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ONLINE RESOURCES FOR THE SEED INDUSTRY

Hear from some of the bright lights in the seed 
industry. New Giant Views of the Industry video clips 
on topics ranging from consolidation to the forage 
industry have now been posted.

“One of the key things any company has to do is think 
about what their key source of differentiation and 
sustainable advantage is … and for smaller, regional 
companies it may be their customer relationships.”

—Michael Boehlje of Purdue University

Find this clip and others at SEEDWORLD.COM.

Agriculture’s Environmental Footprint
Becker Underwood has released a new video on 
sustainability called, “Feeding the World Using 
Soybean BioStacked Sustainable Technologies.” To 
show how seed will help feed a growing population, 
the video analyzes one of Becker’s flagship 
products—Vault HP.

SUSTAINBU.COM/FEEDING-THE-WORLD

2012 World Seed Congress
Online registration for the International Seed 
Federation 2012 World Seed Congress opens on 
January 4, 2012. The congress will take place in 
Rio de Janeiro from June 26-28. Visit the website 
for more information, to register and to follow the 
congress updates.

WORLDSEED2012.COM

Keep up with all the seed industry events at 
SeedQuest.com
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WITH THE increased use of technology comes an 
increased amount of data—information stemming 
from plant breeding research, lists of seed inventories or 

results from numerous variety trials. Fortunately, new computer 
software is helping the seed industry manage the overload.

Complete Databases
AGROBASE Generation II, developed by Agronomix Software 
Inc. in Winnipeg, Man., is one information-management tool 
designed specifically for the seed industry. President Dieter 
Mulitze says the system allows for the processing and handling 
of large volumes of data. It can perform statistical analysis and 
trial comparisons, maintain a seed inventory system, support 
all stages of a plant breeding program and store images among 
many other functions. 

“It’s a pretty inclusive package, and it’s the result of input 
from breeders around the world,” says Mulitze, who has a 
background in both information technology and plant breeding. 

Agronomix Software’s clients include seed companies, 
universities and government research organizations from 40 
countries around the world. Mulitze also offers regional training 
courses for clients to learn more about the software. Recently, 
he returned from a trip to India where he provided software 
training to a seed company which had been using Microsoft 
Excel spreadsheets and performing very little data analysis. 

AG DATA
Dealing with 

New computer software is helping the seed industry manage and process large amounts of 
plant breeding, seed inventory and variety trial data more effi ciently.

“They’re facing growing competition from larger seed 
companies so they’re really thankful for a system like this … 
a highly relational database, which helps them do things they 
weren’t able to do before, and do them faster,” he says. 

Software like this increases the probability of developing 
and releasing the next royalty-paying variety because it cuts 
down the time needed to analyze large amounts of data, says 
Mulitze, adding that AGROBASE Generation II, a relational 
software system that links all the data together, is customizable 
to each company and includes online tutorials.  

PRISM software, which is sold by Central Software 
Solutions in Vermillion, S.D., is also customizable, according to 
president Greg Van Holland. 

PRISM, which stands for Plant Research Information 
Sharing Manager, provides solutions for data related to plant 
breeding, including nurseries and inventories, yield trials, test 
strips and statistical analysis. “It’s well-tested software that helps 
companies efficiently manage the data as they bring hybrid 
varieties to market,” says Van Holland.

The software debuted on the market in 1997, but was 
recently updated. “It’s essentially the same software, but we 
rewrote it and we’ll continue to make enhancements and add 
features to it,” says Van Holland, noting that molecular marker 
tracking may be added in the future, which could benefi t larger 
seed companies. 
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Across the pond, Doriane Research Software and 
Consulting in Nice, France also offers computer software 
designed for the seed industry. The French company markets 
Labkey software, a centralized data management program for 
research departments in the seed business. 

“It’s an integrated software [system] that helps research 
departments share data quickly between different areas of 
the business,” says Tristan Duminil, business engineer for 
the company. “And it’s a database system which requires 
confi guration. So we work with clients to make the confi guration 
fi ts with their company requirements.” 

Recently, Doriane expanded its business and developed 
new software called Labkey Mobile, which can be downloaded 
directly from the Internet. “Many companies are interested in 
data collection in the fi eld because it’s a lot of work to make the 
observations on paper in the fi eld and then go back to the offi ce 
and input all that data into the centralized database. That’s time 
consuming and there can be errors,” says Duminil, noting that 
you can use Labkey Mobile with any database system. 

The Labkey Mobile software can be used without any 
consultation with Doriane, says Duminil, adding that online 
video demonstrations allow companies to build their own 
confi guration.

Inventory Innovation 
Inventory software has also been developed for the seed industry. 
Pacifi ca Research in Brawley, Calif., has been providing inventory 
control software to seed companies for more than 25 years.  

Dennis Cady, partner and president of the company, says 
his Pilot software has been available for six years, with the 
seventh version of the software released in January. Pacifi ca, 
the predecessor to Pilot, was on the market for about 17 years. 
“The industry changes constantly, and we’re always trying to stay 
ahead of what the industry requirements are,” he says.  

The Pilot software is a simple system to operate, says Cady, 
and is very easy to customize. “If they don’t use certain features 
they can turn those off so they’re not distracting to their users,” 
he adds. 

“[We offer] one of the few products out there that had its 
start in the seed industry instead of taking inventory control 
from some other industry and trying to make it work for the seed 
industry, which is usually not successful,” says Cady. 

Seed companies require very strict inventory control, 
and sometimes must keep track of a lot of information for an 
extended period of time. “Our software helps companies do 
this,” he adds.

The Independent Professional Seed Association’s new 
inventory and sales software, which is targeted at smaller, 
regional seed companies, also helps seed companies manage 
their operations. The software, called IPSA Advantage, Version 
1, was developed by IPSA in conjunction with Darrough 
Consulting Services in St. Louis, Mo. 

IPSA Advantage manages seed company business 
components as well as providing the user with a customer 
relationship management tool. IPSA CEO Greg Ruehle says 
that prior to the software’s development, several IPSA member 
companies had expressed an interest in developing software that 
better fi t their needs. “They wanted something that was more 
adaptable to what makes one company unique from another,” 

A screen shot of the Order Module Delivery screen from the IPSA Advantage 
software developed by Darrough Consulting Services. 

A screen shot of the Main Inventory Listing screen from the IPSA Advantage 
software developed by Darrough Consulting Services. 
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he says. “So we provided some money to Darrough Consulting 
to develop software that we would own, [and which] would be 
available to our members to help them manage inventory and 
reporting requirements,” he says.

The software was launched in the fall of 2010, and Ruehle 
says there’s been good uptake among IPSA members. Over the 
past year, constant adjustments were made to the fi rst version 
of the software based on user feedback. IPSA hopes to release 
the second version of the software in the near future. “A new 
feature will include an interface with QuickBooks so that 
you can download data from the IPSA Advantage program 
into QuickBooks and not have to rekey in your financial 
information,” he says. 

With the next version, Ruehle is expecting more companies 
to jump on board. “I think it will have a broader appeal and 
we’ll see another wave of adoption of the software among 
our members,” he says, noting that the implementation and 
maintenance of the software is available at a reduced cost to 
IPSA members. 

Darrough Consulting is also hoping to expand the reach of 
the IPSA Advantage software beyond IPSA members, says owner 
Danielle Darrough, and to expand the software to companies 
who have a different product line. “Primarily, we focused on 
corn, soybeans and wheat, and now we’re looking at expanding 
into other crops as well, such as fl owers and vegetables,” she says. 

The newly expanded software will be called SEEDS, which 
stands for Seeds is an Easy Everywhere Data System, and will be 
available in January. “This will be the same base software as IPSA 
Advantage but will be tailored to other crops and needs,” she says.  

 Both software programs, IPSA Advantage and SEEDS, are 
user-driven. “Our user-base dictates our enhancements. So it’s 
truly based on what a seed company needs to run their operation,” 
says Darrough. “And it’s designed to meet all the reporting 
requirements that they have with the trait and genetic suppliers.” 

