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2005 - A DIFFICULT YEAR
A number of crop protection companies have reported their annual results this month with mixed fortunes; 2005 has generally been described as a difficult year by most. The value of the conventional chemical crop protection market has been estimated at $31.19 (Philips McDougall) and this represents a very modest 1.5% increase over 2004. The uptake of GM crops continues to have a negative impact on the market with the global area of GM crops growing a further 11% in 2005. In real terms all the regional markets for crop protection products appear to have declined. The strongest performance was recorded in the NAFTA region, in part a result of agrochemical price improvement and an excellent agricultural year in 2004.The weakest performance was in Latin America where the drought in Brazil reduced the incidence of Asian soybean rust and impacted on total crop production. In addition the strengthening Brazilian currency affected the farmers ability to export. The knock on effect has been a significant reduction in both soybean and maize plantings in 2005/06. 
The drought in Southern Europe and the prolonged winter in Northern Europe reduced the European sales of herbicides and cereal fungicides and resulted in a very modest 1.2% increase, or a decline of 1.8% in real terms. Commentators say that the prospects for the global crop protection market in 2006 look more positive assuming there is a recovery from the weather factors that held back growth in 2005. They predict modest growth in real terms of around 1-2%. High energy costs, they point out are likely to play a key role in farm profitability but this may also lead to an increase in crops grown for ethanol and biodiesel production.

BASF focus on innovation

Sales of BASF Agricultural Products in 2005 were €3,298 million ($4,056 million). Europe accounted for 43%, North America (NAFTA) for 29%, South America, Africa, Middle East for 20% and Asia Pacific for 8%. By product group, sales of fungicides were €1,310 million, herbicides €1,222 million, insecticides and other agrochemical products €766 million. With no growth in 2005, BASF Agricultural Products is continuing to grow its profits by focusing on new and innovative products, says Mike Heinz, the new president of the division, speaking at a recent investors’ conference. In 2005, the division invested €303 million in research and development, an 11% increase compared to 2004. According to the company the investment continues to pay off: The division expects to achieve total peak sales of €1,900 million with its pipeline of innovative active ingredients, about €100 million more than the previously published figure. Over the last five years, BASF has introduced eight new crop protection active ingredients with peak sales potential of €1.2 billion. This includes the fungicide metrafenone, which was launched towards the end of 2005. The division’s development pipeline also looks promising for the years ahead. BASF is currently working on a herbicide tolerance project and six active ingredients, including a new insecticide, which was elevated from discovery to development status in 2005. These inventions are expected to come to market from 2006 onwards and have a peak sales potential of €700 million.

Successful new products are now the major contributors to our profitability says BASF. With an EBITDA margin of 26.9% before special items, the company has passed the 25% margin target of the division for the second time in a row. “With this EBITDA margin we have once again set a profitability benchmark in the industry,” said Mr Heinz. “We want to grow profitably through innovation, especially with new fungicides and insecticides and with special applications such as seed treatment,” he added.. “We have strengthened our team of scientists, are managing our R&D activities highly effectively, and are continuing our efforts to reduce time-to-market.” 

The company will also continue to prune its product portfolio. It had more than 300 actives in 2000, and is targeting to reduce this number to around 100 by end 2006, a further reduction of about 25% compared to the end of 2005. Ultimately we will focus on about 60 core active ingredients,” said Mr Heinz. “This streamlining reduces complexity and allows us to direct all of our energy to bringing innovative products to the market.”

Strict management of assets and costs is another strategic objective of the division. “With an emphasis on high-margin innovative products, we are continuing to optimise our cost and assets in mature and non-core areas. As a leader in innovation, we have identified some products and assets that offer limited synergy for us, but are clearly a better strategic fit for a more specialised company,” said Mr Heinz. In 2005, the division divested its triforine fungicide, its phorate insecticide and its non-European imazamethabenz herbicide business. In addition, a manufacturing plant in Resende, Brazil, was divested in an employee buyout. 
BASF sells Micro Flo to Arysta
The most recent example of BASF’s divestiture programme is the sale of the Micro Flo Company (www.microflo.com), which became a wholly owned subsidiary of the BASF Corporation in 1998, to Arysta LifeScience. Micro Flo is a leading manufacturer and distributor of off-patent crop protection chemicals and provides a variety of manufacturing and distribution services. These include wholesale distributorships for fungicides, herbicides, insecticides, and plant growth regulators. The company has its headquarters in Memphis, Tennesee, and a formulation site in Sparks, Georgia. Under the agreement, Arysta LifeScience North America will acquire the commercial business of Micro Flo, including a portfolio of active ingredients and registrations, the Micro Flo trademark, patents and a development laboratory in Sparks. BASF will continue to own and operate the formulation production facility in Sparks. Long-term agreements will ensure continuity for the supply of the Micro Flo products sourced from BASF. With the exception of the employees at the Sparks manufacturing site who will remain with BASF, all Micro Flo personnel will be offered equivalent positions with Arysta, including the development laboratory staff at the Sparks facility.

“The sale of Micro Flo willl benefit our customers in the North American agricultural industry by enabling us to better focus our resources on bringing innovation to that market,“ commented Mr Heinz. Dr Christopher Richards, Arysta LifeScience president and CEO, said that the acquisition was another key element in his company’s long-term growth strategy. “Micro Flo is highly regarded for its portfolio of products and its customer service focus. Adding Micro Flo’s operations to our existing presence in North America will give Arysta LifeScience a substantially stronger platform for future growth in the region.”  

