh Systems, Meters and •	
Accessories
Pumps, Motors and Accessories•	
Safety Equipment•	
Fittings, Strainers and Valves•	
Nurse and Storage Tanks•	
Spray Parts and Accessories•	
Repair Parts•	
Tank Monitoring •	

Seed Handling Equipment
Environmental Systems•	
Bulk Seed Bins•	
Seed Treaters•	
Belt Conveyors•	
Seed Hoppers•	
Seed Tenders•	
Seed Boxes•	

Services
Design and Consultation•	
Conceptual Drawings•	
CAD Drawings•	
Bulk Bin Delivery•	
Conveyor Installation•	
System Start-up•	
On-Site Training•	

35

800.247.1854 
www.farmchem.com

Serving the agricultural industry since 1974

The Industry’s Trusted Source
for chemical and seed handling equipment

8527 4c - Seed World.indd   1 9/24/12   3:12:05 PM



36 SEEDWORLD.COM

Industry Solution to Patent 
Expiration Launched
The Generic Event Marketability and Access Agreement 
developed by the Biotechnology Industry Organization 
and the American Seed Trade Association is now open 
for signature. The GEMAA is a landmark agreement 
created within the private sector-driven framework, 
referred to as the Accord. The Accord was developed 
to address the transition of commercial biotechnology 
events as they go off-patent. 

When implemented, the GEMAA will provide 
confi dence to growers, breeders and grain handlers in 
the use of generic biotechnology events. The GEMAA 
is intended to benefi t the entire agriculture value chain 
by ensuring the maintenance of foreign regulatory 
authorizations and stewardship obligations following 
the expiration of patents for biotechnology events 
utilized in seed varieties.

More information about the Accord and the GEMAA 
signature process can be found at AgAccord.org.

 

 
 

 
 

 
 
 

 
  

  
  

  

  

 
 
 

Pioneer’s New 
Use of Patents
IN OCTOBER 2011, Pioneer Hi-Bred filed for Canadian 

patents to protect its new soybean varieties coming to 
market in spring 2012. The variety improvement patents 

protect the variety through a patent on an entire cell of the 
soybean variety instead of just a single trait. The patent 
gives Pioneer Canada the exclusive right to produce the VIP 
seed, market, sell and perform breeding activities with that 
variety. “These aren’t plant variety patents, but rather variety 
improvement patents on specific cells in soybean plants,” says 
Dave Harwood of Pioneer Hi-Bred. It was a move to clarify 
that the varieties in question are sold for single use only, and 
not to produce saved seed for subsequent years’ crops.

“It appears that Pioneer has identified a way to protect 
varieties in Canada,” says James Weatherly of Cochran Freund 
& Young LLC. “It will be interesting to see how enforceable 
these patents are in Canada going forward. It will also be 
interesting to see if the use of the protection of cells of a 
variety, as identified in the Pioneer Canadian patents, 
potentially opens a door to the same type of protection outside 
of Canada and the United States. Traditionally the United 
States, Australia and Japan have been the most identifiable 
countries where varieties could be protected by patents. 
Companies looking for protection of varieties in Europe and 
other countries have traditionally had to seek protection 
through the use of plant breeders’ rights.” Julie McNabb
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CONCERN WITHIN the agricultural industry, 
especially grower associations, is mounting over 
the farm bill as dissention continues among U.S. 

policymakers.
For example, in a September 24 policy brief to its 

membership, the American Soybean Association stated, “With 
the far-reaching consequences of this summer’s drought and the 
outlook for next year’s crop unknown, this would be the worst 
possible time for Congress to fail to meet its responsibilities.  
We need a farm bill now!”

Steve Wellman, a Nebraskan farmer and president of ASA 
says, “With a new federal budget, with a new baseline, with 
sequestration looming in January, how do you get enough votes, 
especially with perhaps many new faces, to pass a new farm bill? 
Not getting it done in this lame-duck session is so vital. Any 
extension of the current farm bill just makes it that much more 
diffi cult to get a new farm bill passed.

“Congress has a very limited amount of time in this lame-
duck session. If nothing happens then all the work on the bill 
in both chambers is pointless,” he says. And with the election 
now decided, Wellman says President Obama will not want to 
“fi nd this task on [his] to-do list for next year.”

He also says the increasing costs of the Federal Crop 
Insurance Program could be a budget issue but has been a 
unifying voice for agriculture. “The Federal Crop Insurance 
Program is different legislation and a different funding 
mechanism than the USDA farm bill, although legislative 

FARM BILL EXPIRED.  
NOW WHAT?

Progress to pass a new farm bill remains stymied. 

changes to crop insurance can be made at any time. It seems 
both houses recognize that crop insurance needs to be the 
foundation for any of the commodity programs and that is key 
in moving forward on the next fi ve-year farm bill.”

According to Wellman, proposed changes to the 
Conservation Reserve Program could be benefi cial for the seed 
industry. “Under both proposals, the CRP cap is being reduced 
from the 32 million CRP acres cap down to 25 million acres over 
the fi ve years of the next farm bill,” explains Wellman. “We’re 
at about 30 million CRP acres currently, so we’re talking about 
fi ve million acres back into crop production. That would be 
positive for the seed industry. Also, we’re suggesting more use 
of cover crops in a revised conservation farming package. That 
too should be opportunity for the seed industry to supply seed 
for these cover crops.”

With respect to renewable energy, ASA’s position is to 
keep pushing for the restoration of the blender’s credit for 
biodiesel. “That credit expired last year and restoring the credit 
will create certainty for continued production,” says Wellman. 
“Biodiesel puts more value into our soybeans, potentially 
helping the livestock industry because of increased production 
of soybean meal. The beauty of a bigger market for soy oil is 
that it also enhances total protein production, and with protein 
rapidly becoming a limiting factor in many human diets, we 
think renewal of the blender’s credit is vital.”

Ultimately, Wellman concludes that as global protein 
needs are projected to increase 75 percent by 2025, American 
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situation within the farm bill framework that the Senate passed 
in June. The House Ag Committee also passed a farm bill. 
The leadership of the House has prevented it from moving 
forward. There is no need for lack of action now the 2008 bill 
is expired,” he argues. 

Rohwer notes the lack of a farm bill jeopardizes the future 
of exports because of the loss of funding for several export 
programs. “In a short year we need to be working with our 
customers to help get through this year, and the weather will 
change, and in a year or two we will need every customer. 
When exports do well, farmers do well, then main streets 
do well,” Rohwer says. “Passage of the farm bill is something 
everyone has a stake in, not just farmers—it affects us all.”

Looking at it from the perspective of both producers and 
consumers, Rohwer maintains that the farm bill is actually 
about programs and policies that provide a sustainable, safe 
and reliable food source for people.  “People’s food is really what 
farming is all about. We need the structures that assure [us 
that] food is available year after year, and not be thrown into 
disarray because of Mother Nature’s whims and the markets,” 
he says.

According to Irv Parker of Cornland Consulting in 
Farmington, Minn., “The seed industry doesn’t take its 
leads from the farm bill. Farmers do, however, but until the 
skirmishes between the two chambers get resolved, there’s not 
likely to be a new farm bill. 

“Farmers today take considerably more risk than years 
back. The general public doesn’t 
understand that economic fact. The farm 
bill provides a big safety net for farmers 
because it has to. We’ve got seven 
billion people on this planet today; the 
projection is nine billion by 2050. Who’s 
going to feed them?” Parker asks. “That’s 
why Congress has to get in gear. A farm 
bill does exactly what it’s supposed to 
do: It’s a big safety net that encourages 
farmers to maximize production. Yes, 
that safety net also solidly protects the 
long-term business plans of the American 
seed industry.”

But the real question, according to 
Greg Ruehle, CEO of the Independent 
Professional Seed Association, is “What 
is the most efficient way to make certain 
we maintain our historical cheap food 
policy?” 

“Our farm programs over the past 
50 years have been built on maintaining 
an affordable food supply domestically 
and allowing American farmers to be 
competitive in international markets,” 
says Ruehle.  “So if we’re moving away 
from the direct subsidy approach to a 
more market-based policy, then I think 
revenue assurance-based Federal Crop 
Insurance makes a lot of sense.  The 

soybeans will become increasingly important. “We’re going 
to [continue to] work on behalf of soybean farmers,” says 
Wellman. “However, we strongly support reenactment of the 

Trade Authority provision for the president. With presidential 
authority, trade issues can be voted up or down without 
amendments. We certainly advocate for reinstituting that 
authority.” 

Bruce Rohwer, president of the Iowa Corn Growers 
Association, is also frustrated at the delays in passing a farm 
bill. “Many parts of our country experienced drought conditions 
this year. Yet there are provisions for those producers in a crisis 

“Congress has a very limited amount of time in 
this lame-duck session. If nothing happens then all 
the work on the bill in both chambers is pointless.” 
— Steve Wellman
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entire seed industry benefi ts when agriculture is market driven.”
When it comes to the renewable energy debate, Ruehle 

believes that most people will hold fi rmly to their positions, 
which remain fairly polarized. “Folks are pretty well cemented 
on either side of the issue.  I think it will be tough to put 
the genie back in the bottle to reduce that renewable fuel 
standard, and the livestock industry is paying the price right 
now,” he says. “Plus, it appears this U.S. corn crop is better than 

Seed World discusses the farm bill with 
Minnesota Congressman Collin C. Peterson, 
Ranking Member, House Agriculture 
Committee at SEEDWORLD.COM.

“Passage of the farm bill is something everyone 
has a stake in, not just farmers—it affects us all.” 
— Bruce Rohwer

anticipated. Demand is strong. Ethanol plants are taking corn 
right out of the fi eld; wheels already are being put under a lot 
of this Minnesota crop, because you’ve got corn up there with 
buyers across the industry needing it.”

According to Wellman, delays in passing a new farm bill 
will present challenges in the new year.   “Farmers and ranchers 
who manage their risks using the farm bill’s crop insurance 

provisions will be unaffected because those programs don’t 
expire. Nor do some of the conservation-related programs. In 
addition, most commodity-specifi c programs are largely covered 
by the 2008 Farm Bill, since it applies to the 2012 crop year, 
rather than the 2012 fi scal year.  

“The main challenge, however, will be in planning for 
2013. This includes lining up the critical fi nancial assistance 
needed from lending institutions which prefer, if not demand, 
to see business plans presented in black and white. That will be 
diffi cult when producers don’t know when to expect a new farm 
bill or what type of fi nancial safety net is likely to be included 
in that bill. And this uncertainty presents challenges to the 
seed industry as well.” Dick Hagen
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As corn growers exit one of the worst drought years in decades and turn 
to planning for 2013, the first inclination for seed retailers might be to 
sell, sell, sell drought tolerant corn products. Not so fast. There are many 
factors to consider before selling next year’s products on last year’s 
circumstances. The name of the game for 2013: manage production risk 
by planning a diverse portfolio of products with growers.

THE 
DROUGHT OF 
2012: BUILDING 
A BETTER 
PORTFOLIO

AS OF the start of November, the USDA Drought 
Monitor was reporting that 50 percent of the 
continental United States is still mired in “moderate 

drought” conditions, while 32 percent are in “severe drought,” 
20 percent are in “extreme drought” and five percent are in 
“exceptional drought.” These numbers look slightly better 
than they did in the middle of August, but there is no 
question that 2012 has been one of the worst drought years 
in history.
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 “The summer of 2012 was the most difficult growing season 
across the Corn Belt since at least 1988; some would argue 
perhaps the most difficult ever,” says Ron Wulfkuhle, head of 
GreenLeaf for Syngenta.

However, despite 2012’s less than ideal conditions, retailers 
are already in high gear selling product for next year’s planting 
season. And while selling drought tolerant corn may seem like 
a no-brainer, industry experts are warning that there are many 
factors to consider if you don’t want to be faced with unhappy 
growers in 2013.

Long-Term Planning
Many producers use the past season as a guide for planning 
for the next one, but that isn’t the best policy for growers who 
want to get the most from each acre. Instead, it’s best to help 
growers plan for next year by telling them to look at the long-
term weather trends.

“This past growing season was obviously extremely dry 
for most growers across the Corn Belt, as many of them have 
suffered from the drought,” says Josh St. Peters, DuPont Pioneer 
corn marketing manager. “That may be the central focus for 
many growers as they select corn hybrids for the next growing 
season.  But weather changes from year to year and we can’t 
predict the next growing season. Rather than using this past 
year’s drought as a guide, growers should look at several seasons 
and rely on that information to make decisions.

“Growers should look at the more long-term trends in their 
region and in their specific fields.  No year is the same as the last 
so plan for a typical season,” he adds.

Mark Edge, Monsanto’s DroughtGard Hybrids marketing 
lead, agrees and recommends sitting down with growers to help 
them better understand long-term planning. “2012 was obviously 
a challenging year out in the field. Since it was not a typical year, 
dealers and farmers should sit down and review the history and 
environment of the field over a number of years when making 
purchase decisions,” he says.

Product Positioning
According to Wulfkuhle, there are two main reasons retailers 
need to carefully position products for 2013. Number one: Due 
to the extreme drought there are big differences in the genetic 
combinations that are at the top of trials in 2012 compared to 
2011. “Not a surprise to anyone familiar with genetics that those 
hybrids that take stress better are outshining some of the bin 
busters of 2011,” says Wulfkuhle. “If it is assumed that 2013 is 
more ‘average’ than 2012, then a retailer should be positioning 
products on multi-year performance and based on information 
provided by the seed company or genetics supplier.”

Number two: Based on a retailer’s experience in 2012, 
Wulfkuhle says it might be enticing to tell a grower that when 
he plants a hybrid containing, for example, Syngenta’s Agrisure 
Artesian, he gets 20 bushels more yield as demonstrated in many 
trials. “This seems an easy sell and probably is, but it is not the 
right way to sell,” says Wulfkuhle. “If 2013 is a very high-yielding 
year with little drought stress, the grower is going to be calling 
the retailer complaining that he didn’t get the 20 bushel increase 
he ‘heard the retailer promise’ and may switch retailers.”

Wulfkuhle says a better positioning is to have a discussion 
that sets a better expectation, where the grower understands that if 

the season has inadequate moisture conditions, he will see a yield 
benefit. However, if it is a year with little to no drought stress, then 
the yield increase may be small or non-existent, but the hybrid will 
perform comparatively to other high-yielding hybrids.

Managing Risk
St. Peters encourages growers to work with their seed sales 
professional to choose the right product for the right acre.  
“Ask yourself ‘What are the characteristics of the field and 
what traits are needed to get the greatest return for each acre?’ 
Evaluate the agronomic traits needed for each field and select 
appropriate hybrids,” he says. “Know the insect pressures of each 
field and choose hybrids with the right insect protection traits. 
Select hybrids that match the tillage operation, whether it’s 
conventional, minimum till or no-till. Know each grower’s field 
and choose the product that best fits the complex needs of each.”

“Growers should look at the more long-term trends in 
their region and in their specific fields.  No year is the 
same as the last so plan for a typical season” 

— Josh St. Peters

What it comes right down to is helping farmers manage 
their risk, and that doesn’t revolve around just water or weather 
conditions. “In addition to drought, dealers should work with 
farmers to consider all the agronomic factors impacting the farm, 
including insect and disease pressure, as well as tillage and weed 
control practices. All of these factors should be considered when 
selecting the best hybrid for a field to maximize yield,” says Edge.

Wulfkuhle takes it a step further and says the key to 
managing production risk is by planting a portfolio of differing 
base genetics. “I would recommend a retailer understand his 
growers’ farms and make hybrid recommendations that best 
position the right genetics on those farms,” Wulfkuhle says.

“The retailer should know his product portfolio well enough 
to sell a ‘package’ to the grower. I sometimes hear ‘I want to 
package a portfolio to the grower to blend high-priced products 
with some low-priced ones to get the order with a lower average 
selling price.’ When ‘packaging’ or putting together a portfolio, 
the first driver should be for the retailer to optimize the growers 
production goals—for some it might simply be yield, for others it 
might be managing risk or for others it might be input costs—but 
this should always be done with a combination of genetic offers.”

Beating Drought with Biotechnology
Monsanto’s DroughtGard Hybrids are one of several drought 
tolerant products on the market today—and the first biotech 
solution. Edge says that Monsanto’s Genuity DroughtGard 
Hybrids system, which combines germplasm selected for 
its drought tolerant characteristics, the drought tolerant 
biotechnology trait and agronomic recommendations, has 
“demonstrated strong performance in Monsanto’s Ground 
Breakers on-farm testing program this season.”

The system is designed to help the corn plant so it can 
use less water when drought stress occurs, explains Edge. 
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“This improved hydro efficiency creates the opportunity to 
conserve soil moisture and can help minimize yield loss from 
drought conditions.”

This season, approximately 250 farmers participated in 
Monsanto’s Ground Breakers large-scale, on-farm testing 
program by planting DroughtGard Hybrids on their farms 
to get first-hand experience with the new product. “The 
farmer’s experience with our DroughtGard Hybrids is the 
most important aspect of the Ground Breakers trials,” says 
Edge. “Compared head-to-head with competitor hybrids 
marketed to the drought segment, the DroughtGard Hybrids 
we’ll commercialize from Ground Breakers showed a yield 
advantage of approximately five bushels an acre.”

For the 2013 season, Monsanto will have a stewarded 
commercial introduction of DroughtGard Hybrids in the 
western Great Plains. Farmers who purchase DroughtGard 
Hybrids must sign a stewardship agreement committing to 
use the grain as on-farm feed or to sell the grain for domestic 
use due to pending import approvals in key export markets. 
While Monsanto anticipates all key regulatory approvals to 
be completed during 2013, the company will be working with 
farmers and the grain trade to assist in identifying domestic 
markets until all such approvals are received.

Best of Both Worlds
DuPont Pioneer also offers a drought tolerant corn product, 
and St. Peters says the advantage of Pioneer brand Optimum 
AQUAmax hybrids is that they take the guesswork out of 
creating the right balance.  “They have been shown to out-
yield competitive hybrids in water-limited environments and 
also offer top-end potential in optimal growing conditions,” 
he says. “Also, these results have been shown in on-farm trials 
across at least two growing seasons—in 2011 and 2012.”

On more than 11,200 side-by-side comparisons with 
competitive products, says St. Peters, final 2012 yield data 
from DuPont Pioneer shows an advantage of more than 8.9 
percent with Optimum AQUAmax products in water-limited 
environments and almost a two percent yield advantage in 
favorable growing environments. 

“Across the past two growing seasons, among more 
than 19,200 comparisons, Optimum AQUAmax hybrids 
have shown a 8.7 percent yield advantage in water-limited 
environments and a 2.6 percent yield advantage in favorable 
growing conditions,” St. Peters says. “I would caution against 
making purchase decisions based on limited field trials. 
Choose products that have been tested under a number of 
different regions and under a variety of different growing 
conditions.” Pioneer launched the Optimum AQUAmax 
hybrid in 2011.

Tapping Into a Native Trait
Syngenta was the first company to bring to market a water 
optimization solution with the launch of its Agrisure 
Artesian, a native trait offer with the potential for subsequent 
biotech combinations. According to the company, the product 
offers 15 percent yield preservation in mid- to high-drought 
conditions without yield drag. Growers in the western Corn DroughtGard Hybrid in a Texas field in 2012. 

 

Belt were first able to purchase Syngenta’s Agrisure Artesian 
hybrids in 2011.