The web-based software is also unique in that it’s a 
subscription-based model, says Darrough, which means an 
annual subscription fee includes all support and enhancement 
costs.  Teresa Falk

For more information on the computer software 
mentioned in the article visit the following websites: 

•  Agronomix Software Inc.—AGROBASE 
Generation II software—agronomix.com  

•  Central Software Solutions Inc.—PRISM (Plant 
Research Information Sharing Manager) 
software—teamcssi.com 

•  Doriane Research Software and Consulting—
Labkey software—doriane.com 

•  Independent Professional Seed Association—IPSA 
Advantage software—independentseeds.com 

•  Pacifica Research—Pilot software—
pacificaresearch.com 

Advanta US is an operating unit of Advanta, a global seed company.
© 2011 Advanta US, Inc.  SG (logo) is a registered trademark of Advanta US, Inc. D1724 SW
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THE SEED industry is benefitting from an explosion of lab-
based businesses which provide traditional and specialized 
services, including the use of genomics, molecular marking 

and other new tools that are helping to speed up genetic progress 
in both grain and vegetable crops.

Faster Variety Development
Mark Massoudi of California-based Ag-Biotech reports that his 
company is transitioning to SNP technology (single-nucleotide 
polymorphism), which is much quicker in determining DNA 
sequence variations. “This system lets us get results to clients in 
a speedy manner. Using this marker-assisted selection process 
enables breeders to more quickly rogue out undesirable plants,” 
says Massoudi, adding, “We just began using this technology and 
everything looks great.”

Quicker development of improved varieties is a primary 
mission of Ag-Biotech. “Our technology streamlines the 
breeding program with gene-specific marker evaluations. We 
also solve complex trait issues by enabling start-to-finish marker 
tracking,” explains Massoudi.

Instead of the usual five or six backcrosses, using 
SNP technology, his firm can “fast track” that single gene 
transgression in two backcrosses, producing a recurrent parent 
line that is 99 percent genetically identical to the original 
parent line.

However, the biggest value may come from the elimination 
of cumbersome marker-filtering steps and the need for in-house 
laboratory facilities. “We provide this service to any seed 

NEW TOOLS 
SPEEDING  
GENETIC 
PROGRESS
New lab-based businesses 
supporting the seed industry are 
helping lighten the workload.

company. Already many of the ‘big guys’ have become customers. 
Our service is especially valuable with the big cash crops like 
corn and sorghum,” Massoudi says. 

SNP genotyping in support of ag biotechnology is one 
of three focus areas for Fluidigm Corporation, a south San 
Francisco-based biotech tools company that creates microfluidic-
based chips and instrumentation for biological research.

“We have three systems [BioMark HD, EP1 and Access 
Array] that are used for different roles in agriculture,” says 
Howard High of Fluidigm. “We have a reusable version of one 
of our Dynamic Array chips that allow seed customers to achieve 
lower cost and we just launched some special configurations 
of chips that allow customers to run many samples against a 
focused number of SNPs.”

The Fluidigm 192.24 Dynamic Array integrated fluidic 
circuit is designed to genotype 192 samples against 24 SNP 
assays in a single run, providing 4,608 data points in just one 
hour.

Trait Testing Support
DNA LandMarks Inc., based in Quebec, Canada, just introduced 
a new technology platform that considerably lowers the cost of 
testing single DNA markers. “This makes screening for specific 
traits much more affordable and allows breeders to increase 
their use of this valuable tool,” explains Charles Pick, business 
development manager for DNA Landmarks. “Economical, 
high-throughput trait screening is imperative to maintaining a 
competitive breeding program in today’s market.”

Fluidigm has a reusable version of its Dynamic Array chips that allows seed 
companies to save on cost.
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Traditionally, complex traits were too diffi cult to manage 
using only phenotypic evaluations.  However, with DNA marker-
assisted breeding these traits can be dissected down to individual 
genes and tracked across generations of breeding populations.

Meanwhile, Wisconsin-based BioDiagnostics, Inc. with 
over 12 years in the seed genetics business, provides a complete 
line of genetic purity, trait purity, adventitious presence and 
standard seed-testing services, while continuing to expanding 
its molecular breeding services.

“Using molecular markers and genomics to select desirable 
traits makes plant breeding a more precise science, and ultimately 
more cost-effective when compared to more traditional plant 
breeding methods,” says Venkatramana Pegadaraju, manager of 
BDI’s molecular and genomics technology department. “At BDI 
we work closely with our customers to defi ne the needs of their 
breeding programs and then tailor molecular marker services to 
help achieve their desired goals.”

Plant breeders can benefi t from BDI services in various 
ways. One good example is trait introgression using marker-
assisted backcrossing, which is a cost-effective program using 
the SNP-based VerCode technology.  

“By using this system it is possible to achieve 95 percent 
of the recurrent parent genetic make-up within two backcross 
generations,” explains BDI’s Craig Nelson. “Also, BDI provides 
a DNA fi ngerprinting service to protect customer’s valuable 
intellectual property.” The DNA fi ngerprinting data can be 
used to create dendrograms to understand kinship relations in 
breeding material.

Solutions for Conventional and Biotech Traits
Providing a unique path to desirable crop traits is the 
patented technology developed by Cibus Global, a plant trait 
development firm with offices in the United States and the 
Netherlands. Called Rapid Trait Development System, this 
non-transgenic technology allows the plant to initiate its own 
natural changes, explains David Voss, Cibus vice president of 
commercial development.

In essence, Cibus can harness naturally occurring plant 
mutations to provide ‘seed stock’ for crop genome mapping to 
determine a targeted DNA sequence change. Cibus then uses 
RTDS technology to make those changes in a natural way. 

“We can only do what can occur in nature,” says Voss. In 
essence, that means they’ve learned how to harness the natural 
mechanism within the plant to make its own natural change, 
also referred to as mutagenesis technology. The United States 
Department of Agriculture has determined that the RTDS 
mutation-based technology does not qualify as a transgenic 
action. Instead, this technology develops seed that is considered 
conventional.

Due to marketing issues with genetically modifi ed crops, plus 
a growing concern regarding certain trait tolerance issues, there 
appears to be a revived interest in conventional seed stocks. And 
that’s no hindrance to these genetic service companies.

“Genomics itself is not a GMO technology but instead 
focuses on studying the genome and its variations throughout 
each crop,” says Pick of DNA LandMarks. “Therefore, it is well 
suited to non-GMO breeding programs, especially vegetable 
breeding. However, our technologies also complement GMO 
crops. For example, marker-assisted backcrossing is a key tool 
for rapid introgression of GMO traits from donor lines into 
commercial elite lines.”

Massoudi of Ag-Biotech says services can be tailored to meet 
any company’s needs—whether they are conventional or trait-
enhanced products. “It’s not our duty to ask, ‘what are you sending 
us?’ Because ours is basically an information-technology service we 
contract with customers on their specifi c needs,” he says.

If a company is dealing with non-transgenic traits, than 
Nelson of BioDiagnostics says the company ensures genetic 
purity. “We have validated our trait testing procedures with all 
of the major trait providers. In collaboration with Brown Seed 
Genetics and the Association of Official Seed Certification 
Agencies, BDI has worked to establish the Purity Plus testing 
program, the purpose of which is to preserve genetic purity and 
identify, increase the supply, and accelerate the distribution of 
non-GMO seed of improved corn varieties.”

Each of these service companies is aware of the challenges 
the seed industry needs to overcome in the face of a growing 
need to feed the world population. Their particular genetic 
technology tool chests can be determining factors in increasing 
crop yields, while saving time and money. Dick Hagen
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JOHN LATHAM is continuing a 65-year family tradition 
selling seed—a business his grandfather began in 1947 
when he saw a need for an independent seed company 

in Alexander, Iowa. Today, Latham Hi-Tech Seeds has grown 
to accommodate 250 dealers and 45 staff members in several 
states. But it’s no accident that Latham continues to grow. In 
today’s environment of rapidly fluctuating markets, it takes 
shrewd planning to forecast seed demand, and Latham takes 
this seriously in his business. 

“We’ve been able to change over the years to stay focused 
on our customers and what they need,” says Latham. The biggest 
change in his company’s territory in recent years, he says, is the 
dramatic increase in the amount of corn being grown. “We’re 
really kind of known for soybeans,” he says. “But with all the 
corn being grown we saw that was a business we should be a part 
of. In 2004 we got into the corn business, and we’ve been able 
to grow that business every year since.” 

This kind of adaptability and long-term planning, stemming 
from a customer-centered approach to doing business, is 
increasingly key for both independent and commercial seed 
sellers when it comes to forecasting yearly customer demand.