Cheminova plans ahead to 2010
While BASF was stressing the importance of innovation and focus Cheminova was speaking of acquisition and the growth in off patent products. It said that companies without the necessary competences to survive would be the obvious acquisition targets for Cheminova in the future.. Additionally there will be increasing opportunities for the business to introduce new and interesting products as the global market share of patented products continues to fall. Development of know-how and the ability to innovate, however, will be important to ensure that by the end of the decade, Cheminova has further expanded its position as one of the leading companies within the industry.
In 2005 Cheminova introduced its business plan covering the period up until 2010. During this time, the company says it will aggressively pursue growth opportunities identified through the development of new products and acquisitions. The target is to increase revenue, through organic growth alone, from just over DKK 4 billion ($658 million) in 2005 to DKK 6 billion in 2010. Cheminova is targeting an EBIT margin of 14% towards the end of the five year period. However, it says that the plan will require considerable investments in development, registration and marketing and will in the early years lead to a decline in EBIT slightly under 10%. How is the plan progressing? In 2005, Cheminova’s sales revenue declined by 2% to DKK 4,017 million from DKK 4,094 million and EBIT dropped from 16% in 2004 to 11% in 2005. The company does claim, however, that the revenue was higher than expected at the beginning of the year. It says 2005 was a much more difficult year than 2004 which was characterised by more favourable climatic conditions and higher prices for a number of crops. Sales of Cheminova’s organophosphorous (OP) insecticides accounted for 26% of the company’s total revenue in 2005 against 30% in 2004. After an extraordinarily good year in 2004, characterised by high levels of insect infestation in most of the world the company’s expectations for 2005 were, in any case, more modest. Sales of malathion for use in the American boll weevil eradication programme were down relative to 2004, but higher than expected. The programme, which Cheminova says has been a tremendous success, is expected to end in a few years time.
Cheminova’s newer products increased their share of revenue from 41% in 2004 to 47% in 2005 and this share is set to grow dramatically in the coming years. Glyphosate, which is the largest product of this group, saw another increase in revenue, especially in Europe. Competition within the glyphosate market did, however, intensify further in 2005, resulting in declining prices. Sales of the fungicide flutriafol, which Cheminova bought from Syngenta in 2001, increased again in 2005. As was the case in 2004, most of the products based on flutriafol were sold for use against Asian soybean rust in Brazil despite a general fall in sales of fungicides in that country. A contributing factor was the introduction of a new product Impact Duo (thiophanate methyl + flutriafol). Flutriafol also achieved good sales in Russia, however, Australian sales were disappointing. Sales of Cheminova’s other new generic products, including the insecticide gamma-cyhalothrin, grew in 2005 to levels slightly higher than expected. Third-party products which complement Cheminova’s own product range accounted for 16% of total revenue in 2005, unchanged compared to 2004. 

New opportunities

During 2005, Cheminova increased its country sales organisations by four. A total of DKK 112 million was invested in the acquisition of subsidiaries in the UK, Colombia and Australia. In Colombia, Cheminova acquired a majority stake in CropTech, and in Australia a majority stake in Ospray. At the same time, sales companies were established in Poland and Bulgaria. The company is now represented in 16 of the most important agricultural countries. In Brazil and the US, the world’s two largest agricultural countries where Cheminova generates its highest revenues, sales in local currencies were slightly up on the year before. Mexico and Russia also had a good year with increasing sales. Cheminova’s Western European companies generally saw stagnating sales due to poor climatic conditions, with the exception of France, which saw a satisfactory increase. Hardest hit was Spain where the market for plant protection products declined by more than 13%. Cheminova’s company in Spain, Agrodan, however, gained market share again in 2005.
In the coming years, Cheminova expects to introduce an average of three new products per year. The addition of new products will, however, require a significant increase in resources by the development department in support of both production and marketing to ensure that target growth can be achieved. Cheminova has recently entered into a cooperation agreement with Bayer CropScience concerning the insecticide imidacloprid. Under the agreement, Cheminova has acquired global rights to sell its own formulations based on Bayer’s active substance. Imidacloprid is the world’s leading insecticide with annual sales of approximately €650 million. Cheminova is forecasting a further decrease in the global market in 2006 but expects to see an increase of 7% in its revenue compared to 2005 with an EBIT margin of around 9%.
EUROPEAN NEWS AND MARKETS
SYNGENTA LAUNCHES MIXED TRIAZOLE FUNGICIDE

A new fungicide Cherokee (cyproconazole + propiconazole + chlorothalonil) has been launched by Syngenta in the UK. The product contains high rates of two proven triazole fungicides, combined with the anti-resistance component of chlorothalonil. “While strobilurin fungicides continue to have a key yield-building role by maintaining green leaf area, the advent of Septoria tritici resistance means mixtures of triazoles with chlorothalonil  should be the backbone of wheat fungicide programmes to control this disease,” said Syngenta brand manager Matt Pickard. “Because Cherokee has been developed using existing products, there have been none of the high development costs of bringing new active ingredients to the market,” he added. The company claims that while the rapid movement of its cyproconazole component gets to the disease inside the leaf rapidly, the slower moving propiconazole component provides a more sustained effect. Besides wheat, Cherokee provides a new option in winter and spring barley. Full approval against Septoria tritici plus yellow and brown rust in wheat is complemented by full approval against brown rust and mildew in barley. The product also has activity against Rhynchosporium and net blotch and can reduce barley spotting when used as part of a spray programme.

The practice of mixing triazole fungicides has become known as triazole stacking. Using the unique and complementary disease strengths of each triazole is the key to producing a successful stack as is the differing speeds of uptake. However, it is necessary to adopt this approach with caution as  formulation may modify the inherent properties of an active ingredient; there is also the possibility of some antagonism against certain diseases. 

SYNGENTA DEVELOPS OPTI INPUTS

Working in partnership with agribusiness consultants Bidwells, Syngenta UK has launched a new campaign to help growers make more effective use of inputs whilst at the same time maintaining cereal yields. Opti Inputs help growers and advisers to have a better understanding of fixed and variable costs. Bidwell’s consultant Cloe Bell said: “Many growers go too far when it comes to cutting the cost of pesticides and fertilisers. Leaving out keys sprays such as growth regulators or fungicides could produce yield reductions that will cause profits to drop dramatically. Crop profitability should be bolstered by reducing fixed costs and maximising grain price.” Dr Pat Ryan, head of business support for Syngenta agrees that input cutting does not make sense. “Yield should always be the platform for arable income,” he said. “Diseases, lodging and grass weeds are all potential drains on cereal yields.” Opti Inputs will help growers maintain their cereal yield but it will save money and time by highlighting the most cost effective inputs and by focusing on better spray targeting. “The objective must always be to gain maximum return from inputs in order to add value to outputs and to spread the fixed farm costs over a greater output value,” concluded Dr Ryan.