Agrisure Artesian technology enables corn plants to use 
available moisture more efficiently, resulting in higher yields 
on drought-stressed acres including dryland and limited-
irrigation farms in the western Corn Belt. Growers on rain-fed 
acres in the central and eastern Corn Belt likewise can use 
Agrisure Artesian technology to help stabilize yields in years 
of inconsistent rainfall or in fields with variable soil types and 
moisture-holding capacity. And, according to the company, 
in years of ideal rainfall, hybrids with Agrisure Artesian 
technology have demonstrated no yield penalty compared 
with hybrids without the technology.
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Wulfkuhle says Syngenta will continue to expand its 
portfolio of hybrids in 2013, with elite hybrids containing 
Agrisure Artesian technology available for most areas of the 
Corn Belt. “While Syngenta has strong launch-year supply, 
demand for hybrids with Agrisure Artesian has been high,” 
says Wulfkuhle. 

“For 2013 and beyond, Syngenta will move quickly to 
incorporate our industry-leading insect traits, including 
Agrisure Viptera, into hybrids with Agrisure Artesian 
technology, and to expand our portfolio to all areas of the 
Corn Belt.”

Syngenta is also developing a complementary water-
optimized hybrid product utilizing a genetically modified 
trait. These hybrids are anticipated to be available post-
2015, pending receipt of all regulatory and key import market 
approvals.

While all of these products offer excellent solutions to 
increase water use efficiency, they are still not water resistant. 
Therefore retailers need to help growers understand that the 
best strategy when purchasing seed following a drought is 
to look at the long-term regional weather pattern and make 
product selections based on that and the needs of each field. 
“We have no crystal ball to predict the weather for next 
year,” says St. Peters, “but we do know what’s occurred in 
the past, using that as the basis for probable future growing 
conditions.”  Julie McNabb

Non-Agrisure Artesian hybrid in an Illinois fi eld. 

Hybrid with Agrisure Artesian technology in an Illinois fi eld. 
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To view the Purdue Extension webinar “Agricultural 
Outlook 2013” which focuses on making better 
business decisions following the worst drought in 
decades, along with other Purdue webinars, visit 
AGECON.PURDUE.EDU/EXTENSION/PROGRAMS/
LUNCH.ASP.
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THE BASIC FACTORS
First of all, the impact of the drought is still uncertain. 
Looking back, the drought of 1988 brought with it a 
reported cost of $77.6 billion, while 2005’s Hurricane 
Katrina, the most expensive natural disaster in U.S. 
history, cost $146 billion. “We anticipate this drought 
will bring with it a larger cost than the 1988 drought, 
but quite a bit less than Katrina,” said Purdue extension 
agricultural economist Corinne Alexander in a recent 
webinar, Agricultural Outlook 2013.

In addition, drought conditions have been improving 
slightly this fall throughout the Corn Belt. “This 
improvement trend is great news,” said Alexander. 
“We are in a situation where we have very low sub-soil 
moisture levels and so we need to see more rains to 
recharge our sub-soil moistures. We need that moisture 
for the next crop, but what really matters is what 
happens next summer.” 

That leads to the biggest factor, which lies with Mother 
Nature—and while it is impossible to accurately predict 
weather patterns from year to year, Alexander presented 
the following conclusions, drawn from analysis of 
historical weather trends, to give a general idea of what 
to expect going into 2013:
•  There is little persistence toward year-after-year 

droughts in the eastern Corn Belt.
•  The odds of a drought in 2013 in ECB are about 

the same as in any year. Each growing season is 
independent of the next.

•  The Great Plains has a stronger persistence toward 
year-after-year drought than the Corn Belt does.

•  The difference for the ECB is the fl ow of moisture out 
of the Gulf of Mexico.

•  2012 sheds little light on whether global warming was 
a contributor, or was NOT a contributor—the United 
States had droughts of this magnitude in 1934, 1936 
and 1988.
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HIGH CORN 
ROOTWORM 
NUMBERS 
PRESSURE 
BT TRAITS

Although Bt technology is holding its own, 
experts agree that best management practices 
and an integrated pest management strategy 
will play a big role in the durability of Bt traits.

HIGH INSECT pressure means more crop damage and 
more pressure on existing technologies such as the Bt 
traits used to control corn rootworm. Management 

practices, such as continuous corn rotation, play a role in 
increasing insect populations, such as that found in some U.S. 
fi elds. Hot and dry summer conditions in combination with mild 
winters, in many areas, have also exacerbated this situation. 

“We did see a higher level of corn rootworm pressure overall 
and earlier than normal this season,” says Luke Samuel, corn traits 
manager at Monsanto. “Environment plays a large role in what we 
see as far as insect pressure, and this past year there were a lot of 
factors that lined up to create a high-pressure year.”

Ph
ot

o 
re

pr
in

te
d 

w
ith

 p
er

m
is

sio
n 

of
 M

ic
ha

el
 G

ra
y 

fro
m

 T
he

 B
ul

le
tin

: P
es

t M
an

ag
em

en
t a

nd
 C

ro
p 

De
ve

lo
pm

en
t 

In
fo

rm
at

io
n 

fo
r I

lli
no

is,
 Is

su
e 

N
o.

 1
0,

 A
rt

ic
le

 4
.

Severe root pruning to Bt plants (expressing the Cry3Bb1 protein) 
removed from a producer’s fi eld in Cass County, Illinois, June 2012. 
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Assessing the Situation
A 2011 study led by Iowa State University’s Aaron Gassmann 
entitled Field-Evolved Resistance to Bt Maize by Western Corn 
Rootworm reports that fields with severe rootworm feeding injury 
to Bt corn contained populations of western corn rootworm that 
“displayed significantly higher survival on Cry3Bb1 maize in 
laboratory bioassays than did western corn rootworm from fields 
not associated with such feeding injury.” 

In addition, all fields with severe rootworm damage contained 
Cry3Bb1 maize. Researchers found a significant correlation 
between the number of years the Bt corn had been grown in a 
field and the survival of rootworm populations on Cry3Bb1 maize 
in bioassays. 

The researchers did not find increased survival of these corn 
rootworm populations on Bt corn hybrids expressing the Bt toxin 
Cry34/35Ab1, which can be found in Herculex RW, Herculex Xtra 
and Genuity SmartStax hybrids. Products containing the Bt toxin 
Cry3Bb1 include YieldGard VT Triple, Genuity VT Triple PRO, 
and one of two Bt components found in SmartStax hybrids.

The researchers concluded that this study was the first report 
of field-evolved resistance to a Bt toxin by the western corn 
rootworm, and by any species of Coleoptera. The report suggests 
that insufficient planting of refuges and non-recessive inheritance 
of resistance may have contributed to the issue, and improvements 
in resistance management and a “more integrated approach to the 
use of Bt crops may be necessary.”

Monsanto has been actively working with farmers to adopt 
best management practices for corn rootworm management.  
Monsanto agronomists and dealers have been out in the fields 
again this year, working with farmers who experienced heavy 
corn rootworm feeding in Bt corn fields in 2011, to help them 
implement appropriate management strategies. 

“Corn rootworm resistance is suspected in a number of 
isolated fields across the Corn Belt,” says Danielle Stuart, a 
spokesperson for Monsanto. “We are working with those growers to 
understand the situation and implement the appropriate integrated 
pest management strategies. The vast majority of farmers continue 
to have great success with our products.”

“Farmers who choose to plant corn-on-corn need to ensure 
they understand the importance of integrated pest management 
practices when managing high corn rootworm populations 
on-farm. We hosted corn-on-corn clinics this summer discussing 
the agronomic challenges of corn-on-corn production and 
obviously insect management is a key piece, as well as fertility, 
disease and residue management. So we have been talking with 
growers from many different perspectives.” 

Integrated Solutions
Monsanto says that its Bt technology provides an exceptional 
level of value for farmers, especially when farmers employ best 
management practices in areas where corn rootworm pressure 
is highest. 

“Even under all the pressure that we have found this year 
due to the environment and the other factors, Genuity SmartStax 
RIB Complete continues to look excellent,” says Samuel. “As we 
talk to growers who have experienced corn rootworm feeding on 
single mode-of-action products in the past, this season Genuity 
SmartStax RIB Complete has held up extremely well.  We continue 
to emphasize the use of best management practices to help farmers 
be successful next year.  We recommend they rotate to soybeans to 
break the corn rootworm cycle or move to a Genuity SmartStax 
product to handle those high pressure acres and use an integrated 
pest management system to maximize their yield potential.”

Monsanto now offers a complete line of Genuity RIB 
Complete options for insect protection.  It’s important that retailers 
and their grower customers first understand the level of insect 
pressure on the farms and then choose the appropriate product to 
deal with it, says Samuel. “We take an integrated approach and we 
want growers to be successful, and part of that is using the right 
trait for the pressure that they see on their acres,” says Samuel.

Corn rootworm pressure is highest in areas where continuous 
corn crops are grown. Diversifying the rotation with crops such as 
soybeans to help break the cycle of infestation is usually the first 
line of defense most entomologists recommend. There are also 
other options, such as switching to hybrids that express another Bt 
trait; for example, Cry34/35Ab1, found in products like Herculex 
RW and Herculex Xtra. Alternatively, growers can use a product 
with dual modes of action like Genuity SmartStax. 

Stacked traits, which express both the Cry3Bb1 and the 
Cry34/35Ab1 toxins, are also good options in areas of high 
rootworm pressure where the risk for development of resistance 
in the population may be higher. 

There is concern, however, about the long-term effects of 
putting too much pressure on a single but effective trait. “My 

Western corn rootworm adult feeding on corn leaves in Cass County, Illinois, 
June 2012. 
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concern with the use of those pyramided hybrids in areas where 
resistance has been confi rmed is that in effect you have really only 
one protein, the Cry34/35, that is working to provide the rootworm 
protection,” says University of Illinois extension entomologist 
Michael Gray. “You are putting a lot of selection pressure on that 
Cry34/35 protein, which is a pivotal protein in a lot of the hybrids 
that we have out there right now and we hate to lose that protein.”

Keeping existing technologies strong and viable for the long 
term is why experts in the industry agree that an integrated pest 
management strategy is crucial for the durability of the traits, 
and they encourage farmers to try different control options as 

well as diversifying crop rotations to 
protect their crops and their bottom 
lines. 

More and more producers are opting 
to use a seed treatment in addition to 
the Bt trait for some extra insurance, 
says Lou Buice, president of Golden 
Acres Genetics. “I think more growers 
are choosing to layer the corn rootworm 
trait with additional seed treatments 
to give them a little extra protection,” 
he says. “We have certainly seen an 
increase in the number of growers 
booking insecticide protected seed for 
the 2013 season. With such a high value 
commodity, producers want to avoid 
unnecessary risk and it’s a fairly low cost 
on the front end for additional protection 
and peace of mind.”

Also playing into that decision, says 
Buice, is the fact that the southern states 
are seeing more problems with species 
other than western corn rootworm. 
“Where producers do have rootworm 
problems year in and year out, and where 
they don’t do as much rotation, we have 
seen additional pressure from southern 
corn rootworm for the last couple of 
years. For now, there’s no trait that 
controls that particular species,” he says, 
“but the added seed treatments can be 
very effective.”

Trait Durability Challenged
The Bt trait has been around since the 
mid-1990s, and remains highly successful 
against other insects such as the European 
corn borer. It began to be widely used 
against corn rootworm around 2003, so 
why is the durability of the trait now being 
challenged?

There are two main factors, says 
Gray—the way in which refuges have 
been deployed and the effectiveness of 
the dose of the Bt toxin against different 
insect species.

“YOU ARE PUTTING A LOT OF SELECTION PRESSURE 
ON THAT CRY34/35 PROTEIN, WHICH IS A PIVOTAL 
PROTEIN IN A LOT OF THE HYBRIDS THAT WE HAVE 
OUT THERE RIGHT NOW AND WE HATE TO LOSE THAT 
PROTEIN.”  

— Michael Gray
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“Bt hybrids used to control European corn borer are high 
dose events,” explains Gray in a video interview posted on the 
University of Illinois website. “When the insect is feeding on it 
there is a very high kill rate. That’s why producers have been 
very pleased with the technology, because it has been so effective 
against European corn borer.” Bt hybrids for corn rootworm, 
however, are low- to moderate-dose events, which means there 
are survivors in each fi eld every year.

In addition, the refuge strategy for European corn borer, 
which has traditionally been a 20 percent refuge structure, which 
may be a separate fi eld or block of a fi eld planted with a non-Bt 
hybrid, works well with a high-dose event because of the mating 
and dispersal characteristics of the corn borer.

“But we know that for corn rootworm that kind of refuge 
structure doesn’t work as well because of the in-fi eld mating 
soon after emergence and their subsequent dispersal patterns,” 
says Gray. 

That’s the reason why the industry is rapidly moving 
towards a refuge-in-a-bag approach—as a more effective refuge 
management strategy. Monsanto has just implemented refuge-
in-a-bag for all of its Genuity corn products. 

“Stewardship is critical for us and it’s very important to 
make sure that refuge is out there,” says Samuel. “Refuge-in-

a-bag ensures the refuge is being planted and it’s extremely 
convenient. Farmers can have peace of mind knowing they are 
in compliance and doing the right thing for the longevity of 
the trait.”

There is still some concern among entomologists that the 
fi ve to 10 percent seed blend available in the refuge-in-a-bag 
product may not be high enough in areas with high rootworm 
pressure. “Although we know a refuge-in-a-bag approach is 
probably a preferred management strategy because of rootworm 
biology, in areas where resistance has been confi rmed there is a 
concern about dropping the refuge from what it had been at 20 
percent to fi ve or 10 percent,” says Gray.

Working Together
Producers, industry, regulatory bodies and researchers are all 
working together to try and fi nd better strategies to deal with 
corn rootworm challenges in Bt corn hybrid fi elds, and to maintain 
viable and effective control mechanisms for the long term.

“We are working very closely with farmers, agronomists and 
academics,” Stuart says. “From an industry perspective, we all have 
the same goal and that is to have durable Bt traits out on the 
marketplace that provide economic and sustainable products for 
farmers.”  Angela Lovell

“STEWARDSHIP IS CRITICAL FOR US AND IT’S VERY IMPORTANT TO MAKE SURE THAT REFUGE IS OUT THERE.”
 — Luke Samuel
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BEST FOOT FORWARD

Attract top talent in a tight 
market with a well-considered 
recruitment plan. Part three of 
a three-part series on employee 
recruitment and retention.

JOB RECRUITING has evolved beyond the newspaper 
job ad and paper resume. Today, companies and job 
seekers have an abundance of information at their 

fingertips. From social media and Internet job boards to 
recruitment firms, the broad scope of recruiting possibilities 
is endless. With so many options available to companies, it 
may be hard to pinpoint where to best focus company efforts 
and resources. 

According to Eric Spell, president of AgCareers.com, a 
supplier of human resource services to the agriculture, food, 
natural services and biotechnology industries, a haphazard 
approach to recruiting and the use of social media is worse 
than no plan at all.  Spell says, in today’s tight job market, 
it’s key to have an employer branding strategy and well-
considered recruitment plan for any type of recruitment 
activities, from social media to college recruitment fairs. 
Outdated or generic social media and website content can be 
damaging to an employer’s brand and may cause prospective 
employees to think twice about joining that company. 

The Internet has changed the hiring process for many 
companies, and it’s also changed the way people access 
information about potential employers and prospective jobs.  
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In the past year, Spell says he’s observed a 21 percent increase 
in applicants within the AgCareers.com database.  “With the 
United States economy where it is and agriculture getting 
so much press, it is creating more traffic and interest in the 
industry and the jobs it offers,” he says. 

Within the seed industry, Spell says short-term and 
long-term strategies are key to the continued success of a 
company. Presently, plant breeders are in demand, and if a 
company doesn’t stand out, then it will fall behind the pack 

in fulfilling recruitment needs, says Spell. “In the short term, 
seed companies should focus on employee retention, and long 
term they need to devise a recruitment plan and consider 
international recruitment in conjunction with college campus 
job fairs and other efforts.”

Rethink the Booth
Today, agriculture graduates have a 100 percent placement 
rate—with no slowdown in demand anticipated. In the 
past, a company’s recruitment efforts may have begun and 
ended with showing up at a college campus with a booth 
and students would seek the company out. In today’s world, 
that is not a viable plan. According to Spell, companies must 
formulate a campus recruiting strategy and put their best 
foot forward.  When it comes to college recruitment, Spell 
suggests companies focus on three key areas:
•  Successful internship programs that deliver excellent work 

experiences for students.
•  Reaching out to, and remaining in touch with, key college 

administrators and faculty.
•  Ensuring that an outgoing, vibrant personality attends 

college recruitment efforts. 
Having a recent graduate represent a company goes a 

long way in the minds of students. “Many times companies 

feel they need to bring the owner or senior management, 
these aren’t always the best people to bring. Bringing vibrant, 
outgoing and knowledgeable people who can represent the 
company well is sometimes the best bet,” says Spell.

Denneal Jamison-McClung, associate director of the 
UC Davis Biotechnology Program, agrees that a good 
relationship between industry and academic institutions can 
benefit students as well as businesses.  The program works 
with companies that are looking for undergraduate- and 

graduate-level researchers to fill 
various positions in life science 
industries, including the seed 
industry. 

“Our industry partners 
typically want to avoid the 
anonymity of the traditional 
career fair resume piles and 
ask us for help in identifying 

students and recent graduates that fit well with advertised 
positions.  We have found that industry participation in our 
internship program for Designated Emphasis in Biotechnology 
Program doctoral students has been the most effective win-
win recruitment tool.  The undergraduate biotechnology 
major also has an internship component.  Internships are a 
great way for companies to test-drive potential hires,” says 
Jamison-McClung.

Latham Hi-Tech Seeds is one company that is reaping 
the rewards of successful college recruitment. Since 2005, 
the company has attended the Iowa State University career 
day, and is now operating a flourishing internship program.  
“Our best recruitment tool has been the references from 
our previous interns,” says Shannon Latham, vice president 
of Latham. “They are interviewing us as much as we’re 
interviewing them. It’s a tight market out there for those 
new grads, and we want the cream of the crop. Setting up 
successful mentorship programs has been a win-win situation 
for the company and the interns, with the students obtaining 
valuable work experience and the company ensuring the 
student fits within the culture of organization.”

Social Media Status
The evidence is mounting: in a one-hour period, the average 

BEST FOOT FORWARD

“IN THE SHORT TERM, SEED COMPANIES SHOULD FOCUS ON EMPLOYEE RETENTION, AND 
LONG TERM THEY NEED TO DEVISE A RECRUITMENT PLAN AND CONSIDER INTERNATIONAL 
RECRUITMENT IN CONJUNCTION WITH COLLEGE CAMPUS JOB FAIRS AND OTHER EFFORTS.” 
— Eric Spell
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person spends approximately 22 percent of his or her time on 
social networking sites. In North America, 78.9 percent of the 
population is online, and Facebook has exceeded one billion 
active users. Based on these statistics, companies today can’t 
afford to remain in the dark when it comes to social media 
and its benefits when recruiting new talent. For example, 
a company can post a job for free on LinkedIn and use its 
Talent Advantage, which offers exclusive tools for recruiters. 

Facebook also allows free job postings in the marketplace. 
By posting a Facebook advertisement a company can target 
specific markets or audiences. Twitter can be a powerful tool 
for small-scale companies or recruiters to get an edge on the 
competition.

Spell says although agriculture tends to be guarded when 
it comes to adopting new technology, the industry can’t afford 
to sit back and do nothing in terms of social media. “Many 
companies have adopted social media and have done a good 
job with it, but the ones who haven’t still have time to catch 
up, but not too much,” he says. He cautions companies that 
are employing an external party to update their social media 
tactics to ensure that the external partners are well versed 
on the day-to-day operations of the company and to provide 
meaningful information rather than generic content. 