Long-Term Planning
“For most of us in the seed world, especially when it comes to 
new varieties, you have to plan three years out,” says Michael 

Forecasting  
the Future

With North American commodity markets as unpredictable as the weather and an increase in the 
use of technology impacting the business landscape, retailers and seed companies are having to 
keep up with changing trends in order to survive—and reaching out to growers in innovative ways.

Mazzocco, director of Verdant AgriBusiness Consultants. “For 
the larger families of companies like Monsanto and DuPont, 
they will have optimization models for how much of each variety 
to be growing at what stage, based on how much they want to 
have available in the market. It’s a multi-year planning horizon.

“The smaller companies have less territory that they’re 
trying to cover, so they’re generally trying to grow whatever 
they can for the next year,” he adds.

However, even smaller companies, if demand peaks for new 
varieties, need to factor in the extra time required to produce 
and have large quantities of those varieties in stock. Despite 
all the planning, forecasting future seed demand is always “a 
best-guess scenario.” Some parts of the process are entirely out 
of the seed retailer’s hands, no matter how carefully they select 
and stock varieties based on trends they observe and customer 
orders. “It is difficult to forecast what the right products are 
going to be,” says Latham. “You’ve got to bring out your crystal 
ball and figure out what the trends will be in the years ahead. 
That’s the biggest challenge in the seed business.”

Keeping in Touch
That “crystal ball,” to many seed retailers, is comprised of 
many things, including market reports and federal data—
and increasingly, communications technology. Latham’s sales 
representatives carry iPads, send out client surveys and use 
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agencies to call growers “and get a read on what they’re seeding.” 
Others send out mass emails or texts.

No matter what kind of technology or method of 
communication is used, according to Bradley Pinkerton, 
Manitoba marketing representative for SeCan, the bottom line is 
that seed retailers must stay on top of what their customers want. 
He says that part of the diffi culty in planning for the future 
is due to farmers leaving seed orders until as late as possible. 
“Our retailers are hearing from their customers later and later 
each year. That makes it challenging because you can’t clean a 
whole bunch of seed in 30 days. So our retailers rely on market 
signals—orders, sales, discussions—to make the decision about 
how much seed to clean.”

The onus, Pinkerton says, is on the seed retailer to ensure 
the lines of communication with customers stay open. “The 
biggest challenge with late orders comes to seed retailers who 
are order takers rather than order makers. An order maker is 
someone who gets on the phone and calls all the customers, 
while an order taker is someone who waits for the customer to 
call them,” he explains. 

Ultimately, if a seed retailer offers the best possible product 
and service to growers, the odds are they’ll have happy customers 
who order seed and follow through on the purchase—but 
communication is key here too. “That’s the type of relationship 
we’re looking for with our customers—a relationship where they 
tell us what they’re seeing and what they’re looking for, so we 
can stay ahead of the trend,” says Latham. “Those relationships 
are really the key for us in choosing products.” Julienne Isaacs

One-on-One Surveys
Some seed companies have actually drafted a survey 
that pinpoints seed priority needs—the idea is that 
representatives conduct a short survey with their 
growers, who rank the traits most important to them.

Traits that could be included on a survey could 
include:
• Yield
• Plant Height
• Insect Tolerance
• Fusarium Resistance
• Maturity
• Straw Strength
• Rust Resistance

“Our retailers rely 
on market signals.”

—Bradley Pinkerton of SeCan
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CONSIDERING THE rapid evolutionary pace of the seed 
industry, it’s no longer good enough to just peer into the 
future. Much like a football team needs to anticipate the 

next play, successful organizations, or champions if you will, 
are  willing to look around the corner to anticipate what lies 
ahead (although they can’t visualize it), and to make plans to 
respond accordingly.

The theme of this year’s Independent Professional 
Seed Association’s annual conference is “Champions of 
Independence.” In order to beat the competition, the need for 
IPSA, and its member companies, to look “around the corner” 
has never been greater.  This sentiment was broadly shared 
by the large group assembled to participate in IPSA’s strategic 
planning effort just a few short months ago.

Several findings of the strategic planning committee 
mirrored past discussions—that there is a need to grow and 
retain members, to provide educational topics that meet 
members’ needs, to operate in a fi scally-responsible manner and 
to maintain the IPSA annual conference as a “must-attend” 
event in the seed industry. 

CHAMPIONS
INDEPENDENCE...
CHAMPIONSCHAMPIONS
INDEPENDENCE...of

ANTICIPATING THE NEXT PLAY.

By Greg Ruehle, Chief Executive Offi cer, 
Independent Professional Seed Association
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However, the strategic planning committee also identifi ed 
several new focuses to keep IPSA visible and viable for its members, 
including collaboration among members, developing member 
programs and benefi ts with a broad appeal, and continuing to 
advocate on behalf of regional, independent seed companies. 

Collaboration
The topic of encouraging and fostering collaboration among 
IPSA members occupied much of the strategic planning meeting 
agenda. While collaboration is not new to IPSA (we have 
collaborated on agronomic research projects for nearly 25 years), 
the notion of how to collaborate in an evolving seed marketplace 
has changed.

One outcome of the meeting was that we revamped the 
IPSA vision statement to better defi ne the association’s role in 
creating collaborative programs for IPSA members:

IPSA believes that collaboration among members results in 
stronger independents! Collaboration efforts at IPSA are “opt-in” 
systems where member-companies determine when and how they 
choose to collaborate. Collaborative efforts are primarily directed 
“up the supply chain,” rather than efforts in the marketplace that 
potentially diminish the brand equity of any seed company member.

As the dust settled, the planning committee also added 
a bullet to the IPSA strategic plan that specifi cally addresses 
collaboration. As we look toward the future, IPSA will focus 
on developing voluntary programs that are focused “up the 
supply chain” and create proprietary value in the marketplace 
for our members.

Member Programs/Benefi ts
From IPSA’s beginnings nearly 25 years ago, group buying 
programs or group services have been a cornerstone of the 
association’s program offering. While interest in such programs 
remains high today, the marketplace is changing and requiring 
IPSA to change in response.

Our goal is to develop programs and services that 
collectively benefi t IPSA members, while providing a competitive 
advantage compared to those companies who are not members 
of the association. A list of current and recent member programs 
and benefi ts includes:
•  IPSA Advantage software program—a software solution 

tailored to the unique needs of regional seed brands;
•  Benchmarking study—a partnership with Verdant Partners to 

provide fi nancial and sales metrics to regional seed companies 
to identify strengths and performance gaps;

•  Mike Albert vehicle leasing—a broad range of vehicle leasing 
programs and brands to meet the transportation needs of 
IPSA members;

•  Buying programs on bags and boxes, etc.—a variety of 
programs are typically in place regarding bags (paper, poly, 
various sizes and confi gurations). IPSA launched a second 
Buckhorn seed box buying program for members in late 
December;

•  Discard seed program—a new program announced late in 
2011 in which IPSA is partnering with CP Bio Energy to 
secure discard seed from IPSA members for recycling in a 
cost-effective and responsible manner; and the

•  Executive recruitment program—a recently-announced 
program through which IPSA members receive a discounted 
rate for recruitment services from Higher Plain Executive 
Placement to fi ll their top sales and management positions.

While every program may not be of vital importance to 
each IPSA member, the goal set out above is certainly being met 
by these program offerings.  

Advocacy
The concept of advocacy has been part of two strategic plans 
at IPSA, and the association’s advocacy role continues to 
evolve. The current strategic plan states that IPSA advocates 
for independent seed businesses among genetic and trait 
providers, in public policy debates, with the media, and with 
other organizations.

Advocacy at IPSA takes several forms. On the one hand, 
IPSA leaders and staff meet regularly with genetic and trait 
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focused “up the supply chain.”
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providers to discuss new and ongoing programs and to advocate 
for broad licensing strategies that provide more choices in the 
marketplace. These meetings also discuss how IPSA can help 
these companies get their information in front of decision-
makers at regional seed companies, via avenues such as the IPSA 
annual conference and the association’s website.

IPSA has on occasion weighed in on policy matters that 
affect their members, typically in concert with the American 
Seed Trade Association and state and regional seed associations. 
The nature of IPSA’s membership makes it a unique source of 
information for policy-makers at the state and federal levels.

The association also works with members of the industry 
media and the general press on behalf of regional seed 
companies, to help forge a better understanding of how regional 
seed companies compliment the marketplace by providing more 
choices from alternative genetic and trait platforms for their 
grower customers.