EXOSECT AND INTRACHEM BIO COLLABORATE IN ITALY
Exosect is to expand its worldwide product development programme through a collaboration in Italy with the Geneva based company Intrachem Bio International (www.intrachembio.int.ch) and its Italian subsidiary Intrachem Bio Italia. Headquartered near Milan, the company specialises in the registration, development, marketing and distribution of advanced technology products for agriculture. Intrachem Bio is a leader in Italy in four main areas – bio fertilisers and high-purity nutrients, micro organisms and botanical pesticides for plant protection, macro organisms (beneficial insects) and nematodes and products derived from natural sources. “Intrachem Bio initially trialled our codling moth system, Exosex CM, in 2005 and were so impressed with the results that the new agreement will cover all Exosex products throughout Italy,” explained Exosect’s MD Martin Brown. 
REGISTRATION CONSULTANTS EXPAND INTO SPAIN 

The UK-based consulting company TSGE (www.tsgeurope.com)  has successfully launched a sister company TSGE Iberia S.L. in Barcelona, Spain. TSGE is a well established multi-disciplinary consultancy providing registration services to agrochemical, biocide, chemical and animal health companies, as well as to industry groups, Government institutions and law firms. The new business in 

Spain is managed by Wolfgang Maxwald, formerly of Agrolinz and Consep. It enables the group to offer regulatory advice, prepare registration applications and provide marketing and business consultancy across Spain and Portugal as well as to other European countries. 
TSGE, a subsidiary of the international law firm McKenna, Long & Aldridge, has been working with many active substances subject to the second, third and, more recently, fourth stages of the pesticide review programme under Directive 91/414/EEC. Most of the work carried out in recent years has been the preparation of summary documentation to support applications for Annex I listing of existing active substances as required by the Directive. For new and existing active substances, TSGE prepares whole or part summary dossiers to meet the needs of clients.The company’s regulatory consultants all have previous experience of agrochemical regulatory studies in UK contract laboratories as scientists or laboratory managers. 
DEVELOPMENTS AT STAPHYT

The French-based contract research organisation Staphyt (www.staphyt.fr) increased its turnover in 2005 to €5 million. The company which now employs some 60 people has opened a further field facility in Brittany, bringing the total to 15 bases in France. Staphyt has also further developed its international field study management group, Alliance International, by appointing Yves Coconnier as joint CEO with responsibility for international business development along with Gérard Gruwez as joint CEO – operations director. A new technical manager Damien Ducy has been recruited by the company for Starseed, its seed research business. During 2006 the company intends to further strengthen its  business with appointments to both its technical and quality assurance teams.

Staphyt has recently received the renewal of its GLP certification for field and operator exposure studies and for the transformation work conducted by Viti RD. Its recognition as an accredited  research and development organisation under the French Ministry of Research’s Crédit Impôt Recherche system has been extended to 2008. The company is planning to introduce further communication and information technology improvements in 2006. Additional services will include virtual trial visits and Phytnet, an extranet electronic data management system which will give clients permanent and direct access to ongoing information about their field studies.

AEPLA EXPRESSES CONCERNS ABOUT PESTICIDE USE IN SPAIN

At its recent General Assembly, the trade association for Spanish crop protection companies AEPLA (www.aepla.es) reported a 13.8% decrease in the value of sales to €541.9 million for 2005. This downward trend, it said, began in 2004 when sales were reported to have dropped by 2.1%.  Whilst other European and the global markets have suffered constant decline in recent years Spain had previously managed to maintain some degree of stability. However, 2005 was a difficult year for Spanish agriculture in general and for the crop protection sector in particular. The year started with cold weather that affected the more temperate regions where covered crops are grown, creating significant damage. This was followed by a period of drought that reduced the cultivated area and as a consequence limited input demand. The implementation of unfavourable CAP (Common Agricultural Policy) reforms and increases in production costs, due to higher input costs, have also made significant contributions to the fall in sales. The association also commented that the inefficient regulatory environment and lack of control of an illegal market in pesticides have brought additional problems. By region, ranking remains similar to that in previous years.  Andalusia is still the most important market with 30.6% of national pesticide sales, Valencia comes second with 14.7%. Murcia accounted for 10.9% of the market last year, followed by Catalonia with 9%. 

AEPLA says that a good part of its time in 2005 was dedicated to understanding the growth in illegal pesticides in Spain and how it could lobby for improvements in the procedures that lead to product authorisations. The association says that important advances were made during the year on operator exposure risk evaluation, though the methodology for calculating exposure for products destined for use on covered crops still remains unresolved. There has also been some progress in the implementation of regulations regarding new toxicological classifications and aspects related to product use and storage. The management of the Safe Use Initiative which started as a pilot scheme in Spain passed to the association in summer 2005. As a result of all the work carried out over the past five years AEPLA say it can now recommend 25 types of personal protective equipment (PPE) that have been tested by the association and the participating occupational health authorities. AEPLA point out that cases of acute toxicity have decreased by 30% since the project began. 
In 2006 AEPLA say it will continue to analyse how it can collectively act on issues affecting the market. The organisation plans plan to focus on a number of key priorities. These include speeding up the procedure for gaining product authorisations and minimising the use of illegal, non-registered products in Spain. There is concern that recommendations for the safe use of pesticides in glasshouse are often held up for over three years, while the market for unregistered products is allowed continue regardless of the risks involved. The association intends to continue to negotiate on the matter of improved personal protection recommendations and label instructions with the public administrators and will collaborate to ensure that certified PPEs is made available to all farmers.  