Retention is Essential
Employee turnover costs companies time and money. 
Offering incentives is essential in recruiting and retaining 
top employees. According to Spell, those incentives don’t 
have to be financial—companies that offer f lexible work 
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environments are attractive to prospective employees. 
“Creativity is key. Find out what really matters to your 
employees and acknowledge it,” says Spell. 

Workplace flexibility has allowed Latham Hi-Tech Seeds 
to be successful in its recruitment efforts in the competitive 
climate of the rural market. The company uses technology 
to its advantage, allowing Latham to hire the best person for 
the job based on skill set rather than geography. “In order 
to get the skills we need, we’ve had to look at some non-
traditional ways of filling those positions—we allow people 
to work from home, and we opened an office in central Iowa 
because there were three employees there and we wanted 
their skills,” says Latham. Employees’ roles are also not 
defined by traditional nine to five hours, says Latham, and 
“family comes first.” “Companies can no longer begin and 
end the day by balancing their check books. They have to let 
their people have work-life balance,” she says. 

According to a survey of 76 agribusiness companies in 
AgCareers.com’s 2012–2013 U.S. Agribusiness HR Review, 
the number of companies that feel the need for a f lexible 
work environment has risen from 26 percent in 2011 to 30 
percent in 2012. Jamison-McClung says that companies 
should consider a f lexible work environment, especially 
when considering grads at the doctorate level. “Many of these 
graduates have families, and companies with family-wise 
policies, such as f lexible work arrangements, cost-effective 
medical benefits and family leave policies, are very attractive 
to these grads. Quality of life is definitely a concern for 

students that I counsel—when considering jobs, many are as 
interested in maintaining a healthy work-life balance as they 
are in salary, benefits and job title,” she says. 

Some examples of ways companies can attract and retain 
top employees in this tight job market include the following:
• Company performance-based incentives
• Unique offerings
• Flexible work options
•  An investment in training/mentorship of 25- to 35-year-

olds to prepare them for leadership roles
With the average time to replace a position from four to 

10 weeks, and given the continued demand for employees in 
agriculture, having a well-defined recruitment and retention 
strategy in place may make all the difference to a company’s 
efforts to attract and keep top talent and to its bottom line.

Jennifer Ewankiw

For valuable tips on recruiting and retention, visit 
AGCAREERS.COM.

For more information on UC Davis’ Biotechnology 
Program, visit BIOTECH.UCDAVIS.EDU.
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UNCERTAINTY IS still the watchword as concerns 
over critically low grain reserves, a looming food 
crisis, rising food prices, the European debt crisis 

and the U.S. economy casts a shadow over 2013. However, 
notwithstanding the drought of 2012, agriculture has 
successfully weathered storms on many fronts, and the 
seed industry, in particular, will be a critical player in 
overcoming many challenges in the future, including the 
growing food shortage, mitigating the effects of extreme 
weather events worldwide and improving the economy. 

Peter Bratney, CEO of Bratney Companies, believes 
the industry is still going strong, despite past and current 
economic turmoil. And some seed companies, he says, are 
working toward improving the U.S. economy one county 
at a time.

Seeding Prosperity
Continued concerns about the economy may be clouding the horizon, but 
there is a silver lining: Agriculture is prospering and growing in rural areas, 
with the seed industry as a major contributing factor to this growth.

Breaking ground on AgReliant Genetics $35-million seed corn production, distribution and 
conditioning facility in Boone County, Iowa. From left to right: Steve Duffy, Steve Woodall, 
Craig Anderson, Rhonda Nelson, Debi Durham, Craig Newman, Chip Baltimore and Peter Bratney. Ph
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Agriculture Going Strong
Throughout the past few decades, U.S. agriculture has seen 
the number of small-scale family farms shrink, and with 
that rural youth have left for greener pastures. The seed 
industry has been working in many areas across the Midwest 
to create new employment opportunities in rural areas. “The 
seed industry in particular wants to position their production 
facilities near where the seed is grown, and this has been 
welcomed with open arms in many rural areas,” says Bratney.

AgReliant Genetics, the third-largest seed corn 
company in the United States, is one such company. 
Recently, AgReliant announced that a $35-million seed 
corn production, distribution and conditioning facility 
is to be built in Boone County, Iowa. The first phase of 
construction is scheduled to conclude in August 2013 with 
final completion of the facility scheduled for the fall of 
2014. Up to 25 year-round and 50 to 80 seasonal workers 
are expected to be hired. 

Bill Lusher, county supervisor of Boone County, 
which has a population of approximately 26,000 people, 
is especially happy to see AgReliant set up shop in his 
area. Lusher explains that many small communities are 
struggling to survive these days, and with the introduction 
of new, good paying jobs this type of growth is extremely 
positive. “We are very excited at this prospect, as it provides 
a significant boost to our economy,” Lusher explains. “The 
long-term goal of our county is to have other companies 
see the benefit of moving into our area and attract more 
residents to our communities. This could also allow current 
residents the chance to reduce their commuting times, 
which means they will have more time with their families, 
and conversely more time to spend volunteering to make 
our community a better place to live,” he says.

Opportunities like this are supported by state programs 
such as Revitalize Iowa’s Sound Economy. Boone County 
representatives worked quickly to get approved funds 
through the program, which will allow them to update 
roads and obtain approval of all zoning requests, making 
the process fast and simple for AgReliant.

Craig Anderson, vice president of AgReliant, says that 
although the company’s corporate headquarters is located 
in Westfield, Ind., the majority of planned growth for the 
company will be in rural markets. “The rural areas are 
more of a natural fit for our company, and most of the 
expansion of both people and infrastructure will continue 
in these areas,” he says. “People in rural areas naturally 
understand our business and are generally more supportive 
of the agriculture industry.”

Beck ’s Hybrids, the largest family-owned seed 
company in the United States, is also looking at continued 
expansion in rural markets. They are currently operating 
farms they have coined with the umbrella term “Practical 
Farm Research” in Atlanta, Indiana and Illinois, and 
have decided to continue investment through similar 
developments in Kentucky and Ohio. The farms in Ohio 
and Kentucky will have 300-plus acres devoted to this type 
of research.  Much of the development of these acres will 
utilize local resources for completion.

“THE RURAL AREAS ARE MORE 
OF A NATURAL FIT FOR OUR 
COMPANY, AND MOST OF THE 
EXPANSION OF BOTH PEOPLE AND 
INFRASTRUCTURE WILL CONTINUE 
IN THESE AREAS.”
— Craig Anderson

Three-dimensional projection of completed AgReliant facility
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Practical Farm Research sites work to provide practical 
farm knowledge to local growers by utilizing cutting-
edge technologies and replicating them in local areas. 
Although these research farms do create some employment 
opportunities, their main goal is to benefit local farmers by 
replicating farming practices in the areas where they are 
farming. Farmers are then able to apply these technologies 
knowing they have been tested and proven in their areas, 
generating more farm income through improved practices. 

The PFR program completes over 60 unique studies 
annually. Some examples include a nitrogen inhibitor 
study, a fungicide timing study and a 100-bushel soybean 
attempt. All studies are created with the local farmer in 
mind and are based on new technologies and farmers’ ideas. 
A 250-page book on the various studies is created annually, 
which benefits farmers across the United States. Annually, 
regional field shows are held on each site, which assists in 
drawing large crowds to these rural markets.

According to Bruce Kettler, director of public 
relations at Beck’s, these expansions create positive effects 
through improved employment opportunities, use of local 
construction companies and improved profits for farmers 
in the area once they are able to successfully implement 
the new practices. 

Seed industry expansions such as those taking place 
at AgReliant and Beck’s Hybrids are strengthening the 
agriculture industry, helping to promote agriculture in rural 
markets and strengthening the U.S. economy as a whole. 

Jennifer Ewankiw

SEED INDUSTRY 
SPURRING GROWTH 
U.S. Initiatives in 2012
•  Dupont Pioneer opened a $40-million research facility 

in Johnston, Iowa, which will lead to 400 new jobs in 
the area.

•  Syngenta has begun a $63-million expansion in 
Nebraska, which will support contracting of an 
additional 5,500 acres in corn for the area.

•  Horsch Anderson broke ground on a new 
manufacturing facility in Mapleton, N.D., which will 
include a 100,000 square-foot building and add up to 
80 new staff members within a fi ve-year period.

Global Initiatives in 2012
•  Bayer CropScience plans to establish a new breeding 

center near Horsham in Victoria, Australia, which will 
focus on wheat and oilseeds. They will invest —12 
million and add up to 20 new full-time employees.

•  The Alliance for a Green Revolution in Africa received 
US$56 million in funding from the Bill and Melinda 
Gates Foundation to assist small-holder farmers in 
sub-Saharan Africa to increase productivity.

•  Syngenta has announced a US$50-million investment 
to build a new corn and sunfl ower seed processing 
plant in Argentina, which will create over 2,000 jobs.
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THE NATIONAL Association of Plant Breeders began 
as an initiative of the Plant Breeding Coordinating 
Committee following a Plant Breeding Symposium 

in 2005, to serve as the outreach group that represents plant 
breeders in federal, state, commercial and non-government 
organizations.  Its mission, according to its website, is to 
“strengthen capacities for U.S. plant breeding research, 
technology, education and public awareness to meet needs 
for plants on which our nation and world rely—for food, feed, 
fiber, fuels, environmental stewardship, aesthetics, recreation 
and human health.”

Advancing the Future 
of Plant Breeding
The National Association of Plant Breeders exists to ensure plant 
breeding stays on the national radar—and has access to the 
resources it needs.

This is a mission NAPB has not lost sight of during its 
first few years of existence, and one which all signs indicate 
will be its driving force into the future. 

“This organization is one which endeavors to advocate 
the educational and research needs of plant breeding in 
the United States and to some extent also the world,” says 
David Stelly, president of NAPB. “Our organization is an 
offshoot from the Plant Breeding Coordinating Committee. 
That group saw a need for an advocacy role in the industry 
to address some significant shortcomings in our society.” 

Gibesa Ejeta of Purdue University conducts a tour of his sorghum breeding 
fi eld at the 2012 NAPB conference. Ph
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One primary shortcoming, says Stelly, is the lack 
of public awareness about the importance of research and 
innovation in plant breeding—and the subsequent lack of 
dollars flowing into the long-term maintenance of breeding 
programs. “Plant breeding is particularly important in this 
regard, because plant breeding programs cannot be started and 
stopped on a whim. So it’s imperative that there be baseline 
funding to maintain capabilities in various crops.”

Stelly says the impact NAPB has had so far has been 
positive. Working with industry alliances, NAPB is beginning 
to be felt as a significant force advocating on behalf of seed 
research. “It’s been a sight to behold in terms of the level 
of interest engagement and activity from the commercial 
sector to provide both moral and financial support,” Stelly 
says. “The industry is very savvy in terms of what’s likely 
to take place. They are cognizant of the fact that the level 
of activity both in research and education in the country is 
quite insufficient relative to need, so they’ve been adamant 
supporters of this organization.”

As an example of one of NAPB’s mutually fruitful 
partnerships, Dow AgroSciences hosted the annual 2012 
NAPB meetings. Don Blackburn, North American seeds and 
traits field breeding and development leader for Dow, says that 
NAPB’s goals align closely with Dow’s. “With our investment 
in plant breeding, Dow AgroSciences understands very well 
the shortage of plant breeders and became involved in the 
effort to solve this problem. We hosted these meetings because 
we need plant breeders to accomplish our business goals,” says 
Blackburn, “[and] because of our commitment to promote the 
training of new plant breeders and to provide a forum where 
plant breeding graduate students can gain experience in issues 
important to plant breeders and the seed industry.”

Huge Returns
According to Stelly, after months of work last year, NAPB 
is now established as a non-profit organization. “[It’s] a very 
important step for this group,” he says. “This year we intend 
to build upon that status and reinvigorate and expand on our 
operations as they relate to our advocacy and promotion of 
plant breeding needs in the country.”

The challenges, as Stelly sees them, are numerous—
including an increasing global population, effects of climate 
change on the environment, fewer resources, and a general 
lack of capability in plant breeding over the last 30 or 40 
years in the United States. In the face of these difficulties, 

Plant breeder Marv Boerboom says America’s crop production is one of the 
nation’s highlights. 
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“IT’S IMPERATIVE THAT THERE BE BASELINE 
FUNDING TO MAINTAIN CAPABILITIES IN 
VARIOUS CROPS.”
— David Stelly
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the NAPB is on a spirited campaign to regenerate interest in 
plant breeding as a sector that is foundational to success in 
many other spheres. 

“North American plant breeders have a resurgent effort 
to get the word out on the importance of plant breeders and 
the contribution plant breeding has to our national goals, 
our GNP, [and] the well-being of the population,” says Marv 
Boerboom, a line development breeder at Monsanto’s Olivia, 
Minn., corn research station, and the 2012 winner of NAPB’s 
Plant Breeding Impact Award. “Our crop production is one of 
the highlights of this nation, and NAPB has tried to escalate 
exposure to the fact that the small contribution in [research] 
dollars put into plant breeding [have given us] huge returns 
as a nation.”

As for the benefits NAPB provides to individual 
researchers involved in its work, says Boerboom, “it’s a two-
way street—we need, as plant breeders, to support NAPB’s 
efforts and what they’re doing to improve dollars coming 
into the plant breeding effort, and recruiting people is going 
to help everyone in the long run.”

NAPB AWARD WINNERS
At the joint annual meeting of the National Association 
of Plant Breeders and Plant Breeding Coordinating 
Committee, held this August in Indianapolis, Ind., the 
NAPB honored several industry leaders for their valuable 
contributions to plant breeding in the United States. 

Charles Stuber, coordinator of plant breeding programs 
and professor emeritus of genetics at North Carolina State 
University, won the NAPB’s Lifetime Achievement Award 
for pioneering research accomplishments that helped 
foster the development of DNA marker-based selection 
technologies in breeding. 

The NAPB Early Career Award, which recognizes 
outstanding young plant breeding scientists, was 
awarded to Michael Gore for his work developing genetic 
tools for the improvement of cotton and other crops. 
Gore, now a research geneticist with the USDA-ARS 
in Maricopa, Ariz., is also adjunct assistant research 
professor at the University of Arizona.

Marvin Boerboom, a Monsanto line development breeder at the Olivia, Minn., corn research station, was awarded the 
Plant Breeding Impact Award, which annually recognizes an individual who has made exceptional advancements and 
contributions in the fi eld of plant breeding.

Recruitment wi l l  be key to NAPB’s strategies. 
Additionally, funding that arises from NAPB’s efforts will 
ultimately help to answer the demand for new talent in the 
sector. Attracting new talent remains a major priority for 
all players in the industry. 

“It’s hard to f ind plant breeders who have good 
background experience for basic plant breeding and a 
well-rounded exposure to what can be expected in a plant 
breeding role,” says Boerboom. “We tend to have lost a 
lot of plant breeder opportunities simply because there 
aren’t as many people on the farms. A lot more students 
are coming from urban settings, so you need to have the 
long-term funding in place to establish a breeding effort at 
the university and to recruit and train these individuals.” 

Despite the uncertainties on the horizon and the 
challenges the sector is facing, NAPB is in the vanguard of 
the seed industry’s outreach efforts, ensuring plant breeding 
stays on the radar of key decision-makers across the nation.  
Julienne Isaacs

Sterling Brooks Blanche, chair of the NAPB awards panel presents Marv 
Boerboom, a line development breeder at Monsanto, the Plant Breeding 
Impact Award in August 2012.
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planted. If it rubs off, the protection is 
gone from the seed—so that investment 
has been lost,” says Hale.

According to Natarajan Balachander, 
vice president and general manager of 
fi eld crops for Incotec, the value of seed 
keeps increasing, so “each seed has to 
count,” he says. “When I started in this 
industry, a bag of corn could be 50 to 60 
dollars—now it’s 350 dollars. To get the 
maximum effectiveness from the seed it 
is best that all of the inputs are applied 
on the seed.”

2. ENHANCES 
FLOWABILITY

As more and more seed protection 
products and micronutrients are loaded 
onto the seed, the surface of the seed 
can become quite rough. This rough 
surface creates friction between the 

1.MAXIMIZE ROI
“We have fabulous genetics 

available to us today,” says Charlie 
Hale, marketing strategy and support 
lead for Becker Underwood, “and as a 
result the producer makes a signifi cant 
investment in that seed. You want to 
make sure you get the maximum return 
for that investment, and that begins by 
protecting the genetic potential inside 
the seed as much as you possibly can.” 

Providing a measure of protection to 
seed against disease and insect pressure 
is one way to safeguard that investment, 
and polymers should be applied with 
fungicide and insecticide seed treatments 
to improve the adhesion of those 
products to the seed. “They can come off 
just from the seed rubbing back and forth 
on each other or during the movement 
in the grain tank as the seed is being 

Top Five Reasons Why You Should Apply 
a Polymer Coating to Your Seed

KEY POINTS:
•  When applying fungicides and 

insecticides to seed, dealers 
should consider applying 
polymer coatings to ensure 
actives stay on the seed in 
order to maximize return on 
investment, minimize dust-
off and exposure of workers 
and the environment to 
chemical products in dust, 
and to increase fl owability and 
plantability.

•  The winter season is the 
perfect time to learn about 
polymers and what they can 
do for you and your grower 
customers. As more seed 
treatments are added to seed, 
the importance of learning how 
to correctly apply polymers is 
also growing.

P
ho

to
 c

ou
rt

es
y 

of
 B

ec
ke

r 
U

nd
er

w
oo

d.



DECEMBER 2012 79

seeds and that friction can exacerbate 
the amount getting rubbed off. It also 
causes seeds to stick together, causing 
bridging and reduced fl ow. Plantability 
polymers fi ll these holes or ridges to 
make a very smooth surface so that the 
seeds slide past each other more easily. 

“We have seen a rather signifi cant 
increase in the use of polymers among 
[dealers] who are treating soybeans … 
[They have fewer] issues with fl ow inside 
their treating facilities, fewer issues with 
bridging, and the seeds tend to fl ow out 
of the boxes better into the planter,” 
says Hale.

“YOU WANT TO 
MAKE SURE YOU 
GET THE MAXIMUM 
RETURN FOR THAT 
INVESTMENT.”

— CHARLIE HALE

3. IMPROVES 
PLANTABILITY

Applying a plantability polymer increases 
seed drop accuracy and effi ciency, while 
reducing planter skips and improving 
the uniformity of seed placement. “And 
when customers have fewer plantability 
issues or see more uniform stands, their 
seed suppliers generally experience 
fewer complaints about plantability and 
product performance,” says Hale.

4.WORKER SAFETY
Retailers are applying polymers 

to help reduce dust in and around their 
treating facilities, which helps decrease 
worker exposure to dust, says Hale. 
Polymers help minimize dust-off during 
and after the seed treatment process. 
“There’s a growing interest in making 
sure that what’s put on the seed stays 
on the seed,” says Hale. Polymers help 
the products applied to the seed, which 
protect the seed, from being released 
where you don’t want them, he says.

NO TIME LIKE THE PRESENT
For retailers interested in using 
polymers, the winter months are a very 
good time to learn about these products 
and what they can do, says Hale. 
“It’s going to become more and more 
important that we help ensure what we 
put on the seed stays on the seed,” he 
says. “Retailers need to become familiar 
with them because they are going to play 
a larger role [in seed treatments].”