Armed with a new strategic plan addressing a seed 
marketplace that is evolving faster than ever before, IPSA strives 
to stay on top of the issues that matter, ensuring its members 
remain champions of independence.

On behalf of the Independent Professional 
Seed Association, CEO Greg Ruehle would
like to thank the sponsors and vendors 
participating in the IPSA annual 
conference in Indianapolis, whose 
support is vital to the success of this 
event. Additionally, Ruehle recognizes 
the members of IPSA, whose support 
in time, talents and resources has 
helped the association continue 
to prosper and be able to 
promote the role independent 
regional seed companies play 
in agriculture.

More details on the Independent Professional 
Seed Association’s programs can be found on 
the IPSA website at INDEPENDENTSEEDS.COM 
or by contacting the IPSA office by phone at (402) 
991-3550 or email at info@independentseeds.com.
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SEED WORLD: What traits and/or genetics are you 
most excited about in the coming years, and why?
BT: I think we are well established with input traits in the 
marketplace, but there will be continued improvements with 
existing herbicides and insect-resistant traits. As trait stacks 
and seed packages continue to evolve, the refuge-in-a-bag 
technology will be a significant part of the seed corn industry. 
I think the most exciting traits for the future will come in 
the area of drought resistance, yield, nitrogen utilization and 
output traits for nutrition and food purposes. Genetics will 
continue to improve at a much quicker pace, due to improved 
breeding techniques.
RW: The launch of the Agrisure Viptera 3111 corn trait has 
garnered much excitement across the industry. The number of 
stories and testimonials regarding this traits performance has 
been remarkable and the encouragement from our customers to 
support a broad and complete launch is very exciting. Next in 
line after Agrisure Viptera 3111 corn hybrids will be hybrids with 
Agrisure Artesian technology, which represents the industry’s 
first water-optimized corn technology. We have started work on 
developing Agrisure Artesian technology inbreds and hybrids to 
make available to independent seed companies.
TJ: Regarding the trait side of the business, I’m most excited about 
stacking traits in combinations for refuge-in-a-bag. The ability 
to reduce the amount of refuge corn and manage stewardship 
from one bag versus using multiple bags in the field is a great 
opportunity for farmers, seed companies and trait providers. I’m 
also excited that we can identify the right genetics for our 
customers and help access the trait package their farmers want.

SEED WORLD: What advice do you have for 
independent seed companies to better position 
themselves in today’s competitive environment?
TJ: First focus on what your company does best, whether it is 
a broad regional brand or more locally selected products and 
services. Understand who your customers are going to be in the 
next five years and provide the products they want.
RW: It’s very challenging for an independent seed company to 
position 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, 
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Lessons  
from Licensors

Seed World spoke with three genetic providers about licensing, access to 
genetics and the opportunities they are most excited about.
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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.
BT: Always be aware of new genetics and new traits that become 
available in the marketplace, and know what customer (grower) 
needs are. Beyond product, growers are always in need of 
information about the newest technologies in the marketplace, 
and independents can carry this message in a very effective way. 
Steve Jobs said, “You can’t just ask the customer what they want 
and then try to give that to them. By the time you get it built, 
they will want something new.” Because of increasing access to 
new germplasm and trait technologies, the independents are 
in a good position to quickly adapt to new products and better 
serve their customers.

SEED WORLD: In what ways could licensing 
agreements change as the next generation of traits 
and genetics hits the market?
TJ: This is a hard question because of the confidentiality of 
agreements. I think what’s important is for your company to 
look at the agreements that are available to you and what is 
best for your company and your customers. Have a checklist for 
compliance with the agreements. Lastly, continue to review the 
value of the agreement and the alternatives your company has 
if the agreement is terminated or not renewed.
BT: There will likely be more restrictions to inbred and hybrid 
use tied into specific use of trait technology. Everything involved 
with commercial products has become far more technical with 
regard to use, restrictions and labeling requirements.
RW: A colleague I used to work with, when in discussions 
regarding agreements, would state, “Good fences make good 
neighbors.” Future licensing agreements will continue to evolve 
and hopefully make better fences and of course will attempt 
to patch up any “holes in the fence.” More specifically, I think 
licensees will see enhancements to the agreements in the area 
of quality management/assurance. As traits become more 
complex and oftentimes stacked with other traits, it will be very 
important to have good processes around the testing that is 
required before launching or selling a new product. This testing 
helps to assure both us and our customer that the grower will 
receive the product that is expected.

SEED WORLD: What advice do you offer 
independents for getting the most out of licensing 
agreements?
BT: Carefully read and understand all aspects of the license 
agreement. Not all aspects of a license agreement are filled with 
restrictions, but will also provide options and opportunities for 
your specific needs. Work with your genetic and trait providers to 
better understand the intent and obligations of your agreement.
RW: While it sounds obvious, the best advice I could give is to 
“read the agreement,” including the “boiler plate” language at 
the end. If a licensee has any questions whatsoever after reading 

the agreement, they should engage with the genetic providers. In 
addition, I would encourage independent seed companies to stay 
on top of the new offerings in the market so that we can work 
together to develop offerings that meet your customer needs.
TJ: Recognize what the agreement offers and what may cause 
risk or exposure for your company. When you assess those 
correctly you can get the most out of each agreement.

SEED WORLD: Is access to plant genetics going to 
increase or decrease in the coming years?
RW: As trait stacks become more complex, it will take longer 
to get inbreds “fully traited” and to fully test for trait efficacy 
and product equivalency. Due to the additional time required, 
it may take longer to develop a complete portfolio of products 
with complex stacks.  

We don’t bring “everything” to market for two reasons. 
First, we test many inbreds and hybrids that are culled as they 
are not competitive in the marketplace or have some other 
weakness. Our strategy is to make available all the high-quality 
inbreds and hybrids that advance through our stage testing 
system and can legally be made available to customers.
TJ: For some companies, access to plant genetics will increase, 
and for others it will decrease. For example, if a genetic package 
cannot be combined with traits your customer wants, then 
you will recognize a decrease in genetic access, but other 
genetics may become available to you in those particular traits. 
This is why I think seed companies and farmers are going 
to see increases and decreases in accessing genetics when 90 
percent of the acres in United States are planted with hybrids 
containing traits.
BT: I believe access to genetics will continue. However, there 
may be fewer sources of genetics due to continued mergers 
and acquisitions. I don’t believe access to plant genetics will 
necessarily increase, although they will continue to be available, 
providing that the seed company has a need and also meets its 
obligations to the germplasm provider.

 Julienne Isaacs and Julie McNabb

“If a genetic package 
cannot be combined with 
traits your customer wants, 
then you will recognize a 
decrease in genetic access.” 

—Tim Johnson of Illinois Foundation Seeds
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Selling Seed Treatment

“Seed treatment is an art, not a science: you’ll have to 

adjust during the season. There’s no manual that I’ve seen 

that is as good as you with your equipment. You can’t be 

effective treating seed sitting behind a desk—you need to 

be out there, hands-on, involved, making suggestions and 

looking at the quality of the product that’s going out. Help 

your customers get to where they want to be, and you’ll get 

to where you want to be.”—Brian Edwards, owner of Brian 

Edwards Inc. and a Pioneer rep, who was the guest on a 

recent CropLife Media Group Webinar, “How to Use Seed 

Treatments to Improve Your Business.”

A CALL FOR “ENERGY-SMART” AGRICULTURE

“There is justifiable concern that the current dependence of the food 

sector on fossil fuels may limit the sector’s ability to meet global food 

demands. The challenge is to decouple food prices from fluctuating 

and rising fossil fuel prices,” according to an FAO paper entitled “Energy-

Smart Food for People and Climate,” which was published during last 

month’s UN Conference on Climate Change. High and fluctuating 

prices of fossil fuels and doubts regarding their future availability mean 

that agri-food systems need to shift to an “energy-smart” model, 

according to the report.

“The global food sector needs to learn how to use energy more wisely. At 

each stage of the food supply chain, current practices can be adapted to 

become less energy intensive,” added the FAO assistant director-general 

for environment and natural resources, Alexander Mueller.

exploring ideas and views on all aspects 

of the seed industry.