For the second year running the Association’s membership has grown with the incorporation of a new company, Belchim Crop Protection España, based in Valencia. AEPLA now represents 25 crop protection companies throughout Spain. The new president elected for 2006 is Pau Relat, CEO of IQV, Industrias Químicas del Vallés. 

CERTIS TO MARKET PLANT HEALTH PRODUCTS 

Plant Impact (www.plantimpact.com), the UK based plant health technology company, has entered into an agreement with Certis Europe, a niche distributor of crop production solutions for the high-value crop sector. The agreement provides Certis with exclusive rights to distribute a full range of co-branded, patent protected, plant nutrient technologies in Spain and Portugal. The deal includes Plant Impact’s crop health range of Calcium Technology (CaT) and Nitrogen Technology (PiNT) products. The main areas covered by the agreement are the Iberian Peninsular and the Canary and Balearic Islands where there are some 75,000 growers. 

Certis will provide Plant Impact’s products to growers of high value, protected crops, such as tomatoes, cucumbers, melons and peppers. Kevin Price, market development manager at Certis Europe, commented: “We welcome the addition of Plant Impact’s products to the Certis portfolio. This agreement will allow our customers in Spain and Portugal to access high-value technology and solutions to build and protect their businesses.” UK based Plant Impact markets a novel and natural pesticide technology BugOil created from low concentrations of food grade materials already in the human food chain. The company has a number of other biological insecticides in development. Plant Impact’s current partners include CABI, and major agrochemical and food groups, some of which are trialing its products. 

AMERICAN NEWS AND MARKETS

CHEMTURA ACQUIRES SEED TREATMENT BUSINESS

Chemtura Corporation has acquired Trace Chemicals (www.tracechemicals.com), a leader in farmer-applied seed treatments in the US market, from Bayer CropScience. The transaction includes the sale of the Trace seed treatment product line and a 14-person formulation operation in Pekin, Illinois, as well as access by Chemtura to certain Bayer CropScience active ingredients, registrations and trademarks. Chemtura is already well known for its global expertise in seed treatment. Mike McFatrich, its global seed treatment product manager said: "This acquisition allows Chemtura to focus on a growing and important segment of the on-farm seed treatment business." “Although the Trace business is strong in its market segment, it is not viewed by Bayer CropScience as a part of our core seed treatment business,” added Bill Buckner, head of the US crop protection business for Bayer CropScience. Mr Buckner explained that as part of the ongoing development of the Bayer CropScience seed treatment business, the company has decided it can better meet the crop protection needs of growers by focusing its seed treatment portfolio on seed companies and its distribution channel.

CLEARFIELD TECHNOLOGY TO TACKLE PARASITIC WEED

BASF and CIMMYT, the international maize and wheat improvement research centre (www.cimmyt.org), have signed a development and commercialisation agreement for a new Clearfield technology. The Clearfield production system has been used extensively since 1995. The system matches carefully selected seed varieties/hybrids with custom-designed imidazolinone herbicides. Under license from BASF, CIMMYT will introduce the Clearfield trait into maize germplasm adapted to eastern and southern Africa. This is expected to benefit of millions of smallholder farmers whose maize harvest is devastated by the parasitic weed Striga. This novel public-private partnership involves BASF, CIMMYT, the African Agricultural Technology Foundation (AATF), local public research organisations and local seed companies. The seed companies will produce the commercial Clearfield maize seed, which will be treated with StrigAway, a novel seed coating to control Striga.
Striga is a parasitic weed that attaches to the roots of the host plant and does damage before the plant has emerged. It can lead to a reduction in yield ranging from 20 to 80%. Due to ineffective control measures, the weed has infested over 40 million hectares of maize in Africa, resulting in damage of over €1.2 billion a year. Maize is the most important food crop in sub-Saharan Africa and plays a major role in providing food security. In contrast to crop spraying, the StrigAway seed coating is highly effective against Striga because it protects the plant throughout the entire growing season. The seed treatment is ideal for smallholder farmers because it is easy to use and does not require sophisticated equipment or training.
SYNGENTA TO COMMERCIALISE NEW TRAIT

As part of its continuing commitment to biotechnology Syngenta will expand its portfolio of crop traits in the 2007 planting season with the registration of the MIR604 event for the control of corn rootworm. Syngenta will commercialise the trait under its Agrisure brand as Agrisure RW through the elite hybrids marketed by Garst, Golden Harvest and NK to US growers. MIR604 has a significant yield advantage in fields infested with corn rootworm and is currently being reviewed by the Department of Agriculture, the Food and Drug Administration (FDA) and the Environmental Protection Agency (EPA).
MIR604 is a modified full length Cry3Aa gene from Bacillus thuringiensis (Bt). The modification extends the activity of this gene to Mexican, northern and western corn rootworms. MIR604 controls newly hatched rootworms through the first larval instar as they begin to feed on corn roots. The larvae are eliminated as soon as they consume the unique Bt protein in the roots. More than 60 trials over a three-year period have been conducted across the corn belt by nine Midwestern universities and Syngenta. “We have taken the time to find the right way to convert this gene to maximise the potential of the rootworm trait and place it in the highest quality hybrids,” said Jack Bernens head of Agrisure traits at Syngenta Seeds. “This will allow growers to reap the full benefits of the trait which gives unparalleled control of rootworms and maximum yield potential.” 
Syngenta already markets Agrisure GT (glyphosate tolerance), Agrisure CB/LL (season-long corn borer control with Liberty (glufosinate) herbicide tolerance and Agrisure GT/CB/LL (stacked traits). MIR604 is one of a number of new products in development. Many other innovative stacks are expected to follow (www.agrisuretraits.com).
IBAMA FINES SYNGENTA