In fact, says Balachander, the next level 
of improvements in enhancements 
and protectants will come from inputs 
applied on seed. “Most of the work is 
going to [happen] on the seed. There 
could be three to fi ve components 
delivered on the seed—insecticide, 
two or three fungicides, micronutrients 
and optionally one biological. From a 
polymer point of view the challenge 
will be how to deliver these different 
actives, including pesticides, fungicides, 
nutrients and growth promoters.” 
Polymer chemistry will play a large role 
in delivering all of these components to 
the seed while still maintaining effi cacy 
of the actives and meeting all handling 
requirements, he says.

Already, Hale is witnessing increased 
interest in polymers. “With soybeans 
we’re seeing a growing interest in the 
use of polymers. Once [dealers] get 
started using them—especially some of 
our polymers that have both excellent 
adhesion and fl owability features, for 
example, the FloRite products—and they 
have experience with them, they tend to 
be locked in and very happy with them,” 
he says.
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“It’s our job as a retailer to make sure that 
what the grower is paying for, he gets. It’s in 
our best interest. If we put a seed treatment 
on without the correct polymers to do the 
job, and that seed treatment doesn’t stay on 
the seed, the grower gets a poor stand, our 
product performance isn’t any good and the 
grower is not going to be happy.”  

— John Hennenfent

Polymer Practicalities

5.BETTER FOR THE 
ENVIRONMENT

Polymer coatings keep actives on the 
seed, decreasing dust released into 
the environment. “There has been 
concern about the role of dust in the 
environment, and the potential effect of 
these materials on other living organisms 
in the environment,” says Hale. 

“As concerns are raised about the tools 
we have available to control disease 
and insect pests, we will have increased 
scrutiny—and we will very probably 

have increased regulation, particularly 
regulation related to dust. The newer 
polymer products are tools to help 
minimize dust.”

Applying polymers along with fungicides 
and insecticides as part of the total seed 
treatment package aids in ensuring that 
the tools used to help protect the seed 
stay on the seed where they can be 
most effective in protecting the seed 
investment and present the least risk to 
workers and the environment.

In addition, delivering protectants on 
the seed can reduce the need for spray 
chemicals. “It acts on a small area—on 
the seed where the need is—so you 
don’t have to spray the whole area,” 
says Balachander. 

“There’s a lot of drive to deliver plant 
protection products and nutrients 
on the seed in a manner that’s more 
effective, efficient and eco-friendly.”

OVER THE PAST NINE YEARS, 
JOHN HENNENFENT, PRESIDENT 
AND CEO OF MUNSON HYBRIDS, 
HAS LEARNED A THING OR TWO 
ABOUT APPLYING POLYMERS 
TO SEED. UNDERSTANDING 
WHAT EACH PRODUCT CAN 
DO AS WELL AS THE CORRECT 
APPLICATION PROCESSES 
FOR THOSE PRODUCTS 
TAKES SOME TIME TO LEARN; 
HOWEVER, HENNENFENT SAYS 
THE BENEFITS ARE WORTH 
THE GROWING PAINS. “THE 
POLYMERS WE’RE CURRENTLY 
USING ARE PRETTY EASY TO 
USE AND WE HAVE FOUND 
THEM TO BE VERY SUCCESSFUL. 
WE HAD SOME ISSUES AT 
THE BEGINNING, JUST IN THE 

MECHANICS OF HANDLING 
THEM AND HAVING THE 
RIGHT RATES IN OUR SLURRY 
MIX—EARLY ON IT WAS NOT 
NECESSARILY A REAL FRIENDLY 
RELATIONSHIP.”

Perseverance with polymers, including 
maintaining good lines of communication 
and working closely with his polymer 
supplier, has meant real added value for 
his grower customers, says Hennenfent. 
“[The value] is in better performance 
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honeybees—so the use of polymers helps 
hold that seed protectant on the seed.”

Applying a polymer can also 
differentiate a company’s product on 
the basis of appearance. Polymers 
make seed look uniform, and shiny or 
pearly colours can be added to make 
the seed more attractive to growers. 
“Appearance can be a big factor. Just 
to have a better-looking seed in my bag 
compared with a competitor’s bag, the 
grower will put the seed in the ground 
thinking my seed is better. If they open 
my bag of seed and it has a better 
luster to it, they’re going to think it is 
better seed.”

Communication is key to success when 
it comes to polymers, says Hennenfent. 
He suggests retailers who want to 
add polymers to their treatment mixes 
to work closely with their polymer 
suppliers. “Communicate with them 
what it is you want the polymers to do, 
what you want your outcome to be. 
Make sure it’s suited for what you need 

of the other seed protectants applied 
with the polymer. It can make [seed] 
look better, help hold additional seed 
treatments on [the seed], help treated 
seed be easier for the customers to use 
and it fl ows through their planters better. 
Those are the types of values I see for 
the customer. He’s paying a certain 
amount for those seed protectants 
and he wants to make sure that those 
protectants are on the seed and not 
laying in the bottom of the bag as dust.”

However, growers may never know 
about the direct value polymers add to 
their seed. “They expect seed treatment 
to work and work every time, and they 
don’t expect to have to think too much 
about it. All the seed treatments the 
[grower] has paid for will be on the seed. 
He will see the advantages in plantability. 
He may not know it is because of the 
polymer or a combination of polymers 
used in the treating system, he just 
knows it planted well and it all came 
up—a good even stand is key to high 
yields.”

Seed companies also benefi t from non-
performance factors, says Hennenfent. 
“There’s less dust-off from the seed 
protectants in the handling system within 
your facility—that seed treatment stays 
on the seed so it’s not fl oating around as 
dust particles. It has an environmental 
impact on the employee and once it 
gets out into the countryside. There are 
some concerns about dust-off and the 
clothianidin insecticide having an effect on 

it to do.” Another bit of important advice 
he offers to companies new to polymers 
is to keep equipment clean and monitor 
how it is handling the seed with the 
polymer. “We had issues early on with 
buildup in equipment, so you want to 
monitor that even with the new ones, so 
that you don’t have chunks of treatment 
fl aking off and going into your product.”

For Hennenfent, the decision to add 
polymers into the mix at his company 
was a natural one—he’s ensuring his 
customers get what they pay for. “It’s 
our job as a retailer to make sure that 
what the grower is paying for, he gets. 
It’s in our best interest. If we put a 
seed treatment on without the correct 
polymers to do the job, and that seed 
treatment doesn’t stay on the seed, the 
grower gets a poor stand, our product 
performance isn’t any good and the 
grower is not going to be happy. We 
want [the seed to perform] so that he’s 
successful, so he will continue to be 
our customer.”
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THE ISF has released some 
interesting data on standard 
seed protection mechanisms 

used around the globe in its study 
ent it led  ISF View on Intel l ec tua l 
Property. The study, released this past 
June at ISF’s annual meeting held in 
Rio de Janeiro, Brazil, provides some 
new insight and details into global 
wheat seed royalty systems.

T here  a re  s evera l  d i f fe rent 
collection systems used around the 
globe, which include:
• patents on transgenics; 
•  plant variety protection to protect the 

use of the variety in question; this, 
however, does not protect the genes 
of the variety;

•  contract law is used often in support 
of other forms of  PVP such as 
contracts enforced by plant breeders’ 
rights legislation; 

•  biological properties—for example, 
in a hybr id—wi l l  on ly prov ide 
a collect ion benef it in the f i rst 
generat ion of the hybr id and is 
therefore  wel l  protected  f rom 
unauthorized exploitation; and,  

•  t rade secret s—in other  words, 
rather than publishing the research, 
licensing the technology on a case-
by-case basis with contracts to use 
the technology on a confidential 
basis, and are more suitable for 
protecting methods or processes of 
plant breeding.

Worldwide Seed Royalty 
Collection Effi ciencies
International Seed Federation research is helping to determine the effectiveness of global 
seed royalty collection processes.
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Source: Conclusive Report of the ISF Working Group on Royalty Collection presented at the ISF World Seed Congress 
held in Rio de Janeiro, June 2012.

Top-tier countries enforce PVP laws and legislation to support farm-saved seed royalty collection.
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Study Findings
According to the study’s summary of 
findings, many countries differ widely 
in their ef f iciencies in col lect ing 
potential wheat seed royalties, ranging 
from 20 percent in Canada to more 
than 94 percent in Sweden. This wide 
difference between regions, according 
to the ISF’s study, is due to the wide 
variety of systems used, including the 
following:
•  In the most efficient countries, such 

as Sweden and the United Kingdom, 
PVP is supported by enforcement 
tools such as certification, seed laws 
and strong government support.

•  The highest efficiency occurs where 
farm-saved seed remuneration is 
collected in addition to certified seed 
royalties.

•  Contractual collection systems for 
farm-saved seed royalty systems, 
such as those used in Argentina and 
Uruguay, can be almost as effective as 
mandatory reporting systems, as used 
in the United Kingdom and Sweden.

•  Austral ia i s unique in that the 
breeders’ intellectual property right 
is extended to the resulting crop, 
otherwise known as an end-point 
royalty—instead of operating on the 
seed portion.

The study points out that in the 
countries where royalty collection 
mechanisms are working very well, the 
most recent act of the International 
Convention for the Protect ion of 
New Varieties of Plants, UPOV 1991, 
and plant breeders’ rights have been 
adopted. However, countries, such as 
Canada, which still use UPOV 1978 
and have not adopted the revised 1991 
act are less effective.

Plant variety protection is currently 
being used in 70 countries around the 
world, and the 1991 revision of the act 
further balances plant breeding rights 
versus farmers’ rights to retain seed for 
their own use. UPOV 1991, among both 
developed and developing countries, is 
becoming a global standard.

The main difference between the 
1978 and 1991 UPOV legislation is the 
act of 1991 allows breeders to extend their 
rights to the crop and not just the seed. 

UPOV 
BACKGROUND

A backbone for the protection of 
plant varieties is the International 
Convention for the Protection of 
New Varieties of Plants (UPOV), 
hosted by an intergovernmental 
organization with headquarters 
in Geneva, Switzerland. UPOV 
came into being with the 
adoption of the act of 1961 of the 
International Convention for the 
Protection of New Varieties of 
Plants, which was revised in 1972, 
1978 and 1991. The objective of 
the convention is to protect the 
intellectual property rights of 
plant breeders to their varieties 
on an international basis. 
Membership in UPOV gives plant 
breeders the ability to protect 
their varieties in other member 
countries and gives producers 
improved access to protected 
foreign varieties.

IN OTHER COUNTRIES, SUCH 
AS SWEDEN, WHICH HAS AN 
EXTREMELY HIGH PERCENTAGE OF 
CERTIFIED SEED PURCHASES AT 
A WHOPPING 94 PERCENT, WITH 
ONLY SIX PERCENT RETAINED BY 
FARMERS YEAR TO YEAR, THE 
MAJORITY OF THE ROYALTY GOES 
TO THE BREEDER. 

Various Royalty Mechanisms 
Australia uses a unique system which 
collects end-point royalties, which 
places a  lev y on the tota l  g ra in 
produced from the seed and replaces 
the seed royalty. According to the 
study, the system in Australia works for 
breeders, but does not work very well for 
the seed trade, as it causes a disconnect 
between parts of the industry. “Seed 
sharing now in operation in Australia 
is a system that works for breeders who 
then receive market share; however, 
[it] harms the certified trade system as 
farm-saved seed is legalized,” says the 
study.

In  other  count r ie s ,  such  a s 
Sweden, which has an extremely high 
percentage of certified seed purchases 
at a whopping 94 percent, with only 
six percent retained by farmers year to 
year, the majority of the royalty goes 
to the breeder. Meanwhile, in France, 
only wheat falls under the guideline 
of its royalty collection system—and 

this is collected not when the farmer 
purchases the seed but only when the 
grain is being sold at the co-op. 

Overall, the study would seem 
to indicate that while a broad range 
of col lect ion systems exists,  it  i s 
the prevailing market structure and 
legislative platform that determines the 
effectiveness of the royalty collection 
system applied in any given country.

Shannon Schindle
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A New Sampling Device
A new sampling device 

has recently been 

developed by E. G. 

Boerner, assistant in 

grain standardization, 

Department of 

Agriculture, for securing 

a reliable sample of 

grain or seed from a 

larger portion. The 

material is thoroughly 

mixed and divided into 

two parts, so that one 

can be used for testing 

and grading and the 

other turned over to 

the buyer or seller or 

can be retained for 

future reference. The 

operation of this device 

does not require power 

of any kind, the material 

passing through the machine by gravity. … This machine can 

be used for sampling seeds, fl our, meal, feeds, ore and coal, 

or any other material of like kind for examination or analysis. 

The machine can be made either of brass or copper, and as 

there are no moving parts there is nothing to wear out. 

Seed Germination and the Physiology of Growth
One of the most wonderful things in nature is the growth of 

the plant from the seed. 

We may select two seeds which look exactly alike, are 

composed of the same constituents and even have the 

same number of cells, yet each possesses its own hereditary 

tendencies and potentialities which will govern its growth 

from start to fi nish.

The psychological side of nature has always been hard to 

understand, but much light has been thrown on physiological 

processes by the new discoveries of recent years.

In experimenting along these lines the French scientists were 

the fi rst to notice the fact that the protoplasm in the cells of 

the plant expanded and contracted under the stimulus of 

light and heat and that these pulsations causing a pressure 

which could be recorded were evidently responsible for life, 

motion and the circulation of the sap.

Then comes Dr. J.C. Bose, an eminent professor of the 

Presidency College of Calcutta, who has invented an 

instrument by which a plant writes a record of its own 

pulsations which determines once and for all that such 

pulsations exist and vary in intensity according to certain 

conditions of light and temperature.

New Method for Fumigating Seed
A satisfactory method for destroying injurious insects in 

imported seed without affecting the value of the seed has 

been used by the United States Department of Agriculture, 

and is described in a new bulletin (No. 186) entitled “A 

Method of Fumigating Seed.” Interested individuals who 

apply to the Department at Washington, D.C., will be sent 

the bulletin. 

In the new method, the infested seed is placed in a chamber 

in which a partial vacuum has been created. The chamber 

is then fi lled with a very deadly gas—hydro-cyanic acid—

which penetrates more effectively into the seed, because 

of the previously created vacuum. It has been found that a 

considerably shorter exposure was necessary in using this 

method of fumigation than in the usual method. The bulletin 

describes the experiment completely, giving details and 

illustrations of the chamber used in the experiment. 

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

The new sampling device does not require 
power of any kind for its operation.
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Seed Inspection in the United States
Seed inspection in the modern sense is a comparatively 

new institution. It originated in Germany in 1869 and in 

that country has become fi rmly established as a part of the 

agricultural economic system. Not only is it required by 

law but the farmers themselves have become educated to 

the value of using only the best or at least insist on knowing 

exactly what they are buying, thus requiring the seed to be 

labeled. Seed inspection in Germany grew out of the fact 

that seeds were being sold on the market which were not 

true to name, were infested with weed seeds, were low in 

germinating power, or were mixed with colored quartz so 

closely resembling seeds in color as to be indistinguishable 

to the untrained eye. In fact, thirty percent of the seed being 

sold was found to be untrue to the name under which it was 

offered for sale and some clover seed contained enough weed 

seeds to sow 9 to the square foot at the usual rate of sowing 

clover seed.

This condition led to the establishment of the fi rst seed 

control station, which was supported largely by contributions 

from agricultural associations, or other agencies interested in 

better farming.

1940
Germination of Some Oats Poor
A lot of Iowa’s seed oats planned for use next spring won’t 

grow, warns Dr. R. H. Porter, head of the Seed Laboratory at 

Iowa State College, Ames. 

Some oat samples tested at the seed laboratory have shown 

very much reduced vitality. A few oat samples from the 

College Agronomy Farm have tested as low as 20 percent 

germination. 

“This is an indication that oats were stored too wet and 

their germination has been lowered by heating in the bin,” 

Porter said.

Canada: New Corn Regulations
Seedsmen in Canada are worried about the new corn 

regulations. They consider them rather drastic. Henceforth 

it will be illegal to sell practically any corn unless it is grown 

from registered seed. This will undoubtedly mean higher 

prices. The new regulation will certainly be welcomed by the 

grower and as most seed corn is grown in a very restricted 

area of Canada, there should not be too much over the fence 

trading of ungraded stock if the government keeps on its 

toes but it is going to be diffi cult to convince a lot of farmers 

that the corn they will be offered in future is unworth a great 

deal more than the same looking stock they have bought 

previously. Seedsmen and others, as a rule, never doubt the 

government man’s sincere desire to improve quality of seeds 

offered for sale in Canada, but they do feel that sometimes 

these same government authorities underestimate the 

adverse infl uence of higher prices on sales volume.

1965
A Report On Maize Dwarf Mosaic
Maize dwarf mosaic, the new corn disease which invaded the 

Midwest corn belt last year and was particularly severe along 

the Ohio River, is still around; but this year it has not spread 

as it did last year but is found in pretty much the same areas. 

In the State of Iowa a corn virus disease has been found which 

has not yet been identifi ed as dwarf maize mosaic. 

Johnsongrass appears to be an overwintering host for the 

maize dwarf mosaic virus and corn growers are urged to 

make every possible effort to eradicate all Johnsongrass from 

their fi elds and also to plant only corn varieties which are 

known to be resistant to the Maize Dwarf Mosaic.

Iowa Seed Dealers Chalk Up Another Successful 
Convention
More than 175 people registered for the 63rd Annual 

Convention of the Iowa Seed Dealers Association held at the 

Savery Hotel, Des Moines, Iowa, October 7 and 8, 1965, for 

the very interesting program planned by the offi cers and 

Program Chairman, Dr. Eliot Roberts of Iowa State University.

Jerry Naylor, Naylor Seed Company, Scotch Grove, Iowa, was 

elected President of the Association for the coming year. 

Ladies attending the convention had a luncheon at Younkers 

followed with a bridge tournament on Thursday. The 

Evening of Fun consisting of refreshments, buffet dinner and 

entertainment by the Des Moines Y.M.C.A. Boys Chorus and 

Bell Ringers was held at the Savery Hotel, Thursday evening.

Fifteen nationally known speakers helped to carry out 

the theme, “How to $erve, $ell and $ucceed in the Seed 

Business.” They included Donald Schrickel, Manager, Grain 

Development, The Quaker Oats Company, Chicago, on “How 

to Make the Most Profi t Growing Oats.”

1990
Seed Family Problems
Conservative estimates claim that 85% of the seed businesses 

in the U.S. are family owned and operated. Even though 

many of these family seed companies are small in size 

and local in scope, they now supply the seed for 50% of the 

acres planted in the U.S. No other corporation or marketing 

segment comes close to that. 

Unfortunately, family seedsmen tend to deceive themselves. 

They tend to think their survival is being threatened by 

unfamiliar technology and “giant” corporations that 

now own large seed companies. In reality, adopting high 

technology is commonplace with family seedsmen. They 

have been responsible for inventing, designing and perfecting 

many of the innovations on which we depend today.
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The real trouble with the survival of family seed businesses 

is, “How do you keep various family members, with all their 

different ideas and personalities, in the business without it 

blowing up or fi zzling out?”

The result of not being able to incorporate diverse but 

interested family members into the business has been 

sellouts, takeovers or closeouts of many good family seed 

businesses.

—Frank Thorp, Thorp Seed Co.

Cargill Adds Seed-Sizing Program
Cargill Hybrid Seeds, Fargo, N.D., has completed a $250,000 

improvement project at its hybrid sunfl ower conditioning 

plant. The renovation involved replacing metal seed transfer 

equipment with plastic material to reduce the possibility of 

mechanical damage to seed.

Other plant improvements totaling $228,000 were completed 

a year ago. Those changes included a new seed storage and 

transfer system that allows bulk sunfl owers to be stored and 

handled more effi ciently before being cleaned and sized. 

Bagging and treating equipment were installed in that project. 