JANUARY 2012 25

Higher input costs and tighter margins require a complete grain management system to make your operation as profi table as 
possible. The complete line of Farm King grain handling equipment ensures you get top dollar for your crop. With decades of 
grain handling experience, Farm King offers everything you need to get your grain to market after it leaves the combine. 

Visit www.farm-king.com to 
fi nd a dealer near you.

©2011 Buhler Trading Inc. | 888.524.1004 | info@buhler.com | www.farm-king.com

www.farm-king.com

Utility Auger / Unloading Auger Rollermill / Hammermill

On-Farm Grain StorageGrain Vac - PTO Model Grain Vac - Diesel Model

Grain Cleaner

Backsaver Auger 10/13/16

Backsaver Auger - Feterl Original 12/14 Backsaver Auger - Feterl Original 12 Conventional Auger Conventional Auger - Feterl Original

Drive-over Hopper

Crucial details connecting 
your combine to the market

Climate’s Impact on  

Seed Dormancy 

“Many will have seen how the amount of weeds 

in their garden differs with the weather from year 

to year. Understanding how this happens will 

help us to predict the impact that future climate 

change will have on our native flora and the 

weeds that compete with the crops we rely on 

for food,” says Steve Footitt of the University of 

Warwick’s School of Life Sciences, who looked 

at gene expression over the dormancy cycle of 

Arabidopsis seeds in field soils to see how it is 

affected by the seasons. “Our research sheds 

new light on how genetics and the environment 

interact in the dormancy cycling process. By 

looking at seeds over an annual cycle, we 

now have a clearer idea of how seeds sense 

and react to changes in the environment 

throughout the seasons so they know the best 

time to emerge into plants.”

Early Commercialization of Biotech: Hot Debate

“We do not support the commercialization of GM traits ahead of 

major market approvals,” Randal Giroux, vice president of food safety 

for Cargill, told the members of the National Grain and Feed Association, 

as reported by Reuters. 
“We don’t think it’s good for U.S. agriculture. We 

think that we should wait for the commercialization of these traits until 

we have major market approvals … We have to recognize that when 

those major markets have not approved it, the threshold is zero. We 

have to make sure that we are seen as a credible and consistent supplier 

of agricultural products. It’s not a decision we should make alone, it’s 

something we should be working on with the technology companies, 

[and with] trade associations.”

“Seeds sense and react to changes 

in the environment.”
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STRATEGY
A featured segment designed to share business-
critical information to seed-selling professionals. Visit 
SeedWorld.com to download this department and 
other tools to help you sell seed to farmers.

Confi rming Seed Orders

Attention is something today’s 
growers never get enough of. 
That’s why, as much as possible, 
the confi rmation process should be 
done face-to-face.

Tracks a buyer’s actual usage. It 
allows you to measure the buyer’s 
growth from the previous sales year.

Identifi es those customers who 
make up next year’s sales increase 
potential. This is the time of year 
to get yourself and your buyers 
planning for next year. Top sellers 
identify the next year’s cream of 
the crop customers during the 
confi rmation period.

Obligates the customer to buy. 
The answer at confi rmation time is 
not maybe. It is a defi nitive yes or 
no. That kind of answer allows fi rm 
plans to be made for the rest of 
the sales season and next year’s 
company production plans to be 
solidifi ed. 

Negates return of unsold seed. 
This is one of the primary benefi ts 
of confi rmation.  Excessive or 
out-of-balance inventories kill sales 
territories and companies. The key 
is to make sure the seed that has 
been sold gets planted.   

C
on

fi
rm

at
io

n TAKE A LOOK AT WHAT 
CONFIRMATION DOES FOR 
SEED SALES REPS, THEIR 
CUSTOMERS, THEIR SALES 
TERRITORIES AND THEIR 
COMPANIES. IT’S EASY TO 
SEE WHY THE PROCESS 
HAS BECOME ONE OF THE 
MOST IMPORTANT STEPS 
TOWARD REACHING SALES 
GOALS, ESPECIALLY 
IN THIS NEW, HIGH-
VALUED INVENTORY 
MARKETPLACE.

Cash or credit. You fi nd out 
who will pay and who won’t pay. 
Remember, the rule today is that 
no seed goes into the ground 
unless it’s paid for or being 
fi nanced.

Occludes interference from 
competitive, late-season 
programs. Last-ditch attempts 
by companies to salvage sales 
happen every year. An aggressive 
confi rmation process will 
prevent most of those programs 
from having any effect on your 
business.  

Nerves of steel-type confi dence 
come only from continuous 
customer contact. It takes greater 
courage to confi rm an order once 
it is written, than it does to write it 
the fi rst time.

Familiarizes the seller with possible 
“haulback hotspots,” which are 
places buyers are likely to either 
lose acres or areas where you 
suspect they’ve over-ordered. 
A couple of these uncertainties 
can hurt you. However, if you 
have done a good job confi rming 
everywhere else in your territory, it 
will have much less effect. 

Informs the buyer on how, when 
and where to plant the seed 
that was ordered. This instills 
confi dence in the buyer because 
he/she knows how to use your 
products, while greatly increasing 
the rep’s confi dence that the 
products will be used correctly. 

Reassures the customer he/she 
is doing the right thing. Buyers like 
to be reminded of why they made 
certain decisions. This is one of the 
biggest benefi ts of a confi rmation 
and reselling process. 

Manages the entire sales process 
from order to delivery. Once 
confi rmation is complete, the entire 
sales process has been handled. 
It validates that every other part 
of the sales process has been 
managed. 

CONFIRMATION IS ESSENTIAL TO THE SUCCESS OF EVERY SEED BUSINESS
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YOUR LAST LINE OF 
DEFENSE AGAINST 
EXCESSIVE INVENTORY
Order confi rmation is one of the 
most misunderstood and highly 
neglected parts of a seed sale. 
Not only do reps avoid it, but 
many orders are written so late 
into the season that they don’t 
think confi rming them is even 
necessary. However, confi rmation 
is essential to the success of every 
seed business. Properly confi rmed 
orders allow sellers to grow their 
businesses year after year, without 
interruptions from unexpected, 
unfulfi lled orders. Seed sales 
reps that ignore this aspect of 
the business will rapidly fi nd their 
inventories becoming a liability, 
rather than an asset. You cannot 
afford to not confi rm every sale 
prior to delivery.

Selling seed is a year-round activity, 
which makes confi rmation a year-
round activity. That’s because there 
isn’t a single day that growers don’t 
think about the seed they plant.  
Seed is their livelihood and their 
source for cash fl ow. You think 
about your fi nances every day, 
don’t you? Of course you do, and 
so do farmers. Talking with farmers 
about their seed needs is always in 
vogue—there is no specifi c time of 
the year to sell seed.  Seed can be 
sold every day, all year long, which 
also means confi rmation can occur 
every day, all year long.

INVENTORY MANAGEMENT
Confi rmation can be defi ned as 
the seller’s last line of defense 
against excessive inventory. In fact, 
confi rmation is the only surefi re 
way to protect your company 
from the high costs associated 
with excessive, out-of-balance 
inventories that are carried over, 
due to unfulfi lled orders. When 
properly executed, confi rmation 
helps sellers discover who is, and 
who is not, going to keep their 
promise to use the products they 
have already pre-ordered. It sounds 
simple, doesn’t it?

The cost of getting a seed sale 
today is at an all-time high. But 
few fi eld sellers do an adequate 
job of making sure that cost is 
covered by ensuring the order 
will stick. Amid rumors of short 
supplies, growers continue to 
double and triple-book seed by 
ordering from several companies, 
which makes order confi rmation 
all the more essential. You would 
think that order confi rmation is 
the number one priority in every 
company, but it is not. This 
sloppiness costs companies sales 
and profi ts every year. 

CONFIRMATION STARTS WITH 
“GETTING PHYSICAL”
When referring to the physical side of confi rmation, 
this actually refers to the aspect of face-to-face 
contact. Some of the most grandiose haulback 
surprises have come from customers who were 
“confi rmed” using the non-physical method, which 
counts on the notion that, “I can’t get hold of him, but 
I know he’s going to take it.”

The confi rmation contact you make with a grower 
must always result in a defi nitive, face-to-face, yes 
or no response. For example ask, “Are you going 
to plant the seed and (if so) which fi elds will each 
variety be planted in?” If fi eld sellers are not getting 
physical with face-to-face contact with their buyers 
and asking those types of questions, confi rmation 
is not taking place. In these cases, the seed sale 
should be canceled and the seed placed back into 
inventory. Confi rmation is a strategy that is used to 
ensure the future, not the present, and it all starts 
with getting physical.