The Brazilian environment protection agency IBAMA has fined Syngenta one million reais ($462,000) for conducting illegal GM field trials. It said that national law in Brazil expressly prohibits the planting of GMOs in conservation areas as well as buffer zones around those areas, based on the precautionary principle. The action follows a protest by at least 300 farm labourers who camped out recently at a  research farm owned by Syngenta in Santa Teresa do Oeste, Paran. The members of the international La Via Campesina group (www.viacampesina.org) broke down the gate and set up tents to publicise their claim that Syngenta Brazil was illegally experimenting with genetically modified soy and corn. At the time Syngenta denied breaking any laws and said that it was in a dialogue with the authorities and would consider taking appropriate legal action against the protesters. La Via Campesina said that an inspection by Brazil's environmental agency IBAMA found GMO seeds planted closer to the Iguacu National Park than permitted by law. IBAMA confirmed that 30 acres (12 hectares) of Syngenta's transgenic soy plantings were about four miles (6 km) from the park, while the allowed distance is six miles (10 km). 
"The decision to fine Syngenta sounds a clear warning to agro-biotech firms intent on putting economic interests ahead of biosafety and enforces respect for biodiversity and protected areas," said Greenpeace. The organisation is confident that a judicial order for the destruction of the genetically engineered plants will also be issued in due time. "Syngenta is already appealing against the IBAMA’s decision. “Consultations with lawyers showed that the definition of the area in contention around the park is not fixed, and that Syngenta followed all the legal processes correctly," a spokesperson said. The company has denied any illegal tests, saying it follows all the regulations of the National Technical Commission for Biosecurity (CTNBio), which oversees GMO issues. IBAMA's decision was announced at the UN Convention on Biological Diversity where delegates from 132 countries were attending a United Nations sponsored international biosafety conference in Curitiba, Brazil. Delegates were discussing the Cartagena Protocol, a 2003 agreement that deals with the transport, handling and use of genetically modified living organisms (GMOs). The protocol also establishes rules for international commerce involving these products.
MORE PROTESTS AGAINST SYNGENTA

More than 40 leaders from potato producing communities in the Andean region of Peru met in the Sacred Valley in Cusco to sign a strongly-worded letter to Sygenta regarding GM potatoes. They say that Syngenta's patent (US Patent 6,700,039) is of particular concern because it describes a technology that could be used to prevent the sprouting of potatoes, unless they are treated with chemicals supplied by the company. Genetic Use Restriction Technology (GURT) known as "terminator” technology would mean that patented plants are genetically-modified to switch off seed fertility. Local farmers would then be prevented from saving and reusing terminator type seeds and storage organs such as potato tubers. People fear that it would destroy the sharing of seeds, a centuries-old tradition, and with it their cultural and social way of life. Alejandro Argumedo, Associate Director of the Quechua-Aymara Association for Nature and Sustainable Development, said: "We want the big companies like Syngenta to show corporate social and environmental responsibility.”

An international moratorium under the Convention on Biological Diversity has stopped the field testing and commercial use of terminator technology since 2000. GURTS, however, have been in the news again because the United Nations Council on Biological Diversity recently met in Granada, Spain to discuss the issue and has since been tabling its recommendations to a larger forum in Curitiba in Brazil. African nations along with India, Pakistan, Egypt, Norway and the Philippines want to ban field trials and the commercial application of GURTS. However, the majority including countries such as Australia, New Zealand, Brazil and Canada want to relax the UN's biosafety regulation. They say that a precautionary approach is needed along with case-by-case risk assessment.
SPOTLIGHT ON AGROVISTA

Agrovista UK, a distributor of crop protection and amenity products, has reported an increased profit on trading activities in 2005. Profit after interest and before tax is £1.203 million ($2.107 million) compared to £1.015 million in 2004 on an almost identical turnover of £70 million. Agrovista (www.agrovista.co.uk), part of the international Marubeni Corporation, was formed in 2001 following the merger of Profarma Ltd and the Crop Care Group of companies, to provide specialist agronomy and crop protection products to British agriculture. Managing director, James Robertson said: "We have steadily built our business since and grown our bottom line for the past three years.  This has been through a combination of gaining new customers, taking on new staff, continuing our planned efficiency drive and developing opportunities through innovation.”
Three years of investment

In 2005 the company embarked on a three year plan of investment in IT, logistics and staff skills. According to Agrovista all divisions within the business have been performing well.  Agriculture
has maintained its sales value despite a decline in market value of more than 10% compared
to 2004. The company’s nation-wide team of qualified agronomists works closely with its farmer customers using the results from the Arable Technology trials programme conducted on sites all over the UK.  Agrovista claims that Arable Technology is now one of Europe’s largest arable crop research and development trial programmes. It is run in conjunction with the company’s manufacturing partners and provides up to date information from unbiased independent field results. 

Agrovista’s strategy for horticulture of integrating with grower customers in the value chain is working well and new customers are now accepting the new concept. The company’s Amenity division operates a comprehensive advice service through its specialist company, Sherriff Amenity Services. Sherriff Amenity was formed in 1994, as a supplier of products for the upkeep and maintenance of sports and amenity turf and landscape. Situated on the Firmin Coates site in Newmarket, Suffolk Agrovista says that its amenity business has gone from strength to strength by providing the highest  levels of service and products in the sector. Sherriff Amenity operates two high capacity warehouses to store its products and has expanded its geographic coverage to an extent that it is now on target to become a national business.  