The company’s line of sunfl ower seeds for all maturities is 

conditioned at the Fargo plants and marketed throughout 

the U.S.
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Seed sellers need to stop using 
replacement referees (excuses) to 

justify failures of their own account 
and they need to stop now.

he 2012 NFL football sea-
son got off to a rocky start 

when, due to stalled contract 
negotiations with the regular 
NFL referees, replacement refs 

were brought in. The result was lots of con-
troversy over the quality of officiating done by 
the replacements. Players and fans complained 

Are You Still Relying On 
Replacement Referees?

“Real integrity is doing the right thing, knowing that 
nobody’s going to know whether you did it or not.” 

—Oprah Winfrey

about the number of blown calls and how 
they affected the outcome of games, especially 
when their team lost. But instead of placing the 
blame where it belonged—on the quality of 
their play—the team and their fans placed it on 
what, to them, was the most logical and excus-
able reason for losing: poor play calling.

Regardless of the number of blown calls, 
the difference between winning and los-
ing comes down to the performance of each 
individual team member. If each person on the 
team does not execute to the best of his ability, 
blown calls don’t matter and, sure as heck, 
don’t determine the outcome of the game.

Replacement referees (excuses) have been 
used by seed sellers for decades to alibi for 
losses. When goals aren’t met, lots of reasons 
are dished out to justify why things didn’t hap-
pen according to plan. For seed sellers, just like 
the NFL, none of those excuses, ultimately, ever 
hold up. That’s because they aren’t the real 
reasons for missing planned goals; it’s the in-
dividual rep’s fault. Even so, many seed sellers 
continue to use the replacement ref rationale as 
their justification for failing. 

Seed sellers need to stop using replace-
ment referees (excuses) to justify failures 

of their own account and they need 
to stop now. Seed sellers relying on 

replacement referees think those 
excuses don’t affect anyone else 

except themselves. They are 
wrong. Replacement refs af-
fect the entire company, in-
cluding the customers who 
feel their lack of progress 
working with that rep. 

Howe Long, Fox NFL commentator, Hall of 
Fame football star and former defensive-end 
for the Oakland Raiders, prognosticated that 
it would take blowing an extremely important 
call to finally get the negotiations over with and 
the replacement refs out of the NFL. He was 
right. A very bad call in the end-zone during 
the Green Bay / Seattle Seahawks game got rid 
of the replacement referees, and THAT excuse 
for losing. 

The 2012/2013 selling season will go down 
as the year when sales reps finally begin ridding 
themselves of replacement referees and focus 
on the real reasons for missing goals. Replace-
ment referees, such as seed shortages, farmers 
wanting to wait to see how the crop does before 
they order, varieties that get beat by competi-
tors and a whole litany of other lame excuses, 
will be gone. Once the replacement referees 
are replaced with good ole honest sales strate-
gies, planned goals will never be missed again. 
Territory reps who stop relying on replacement 
referees will be the ones who know that the only 
way to win in the seed game is to set goals based 
on potentials, develop and practice a great story, 
and create a selling calendar and follow it. 

Just remember this: in the spring of 2013, 
there will be no shortage of seed. Instead, there 
will be a shortage of sales, all because everyone 
did not get rid of their replacement referees. 

T
hose of you who have 
attended my sessions have 

heard me talk about Thomas 
Watson Senior. He was the former 
CEO of IBM, but began his career 

selling door-to-door, first sewing machines and 
then musical instruments. He later joined the 
National Cash Register Company where he was 
eventually promoted to general manager. At NCR, 
he created the motto “THINK,” which he brought 
with him when he was hired by IBM in 1914.  

Mr. Watson believed that anyone in the 
company who was not thinking about how to 
increase sales, profits and efficiency, was costing 
the company money. He wanted every employee 
to always be thinking because that meant in-
novative, new ideas were always being generated 
and growth would not be hindered.  

Mr. Watson believed in what we call Innova-
tive Capital—using every employee’s ability to 
engage in creative activities in order to provide 
the company with a nonstop flow of new ideas. 

The number one assets in every company 
are people. Every business manager should 
know that. People are the only assets that don’t 
depreciate in value, that is, as long as they are 
properly maintained. But in most companies, 
the people asset is highly underutilized as 
the number one source for innovation. In the 
past, the people asset was managed by layering 
the company with a few managers who were 
charged with thinking for the masses and doing 
all of the innovative thinking for the company. 
That strategy has not worked all that well and 
it, sure as heck, is not the key to growing a 
business in the 21st century. That’s because 
Innovative Capital is not just a collection of 
individual ideas, it is a product of interaction.

How much Innovative Capital do you have 
in your company right now? Do you wish you 
had more? What parts of your company would 
you like to be more innovative? How do you 
intend to increase the amount you have now? 
Here are a few tips to help you answer those 
questions:
1.  Know that you have more innovative 

people than you think. Virtually all 
research shows that anyone with normal 
intelligence has the ability to do at least some 
innovative thinking.  

Want To Grow Your Business Faster?
Increase Your Innovative Assets

T

“Why should I clutter my mind with 
general information when I have 
men around me who can supply 

any knowledge I need?”
—Henry Ford

Innovative Capital is not just a 
collection of individual ideas, it is 

a product of interaction.

2.  Know that some employees have an 
advantage over others in the early stages. 
Innovation is influenced by years of experience, 
knowledge and technical skills, sheer talent, 
and the ability to open your mind. 

3.  Know that you can’t buy Innovative Capital. 
People who are innovative are motivated to be 
innovative by their work. Foster a great work 
environment and watch them become creative. 
Many companies still have a long way to go to 
remove barriers to creativity for their employees.

4.  Know that contests or competitions 
designed to foster creativity don’t work. 
Competition doesn’t nurture innovation, col-
laboration does. The greatest amount of Inno-
vative Capital is generated by teams who have 
the confidence and ability to share and debate 
ideas. When people compete for rewards or 
recognition, the sharing stops.

5.  Know that you need to tell your people 
you want them to be innovative thinkers. 
No idea is a bad idea as long as it isn’t directed 
toward individuals.

Rate each of the following on a scale of 1-10, 
10 being the highest.
1.___  How well does your sales team work 

together as a group?  
2.___  How effective is your team when 

participating in team meetings? 
3.___   How effective is your team in 

reaching consensus without the 
help of superiors?

4.___  How effective is your team in solving 
problems without the help of 
superiors?

5.___   How good is the quality of work 
done by your team overall?  

6.___   How knowledgeable is your team  
as a group? 

7.___  How good are your team’s selling 
skills?

8.___ How well can your team execute?
9.___  How well does your team relate to 

customers?
10.___  How dependable is your team when 

asked to do a task or respond to a 
request?

11.___  How well does your team take care 
of and manage company assets?

 

Rate Your 
Team’s Level Of 
Performance

02
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Seed sellers need to stop using 
replacement referees (excuses) to 

justify failures of their own account 
and they need to stop now.

he 2012 NFL football sea-
son got off to a rocky start 

when, due to stalled contract 
negotiations with the regular 
NFL referees, replacement refs 

were brought in. The result was lots of con-
troversy over the quality of officiating done by 
the replacements. Players and fans complained 

Are You Still Relying On 
Replacement Referees?

“Real integrity is doing the right thing, knowing that 
nobody’s going to know whether you did it or not.” 

—Oprah Winfrey

about the number of blown calls and how 
they affected the outcome of games, especially 
when their team lost. But instead of placing the 
blame where it belonged—on the quality of 
their play—the team and their fans placed it on 
what, to them, was the most logical and excus-
able reason for losing: poor play calling.

Regardless of the number of blown calls, 
the difference between winning and los-
ing comes down to the performance of each 
individual team member. If each person on the 
team does not execute to the best of his ability, 
blown calls don’t matter and, sure as heck, 
don’t determine the outcome of the game.

Replacement referees (excuses) have been 
used by seed sellers for decades to alibi for 
losses. When goals aren’t met, lots of reasons 
are dished out to justify why things didn’t hap-
pen according to plan. For seed sellers, just like 
the NFL, none of those excuses, ultimately, ever 
hold up. That’s because they aren’t the real 
reasons for missing planned goals; it’s the in-
dividual rep’s fault. Even so, many seed sellers 
continue to use the replacement ref rationale as 
their justification for failing. 

Seed sellers need to stop using replace-
ment referees (excuses) to justify failures 

of their own account and they need 
to stop now. Seed sellers relying on 

replacement referees think those 
excuses don’t affect anyone else 

except themselves. They are 
wrong. Replacement refs af-
fect the entire company, in-
cluding the customers who 
feel their lack of progress 
working with that rep. 

Howe Long, Fox NFL commentator, Hall of 
Fame football star and former defensive-end 
for the Oakland Raiders, prognosticated that 
it would take blowing an extremely important 
call to finally get the negotiations over with and 
the replacement refs out of the NFL. He was 
right. A very bad call in the end-zone during 
the Green Bay / Seattle Seahawks game got rid 
of the replacement referees, and THAT excuse 
for losing. 

The 2012/2013 selling season will go down 
as the year when sales reps finally begin ridding 
themselves of replacement referees and focus 
on the real reasons for missing goals. Replace-
ment referees, such as seed shortages, farmers 
wanting to wait to see how the crop does before 
they order, varieties that get beat by competi-
tors and a whole litany of other lame excuses, 
will be gone. Once the replacement referees 
are replaced with good ole honest sales strate-
gies, planned goals will never be missed again. 
Territory reps who stop relying on replacement 
referees will be the ones who know that the only 
way to win in the seed game is to set goals based 
on potentials, develop and practice a great story, 
and create a selling calendar and follow it. 

Just remember this: in the spring of 2013, 
there will be no shortage of seed. Instead, there 
will be a shortage of sales, all because everyone 
did not get rid of their replacement referees. 

T
hose of you who have 
attended my sessions have 

heard me talk about Thomas 
Watson Senior. He was the former 
CEO of IBM, but began his career 

selling door-to-door, first sewing machines and 
then musical instruments. He later joined the 
National Cash Register Company where he was 
eventually promoted to general manager. At NCR, 
he created the motto “THINK,” which he brought 
with him when he was hired by IBM in 1914.  

Mr. Watson believed that anyone in the 
company who was not thinking about how to 
increase sales, profits and efficiency, was costing 
the company money. He wanted every employee 
to always be thinking because that meant in-
novative, new ideas were always being generated 
and growth would not be hindered.  

Mr. Watson believed in what we call Innova-
tive Capital—using every employee’s ability to 
engage in creative activities in order to provide 
the company with a nonstop flow of new ideas. 

The number one assets in every company 
are people. Every business manager should 
know that. People are the only assets that don’t 
depreciate in value, that is, as long as they are 
properly maintained. But in most companies, 
the people asset is highly underutilized as 
the number one source for innovation. In the 
past, the people asset was managed by layering 
the company with a few managers who were 
charged with thinking for the masses and doing 
all of the innovative thinking for the company. 
That strategy has not worked all that well and 
it, sure as heck, is not the key to growing a 
business in the 21st century. That’s because 
Innovative Capital is not just a collection of 
individual ideas, it is a product of interaction.

How much Innovative Capital do you have 
in your company right now? Do you wish you 
had more? What parts of your company would 
you like to be more innovative? How do you 
intend to increase the amount you have now? 
Here are a few tips to help you answer those 
questions:
1.  Know that you have more innovative 

people than you think. Virtually all 
research shows that anyone with normal 
intelligence has the ability to do at least some 
innovative thinking.  

Want To Grow Your Business Faster?
Increase Your Innovative Assets

T

“Why should I clutter my mind with 
general information when I have 
men around me who can supply 

any knowledge I need?”
—Henry Ford

Innovative Capital is not just a 
collection of individual ideas, it is 

a product of interaction.

2.  Know that some employees have an 
advantage over others in the early stages. 
Innovation is influenced by years of experience, 
knowledge and technical skills, sheer talent, 
and the ability to open your mind. 

3.  Know that you can’t buy Innovative Capital. 
People who are innovative are motivated to be 
innovative by their work. Foster a great work 
environment and watch them become creative. 
Many companies still have a long way to go to 
remove barriers to creativity for their employees.

4.  Know that contests or competitions 
designed to foster creativity don’t work. 
Competition doesn’t nurture innovation, col-
laboration does. The greatest amount of Inno-
vative Capital is generated by teams who have 
the confidence and ability to share and debate 
ideas. When people compete for rewards or 
recognition, the sharing stops.

5.  Know that you need to tell your people 
you want them to be innovative thinkers. 
No idea is a bad idea as long as it isn’t directed 
toward individuals.

Rate each of the following on a scale of 1-10, 
10 being the highest.
1.___  How well does your sales team work 

together as a group?  
2.___  How effective is your team when 

participating in team meetings? 
3.___   How effective is your team in 

reaching consensus without the 
help of superiors?

4.___  How effective is your team in solving 
problems without the help of 
superiors?

5.___   How good is the quality of work 
done by your team overall?  

6.___   How knowledgeable is your team  
as a group? 

7.___  How good are your team’s selling 
skills?

8.___ How well can your team execute?
9.___  How well does your team relate to 

customers?
10.___  How dependable is your team when 

asked to do a task or respond to a 
request?

11.___  How well does your team take care 
of and manage company assets?

 

Rate Your 
Team’s Level Of 
Performance
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successful selling | Rod Osthus 

Top Sellers CAN Be Made
Answers to Top 21st Century Seed Seller 
questions on the previous page.

1.    What is the number one rule for introduc-
ing new varieties into your territory? New 
customers should NEVER be given the 
opportunity to plant new varieties because 
they already don’t want you to win. 

2.    What is the only kind of growth you can 
depend on to keep you ahead of the competi-
tion every single year?  Organic growth.

3.    What do you have to do to transform your 
customer base to ensure that it takes you into 
the future? Transform your customer base 
toward Generation “C.” Generation “C” 
includes anyone born after 1990.

4.    What is the 21st century strategy used when 
developing new customer programs? Don’t 
create new programs for new customers. 
Find new customers for your current 
programs.

5.    Without regard to the calendar, how does 
the most significant growth occur during the 
seed selling year? Significant organic growth 
occurs against the normal business cycle. 

6.    What is the number one reason you need to 
use a storybook on the sales call? To give the 
customer a better experience.

7.    What is the number one reason for visiting 
planters in the spring? To get the customer 
out of the Ag Cycle.

The No.1 problem facing 
every seed company in the 
business today is having 
a sales force that has the 
ability to hit their goals 

every year. 

04

“Discipline is the soul of an army. It makes small numbers formidable, 
procures success to the weak, and esteem to all.” 

—George Washington

8.   What are the three primary indicators, other 
than final net sales, your sales territory is 
making profitable growth? An increase in 
average order size, an increase in cus-
tomer retention rate, an increase in the 
number of 100% customers.

9.   Since customers don’t pay you to provide 
them with products, technologies and 
services, what do they pay you for? They pay 
you to be different.

10.   Top Seed Sellers always have the highest 
average in what category? Getting new 
customers.

11.   What is the No.1 reason seed supply is 
ALWAYS an issue in the seed business and, 
besides drought, is the biggest reason 
for our so-called seed shortage this year? 
Because virtually every production plan 
is a guess. As long as farmers are allowed 
to order the seed they WANT for next year, 
8 months after the company’s production 
plan is in place, sellers will never have the 
amounts or the varieties they want and 
need to sell.

ack in the 1930s, John B. 
Watson founded behaviorism, 
the school of psychology based 
on the belief that behaviors 
can be measured, trained and 

changed. Behaviorism is a theory of learning 
that purports the idea that all behaviors are 
acquired through conditioning. Conditioning 
occurs through interaction with the environment. 
Behaviorists believe that our responses to 
environmental stimuli, such as teaching, shape 
our behaviors. 

Watson believed he could take normal, 
healthy infants, put them into a world he had 
designed and make them into any type of 
“specialist” he wanted.  

Most people have heard the adage that 
top sales people are not born, they are made. 
The problem is too many company managers 
believe that the making of a successful sales 
person is as simple as sending them to one 
or two training sessions a year, or worse yet, 
putting them into the field with a current field 
seller for some good old-fashioned in-field 
experience. They take little responsibility for 
making sure their most important group is 
trained to the max.

Another indication that company managers 
don’t intend to train new sales people is that 
they try to bring in reps that already have a 
large book of business they can take with them. 
But even if they are lucky enough to find these 
extremely rare people, they still need to be 
trained according to your company protocols. 

The No.1 problem facing every seed 
company in the business today is having a sales 
force that has the ability to hit their goals every 
year. The marketplace has changed so much, 
but most sales people haven’t been adequately 
trained to sell seed in it. They’re still relying on 
strategies their predecessors used and passed 
on from the ‘70s, ‘80s and ‘90s. They still 
believe that product sells itself. 

B
Below is a knowledge test that tells you 

whether or not you have the understanding to 
be a Top 21st Century Seed Seller. Find the 
answers on the next page.

1.   What is the number one rule for introducing 
new varieties into your territory? 

2.   What is the only kind of growth you can de-
pend on to keep you ahead of the competition 
every single year? 

3.   What do you have to do to transform your 
customer base to ensure that it takes you into 
the future? 

4.  What is the 21st century strategy used when 
developing new customer programs? 

5.  Without regard to the calendar, how does the 
most significant growth occur during the seed 
selling year?

6.   What is the number one reason you need to 
use a storybook on the sales call?

7.  What is the number one reason for visiting 
planters in the spring?

8.   What are the three primary indicators, other 
than final net sales, that your sales territory  
is making profitable growth?

9.   Since customers don’t pay you to provide 
them with products, technologies and ser-
vices, what do they pay you for? 

10.   Top seed sellers always have the highest aver-
age in what category? 

11.   What is the No.1 reason seed supply is 
ALWAYS an issue in the seed business and, 
besides drought, is the biggest reason for our 
so-called seed shortage this year? 

For more Sales Tools to help “make you 
a top seller” visit rcthomas.com and 
sign up for our FREE Training Blog.



05

successful selling | Rod Osthus 

Top Sellers CAN Be Made
Answers to Top 21st Century Seed Seller 
questions on the previous page.
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The No.1 problem facing 
every seed company in the 
business today is having 
a sales force that has the 
ability to hit their goals 

every year. 
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“Discipline is the soul of an army. It makes small numbers formidable, 
procures success to the weak, and esteem to all.” 

—George Washington
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n Jim Collin’s best-selling book, Good 
To Great, he says that “Good is the 
enemy of great.” That means that people 
who perceive good as good enough, will 

never give themselves the opportunity to achieve 
true greatness. Farmers want and deserve 
greatness from their seed sales representatives. 
In actuality, anything short of great should be 
rejected; therefore, every sales rep needs to 
work hard to be great, not just good.   

While composing communications, devel-
oping a presentation or practicing their sales 
stories, I’ve heard sales people proclaim, “Well, 
that’s good enough for the majority because 
most won’t notice that it’s not perfect anyway.” 
And, what if the ones that truly matter the 
most are the ones that notice it’s not perfect? 
Shouldn’t we always be working extra hard to 
impress those who really count? Why aren’t 
sales people making every effort to take every-
thing they do over-the-top, to the highest level 
possible, to show leadership and to impress? 
Besides, when you do everything you can to be 
great, you take everyone for which good is good 
enough with you anyway. 

Decide to operate your sales territory just 
like those who are striving to be great. Allow 
those who take notice of shortcuts or look for 
attention to detail to be your performance com-
pass, keeping you on track to greatness.   

Every time you seek to communicate with 
prospects and customers, make sure you focus 
your efforts on pleasing the most critical—
the ones who take business, success and life 
seriously and are likely to disagree or criticize 
you if you are just like everyone else. Satisfy 
that group and you will automatically satisfy 
everyone else. Remember, you can’t spend your 
time just pleasing the good—if your goal is to 
be great. 