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

“A SEED SALE IS NOT A SEED SALE 
UNTIL IT’S CONFIRMED, PAID FOR 
AND COVERED UP WITH DIRT”.

—ROD OSTHUS
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STATUSISF
THERE’S A fi rst time for 
everything. Recently, the 
International Seed Federation 
was faced with making an 
unprecedented decision: 
changing the dates of its 
annual World Seed Congress. 
Initially, the ISF World Seed 
Congress was scheduled to 
take place May 28-30, 2012 
in Rio de Janeiro. However, 
the United Nations is holding 
its Rio+20 Conference on 
Sustainable Development 
June 4-6, 2012 in the same 
neighborhood, Barra, as the 
ISF Congress. It is a large 
event, with around 50,000 
participants including many 
heads of state expected from 
all over the world. Moreover, 
the third Preparatory 
Committee Meeting of the UN 
conference will be held in Rio 
on the same dates as the ISF 
congress.

As a result, the UN Rio +20 
Committee and the Brazilian 
authorities have asked ISF and 
the Brazilian Seed Association, 
ABRASEM, to change the 
dates of the World Seed 
Congress, as they need the 
hotels in Barra. Holding the 
Congress in May as originally 
planned would lead to many 
inconveniences, including less 
or no accommodation available 
outside room-blocks, less or 
no fl ight availability, and airport 

closure and roadblocks in the 
event that high-level politicians 
attended.

The ISF secretariat has 
been working intensively 
with the Brazilian National 
Organizing Committee and 
the Professional Congress 
Organizers to fi nd another time 
period in which to reschedule 
the ISF World Seed Congress. 
Taking into account other 
national and international 
meetings, the secretariat and 
NOC have selected June 
26-28, 2012 as the new dates. 
Visit worldseed2012.com for 
more information.

Organizers realize this 
may bring a certain level of 
inconvenience to some of the 
delegates. However, taking 
into account the implications of 
the UN meeting, there was no 
other option than to move the 
dates. The NOC, PCO and ISF 
will do the utmost to limit any 
inconvenience.

—Ywao Miyamoto, president 
of NOC, and Marcel Bruins, 
secretary general of ISF

STATUS
AUSTRALIA
THE AUSTRALIAN 
Department of Agriculture and 
Food has bred a new lupin 
variety, PBA Gunyidi, which 

is resistant to pod shattering 
and higher-yielding than other 
varieties commonly grown in 
Western Australia. It is the fi rst 
lupin variety to be released 
by Pulse Breeding Australia, 
a national research initiative 
sponsored by the Grains 
Research and Development 
Corporation and government 
breeding programs in Australia.

Bevan Buirchell, plant breeder 
and senior research offi cer 
who led the project, says 
the variety took 10 years to 
complete. “During that period 
the lines were tested for 
disease resistance, agronomic 
traits, herbicide resistance, 
quality parameters and yield,” 
says Buirchell. “We needed to 
test all these traits so that we 
could identify a line for release 
that was superior to existing 
varieties.” 

Pod shattering occurs when 
mature pods split, releasing 
their seed—which can be 
disastrous for growers. “PBA 
Gunyidi will replace the variety, 
Mandelup, that if left too 
long after maturity shatters 
its pods and thus there is a 
substantial loss in yield,” says 
Buirchell. “PBA Gunyidi will 
allow farmers to continue to 
harvest their lupin crops after 
their cereal crops without this 
substantial loss of grain—a 
great advantage both in terms 

An in-depth 
overview on 
the global 
seed industry. 
From a rescheduled 
world conference in 
Rio to hybrid rice in 
the Philippines.

world
STATUS
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comprehensive video interviews and regulatory information as it affects your business.

When U.S. seed industry professionals 
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JANUARY 2012 29

A look at seed industry developments around the globe.

of operational activities on-farm 
and for protection of income.”

The reception to PBA Gunyidi 
has been excellent, according 
to Buirchell, “with many calls 
[from producers] to seed 
companies.” The variety will be 
available for the 2012 growing 
season and fi rst released in 
Western Australia as well as 
New South Wales, Victoria and 
South Australia. Plans are also 
in place to test PBA Gunyidi in 
South Africa and possibly Chile.  

STATUSISRAEL
A NEW technology for the 
swift insertion of specifi c 
genetic materials into seeds, 
called TraitUP, has been 
developed by Ilan Sela and 
Haim Rabinowitch of the 
Robert H. Smith Faculty 
of Agriculture, Food and 
Environment of the Hebrew 
University in Jerusalem. The 
university’s technology transfer 
company, Yissum Research 
Development Company Ltd., 
has signed an agreement with 
Morfl ora Israel Ltd. for the 
development of the technology.

According to Rabinowitch, 
TraitUP complements plant 
breeding, facilitates the 
improvement and introduction 
of new traits into existing 
varieties, and does not alter 
the DNA of plants, but allows 

the expression of particular 
traits throughout the entire 
plant when genetic material is 
introduced to the seed. Yissum 
states that, “specifi c vectors 
serve as carriers to introduce 
desired genes into seeds in 
a fast and effi cient way,” and 
according to Rabinowitch, the 
technology can be used in 
multiple plant species. 

“We have clear indications that 
the technology is universal,” 
he says. “The spread of the 
vector, including its genetic 
load and the expression of the 
genetically functioning unit, are 
evident in 45 plant species of 
12 plant families.”

Rabinowitch, Sela and Dotan 
Peleg, chief executive offi cer 
of Morfl ora, assert that the 
technology should be seen as 
an “enhancing and enabling” 
technology rather than a 
direct alternative to transgenic 
technologies. “TraitUP is more 
than just an alternative to 
transgenic technologies; it’s a 
technology which brings some 
entirely new capabilities to the 
industry,” says Peleg. 

“As far as regulatory concerns, 
the TraitUP technology is still 
at the pre-regulatory phase, yet 
we assume it is most likely to 
be considered as non-GMO, 
since it does not modify the 
genome of treated plants. 

As such, it may well be an 
alternative technology with a 
unique regulatory status which 
will enable its usage in some 
GMO restricted markets.”

TraitUP is expected to become 
available in two years, with the 
fi rst products released in three 
to four years.

STATUS
PHILIPPINES
THE PHILIPPINE Rice 
Research Institute is developing 
improved hybrid rice varieties 
designed to withstand 
environmental stressors, 
according to Alex Rigor, hybrid 
rice breeding team lead. The 
new varieties will include 
features such as “strong culm, 
long and dense panicle, a high 
number of grains per panicle, 
slow senescence, moderate 
resistance to common rice 
pests and diseases such as 
BLB, Blast and BPH, and 
good grain qualities,” says 
Rigor. “The hybrid varieties 
will have signifi cantly improved 
grain yield and better plant 
architecture over current inbred 
varieties. With the same input 
level, hybrids show at least 15 
percent grain yield advantage 
over the best inbred.”

The Philippines is the world’s 
largest rice importer. According 
to the International Rice 

Research Institute, in 2008 the 
country imported 1.8 million 
tons of rice due to population 
growth, limited land area and 
problems with infrastructure. 
According to Rigor, the new 
varieties will slow the country’s 
reliance on imports. 

“I think we are looking at 
attaining and sustaining our rice 
self-suffi ciency and may even 
have excess in rice production 
in the Philippines,” says 
Rigor. “This means that the 
Philippines, one of the highest 
net rice importers for many 
years, may now even be able 
contribute to rice supply in the 
world market in the future.”

The Philippines is supportive 
of developments in hybrid rice 
technology, and more than 
10 seed companies, including 
Bayer CropScience, Pioneer 
Hi-Bred and Syngenta, are 
involved in the production of 
hybrid rice in the country. To 
date, 44 hybrid rice varieties 
have been released in the 
Philippines, including 14 this 
year.
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REGULATORY ROUNDUP

National

DuPont Asserts Patent Infringement Against 
Monsanto
DuPont has fi led a lawsuit against Monsanto for violating 
a United States patent protecting a novel seed production 
technique. The lawsuit was fi led in the U.S. federal court in 
the Southern District of Iowa. The patent listed in the lawsuit 
covers a DuPont technique that increases seed corn vigor 
to improve germination under stress.