Professional farming services
In January 2003, Agrovista launched a comprehensive range of professional farming services under the name Agrogate. The services on offer are joint initiatives with Farmcare’s Farm Business Advisory Group and Increment Ltd. Agrogate provides farmers and growers in the UK with independent business advice on contract farming agreements, farm business tenancies, European funding and environmental initiatives, farm benchmarking and many other farm management issues. During the past year a new strategy has been implemented on fertiliser, seed and combinable buy-backs capitalising not only on the national strength of the business but also the regional opportunities that have been developed with business partners. 
Turning to 2006 Mr Robertson commented: "It is going to be a tough year. The two biggest issues the company faces are the deteriorating cash flow of customers and the escalating cost increases, particularly energy, fuel, regulation and legislation.”  Mr Robertson says he believes a strong financial position is essential for survival in a flat market like agriculture.  The next eighteen months he predicts will continue to be tough, but beyond that he believes that commodity prices, particularly cereals and oilseed rape, should start to rise as alternative uses for these crops start to become a reality.
Disposal of waste containers

Agrovista have recently been running a series of pesticide container management roadshows in support of the UK’s Voluntary Initiative attended by over 1200 farmers and sprayer operators. 
Farmers are much more aware of the impact the regulations will have on their businesses, and are now in a strong position to make decisions on how to tackle the issues in a way that best suits their needs, say Agrovista. When the regulations come into force, there will be no "do nothing" option. Everyone who produces waste will be required to dispose of it in a legal and appropriate manner. There is still some confusion as to what can be burned in a drum incinerator. Growers need to be 

aware that this is for cleaned pesticide containers and will only be an option for 12 months after the  regulations come into force. Growers have a 'duty of care' to ensure that their waste is disposed
of in a legal manner and must retain proof that they have fulfilled this requirement.  

A number of waste schemes have been set up, each operating in different ways. Many require more work on the part of the grower. For example, some schemes require that pesticide container labels and caps are removed whereas others do not.  This additional intervention on farm should be factored in when considering the costs of the various schemes says Agrovista. All pesticide containers should be thoroughly cleaned by triple-rinsing or equivalent procedures, and thoroughly drained of rinsate before being entered into any scheme. Attention must be paid to avoiding water pollution when removing foil seals, which is a requirement for many of the recycling schemes.  The concentrated chemical on a single foil seal has the potential to contaminate up to 30km of stream if not handled and disposed of safely. The new legislation will not be welcomed by many growers says Agrovista, but most realise that they have to take their new obligations seriously and they are finding ways to make this happen. It has recently been announced by DEFRA (Department of Environment, Food and Rural Affairs) that the new legislation will come into force on 14th May 2006.
SPOTLIGHT ON THE DIRECTOR GENERAL OF UIPP

The UIPP (Union des Industries de la Protection des Plantes) (www.uipp.org) is the trade association for crop protection companies in France. Jean Charles Bocquet, its director general joined the association in July 2002 with 25 years experience in the crop protection business. From 1977 to 1988 he was involved in the technical development activities of Hoechst/Roussel Uclaf in France, Europe and the Far East. He then changed companies and from 1988 through to 2002 worked with DuPont in what he describes as a very international environment. He had roles in marketing, sales and business management, product development and communication and spent three years working in Spain and Portugal. He believes that he has brought to the UIPP a good industry network and broad knowledge of the product life cycle as well as experience of advocacy and stewardship. In another in the series of interviews with ‘Captains of the Industry’, Crop Protection Monthly took the opportunity to ask Mr Bocquet about some of the issues currently impacting on the French crop protection market.
France has been the dominant market in the EU and still generates nearly 30% of the total sales in the 25 member states. However, there are now more significant economic pressures on farmers than ever before and increasing public concerns about the safety of pesticides. Are these factors having any impact on the sales value of the agrochemical sector in France and what are the current market trends?
The French market is in a very difficult situation at present. There are most definitely economic pressures on farmers and socio-political trends which are encouraging farmers to reduce their use of crop protection products. But there are also problems with the pesticide registration system due to a lack of resources, ineffective procedures and the application of the precautionary principle. On top of that we have had a number of difficult seasons in France with extensive drought problems. As a result, the market value which was €2.2 billion (ex manufacturer) in 1999 is now at €1.8 billion. As far as the outlook is concerned, I do not foresee any significant change. Farmers will take a much more reasoned approach to crop protection and will only spray if necessary. The CAP reforms will certainly put continuing pressure on the use of all farm inputs. The Directive on the sustainable use of pesticides, the national risk reduction plan for pesticides and other regulations under consideration will all have a negative impact. There are also some other factors  that will bring a degree of uncertainty to the industry. A new system for the evaluation and registration of pesticides is going to be introduced in France later this year. The evaluation of pesticides will be transferred to AFSSA (Agence Française de Sécurité Sanitaire des Aliments) and there is considerable concern about the government’s ability to administer it effectively. We are worried that innovative products that are introduced in other EU member states will not be made available at the same time in France. We are also waiting to see what impact there is on the market from crops grown for alternative uses such as biofuel and ethanol.
A pesticide tax was introduced in France to encourage the use of safer, less toxic pesticides. Has the tax had a significant impact. If not does the UIPP have any alternative proposals?
The pesticide tax (TGAP) was introduced in 2000, at a very difficult time when many changes were taking place in French agriculture. As a result, the impact was not as significant as was expected. With the implementation of the Water Framework Directive, new water legistation is currently under discussion in the French parliament. As a result the current TGAP system will almost certainly be reviewed. It is very likely that a tax will be used in the future to incentivise Good Agricultural Practices which respect to the water environment. The UIPP is supportive of this new approach as long as the system is based on a risk approach and not hazard alone. The system must be simple to implement and should be designed to ensure that important products do not disappear from the market. 
The UIPP has surveyed French consumers’ perceptions about pesticides. What did the survey find ? Have you surveyed attitudes to GMOs in France?
We are monitoring consumer and opinion leader perceptions regarding pesticides on a regular basis. The main finding is that consumers do not really understand pesticides. They are not well informed about the registration process and the benefits that the products can bring. They are, however, made aware of the risk aspects associated with pesticide because of the activities of anti pesticides activists and specific media campaigns. Our surveys show that the public is open to developing a dialogue with the pesticide industry and is seeking more information.

As far as GMOs are concerned, the association works with its seed industry colleagues. Again, consumers have very little awareness about the science of biotechnology. They have no knowledge of the benefits, the registration process and how risks are taken into account at industry, regulatory and farm level. As a result they are unwilling to accept GM crops. The transposition of directive 2001/18/EC will give the industry an opportunity to address these issues in a positive manner. The main aim of the directive is to make the procedure for granting consent to the deliberate release and placing on the market of GMOs more efficient and more transparent. It will limit such consent to a period of 10 years and will introduce compulsory monitoring after GMOs have been placed on the market. Public consultation and clearer GM labelling will become compulsory. Hopefully this will help to reverse current negative public opinion.