The following make seed sellers GREAT, not 
just GOOD.

1.   Doing the things average people won’t 
do. Average people do only what they like 
or feel comfortable with. Greatness comes 
from doing things out of your comfort zone. 
When you are out of your comfort zone, you 
accomplish things of significance. 

2.   Working hard at doing the hard work.  
No one works harder at achieving goals 
than those striving to be great. Goal 
achievement requires doing the hard work; 
selling yourself instead of selling products, 
programs or price.

haT if I told you that 
next week would be 
your luckiest week 
ever? I mean ever. I 
have it from the highest 

authority (via direct link) that next week will be 
incredibly lucky for you. Congratulations! 

So to put this into context, if you were a 
fisherman by trade, next week you could do no 
wrong. It would not matter what bait you put 
on the end of your hook or what lure you put 
into the water—you would be so lucky that you 
would catch piles of fish. Knowing this, would 
you just put one rod into the water? Or would 
you make a mad dash to the nearest fishing 
supply store and buy all sorts of rods and reels 
so you could make an even bigger haul?

We are not fishermen (or fisherwomen), 
however. We are sales people, but our attitude 
should be the same. If you knew that no matter 
what you did, you would be that lucky, would 
you use just one rod? Make one cast? Or would 
you use multiple rods and make many casts? 
Since we are sales people, instead of rods, we 
make calls. Instead of casts or lures or baits, we 
use sales stories, pitches and demonstrations.

In sales, many times you feel that you are 
lucky. People may say you happened to be in 
the right place at the right time. I am here to 
tell you that simply isn’t true. Sure, maybe that 
one customer was ready to buy seed the day you 
happened to call, but you happened to call that 
day. You picked up the phone and you made 
the appointment. You put up with how many 
rejections to get that one “lucky chance”? You 
persevered, you kept on calling and wow, you 
got lucky.

Too many days in sales is like throwing 
mud at a wall, sometimes it just sticks. A great 
many times, however, it does not and it just 
slides down that wall to lie in a pile on the floor. 
Tenacity, perseverance and most times pure, 
unadulterated stubbornness are probably the 
best characteristics to have in a sales position. 
You simply can’t give up and you can’t just 
put one rod in the water. You have to work at 
it and not give up. You have to stay upbeat and 

pleasant. You have to keep making calls, keep 
the lines of communication open, keep riding 
the combines and keep on visiting until you 
get lucky. 

You simply never know when the next 
sale is going to happen. If you keep throwing 
things out there, eventually you are rewarded. 
I have seen this too many times to discard the 
notion. You have to continue to try, and the 
more times you try, the greater your reward. 

It’s also in your attitude. Do not approach 
sales from a position of desperation. 
Desperation seeps into your conversations 
and people pick it up 
in your voice. People 
avoid desperate people. 
Desperation also indicates a 
lack of belief. You have to really 
believe (at all times) that you have a 
great product, you work for a wonderful 
company and, most importantly, you are a 
fabulous sales person. Your attitude has 
to be one of belief in yourself. You aren’t 
giving up because you are eager to prove 
yourself or because you have a deadline 
or because there is no food in the 
cupboard. No! You aren’t giving up 
because you know that, eventually, 
you will be rewarded. Or lucky.

Fortunately for you, as I 
mentioned in the beginning of this 
article, the people that are reading this 
publication are going to be incredibly 
lucky next week so you don’t have to worry. 
You just have to try, to call, to visit, to sell, and 
next week, it will all work out. I have it from 
the highest authority, remember?

Tami Fraser | point of sale 

Good Enough or GREAT?
I

Lucky You!
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W
3.  Envisioning the future. Futuristic thinking 

fosters intuitive thinking and keeps you 
focused on changing so you can stay in  
the lead.

4.  Associating with the most knowledgeable 
people in your field. Great people become 
great because they surround themselves 
with other great people.  

5.  Focusing on being great, rather than 
on personal acclaim or reward. Awards 
signal completion or some particular level of 
achievement. Greatness is never complete or 
achieved. Greatness comes from continually 
working to be great in everything you do and 
never settling for less.

6.   Quickly forgetting mistakes and learning 
from them. Dwelling on mistakes means 
dwelling on the unfixable past. It is a waste of 
time and energy. Learn and move on.

7.   Greatness comes from being open-
minded to others’ views. Greatness comes 
from adopting new ideas before anyone 
else. To foster new ideas, you must have an 
open mind.

8.  Having deep personal values. Integrity 
is the common denominator among all 
truly great people. That’s because greatness 
equals leadership and people follow only 
those they trust. 
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“I am a great believer in luck, 
and I find the harder I work, 

the more I have of it.” 
—President Thomas Jefferson
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If you work for your calendar you:
1.    Operate your sales territory based on how the season is progressing and not on your 

company’s schedule.  
•  Put off asking for orders from growers because you think they don’t know what they are 

going to do yet. 
•  When market prices are low, you put off asking for cash because you assume most 

farmers don’t have any.
•  When planting is delayed, you put off settling accounts because you assume farmers don’t 

want to settle their accounts yet.
2.  Use history to gauge the current year’s progress.

• You base this year’s timing for bookings on last year’s … both are too late.
• You compare the number of new customers sold YTD to LYTD … both are not enough.

3. Have no plan or schedule. 
4. Have not met your goals. 
5. Never intend to follow your calendar from the start.
6.  Get behind then stop following it.
7.  Skip steps.
8.  Let others determine your schedule.

Your calendar works for you if you:
1. Base your schedule on company needs.
2. Work to get orders earlier every year—the company needs orders.
3. Always pursue cash regardless of the economy—the company needs money.
4. Never miss account settling deadlines—the company needs to make plans.
5. Always compare current sales to the 5 year plan—never last year’s sales.
6. Continue to pursue new customers based on the number needed to hit the 5 year plan.
7.  Set your training calendar a year in advance.

Do you work for your calendar or… 
Does your calendar work for you?

Mark Your Calendars!
2013 Live Training Events

Summer CAMP (Level I)
Open to the general public

June 24 - 26, 2013

Summer Drill Down (Level II)
Open to the general public

June 26 & 27, 2013

LIMITED SEATIng AVAILABLE!
FOR MORE InFORMATIOn AnD TO REgISTER VISIT: RCThOMAS.COM/LIVE-EVEnTS
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You won’t want to miss ASTA’s 52ND ANNUAL 
VEGETABLE & FLOWER SEED CONFERENCE 
in beautiful Scottsdale, AZ, where more than 
700 seed industry professionals will convene for 
networking, education and policy discussions. 

This conference will feature a full slate of 
innovative industry, academic and government 
speakers focusing on a wide range of vegetable 

and flower seed issues and topics!



92 SEEDWORLD.COM

EQUIPMENT   TECHNOLOGY&
S H O W C A S E

Cutting-edge innovations at your fingertips.

DUAL MODES OF ACTION

THE AGRISURE® DURACADE  trait i s 
Syngenta’s next-generation corn rootworm control 
trait, which expresses a unique protein, eCry3.1Ab, 
for control of corn rootworm. The proprietary 
technology has a different mode of action than 
the Agrisure RW trait (Event MIR604) against 
rootworm. Pending full USDA deregulation, the 
Agrisure Duracade trait will be stacked with the 
Agrisure RW trait to provide growers with dual 
modes of action against the destructive corn 
rootworm, allowing them to grow more corn 
while also countering the development of insect 
resistance in fields and sustaining insect control 
solutions.

The Agrisure Duracade trait will be used to create 
refuge-in-a-bag product offerings featuring two new 
trait stacks. The Agrisure Duracade 5122 trait 
stack will combine the Agrisure Duracade trait 
with the Agrisure RW trait for an additional mode 
of action on corn rootworm, Agrisure CB/LL trait 
for control of corn borer, the Herculex® I trait 
for a second mode of action on corn borer and for 
broad lepidopteran control, and the GA21 trait 
for glyphosate tolerance. The Agrisure Duracade 
5222 trait stack will include the same traits as 
the Agrisure Duracade 5122 trait stack plus the 
Agrisure Viptera® trait for breakthrough control 
of the multi-pest complex.

For more information call 1-302-425-2000, or visit 
Syngenta-us.com. 

UNIQUE DESIGN PROVIDES BENEFITS

BUCKHORN OFFERS AN unmatched selection of reusable packaging 
solutions designed to protect your products and increase your profitability. 
Buckhorn’s CenterFlow™  seed box is the most efficient and versatile container 
available to transport and dispense seed. It has three main components—a 
base, ring and lid. Its smooth, funnel-shaped interior is angled for efficient 
flow of contents and completely empties in 30 seconds. CenterFlow’s unique 
design provides a safer work environment, saves labor by eliminating the need 
for flexible bulk bags and reduces expendable packaging and disposal costs. It 
easily handles loads up to 2,500 pounds, stacked four high, and has a standard 
footprint of 57” x 45” x 65”. 

New for 2013 is a lid for the base! Custom footprints, ring heights and 
enhanced accessories/identification options are also available. 

Buckhorn—You Perfect It, We’ll Protect It. 

For more information call 1-800-543-4454 in the United States and 1-800-
461-7579 in Canada, or visit buckhorninc.com.
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OPTIMIZING GROWTH

THE HAGIE 2013 STS Application System is a single tank sprayer series, 
available in 4 models ranging from 1,000- to 1,600-gallon capacities. Enhance 
versatility with boom widths ranging 60 to 120 feet, along with attachments 
for full season nitrogen application and detasseling. Increase efficiency with 
the front mounted boom, 275 to 365 hp engines, 365 gpm side fill, 3” front 
fill, up to 34 mph road speed, 20 mph application speed and all wheel steer. 
The lightweight, balanced design has 6’ clearance and an 18” crop package, 
providing full season application capability with reduced crop damage. 
Optimize your growth with a Hagie.

THE NEXT WAVE 

For over six decades, Hagie Mfg. has been providing the most innovative 
crop protection solutions in the industry. In 1947, Ray Hagie invented the 
world’s first self-propelled sprayer and founded Hagie Mfg. Three generations, 
millions of acres and more than 65 years later, Hagie Mfg. provides a superior 
customer experience while building on our family-owned traditions and values. 
Hagie Mfg.’s innovative crop protection solutions enhance versatility, advance 
capability and increase efficiency, to optimize our customers’ growth.

For more information call 1-800-247-4885 or 1-515-532-2861, or visit hagie.com.

THE VISTASORT OPTICAL sorter employs 
advanced LED lighting systems from the world’s 
top lighting manufacturers, taking color sorting 
to new levels. The advancement of a more 
optimized optical system integrated with the 
calibration systems in German professional camera 
applications has allowed our equipment to achieve 
the highest signal/noise ratio and vastly improve 
the stability of color sorting. The human interface 
of our machines is very easy to operate, enabling 
operators of all experience levels to test and use 
the color sorter. Multilingual support provides 
all of our customers with improved support. Our 
optimized processing method provides superior 
color selection and ensures that our products meet 
the most stringent industry requirements.

The VistaSort will remove foreign material (sticks, 
debris, stones), color defects (caused by disease, 
immaturity or moisture damage), splits and 
undecorticated seed in pulse crops such as lentils, 
beans and peas. In cereal grains, we can remove all 
types of contaminants (sticks, hulls, stones), ergot, 
foreign material (i.e. wild oats), discolored seeds, as 
well as immature and diseased kernels.

For more information call 1-800-332-8232, or visit 
lewismcarter.com. 
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CONVEYING SAFETY AND EFFICIENCY 

MERIDIAN IS FOCUSED on helping their customers get the job done 
safer and more effi ciently. Meridian’s conveyors offer the following benefi ts:

• Cross cleated belt, designed to handle your product more gently and 
virtually eliminates cleat “vacuum” at discharge end. The design allows for 
increased capacity over other cleat designs while ensuring no damage or 
breakage caused by conveyor cleats.

• Spring loaded stainless steel tension system positioned before the 
discharge, keeping the new cross cleated belt running smooth and in place. 
The design allows for easy and visible adjustments when required, while 
eliminating the need for adjustment linkage at either end. Meridian conveyors 
are very clean running at the intake and discharge ends.

• A no-spill and easy clean out bottom, virtually eliminating cross 
contamination. Rollover cover opens completely and is easily removable 
without tools to ensure 100 per cent clean out. Patent pending design includes 
a belt sweep, essentially eliminating all back feeding and operation mess.

Capacity:
•  6,100 bushels per hour of 

soybeans while filling a truck 
with a 35-foot conveyor at 400 
feet per minute.

•  3,500 bu/hr of soybeans at 38 
degrees with a 65-foot conveyor 
at 400 ft/min.

Standard Features:
•  Heavy duty, fully-enclosed 

construction.
•  Meridian 2-Ply 16” rubber 

cleated belt.
•  Approximately 400 ft/min belt 

speed.
• Confi gurable to your length requirements.
• Canvas hopper (approximately 28” wide, 36” long).

Heavy-Duty Construction:
•  Heavy-duty construction starting with structural tubing versus cable and 

bridge support. 
• 12-gauge side panels, 14-gauge belt covers, 3/8” laser cut fl anges.

For more information call 1-800-830-2467, or visit meridianmfg.com.

STAYING POWER

PRODUCTS APPLIED TO SEED NEED TO 
STAY THERE—ALL THE WAY THROUGH 
PLANTING.
Fast-drying Flo Rite® 1706 plantability polymer 
delivers uniform coverage to help lock down 
fungicides, insecticides, inoculants and other 
seed treatment products in one complete seed 
treatment. And its rhizobia-friendly formulation 
makes it an ideal treatment companion with a 
liquid-based inoculant for soybeans, dry beans 
and peas.

Application of Flo Rite 1706 enhances the value 
of seed treatments by:
• Reducing dust-off of actives
•  Increasing seed flow with less stickiness and 

bridging
•  Improving plantability and decreasing skips and 

doubles

Ask your distributor or Becker Underwood 
representative how Flo Rite polymers can optimize 
your seed performance.

For more information call 1.800.892.2013, or visit 
beckerunderwood.com.

® ™ Trademarks, registered or applied for, of 
Becker Underwood, Inc., Ames, IA.
©2012 Becker Underwood, Inc.
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HEALTHIER ROOTS, STRONGER STANDS

BAYER’S PONCHO®/VOTIVO® seed treatment protects young plants 
from pests during critical early development stages, leading to healthier root 
development and stronger stands. Applied directly to the seed, its systemic 
agent is absorbed by new roots immediately, never giving pests the opportunity 
to strike. Its revolutionary biological component—a unique bacteria strain 
that lives and grows with young roots—prevents nematodes from reaching 
the plant and causing damage. Poncho/VOTiVO protects the whole plant, 
above and below ground, supporting healthier plant performance, improving 
vigor and positively impacting yield. The combination of a living barrier of 
protection with powerful control of critical early-season insects results in 
consistent defense of your crop from seed germination to plant establishment.

Benefits:
•  Controls black cutworms, wireworms and other important early-season 

insects in corn.
•  Controls early-season aphids, overwintering bean leaf beetles and other 

important early-season insects in soybeans.
•  Systemic mode of action protects the entire plant, supporting healthier 

plant establishment.
•  Living bacteria protects roots against nematode damage from a wide 

range of species, including Soybean Cyst Nematodes.
•  Maximizes early-season plant stands, uniformity and vigor for higher 

yields.

For more information call 1-866-992-2937, or visit PonchoVotivo.us.

GROUND-BREAKING AUTOMATION

IT ALL STARTED WITH a belt. In 1999, the 
founders of KSi Conveyors Inc. developed a 
patented, cleated conveyor belt technology that 
outperformed conventional augers and conveyors, 
moving seed at steeper angles and—most 
importantly—with very little damage to the seed. 
This technology, combined with a dedication to 
integrity and service, soon established KSi as the 
standard in quality seed handling equipment. This 
reputation naturally led to the development and 
design of bulk seed system conveyors and related 
equipment, including the creation of one of the 
most sophisticated, yet user-friendly, automation 
control systems available in the downstream seed 
treatment market.  

“Early on, we dedicated ourselves to servicing 
the customer,” explains CEO Paul Kaeb, “and 
that singular focus has led to the development 
of a process for bulk seed site design and 
implementation that centers on the needs of 
the customer, now and in the future. Increasing 
demands for accurate seed metering and chemical 
application continue to change the industry, and 
our ability to look at these needs through the 
eyes of our customers has allowed us to keep pace 
and introduce ground-breaking automation and 
product innovation to the marketplace.”

Some of KSi’s most significant innovations of late 
include the KSi AutoTreat automation system, 
which brings together control of seed flow and 
chemical application into a single automation 
control panel; the KSi MultiFlow continuous 
seed scaling system; and the KSi VariRate loss-in-
weight seed flow system.

For more information call 1-888-574-3277, or visit 
ksiconveyors.com. 
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STAYING RELEVANT

“Even with advanced technology and knowledge, you still have to look up and pay attention to 

what is happening around you,” says Michael V. Geary, CEO of the Association of Horticulture 

Professionals. “In short, we develop plant products, and then we sell them. How do we keep from 

missing out on the opportunity to sell more plants, flowers, trees and related products? MANY 

THINK ONE OF THE PROBLEMS WE HAVE IS THE PERCEIVED DISCONNECT BETWEEN THE 

GROWERS AND THE RETAILERS, and ultimately the consumers. Either way, we need to make 

sure we do not become obsolete.”

“THE FLOOR OF 

COMPETITION FOR U.S. 

GRAIN PRODUCTION 

RISES EVERY DAY.”

LOSING GROUND

“The floor of competition for U.S. grain production rises 

every day. This year is a wake-up year for us with the short 

crop we had,” said Thomas Sleight, president and CEO of the 

U.S. Grains Council, at the recent Export Exchange industry 

conference in Minneapolis. “I would hope that the U.S. farmer 

comes back and comes back strong, flexing their competitive 

muscle. But certainly, the doors have been opened for the 

other suppliers,” he told Reuters. Importers from South Korea, 

Taiwan and Japan have been buying feed from South America 

and producers in the Black Sea region instead of the United 

States, Reuters reported. It is also reported that China has 

not purchased any U.S. corn since midsummer and will not 

buy until the spring of 2013 and only if prices are closer to the 

$6.00 level, according to the grain buyers at the conference.

SEED BUSINESS

“Seed connectivity is essential to e-business—it supports more 

accurate and timely data, allowing companies to increase their 

efficiencies,” says Lori Edwards, chair of AgGateway’s Seed 

Council, and business process analyst manager at Syngenta. 

Edwards is part of a group of 20 companies in the seed industry 

working collaboratively within AgGateway on a project called 

Seed Connectivity II. The program will improve e-business 

processes by streamlining the seed supply chain, establishing 

electronic connectivity among many manufacturers, 

distributors and retailers for shipping, invoicing and reporting, 

as well as for price sheets, seed bookings and orders. “BY 

THE END OF THIS PROJECT, WE WILL HAVE CREATED 

E-CONNECTIVITY SOLUTIONS FOR THE SEED ORDERING 

AND INVENTORY MANAGEMENT PROCESSES, which is 

a major step forward for e-business in this key agricultural 

sector,” adds project board chair Greg Erler, the electronic 

business-to-business manager at Monsanto Company.
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READY FOR RUST

“IF THE WOLF HAS TO COME, WE’D BETTER 

GET PREPARED,” said Kang Zhensheng, head of 

a wheat lab at Northwest Agriculture and Forestry 

University in China, speaking about the spread of 

wheat stem rust. “We are breeding new Ug99-

resistant wheat types, and cooperating with 

the [Borlaug Global Rust Initiative] to develop 

a surveillance system to track the disease.” 