DAS and M.S. Technologies Seek USDA Approval
Dow AgroSciences LLC and M.S. Technologies LLC have 
announced a collaborative submission to the U.S. Department 
of Agriculture for the approval of the fi rst-ever, three-gene 
herbicide-tolerant soybean. This new soybean event developed 
by the companies includes three herbicide tolerance genes 
stacked as part of a single genetic event in the soybean 
genome. These genes provide tolerance to DAS’ new 2,4-D 
product, glyphosate and glufosinate, which, when combined, 
make up the Enlist Weed Control System. The Enlist system 
will provide growers with a more effective combination of 
herbicides, traits in elite seed genetics, and stewardship 
programs that partner with and improve leading weed control 
systems.

International

Bayer Receives Argentine Approval for LL Soybeans
Bayer CropScience has received the fi nal approval for its 
herbicide-tolerant soybean technology from the National 
Ministry of Agriculture in Argentina. The Liberty Link technology 

conveys tolerance to the glufosinate-ammonium herbicide 
Liberty for effective, broad-spectrum weed control. Bayer 
plans to launch its fi rst genetically modifi ed soybeans in 
Argentina once further approvals for important stacked traits 
become available. Liberty Link will be combined with these 
traits and then launched in the forthcoming years.

DAS Receives International Patent Publication
Dow AgroSciences LLC has announced the publication of 
an international patent application for its lead commercial 
herbicide tolerance event in soybeans. The soybean event is 
part of DAS’ Enlist weed control system. The invention includes 
soybean plants made tolerant to 2,4-D herbicides by DAS’ 
novel transformation event and methods of using the soybean 
plants, as well as the 2,4-D herbicide to control glyphosate-
resistant weeds. The patent application also includes stacking 
the event with other traits, including traits for tolerance to 
other herbicides and/or traits conferring insect-resistance 
in soybeans. DAS was previously granted patents for crops 
containing an Enlist 2,4-D tolerance trait in the United States, 
China, New Zealand and South Africa. DAS has fi led for broad 
patent protection for its Enlist traits in major crop-growing 
countries around the world.

Canadian Government Passes Open Market Law
The Canadian government has passed the Marketing Freedom 
for Grain Farmers Act, which gives western Canadian grain 
farmers the right to choose how they sell their wheat and 
barley. The legislation removes the monopoly of the Canadian 
Wheat Board and gives marketing choice to all farmers. 

Farmers will have the choice of whether 
to sell on an open market or through a 
voluntary CWB. The legislation allows 
an interim CWB to act as a voluntary 
marketing entity, supported by the 
federal government, while it transitions 
to full private ownership. The legislation 
also immediately allows farmers and 
companies to forward contract for the 
delivery of grain after August 1, 2012.
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� e American Seed Trade Association needs you at the summer 
conference to help represent and tell the story of the seed industry on 
Capitol Hill. � e ASTA team will help guide you through the process 
and set up meetings with your congressman and legislators. � is is an 
opportunity where you can make your voice heard and help put a face 
to the seed industry. Please mark your calendars and plan to attend.
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INDUSTRY NEWS

People News

S&W Seed Company has announced that Matthew Szot has 
been elected as the company’s senior vice president and full-
time chief financial officer effective immediately. Previously, 
Szot served as S&W Seed’s part-time chief executive officer. 
Szot has over 15 years of experience in corporate accounting 
and finance and operational management. Since 2007, Szot 
has been the chief financial officer for Cardiff Partners LLC, a 
financial and business advisory firm that provides executive 
financial services to various publicly-traded and private firms.

Agronomist Brad Erker has joined the growing North American 
team for Limagrain Cereal Seeds, a U.S. subsidiary of the 
largest seed company in Europe. Erker will oversee nationwide 
commercial management of Limagrain Cereal Seeds wheat 
varieties in his role as product development manager. Erker has 
worked in the private and public sectors for the past 18 years, 
gaining experience in various agricultural areas ranging from 
plant genetics to seed production to sales.

Texas-based seed company Golden Acres Genetics Ltd. 
has hired Ramon Alvarez as seed specialist for South 

Texas. Alvarez will work closely with existing and 
prospective Golden Acres customers and resellers, 
providing custom seed solutions that cultivate 
independence and success. Ramon comes to Golden Acres 
from Brazos Bottom Crop Care Inc., where he spent 10 
years as liquid feed manager, and seed and fertilizer sales 
associate.

Product News

Syngenta has announced the U.S. Environmental 
Protection Agency registration of CruiserMaxx Advanced 
insecticide/fungicide seed treatment for use on soybeans. 
“CruiserMaxx Plus gave retailers in areas with high pythium 
and phytophthora a convenient all-in-one product that 
contained additional mefenoxam. CruiserMaxx Advanced 
goes one step further,” says Marc George, brand asset lead 
for Syngenta. “The additional technology in CruiserMaxx 
Advanced helps ensure more precise application and even 
better coverage of the seed to further maximize early-season 
insect and disease protection.” CruiserMaxx Advanced will 
be available for the 2012 planting season.
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Seed companies can now have a postcard, or a series 
of postcards designed once, posted to the Ag Printers 
online store, and then in one function modify the text on 
the card for each event or offer, upload mailing lists, proof 
the cards and get them into the postal system. The design 
is customized to each seed company. There are also four 
postcard size options to choose from. Ag Printers has 
also created an alliance with Farm Market ID, a source for 
ag-related mailing and phone lists. Seed companies who 
need a prospect mailing list can simply give the geography, 
crop type and acreage size details to their Ag Printers 
salesperson, and the list will be generated through Farm 
Market ID and uploaded into the software.

Business News

Bayer CropScience has completed the acquisition of the 
oilseed rape business of the seed company Raps GbR, 
headquartered in the state of Schleswig-Holstein, Germany. 
The acquisition mainly includes varieties that are already on 
the market, as well as the company’s breeding material, and 
will strengthen the oilseed rape breeding activities of Bayer 
CropScience. “The agreement with Raps GbR—which has 
more than 20 years of breeding experience, a broad portfolio 
of varieties and an experienced workforce—is an important 
step for our oilseed rape strategy,” says Bayer CropScience 
chief executive offi cer Sandra Peterson. “It will further 
accelerate Bayer CropScience’s entry into the European 
oilseed rape market.”

Eurofi ns MWG Operon and Integrated Genomics have 
announced a cooperation agreement to combine their 
expertise in sequencing and analysis services for microbial, 
fungal and algal organisms. Integrated Genomics, based 
in Mount Prospect, Ill., is a commercial provider of 
microbial bioinformatics tools and services based on the 
ERGO genome sequence analysis platform. Eurofi ns MWG 
Operon, based in Ebersberg, Germany, is a global provider 
of DNA sequencing services, DNA synthesis products and 
bioinformatics services for academic and industrial research. 
The goal of the cooperation is to provide customers with 
“one-stop-shopping” for complete genomics projects that 
deliver analysis results from the raw extracted DNA. 

Makhteshim Agan Group has announced that 60 percent 
of its shares have been acquired by China National 
Agrochemical Corporation, a full subsidiary of China 
National Chemical Corporation. MAI has become a private 
company, 60 percent of which is owned by ChemChina, and 
40 percent by Koor Industries Ltd., part of the largest Israeli 
holding company, IDB Group. 

Bayer CropScience and the National Agricultural 
Research and Development Institute in Fundulea, 
Romania have signed a license agreement. With this 
agreement, Bayer gains access to winter wheat germplasm 
of NARDI. Its germplasm pool is renowned world-wide for 
its winter hardiness, high tolerance against drought, broad 

disease resistance and good milling 
and baking quality.

Vilmorin and KWS have joined efforts 
in developing genetically modifi ed corn 
traits. Both parties have reached an 
agreement to organize this research 
collaboration in a 50/50 joint venture 
company, subject to approval by the 
antitrust authorities. Vilmorin and KWS 
will focus on gatekeeper traits that 
are already under development, such 
as herbicide and insect resistance, as 
well as focusing on other innovative 
traits that will allow each partner to 
commercialize proprietary GM corn 
seed to satisfy demands in specifi c key 
markets.