How has the UIPP addressed any misconceptions about pesticides Do you have an ongoing communication programme and where does it put the main emphasis?
UIPP is committed to addressing the misconceptions that consumers have about pesticides and since 2004 we have been involved in an ongoing communication programme targeting the general public. Our activities started with an open letter published in the leading daily newspapers. This was followed in 2005 by an outreach campaign which was developed with the help of CropLife International. This involved a media campaign, a website and a call centre. Based on the experience gained in 2004 and 2005 and with the support, once again of Croplife International, UIPP is running a new press communication campaign for 2006 that will further address public concerns. There is a new web site at (www.infos-pesticides.org). The UIPP was recently represented at the SIA (Paris international agriculture trade fare).  

 

What roles do integrated farming and organic production play in French agriculture?
Integrated farming is officially recognised in France thanks to the qualification process which was introduced in 2002. The objective is to have 30% farms accredited by 2008; currently there are some specific incentives in place to encourage more farmers to qualify. Apart from this official recognition, there are many other farmers who have adopted the principle of using the “right product at the right time.” Organic production is currently very limited, less than 3% of the cultivated area, but there are increasing numbers of French consumers willing to buy organic products. As a responsible industry, we must take the organic sector into account and work towards meeting its needs as a part of French agriculture. However, we must make sure that the process for evaluating, registering and using products on organic crops is science based and does not put chemical products at a disadvantage. 

OTHER NEWS AND MARKETS
IDEMITSU EXTEND USES OF BIOLOGICAL PESTICIDE 

Idemitsu Kosan has received additional approval for its biological pesticide Botopika for use against grey mould in all 219 categories of vegetable, as well as powdery mildew in strawberries and bell peppers. The product first launched in September 2005, targeted grey mould disease in tomatoes and eggplants only. The pesticide's active ingredient component is Bacillus subtilis, a naturally occurring bacterium. The product is extremely safe to use and environmentally friendly and according to Idemitsu can be re-applied indefinitely.
The company says there is increasing demand among Japanese consumers for products that can be used safely on food.  In response, producers are doubling their efforts to use fewer pesticides and produce "Specially Cultivated Agricultural Products," as designated by the Japanese Ministry of Agriculture, Forestry and Fisheries. From May 2006 a "positive list" system will be introduced banning the distribution of food products that exceed the limits set for pesticide residues. This will necessitate still stricter compliance with rules on which produce pesticides can be applied to and the frequency of pesticide application. Sales of around ¥50 million ($0.43 million) are projected for Botopika in 2005, rising to peak sales of  ¥200 million in 2008.
BAYER HOLD AN INTERNATIONAL HERBICIDES SYMPOSIUM

More than 100 Bayer CropScience experts, scientists and product managers met in Frankfurt recently for the International Bayer Crop Science Herbicides Symposium. External weed specialists from three continents reported on the current problems in key crops and outlined their perspectives on weed management. They identified a clear need for innovative herbicide technologies because established products can no longer meet the increasing demands to control resistant weeds, newly emerging weed species, and the increasing demand for environmental sustainability. They highlighted the need for new herbicides with new modes of action. Thierry Chenet, head of Bayer’s herbicide business unit, said: “We should support and steer integrated weed management as an effective tool to maintain the sustainability of our herbicide market.” Bayer CropScience has applied for the highest number of global herbicide patents during the last 10 years. In 2005 the company’s herbicide business,€1.84 billion, contributed the largest share to Bayer CropScience sales.

The European herbicide situation is different from other parts of the world as genetically modified, herbicide-tolerant crops have only minor acceptance and the acreage on which they are grown is very limited. No-tillage or low tillage cultivation is also not as common as in the Americas. This situation may well change in the future as Karl Hurle, University of Hohenheim, pointed out in his symposium presentation. The tradition of ploughing may decline as seen in Germany between 1991 and 2000 where the no-tillage acreage grew 20 fold. Increased environmental awareness supports reduced amounts of herbicide being applied and this too has severe consequences on weed control effectiveness. Roland Gerhards, University of Hohenheim, made clear in his talk that there is currently no alternative to chemical weed control in Europe in terms of efficacy despite efforts to reduce herbicide dose rate application. On the second day of the Symposium some participants generated proposals for future R&D objectives such as natural herbicidal traits which allow the slow release of herbicides. World weed mapping was also proposed as an integrated weed management tool. 
AMERICAN VANGUARD REPORTS STRONG GROWTH

American Vanguard has reported strong growth in its sales and earnings for 2005. Net sales rose 26% to $189.8 million while net income grew 31% to $19.9 million.  The company added four products to its portfolio, two through acquisition and two through licenses. Eric Wintemute, president and CEO said: “2005 was a very successful year for us. During the fourth quarter we began selling Thimet (phorate) acquired from BASF. With sales of around $14 million the product represents our largest acquisition to date.” Thimet has already exceeded sales expectations and should be an important contributor to the company’s 2006 results. The other significant acquisition was Avenge (difenzoquat), also from BASF. Avenge generated around €1.2 million revenue for American Vanguard in 2005.
During 2005 the company licensed Impact, a new corn herbicide from BASF. The company has already achieved sales during the first quarter for what is its first newly registered active ingredient. American Vanguard believes that product will make a significant contribution to the future sales. The 

company also has a licensing agreement with Washington State University Research Foundation that will enable it to develop, register and commercialise a potato sprout inhibitor in 2008 for post-harvest use in the US and Canada. 

Having set up a Swiss subsidiary in Basel in 2005 to capitalise on growth opportunities in Europe and other international markets, the company is very optimistic about the future and believes that its growing portfolio of niche products will deliver double digit growth in sales and net income in 2006.