Zhensheng was speaking at a technical workshop 

put on by the Borlaug Global Rust Initiative in China 

at the end of August. Wheat experts from around 

the world attended the meeting and discussed 

breakthroughs in technology used to resist wheat 

rust. After being spread widely in East Africa and 

West Asia and causing severe damage to crops, 

the catastrophic disease has become a threat to 

China, where it is likely to be carried to in the wind. 

But farmers in the United States need to be wary 

as well. “This is the most damaging disease for 

wheat,” added Dave Hodson, an expert with the 

Borlaug Global Rust Initiative who has spent years 

conducting field studies in Ethiopia. “Wheat rusts 

are global travelers with no respect for political 

boundaries. Effective control often depends on 

finding out what is happening in distant regions.” 

Hodson plans to encourage farmers to use cell 

phones and other mobile devices to help them 

better observe the spread of the disease.

PLANT PHARMACEUTICALS

Research led by Simon Fraser University biologist 

Allison Kermode and an international team 

of scientists from SFU, Griffith
 University and 

Macquarie University in Australia, University of 

British Columbia, and the Washington University 

School of Medicine have made a potential step 

forward in developing a plant-based enzyme 

replacement treatment for rare genetic diseases. 

The study involves an mRNA-based strategy that 

enables the therapeutic protein, called alpha-L-

iduronidase, to be generated within a transgenic 

corn plant. Quoted in a Reuters article on the 

finding, George Lomonossoff of Britain’s John Innes 

Centre says the strategy is “an important addition to 

the toolkit for producing pharmaceuticals in plants.”

“AN IMPORTANT ADDITION TO THE TOOLKIT FOR PRODUCING 

PHARMACEUTICALS IN PLANTS.”
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An in-depth 
overview on 
the global 
seed industry. 
From a top-notch 
conference in Beijing 
to a successful seed 
convention in Buenos 
Aires.

world
STATUS

A look at seed industry developments around the globe.

STATUSISF
THE INTERNATIONAL 
Seed Federation is organizing 
its 2014 ISF World Seed 
Congress in Beijing, China, 
in the Fengtai district, which 
lies in the southwest corner of 
the city. China currently has 
around 1.35 billion people, 
of which 600 million work in 
agriculture. The country has 
around 133 million hectares of 
arable land, which gives a land 
per capita ratio of less than 
0.1 hectares. There are around 
6,900 seed companies, of 
which 2,700 are state-owned. 
The country is speeding up its 
modern crop development and 
the seed industry is growing at 
a rapid pace, which in turn is 
leading to a steady increase in 
seed export and seed import 
values for the country. The 
most important crops are 
rice, maize, wheat, soybean, 
cotton, oil crops (rapeseed) 
and vegetables. The domestic 
market for seed is a little 
over USD$9 billion, making 
it the second-largest seed-
producing country in the world 
after the United States, which 
has an estimated domestic 
market of seeds of around 
USD$12 billion. 

These vast fi gures underline 
the timeliness of organizing 
an ISF World Seed Congress 
in China. To accommodate 
the ISF delegates, the 
Chinese National Organizing 

Committee is overseeing 
the construction work of a 
convention center plus hotels 
in the Fengtai district. To get 
updated on the progress in the 
construction work, I attended 
the twentieth Beijing Seed 
Congress, which is organized 
in the same area, and visited 
the construction site. The plans 
indicate that the venues, once 
fi nalized, will meet all the ISF 
requirements in terms of fl oor 
space, room nights, trading 
facilities and other parameters.

At the Beijing Seed Congress, 
held from September 10 to 13, 
I was invited to make a speech 
during the opening ceremony. 
I underlined the necessity of a 
good enabling environment for 
the seed industry to grow, and 
urged the Chinese government 
to become a member of OECD 
Seed Schemes, to arrange for 
accredited ISTA laboratories 
and to implement to UPOV 
1991 Act. 

—Marcel Bruins, secretary 
general, ISF

STATUSCHINA
THE TWELFTH China Seed 
Workshop, organized by 
the China Seed Workshop 
Association and CCM 
Information Science and 
Technology Co., was held in 
Beijing, China, on September 
12, 2012. The summit attracted 

top managers from companies 
such as Bric Global Agricultural 
Consultant Ltd., Limagrain 
and Rijk Zwaan. About 40 
delegates from different 
companies attended to discuss 
the current situation and future 
development of China Seed 
Workshop and seed policy 
interpretation.

China Seed Workshop is 
designed to act as a high-end 
platform to communicate with 
top-level experts and business 
managers face to face. This 
year, the conference included 
a presentation on cucumber 
breeding by Dehua Ma, 
president of Tianjin Derit Seed 
Company. Discussions were 
moderated by the DuPont 
Pioneer seed industry affairs 
manager Zhangmeng Yu. 
Chief of seed management 
in Beijing Guohui Jie and 
Guangzhou Information 
Technology company 
researcher Xuejian Shi offered 
interpretations of the new 
national seed industry policy.

Expert speakers shared their 
unique perspectives and 
expertise, and interacted 
with their audiences through 
question and answer sessions. 
One question raised was as 
follows: “How can foreign 
seed companies refl ect the 
aspirations of the Chinese 
government?” Guohui Jie’s 
response was that foreign-

Farm King has been a leader in grain 
handling for decades and is proud to introduce 
a proven line of on-farm seed handling and 
storage solutions for the seed industry.
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A look at seed industry developments around the globe.

funded enterprises usually 
make recommendations or 
demands to the government, 
and foreign companies can 
also make recommendations 
to the government through the 
Association of Enterprises. In 
addition, few small enterprises 
participate in the governmental 
organizations forum, which is a 
good opportunity.

Participants said they 
benefi ted from the event, and 
expressed the hope that it aids 
development of China’s seed 
industry in the future. “We 
are so glad that China Seed 
Workshop is receiving more 
and more recognition,” said 
CCM in a statement. “We will 
continue to provide high-quality 
market information and hold 
professional events to meet 
customers’ needs.”

—CCM International 

STATUS
ARGENTINA
THE THIRD edition of the 
Buenos Aires Seed Convention 
(BASC2012), hosted by the 
Cámara De Semilleristas De 
La Bolsa De Cereales (CSBC) 
at the Buenos Aires Sheraton 
Hotel and Convention Center 
from September 4 to 5, 2012, 
brought together companies 
working in seed research, 
breeding, production, trade 
and related services from 

Argentina, Australia, Brazil, 
Chile, South Africa, the United 
States and Uruguay, totaling 69 
representatives. 

The purpose of this annual 
event is to promote trade 
between local and foreign 
companies dealing in forage 
and turf species. BASC2012 
also offered members the 
opportunity to arrange one-
on-one meetings with potential 
business partners.

companies from other parts of 
the world.

CSBC members currently 
represent over 90 percent of 
the forage and turf seed market 
as well as related services. 
The institution celebrated its 
57th anniversary in November 
2012 and is proud to host 
this type of initiative, which 
contributes to the development 
and professionalization of this 
industry in Argentina.

Colleague companies are 
invited to participate in 
BASC2013 and experience the 
event that has gained its place 
on the international agenda of 
the forage and turf seed sector. 
Further information is available 
at www.csbc.com.ar.

—María Añón, Cámara de 
Semilleristas de la Bolsa de 
Cereales

Brought to you by:

www.farm-king.com

PARTICIPANTS 
ANALYZED THE 
CURRENT SITUATION 
AND GLOBAL 
OUTLOOK FOR THE 
SECTOR, EXPLORED 
DIFFERENT BUSINESS 
OPPORTUNITIES 
AND MADE 
NEW CONTACTS. 
MANY MEETINGS 
CONCLUDED WITH 
FIRM TRANSACTIONS 
AND FUTURE LINES 
OF WORK.

Throughout the two days, 
participants analyzed the 
current situation and global 
outlook for the sector, explored 
different business opportunities 
and made new contacts. Many 
meetings concluded with fi rm 
transactions and future lines 
of work. Above all, closer links 
were established between 
companies from the region and 
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Your Seed is in 
Good Hands

Krauter  
Solutions

michael@krauter-storage.com
www.krautersolutions.com

Contact us Today!
Ask for Mike at 800-992-2824

•	 Climate-Controlled Storage

•	 Growth Chambers

•	 New	&	Retrofitted	Systems

™
•	 Our patent-pending

STATE
DAS WINS POSITION IN KEY 
TECHNOLOGY CASE
Dow AgroSciences LLC has won its 
motion for summary judgment in a key 
patent infringement lawsuit involving 
its Enlist Weed Control System. The 
lawsuit, fi led in December 2010 by Bayer 
CropScience SA, alleged that DAS’ 
herbicide tolerance technology infringed 
one of its patents. In a recent ruling, a 
federal district court sided with DAS, 
determining that its Enlist technology 
does not infringe Bayer’s patent, and that 
Bayer’s over-broad interpretation of its 
patent claims would render them invalid. 
“The court correctly found that DAS did 
not infringe Bayer’s intellectual property,” 
said William Wales, vice president and 
general counsel for DAS. “DAS remains 
committed to ensuring our Enlist 
technology is available for farmers as they 
struggle with weed control issues.”

NATIONAL
MONSANTO OFFERS 
ROYALTY-FREE ACCESS TO 
BIOTECHNOLOGY
Monsanto Co. will provide a royalty-
free research license to the academic 

community and other non-profi t research 
institutions to a newly-issued U.S. 
patent related to the Agrobacterium
transformation method. The 
announcement has the potential to further 
advance research and development of 
new technologies in row crops such as 
soybeans, cotton and canola, as well as 
specialty crops such as alfalfa, potatoes, 
tomatoes, and sugar beets. “We hope that 
access to one of the leading agricultural 
biotechnologies can further both the 
enablement and development of key 
agriculture solutions for farmers and 
consumers alike,” said Robb Fraley, chief 
technology offi cer for Monsanto and also 
one of the leading scientists behind the 
discovery.

INTERNATIONAL
SYNGENTA AND RUSSIA SIGN 
LETTER OF INTENT
Syngenta, in conjunction with the 
Governor of Krasnodarskiy Krai, Russia, 
has signed a letter of intent to invest 
up to $85 million in the construction 
of a hybrid seed and crop protection 
production facility. “Technology will play 
a key role in realizing Russia’s ambition to 
intensify its agriculture sustainably. This 

also represents a signifi cant economic 
opportunity for Russian farmers. It is 
therefore vital that they have access to 
high-quality crop protection products 
and hybrid seed,” says John Atkin, chief 
operating offi cer of Syngenta. Subject 
to obtaining the necessary local permits 
and approvals, Syngenta expects to 
commence production of hybrid seed in 
2015 and of crop protection products in 
2016.

BASF TO ACQUIRE BECKER 
UNDERWOOD
BASF plans to acquire Iowa-based 
Becker Underwood for US$1.02 billion. 
Becker Underwood is a global provider 
of technologies for biological seed 
treatment and seed treatment colors 
and polymers, as well as products in the 
areas of biological crop protection, turf 
and horticulture, animal nutrition and 
landscape colorants and coatings. Becker 
Underwood has 10 production sites 
worldwide and 479 employees. As part of 
the acquisition, BASF’s Crop Protection 
division will create a strategic global 
business unit called Functional Crop 
Care. The unit will merge BASF’s existing 
research, development and marketing 
activities in the areas of seed treatment, 
biological crop protection and plant 
health, as well as water and resource 
management, with those of Becker 
Underwood. The purchase is subject to 
approval by the responsible authorities. 

FSANZ CALLS FOR 
SUBMISSIONS ON GM 
APPLICATION
Food Standards Australia New Zealand 
is inviting submissions on an application 
to change the Food Standards Code to 
allow the production of food derived 
from a genetically modifi ed canola. 
FSANZ CEO, Steve McCutcheon, said 
the application from Monsanto Australia 
sought permission to allow the production 
of food derived from a canola that’s been 
genetically modifi ed to be tolerant to 
the herbicide glyphosate. “The FSANZ 
safety assessment found there are no 
human health or safety concerns and 

REGULATORY ROUNDUP Keeping you informed of legislative and regulatory changes at 
the state, national and international levels—from lawsuits to 
approvals to other regulatory issues affecting your business.
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The SeedSeller Training Journal is the only monthly publication 
dedicated to selling seed. Used by companies, retailers and 
cooperatives across the world to help train their entire sales forces, 
SeedSeller Training Journal will help keep you and your team 
focused, motivated and ready to sell each and every month.

Make sure all members of your sales teams have their 
own subscriptions by signing them up today!

• Only $110 per year for 8 issues (within the U.S.)  
• $125 per year for 8 issues (outside the U.S.)
• Team subscriptions available

SeedSeller Training Journal is the most  
cost-effective training tool available. 

Subscribe today, 
sell more today!

SeedSeller Training Journal

Subscribe today!
SeedSellerJournal.com
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that food from this canola line is as 
safe for human consumption as food 
derived from conventional canola,” said 
McCutcheon. “FSANZ is taking comments 
from government agencies, public 
health professionals, industry and the 
community on the application.” 

EU CONFIRMS FARMERS’ 
RIGHT TO CULTIVATE GE 
CROPS
The European Court of Justice has 
clarifi ed the legal requirements for the 
cultivation of genetically engineered 
crops in the member states of the EU. 
The Court confi rmed that additional 
national authorization procedures, 
introduced on top of the existing approval 
process conducted by the European Food 
Safety Authority, were unlawful. It also 
declared that co-existence measures 
are not mandatory to grow GE plants. 
“The cultivation of GE organisms such as 
the MON 810 maize varieties cannot be 

made subject to a national authorization 
procedure when the use and marketing of 
those varieties are authorized,” the Court 
of Justice said in a statement.

SYNGENTA CORN TRAIT 
PENDING DEREGULATION
Syngenta has announced that the U.S. 
Environmental Protection Agency has 
granted registration of its Agrisure 
Duracade trait. This follows the 
completion of the U.S. Food and Drug 
Administration consultation process 
in February, which determined that the 
trait is as safe for human and animal 
consumption as conventional corn. The 
Agrisure Duracade trait expresses a 
unique protein (eCry3.1Ab) for control 
of corn rootworm. “Pending full USDA 
deregulation, the new trait will be stacked 
with the Agrisure RW trait to provide 
growers with dual modes of action 
against corn rootworm, allowing them to 
grow more corn while also countering the 
development of insect resistance in fi elds 

and sustaining insect control solutions,” 
says David Morgan, president of Syngenta 
Seeds Inc. and Syngenta North America 
regional director.

UKRAINE ABOLISHES GMO 
LABELING
The Ukraine Cabinet has abolished 
compulsory labeling of products that 
do not contain genetically modifi ed 
organisms. According to Mykola 
Prysiazhniuk, Minister of Agrarian Policy 
and Food, the government has approved 
a bill that would allow producers not 
to specify that their products do not 
contain GMOs on the packaging. “We 
have reviewed and approved the bill, 
which provides for new conditions 
and requirements for the labeling of 
food products relating to the presence 
of GMOs. The information about the 
presence of GMOs on the products 
which contain them will be a binding 
requirement, and the manufacturer 
will carry responsibility for that,” said 
Prisyazhnyuk.
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26th ASTA
MANAGEMENT
ACADEMY

Beyond surface-level training

Participate in a management education 
seminar created specifically for you — a 
seed industry professional. Surrounded 
by your peers, you will discuss what 
key factors are driving the industry and 
learn the concepts and tools you will 
need to be a successful leader.

February 25–March 1, 2013
Purdue University | West Lafayette, Ind.

www.agecon.purdue.edu/cab/programs/asta

Contact: Aissa Good
(765) 496-3884
aissa@purdue.edu

Center for Food and
Agricultural Business
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PEOPLE NEWS
Ag Alumni Seed has named Jay 
Hulbert as its new president and CEO, 
succeeding retiring president Fayte 
Brewer. Most recently, Hulbert was the 
CEO of IGP and has previously served in 
a variety of capacities in the vegetable 
seed business. Ag Alumni Seed’s 
activities involve research, development 
and marketing of popcorn seed for 
domestic and international markets; 
contract seed production, and a private 
label licensing program. In addition, the 
company also releases wheat and oat 
varieties as well as advanced traits.

Sandra Peterson, chairman of the 
executive committee and CEO of the 
subgroup Bayer CropScience, has 
asked for her contract, which runs until 
summer 2013, to be terminated effective 
November 30, 2012. The supervisory 
board of Bayer CropScience agreed to 

INDUSTRY NEWS 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.

her request at a meeting held recently. 
Peterson became CEO of Bayer 
CropScience on October 1, 2010. Before 
moving to Bayer CropScience, she was 
a member of the executive committee of 
Bayer HealthCare since May 2005, and 
has headed up the Medical Care Division 
since January 2009.

Seedway has announced organizational 
changes in its vegetable seed business 
unit, with Dean Cotton assuming 
responsibility for vegetable seed sales, 
product line development and variety 
testing across Seedway’s entire market 
area. Ken Ludwig will manage wet seed 
product coordination and wholesale 
sales. Responsibility for grower sales 
management has been assigned to Roy 
Pearman in the northern sales region 
and Arlen Wood in the southern sales 
area. Dennis Shoop will continue to 
manage operations and Trent Aldous 

will manage vegetable business 
customer service and administration as 
well as IT functions for all of Seedway.

Illinois Crop Improvement has 
announced that Douglas Miller has been 
named the company’s CEO designate 
and will assume full responsibilities on 
January 1, 2013. Dennis Thompson will 
continue to serve as CEO in the interim, 
working with Miller on the transition of 
leadership. Miller formerly served as IL 
Crop’s seed technology manager and 
business development director.

Becker Underwood has increased its 
strategic account services team with the 
advancement of Phil Shelley and Breann 
Hammann to new roles as strategic 
accounts managers. The two will be 
Becker Underwood’s key relationship 
builders with the company’s largest 
customers. 
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•	8"	and	10"	diameter
	 models	available.
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	 in	selected	models.
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Valent U.S.A. Corp. has announced 
a series of strategic promotions. Rick 
Kraus has been promoted to senior 
manager of distribution strategy. Kraus 
will oversee strategic growth plans and 
initiatives of each distributor account 
and manage the team of national 
account managers. Mike Riffl e has 
been promoted to manager of national 
sales and market development for Valent 
Professional Products and will oversee 
the technical and sales teams within the 
VPP segment. Joe Chamberlin has been 
promoted to fi eld market development 
specialist and market development 
manager for VPP. Scott Halley has 
been named western seed protection 
specialist for the seed protection 
research team. Halley will oversee the 
regional research and fi eld testing of 
sugar beet and cereal crops, and provide 
technical support for sales teams in the 
western United States. Valent plans to 
develop a detailed plan for adding new 
territories in strategic market segments.

PRODUCT NEWS
This coming planting season, farmers in 
four Midwestern states will participate 
in Monsanto’s testing program for 
FieldScripts, the company’s fi rst 
product from the Integrated Farming 
Systems platform. FieldScripts provides 
farmers with a new approach to boost 
on-farm productivity while supporting 
more sustainable agriculture systems. 
Monsanto anticipates FieldScripts will 
be launched in the Dekalb corn brand 
in Illinois, Iowa, Indiana and Minnesota 
in 2014.

TJ Technologies Inc. has received 
notifi cation that a specially-formulated 
version of QuickRoots has been 
registered by the Organic Materials 
Review Institute. The new formulation, 
QuickRoots Organic ST, is now available 
and will be marketed through a 
partnership with Incotec to the organic 
market. The relationship with Incotec 
gives those in the organic market an 

opportunity to access QuickRoots 
Organic ST. The product will be marketed 
as a seed treatment offered by Incotec.