Precision Soya of Belle Plaine, Iowa 
broke ground in October on a new 
double pass reversing seed corn dryer 
which will increase the site’s drying 
capacity by 40 percent. This will 
allow the location to expand its seed 
production acres. The dryer expansion 
is scheduled for completion in summer 
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2012 to accommodate the company’s increased production 
for 2012 and beyond. This new expansion comes on the heels 
of the company’s addition of refuge-in-a-bag capabilities to 
its corn packaging line in September. The ability to blend RIB 
hybrids allows the company to continue meeting the needs of 
its customers in an ever-changing industry.

Industry News

Through a genome-wide association mapping of defense 
genes, University of California—Davis scientists have 
found that complex traits for plant adaption to environmental 
challenges are influenced by variations in thousands of 
genes, which are in turn affected by the plant’s growth 
as well as the external environment. Lead author Daniel 
Kliebenstein and colleagues measured glucosinolates, 
plant-produced insect and disease protectants, in different 
developmental stages of Arabidopsis thaliana and treated 
with or without silver nitrate to mimic environmental stress. 
“We showed that both external and internal environments 
altered the identified genes so significantly that using 
plant tissues from different developmental stages, or that 
were treated with the silver nitrate, led to the identification 
of very different gene sets for particular traits,” explains 
Kliebenstein.

DuPont business Pioneer Hi-Bred plans to expand its 
presence in central Iowa with a new research facility in 
Dallas Center. The new 50,000 square foot facility will help 
support corn breeding and product development, as well 
as corn and soybean product testing and characterization 
for farmers in western and central Iowa, eastern Nebraska 
and northwest Missouri. Occupancy of the new facility is 
anticipated in late spring 2012. 

Identification of genes responsible for key soybean traits 
such as nitrogen fixation and seed quality could be possible 
by stimulating mutation through insertion of bases. The 
relatively low efficiency of transformation in soybean 
requires the use of a transposon-tagging strategy wherein 
a single transformational event leads to several mutations 
over a number of generations. Scientist Wayne Parrott 
and colleagues at the University of Georgia transferred a 
transposon from rice to soybean, together with (mPing) the 
other genes needed for its transportation. Soybean plants 
with stable transformation were then tested for mPing 
transposition. Further analysis of the insertion sites revealed 
that the features present in rice were maintained, including 
transposition to unlinked sites and preference for insertion in 
a specific location of a gene. Therefore, mPing is an effective 
tool in transposon-tagging strategies for soybean.

University of California researchers will receive more than 
USD$6 million in funding from the United States Department 
of Agriculture’s 2011 Specialty Crop Block Grant program, 
which is intended to enhance agricultural markets, address 
environmental concerns, protect plant health, provide farmers 
with scientifically tested production techniques and increase 
food safety. The California Department of Food and Agriculture 
identified 72 projects in the state for funding, including 30 
projects led by University of California agricultural researchers. 
“Funding for specialty crop research is critical to California’s 
$37.5 billion agricultural industry, because many of the crops 
grown in California are considered specialty crops,” says 
Barbara Allen-Diaz, UC vice president for agriculture and 
natural resources. 

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.
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1915
Trade-Marking Seed Brands
By Albert Scheible, patent attorney  

Judging from a long experience with trade-marks applying 

to various lines of business, I would offer the following 

suggestions to seed men wishing to protect trade-marks 

relating to their particular brands of seeds, the illustrations 

being taken partly from other lines, but equally applicable to 

this class of goods.

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

merchandise, may not only be ordered by mail but also 

called for verbally over the counter. Many a handsome 

looking mark leaves buyers guessing when they try to name 

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

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

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

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

thinking of the mark beside it would readily call for the 

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

145 of 1915 book

•  Choose a mark that can be remembered. Monograms and 

mystic combinations of letters or fi gures may look well, but 

how many buyers will remember them?

•  If you prefer a pictorial emblem, always print the 

pronounceable  name with it, so as to fi x that in the 

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

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

1915
Honesty in the Seed Business
There is probably no other business where honesty plays 

such an important part as the seed business. The time of 

“putting it over” on the other fellow is a thing of the past. 

It costs too much money to get established in the seed 

business to take chances on inferior deliveries. Whether 

seed is purchased by sample, brand or name, the buyer 

honestly selects what he needs for his trade and if he does 

not get identical delivery, reasonably and honestly has a 

comeback on the seller. 

1940
Seed Catalogs—Then and Now
By H.R. Morse

Today’s up-to-date seed catalog represents an enormous 

advance over the best books of twenty-fi ve years ago in 

quality of paper, workmanship, illustrations, legibility, 

credibility, character of descriptive matter, advertising 

effectiveness and general attractiveness. Looking 

backward—twenty-fi ve years—takes us back to the 

days when wood cuts were still the popular method of 

illustrating seed catalogs—unbelievable pictures, grossly 

exaggerated size comparison, etc., which the reader 

promptly discounted or discredited entirely.

1965
The Development of Glumeless Sweet Corn
By Walton C. Galinat, 

associate professor, 

University of 

Massachusetts

After some 7,000 years 

of changes during 

domestication, the ear 

of corn may now reach 

a higher level of utility 

to man by acquiring a 

glumeless cob.

Since 1915: 
Looking Back in History…

A comparison of the 
normal ear on the right 
to the vestigial glume ear 
on the left in longitudinal 
(below) and cross-sectional 
(above) views. Some of the 
grain has been removed 
to reveal the difference in 
cob size.

Seed World
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My  b r o t h e r s 
a n d  I  h a v e 
been proud to 

carry on the tradition 
of  independent seed 
suppl ie r s .  However, 
while we call ourselves 
“ independent s ,”  the 
reality is that none of us 
are truly independent 
i n  o u r  b u s i n e s s 
operations. So what does 
“ independent” real ly 
mean?

The def inition of 
“independent seedsman,” 

for me, has evolved over time. When I was younger and more 
naïve, it meant that I was my own boss. I have learned over time 
that this really isn’t true—we have always depended on good 
suppliers to succeed. Meeting customer needs is critical to our 
existence as well. These principles were just as true years ago as 
they are today. To me, “independent” means that we have the 
good fortune to do business with people of our choice and in a 
manner that reflects our personality and values.

What are the risks facing the independent seed model today? 
One of the greatest risks is that we get too comfortable with 
past success and fail to evolve. The agricultural marketplace is 
really amazing in its diversity of customers, vast product choices 
and pace of innovation. The information age and technology 
revolution have changed the way most people live, and this means 
changes for farming as well.

To expect past success to guarantee future performance is 
unrealistic. We must adapt, not only to meet changing customer 
needs, but to meet supplier needs as well. There is value to 
understanding how our suppliers function and what brings value 
to their organizations. Our risk is that the supplier fails to see the 
value we can provide.

In this business landscape, there is opportunity for the 
independent seed supplier. Our customers are faced with a 
bewildering array of new products and services. With rapid 
innovation in equipment, precision farming, seed treatments, 
crop chemistry and marketing options, relationships are critical. 
Farmers need people they know and can trust to help guide them 
through the maze. Our job is to figure out how each of us can be 
that trusted advisor. If we can fill that role, there will be a place 
in the operation for us.

The Case For The Independent

Why is trust so important? For many farmers, it is simply 
not possible to get the farming work done and to identify, test 
and evaluate the baffling array of seed and crop-related products 
available. A trusted advisor can provide the information that 
is critical to decision-making. Who better to provide unbiased 
information than a company offering products from multiple 
suppliers? Recommending a product because it is the best option 
rather than the only option can provide a huge boost to the 
advisor’s credibility.

What about the short-term? While the tough seed corn 
production year is causing challenges, I see some upside potential. 
Many independent seedsmen are closer to the end-user of products 
and can identify and react to customer needs more quickly than 
national companies. For 2012 planting, the ability to react quickly 
may pay dividends in helping customers through a tight seed supply 
year. Local knowledge should lead to selling opportunity in the 
seed treatment and amendment categories as well. For example, 
with the issue of rootworm trait resistance looming, being able to 
supply multiple rootworm trait and treatment options for rotation 
will provide a point of differentiation for the independent supplier.

For me, being an independent seedsman has been a huge 
challenge and a rewarding opportunity all at the same time. 
Independence has allowed me to work with great customers, 
supplier representatives, staff and my own family. Despite the 
challenges, I wouldn’t have it any other way.

Dave Hughes, President, Hughes Seed Farms Inc.

We get too comfortable 
with past success and  

fail to evolve.





Advanced high-value genetics, seed-applied 
protection products and the pressure of increased 
marketplace competition require effective, innovative 
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