MAKHTESHIM SALES GROW 13%
Makhteshim Agan, currently ranked seventh globally in the agrochemical market, has reported its results for 2005. Sales revenue grew 13.1% to $1.74 billion compared to $1.54 billion in 2004.  This increase, says the company, was derived mainly from strategic target markets, including the US, where sales increased by 56% to $309 million, compared with less than $200 million in 2004.  Strong growth was also achieved by Makhteshim in Eastern Europe and Australia.  In 2005, net profit passed $200 million for the first time, amounting to $207.5 million, an increase of 25.4% compared with 2004. Net profitability also rose to 11.9% in 2005, compared with 10.7% in 2004. During 2005, Makhteshim received 134 new registrations. Sales of new products increased by 14% to $537.2 million, representing 35% of total agrochemical sales. 
Referring to the results, Danny Biran, chairman of Makhteshim Agan, said: “I view Makhteshim Agan’s ability to grow sales by 13% as an achievement, particularly in a year of difficult market conditions, in which the global agrochemical market showed little or no growth.”  Looking ahead, Mr Biran said that the company will bring forward new developments in 2006.  Alongside continued growth in the agrochemical market, Makhteshim also intends to expand its operations in the food supplement market.  

NUFARM OFF TO SLOW START 

Nufarm claims it is still on track to achieve 10% growth in net profit growth in 2005/06 on the back of increased sales and stronger margins. The comment follows the company’s recent announcement of a 15% fall in first half net profit to $34.18 million. Crop protection sales, 95% of group sales, have also fallen during the period from $629 million to $609 million. Nufarm said that whilst competition remained strong in its major markets the company expected to improve net margins through a combination of cost controls, increased sales of higher margin products, such as fungicides, and higher pricing aimed at recovering the impact of higher costs. "Nufarm directors believe that an expanded product portfolio and improved access to distribution will facilitate a strong performance for the full year. Given average to good seasonal conditions in the company's major crop protection markets, we believe we remain in a position to achieve forecast net profit growth of approximately 10% on last year," said a company spokesperson.

The first half results were negatively affected by Nufarm’s interest in the Brazilian crop protection company Agripec, which contributed a $14.9 million net profit for the six months to the end of January 2006, down from $22.2 million for the same period in the previous year. The 2005 calendar year in Brazil was characterised by drought conditions in many of the key regions and the impact of stronger local currency, the latter resulting in lower relative returns for the Brazilian farmers. Much of Europe has experienced a longer and more severe winter and this too has delayed sales activities said Nufarm. However, with the lower contribution from Agripec, Nufarm’s businesses in Australia, North America and Europe will be expected to perform strongly in order that the company can reach its profit objectives.
SECURING THE FUTURE OF WATER 

World Water Day 2006 (www.worldwaterday.org) on March 22 coincided with the release of the United Nation’s Global International Waters Assessment Report during the World Water Forum in Mexico. Titled Challenges to International Waters: Regional Assessments in a Global Perspective, the report shows that farms are a "big threat" to water resources. CropLife International took the opportunity to remind governments of the critical role that plant science technologies play in helping to address the challenges surrounding water use in agriculture. It said that agriculture is a daily activity common to all countries and cultures - and as the human practice that consumes more water than any other, it must be practiced sustainably if the world is to secure its water future.  While major water savings will 

have to come from improved irrigation systems, the research and development driven plant science industry recognises that its products and technologies are essential for making agricultural water use more efficient while at the same time increasing productivity. “Industry has stepped up to the water challenge,” said Christian Verschueren, director general, CropLife International.  “Land and water management techniques facilitated by the use of plant science products maximise “crop per drop."  Improved crop varieties, especially those that are more tolerant to drought or excessive salt in the soil, enable or enhance production in areas where food production is difficult, or where yields are low with prevailing technologies. Sustainable water use in agriculture must take advantage of these innovations.”

BOOK DISCOUNTS

Crop Protection Monthly subscribers are entitled to a 20% discount on all books from BCPC Publications. The range of BCPC books includes the standard international pesticide reference book, The Pesticide Manual, The UK Pesticide Guide, BCPC conference proceedings, practical training handbooks and guides including searchable CD-ROMs such as IdentiPest and Garden Detective. Place your orders direct with BCPC Publications and quote the discount code: CPMBCPC

Contact details for BCPC Publications are:

Tel: +44 (0) 1420 593200

Fax: +44 (0) 1420 593209

e-mail: publications@bcpc.org
www.bcpc.org/bookshop
Crop Protection Monthly subscribers are entitled to a 20% discount on all books from CABI Publishing, which include a wide range of crop protection titles. The discount is also available on The Crop Protection Compendium on CD-ROM. Place your orders direct with CABI Publishing and quote the discount code: JAM20

Contact details for CABI Publishing are:

Tel: +44 (0) 1491 832111

Fax: +44 (0) 1491 829198

e-mail: orders@cabi.org
www.cabi-publishing.org/bookshop
 

Don’t forget that you are also entitled to a 30% discount on all books from Blackwell Publishing. Orders should be placed through Marston Book Services in the UK and you need to quote the special discount code: 34ADC243

Contact details for the Marston Book Services are:

Tel: +44 (0) 1235 465550

Fax: +44 (0) 1235 465556

e-mail:direct.orders@marston.co.uk
www.blackwellpublishing.com
CROP PROTECTION MONTHLY ARCHIVES

The electronic archives of Crop Protection Monthly from January 1997 through to May 2004 are now freely available through the website. To view this service, go to: 

www.crop-protection-monthly.co.uk/samples.htm
CROP PROTECTION CONFERENCE CALENDAR

Visit the Crop Protection Monthly website for an update: 

www.crop-protection-monthly.co.uk/futconfs.htm
LATEST NEWS HEADLINES

For the latest news headlines between each edition of Crop Protection Monthly go to:

www.crop-protection-monthly.co.uk/latest.htm
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