TJ Technologies Inc., a developer and 
provider of plant-focused microbial 
technologies and micronutrient 
products, has reached an agreement 
where Beck’s Superior Hybrids will 
treat seed corn with a proprietary TJ 
Technologies QuickRoots seed treatment 
formula designed specifi cally for Beck’s. 
Beginning with the spring 2013 growing 
season, all of Beck’s corn seed will have 
this innovative microbial seed treatment 
technology on seed.

U.S. and Canadian farmers can plan 
for 2013 spring planting with Pioneer 
brand corn products featuring Optimum 
AcreMax XTreme insect protection 
technology. DuPont Pioneer has 
received all necessary regulatory 
approvals for import into major world 
markets. Optimum AcreMax XTreme 
products offer growers a single-bag 
refuge option in areas of the Corn Belt 
requiring protection from both above- 
and below-ground insects and also offer 
herbicide tolerant traits—Roundup 
Ready 2 and LibertyLink traits—including 
those hybrids acting as refuge plants.

Monsanto’s Genuity VT Triple PRO 
RIB Complete has received registration 
from the United States Environmental 
Protection Agency, completing federal 
regulatory authorization in the U.S. 
Monsanto anticipates offering the 
majority of its Genuity VT Triple PRO 
portfolio in the U.S. Corn Belt available 
as a Genuity RIB Complete corn 
blend product for the 2013 growing 
season. Monsanto also announced 
that U.S. farmers will have a stronger 
line of defense in 2013 with the 
planned introduction of Acceleron 
seed treatment products with a new-
generation fungicide for soybeans and 
cotton. The products contain multiple 
modes of action to deliver more complete 
and consistent disease protection, 
including a new fungicidal active 
ingredient.
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BUSINESS NEWS
S&W Seed Co. has purchased the rights to a portfolio of alfalfa 
varieties suited for colder climate conditions. The acquisition 
will help enable S&W to participate in marketplaces for dormant 
alfalfa varieties, particularly in countries which do not currently 
allow genetically modifi ed seed. S&W expects to have seed 
available for sale in the fall of 2013. S&W Seed Co. has also 
acquired Imperial Valley Seeds Inc., a marketer of non-dormant 
alfalfa seed varieties to markets principally in the Middle East, 

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 

North Africa and Latin America. IV Seeds is the marketing arm 
of Imperial Valley Milling, a Holtville, Calif.-based producer 
and processor of alfalfa seeds, and will continue to source 
its production from IV Milling under the terms of a long-term 
supply contract between the two companies. 

Monsanto Co. and Alnylam Pharmaceuticals Inc. have 
formed a strategic alliance to advance biological technologies in 
the fi eld of agriculture. The new alliance brings Alnylam’s broad 
RNAi-based intellectual property and proprietary technologies 
to Monsanto’s new BioDirect technology, which aims to deliver 
innovative biological solutions for farmers. Under the terms of 
the agreement, Monsanto receives worldwide, exclusive rights 
to use Alnylam’s platform technology and IP in the fi eld of 
agriculture, including the ability to grant sublicenses.

Syngenta has agreed to acquire Pasteuria Bioscience Inc., a 
U.S.-based biotechnology company. Since 2011 Syngenta and 
Pasteuria have had an exclusive global technology partnership 
to develop and commercialize biological products to control 
plant-parasitic nematodes, using the naturally-occurring soil 
bacteria Pasteuria spp. The fi rst product will be a seed treatment 
to protect against soybean cyst nematode, to be launched in the 
United States in 2014. 

Dow AgroSciences LLC has acquired the assets of Cal/West 
Seeds, based in Woodland, Calif. Cal/West is a leading supplier 
of alfalfa, clover and other crops to seed companies and 
growers in the United States, Canada and 25 other countries 
around the world. Under the terms of the agreement, DAS will 
acquire all of Cal/West Seeds’ assets, which include Cal/West 
and Producer’s Choice brands, Cal/West SRL Argentina, and 
the company’s research and development technologies and 
genetics programs, as well as production facilities in California, 
Washington and Wisconsin.

S&W Seed Company has signed agreements with Monsanto 
and Forage Genetics International LLC that will enable 



How much is timely seed 
industry news worth to you?

EVERYTHING!

SubScribe today at  

SEEdWoRld.com/SEEdWEEk

SEEd WEEk is an e-newsletter that provides you with breaking news on the 
american and international seed industry as it affects your business.

~
trends affecting the seed industry

the latest in company mergers  
and acquisitions

research breakthroughs

industry personnel changes 

product and equipment news



112 SEEDWORLD.COM

Seed and grain
cleanerS

for the world

Crippen Northland
Superior Supply Co.

8-851 Lagimodiere Blvd. 
Winnipeg, MB

Ph: 204-925-6141
www.northlandsuperior.com

Air Screen Cleaners

Indented Cylinder Length Separator

Gravity Separator

http://en.woksm.com
E-mail:lzok@woksm.com
Tel: + 86(931) 8235779
Fax: + 86(931) 8235907

China Gansu Jiuquan 
OK Seed Machinery 
Co., Ltd.

multiple seed 
separator

http://en.woksm.com
Email: lzok@woksm.com
Tel: +86 (931) 823 5779
Fax: +86 (931) 823 5907

http://en.woksm.com
E-mail:lzok@woksm.com
Tel: + 86(931) 8235779
Fax: + 86(931) 8235907

China Gansu Jiuquan 
OK Seed Machinery 
Co., Ltd.

multiple seed 
separator

China Jiuquan Ok Seed 
Machinery Co.,Ltd

the company to produce and sell seed of approved varieties 
containing Monsanto’s Roundup Ready trait. FGI has also agreed 
to incorporate the RR trait into specifi c S&W-developed varieties 
previously selected for high yield and salt tolerance. Non-biotech 
varieties of alfalfa seed will continue to be a primary focus for 
S&W in international markets where biotech varieties have not 
been approved. S&W will also continue to ensure its classically-
bred varieties are grown under strict guidelines requiring 
isolation and quality control in processing. Any biotech varieties 
ultimately produced by S&W will be targeted for sale to U.S. 
domestic customers, at least initially.

HM-Clause has acquired the vegetable seeds operations 
of Campbell Soup Company in Davis, Calif., including the 
company’s research facility for vegetable breeding and seed 
development. The center also sells seed to farmers and 
growers around the world. The seed operation has 19 full-time 
employees based in California, all of whom will join HM-Clause. 
“This acquisition reinforces our existing efforts in tomato and 
pepper research. Working together, we expect the addition 
of these programs and staff from Campbell will accelerate 
the growth and expansion of our business,” says Matthew 
Johnston, CEO of HM-Clause.

INDUSTRY NEWS
A joint initiative of AusBiotech, CropLife Australia, 
Grains Research and Development Corporation and the 
National Farmers’ Federation has launched the Agricultural 
Biotechnology Council of Australia to act as a national 
representative organization for agricultural biotechnology. 
ABCA’s work aims to place biotechnology and gene technology 
into context as invaluable innovations for Australian agriculture, 
thereby ensuring that science guides public policy for the future 
of farming in Australia. “Biotechnology provides benefi ts to 
both farmers and consumers, and important improvements are 
helping farmers to protect their crops from pests, diseases and 
droughts to provide consumers with increased yields,” says Anna 
Lavelle, CEO of AusBiotech.

The Association of Offi cial Seed Certifying Agencies has 
launched the AOSCA Organic Seed Finder website. The 
purpose of the Organic Seed Finder website is to allow vendors 
of organic seed to post their available varieties in a central online 
location where potential buyers can search for the varieties they 
need. It will also be a valuable resource for organic certifi ers, 
who need access to documentation of the types and varieties of 
organic certifi ed seed available to organic growers. The Organic 
Seed Finder site is available free of charge for anyone searching 
for organic seed varieties.
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Bayer CropScience has established a dedicated Bee 
Ambassador Program to bring more awareness and 
knowledge about bees to communities throughout the United 
States. To foster an environment of collaboration, Bayer’s 
Bee Ambassador Program will integrate key topics related to 
honey bee management and health with the biggest issues 
facing agriculture. Through the program, the ambassadors will 
engage at the local level with beekeepers, farmers, researchers, 
government offi cials, educators, non-government organizations 
and the general public about the value of honey bees and the 
challenges they face.

A recent report entitled ASTI Global Assessment of Agricultural 
R&D Spending, published by the International Food Policy 
Research Institute’s Agricultural Science and Technology 
Indicators initiative and the Global Forum on Agricultural 
Research, reveals trends in research and development spending 
from 1981 to 2008. Global public spending on agricultural 
research and development increased 22 percent from 2000 
to 2008—from $26.1 billion to $31.7 billion. China and India 
accounted for nearly half the increase, and spending also rose 
in other countries, including Argentina, Brazil, Iran, Nigeria and 
Russia. Most notably in Brazil and China, long-term government 
commitment has fueled increased agricultural productivity. This 
demonstrates the benefi ts of sustained government investments.

The Donald Danforth Plant Science Center’s Institute 
for International Crop Improvement has been established 
to expand research efforts, trait improvements, product 
development and biosafety to include a greater range of food 
crops. The aim of the IICI is to bring improved crops that yield 
more per acre, are richer in essential nutrients and resistant to 
disease, insects and drought to farmers. The IICI, directed by 
Paul Anderson, will expand and assist partnerships to focus on 
staple crops, such as sweet potato, banana, cassava, sorghum, 
corn, rice, groundnuts, millet and cowpea. Anderson and his 
team will also provide advice and oversight to assist other 
institutions that are working through the process of fi eld trials 
and safety testing.

Higher yields, improved pest and disease resistance and 
enhanced nutritional value are among the potential benefi ts 
of an international scientifi c research effort that has resulted 
in an integrated physical, genetic and functional sequence 
assembly of the barley genome. The new resource, produced 
by the International Barley Sequencing Consortium, which 
includes the French Genomic Resource Center, will facilitate 
the development of new and better barley varieties. It should 
also help in the fi ght against cereal crop diseases, which cause 
millions in losses every year. The fi ndings have been published in 
the journal Nature.
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LESSONS FROM LICENSORS

“It’s very challenging for an independent seed 

company to posit ion themselves in today ’s 

marketplace. The corn trait and genetics portfolio is more 

rapidly changing and complicated than ever before, and of 

course industry competition never relents for a moment. Like 

any business, an independent has to determine how to be 

different from their competition, and not just different, but 

better. I believe that most independents are doing this. It’s 

interesting that many continue to grow, even though the 

overall segment has shrunk recently due to acquisitions. This 

tells me that most are positioning their businesses well and 

have found a path that brings unique value to the grower.”  

— Ron Wulfkuhle, head of GreenLeaf Genetics LLC

SEED SHORTAGE

“Every production year has its challenges, but 2011 was 

certainly one of the most challenging for the entire seed 

industry,” says John Latham, president of Latham Hi-Tech 

Seeds, based in Alexander, Iowa. According to Latham, his 

territory “experienced extreme heat during corn pollination, 

excessive winds, literally hurricane-force winds, in July and 

August, plus an early frost on September 15. It’s no wonder 

seed supplies will be tight for corn and even some soybean 

products.”

From drought to intense heat, and in some regions localized 

f looding, seed production regions across the country saw 

a wide range of inclement weather throughout 2011. As a 

result, many regional seed companies from Iowa to California 

reported tight supplies of some varieties in 2012. “It’s an 

interesting time, because demand for seed corn has increased, 

while supplies are limited,” says Latham. 

MOMENTS 
IN TIME

Looking back at the trends, key events and interesting 

quotations from Seed World in 2012 that will define the seed 

industry in years to come.

TOTAL TRACEABILITY 

“There have been a couple of commercial growers that put 

barcodes on bags of onions, and you could go on the website 

and find out where the onions were harvested. There are 

some growers or shippers who are starting to see that as a 

marketing advantage,” says Wayne Gale, president of Stokes 

Seeds. “The old barcode is very limited, but the new barcodes 

can contain a lot more information than a number—they can 

contain all sorts of information, and the grocer would perhaps 

only harvest a bit for pricing, but they could also record other 

information, such as who produced [the product], when it 

expires—all sorts of other information could be kept in their 

database.”

ACCORD AT A GLANCE

The American Seed Trade Association and the Biotechnology 

Industry Organization are developing a framework 

called the Accord which will create a smooth 

transition from proprietary events to generic events 

in the seed industry. A few key elements of the Accord 

include the following:

•  It’s voluntary and open to any entity to become a signatory.

• It’s a contractually binding process.

•  There is increasing responsibility dependent on whether 

the signatory has a patented biotech event or intends to 

commercially utilize the event once its patent expires.

•  It will be comprised of two new agreements: the Generic 

Event Marketability and Access Agreement and the Data 

Use and Compensation Agreement.
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RECOMMENDATIONS TO  

PROMOTE SUSTAINABILITY

The United Nations High-Level Panel on Global 

Sustainability presented 56 recommendations in 2012 to 

advance its vision for a sustainable planet, a just society 

and a growing economy. Some of the recommendations 

directly related to agriculture are as follows:

•  Governments and international organizations should 

work to create a new green revolution—an “ever-

green revolution”—for the twenty-first century that 

aims to at least double productivity while drastically 

reducing resource use and avoiding further loss of 

biodiversity, topsoil loss and water depletion and 

contamination, including through the scaling-up of 

investment in agricultural research and development, 

to ensure that cutting-edge research is rapidly moved 

from laboratory to field.

•  Governments should work towards agreement on 

global principles for sustainable and responsible land 

and water investment deals, including ongoing efforts 

to promote responsible agricultural investment, with 

particular emphasis on protecting the rights and 

livelihoods of poor people who depend on these 

basic resources, while ensuring environmental 

sustainability.

•  Governments should establish and scale up integrated 

water resource management schemes, bearing in mind 

that water plays multifaceted roles, including for 

drinking, sanitation, agriculture, industry and energy.

•  Governments should work in concert with appropriate 

stakeholders to ensure universal access to affordable 

sustainable energy by 2030, as well as seek to double 

the rate of improvement in energy efficiency and the 

share of renewable energy in the global energy mix. 

Governments and international organizations should 

promote energy-saving technologies and renewable 

energy through the incentivization of research and 

development and investment in them.

For an archive of past Seed World issues, visit  
SEEDWORLD.COM.

MAKING YOUR VOICE HEARD

“The future of the seed industry is extremely bright. 

We have evolved into a critical enabling player in 

driving food security, productivity, sustainability, 

alternative energy and environmental conservation. 

However, with this recognition comes a responsibility 

to continue to deliver results. This will be a challenge in 

the face of volatile markets and growing seasons. Our 

continued success depends on knowing we have a business 

structure that respects intellectual property rights, which 

opens markets and makes the movement of seed more 

f luid. Each region and species group has its own special 

challenges which deserve attention. We hope you all take the 

opportunity to tell your story and make your voice heard!” 

—Mike Gumina, vice president of production and safety, 

health, environment/risk management for Pioneer Hi-Bred 

and outgoing chairman of the American Seed Trade 

Association.

SIZING IT UP

The most recent data on farm size in the United States, 

which comes from the 2007 Census of Agriculture, show 

that concentration of production in agriculture has increased 

in the last five years. In 2002, 144,000 farms produced 75 

percent of the value of U.S. agricultural production. In 

2007, the number of farms that produced that same share of 

production declined to 125,000.

“There is no doubt that farm numbers in the U.S. continue to 

decrease and the average size of farms continues to increase,” 

says Rod Osthus, president of R.C. Thomas Company. 

“Farming is no different from every other industry in the 

United States. Virtually all of business segments either 

have consolidated or are consolidating at some level, some 

industries more than others.”

Successful seed companies, and sales reps, will be the ones 

who can adapt to the different sets of needs the quickest 

going forward. “Working with large farmers is not 

about managing them as customers. They are already 

good managers,” says Osthus. “Instead, it means leading 

them. When you lead them, they follow, because I haven’t 

met a large farmer yet who didn’t want to learn something 

new so he could continue to grow his business.”
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Gi a nt  v iews  requ i re 
p e r s p e c t i v e :  f i n e -
tuned, time-enduring, 

experience-driven perspective. 
During the past two decades, The 
Context Network has developed 
a uniquely keen understanding 
of the seed industry through 
our work with the world’s seed 
leaders in discovery, innovation 
and growth. 

In the decade ahead, much will be required of seed industry 
participants working to compete, enhance market position 
and grow profitably. Understanding three components—the 
field of play, the level of play and the new components to the 
game—allows seed industry executives to carefully strategize 
and execute the best means to achieve those goals. 

Field of Play
Some of the most dramatic changes are now structural fixtures 
and, like any sport, completely understanding the field of play or 
the structure of the industry in which you participate is critical. 

Consolidation in the field crop seed industry has been 
dramatic and is unlikely to reverse. Product development is now 
in the hands of a few giant players. Although a few niche markets 
exist, they are limited. Anyone wishing to participate in the broad 
market must go to one or more of these players if they are to have 
competitive products. Trait performance and market acceptance 
of traits have driven this. Again, this is unlikely to reverse. 

Many additional issues define an entity’s field of play, 
including intellectual property, overall pricing levels, grower 
demographics, farm income, communication technology, etc. 
Each is critical and impacts both how the game is played and 
what resources are needed to play successfully. The successful 
business of the future will have the courage to carefully 
understand the field of play and to be honest about how it 
impacts them. 

Level of Play
Basketball is a great example of strategic teamwork. But during 
the past 40 years, the level of play has changed dramatically. A 
typical guard used to be six feet tall, 150 pounds and perform 
solid lay-ups. Today’s guards are six-foot-five, 210 pounds, and 
with a two-step leap, can dunk the ball from the free throw line. 
The rules of the game, the court and the field of play are the 
same, but as in the seed world, the “level of play” has intensified 
dramatically.

Putting a Vision for the 
Seed World in “Context”

Inventory management has always been a fundamental (key 
success factor) for seed companies. The vast number of new traits 
and seed treatments within a company’s inventory has intensely 
raised the complexity and importance of this function. Annual 
hybrid refreshment rates have advanced from roughly 10 percent 
to near 30 percent. No longer is contra-season production an 
emergency measure to fill holes but an increasingly important 
component of a successful inventory management program. 
Forecasting sales has continued to grow more difficult. We only 
see it becoming more important in the future. 

Other functions of a traditional seed company are still 
fundamental, but must be played at ever-higher levels. Product 
placement, seed treatment, customer information management, 
customer relationships, etc., are areas where the need for 
proficiency will be higher. Successful companies of the future 
either need to perform all these functions at the new and 
higher “level of play” or partner with others who can help them 
effectively compete at that level. 

New Components to the Game
Precision agriculture tools top the list of game changers for 
the industry, as they allow precision product placement and 
management at levels never imagined 20 years ago. Data storage, 
processing technologies and applications almost instantaneously 
allow growers to turn data into information and communicate 
it to suppliers and partners, all while moving real-time across 
their fields. 

Similar updates in breeding, product testing and agronomic 
management have changed the level of knowledge and 
education required. Crop production factors including resistance 
management, the integrated use of crop protection chemicals, 
biologicals, traits, and soil fertility and composition management 
are all part of an equation that can significantly increase a 
grower’s yield. Seed companies will need employees who will 
provide growers with expertise, or growers will get it elsewhere.

The Vision
Continued success in the seed industry will require dedicated study 
and aggressive exploration. Innovative action must be applied 
as companies retrain and retool—readying them to compete 
effectively and perform at ever-higher levels into the future. 

Tray Thomas, founding partner, The Context Network
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