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Are you over
dependent on
one product
or service?

Do you see large,
lucrative markets?

Do you see
markets, products or

services that offer
a higher price?

Are you ready
to go head to head

with low-cost
competitors?

Diversify Grow volume at
home or overseas

Create more value,
look at value-added
opportunities, fill a
niche or create the

best service delivery
and relationships

Exploit what you
do well and grow
what you know

Innovate, serve
niches, tap into ‘buy

local’ movement,
organic, try adding
a few products or a
service to your mix

Export or
displace imports

Participate in
more steps of your
value chain, own
it or invest in it

Reduce costs,
get efficient and

look at scale

Export or displace
imports

Innovate, serve
niches, tap into buy

local movements, go
organic, try adding
a few products or a
service to your mix

Participate in more
steps of your value

chain, own it or
invest in it

What does globalization mean to you?

Potential solutions

OR OR

OR
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Interested in
growing your
core business?
• Take a snapshot of your business. There are

many free tools and consultants who will help,
and website links to get you started.

• Assess your business strengths and weaknesses,
opportunities and risks.

• Map out your value chain and know where you
fit. Assess the whole value chain with the same
rigour you used to assess your business. Some
bankers evaluate the strength of the network as a
predictor of an individual’s success. Ask yourself
these questions:
• Is this value chain the best one for your

business today and in the future? A strong
value chain, involving a contract or alliance,
can be a competitive advantage. Watch out.
A weak link in any chain represents a risk.

• Are you a part of a marketing organization?
Get involved in the decision-making. Do they
know the customer and where the industry is
headed? Are they positioning you positively for
the future? Can you get access to the same
information they use to make decisions? What
are they doing to ride the waves of emerging
markets? What are they doing when they find

themselves head-to-head with a low-cost
commodity producer?

• Maximize asset utilization. Are your assets
working for you in the best way possible? Corn
or hay? Wheat ethanol or canola? Own or rent?
How do you use your equipment, machinery,
buildings and land? What capacity do you
operate at? What else can be done with your
assets? Where is it best to put your knowledge
to use?

• If you are a niche provider, how protected is
your niche? How long can you keep your
margins? Do you have competition?

• Sometimes the best strategy is exploiting your
existing core competencies.

To stay on top of your game, connect with other
producers or take a course:
AgriSuccess Farm Management Training
www.fcc-fac.ca/en/LearningCentre/
training_centre_e.asp

Harvard Business School Agribusiness Seminar
www.exed.hbs.edu/programs/agb/

Notes

Making it work
The word canola was invented in 1974 to
describe a new, low acid variety of rapeseed.
Replacing many acres of wheat, canola has
grown from a marginal specialty crop to
become one of our major exports in little more
than a decade!
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Are value-added
opportunities on
your mind?
• Do you want to invest in the agriculture value

chain through existing operations or own the
business yourself?

• Know your options and create business
relationships upstream to help manage input
risk and reduce input costs.

• Participating in the downstream side helps
manage market risk and increases product
margins as they undergo one or several
transformations.

• Are there new ways to buy that increased
profitability? What about web-based suppliers
or buying groups?

• Learn from the success of others and watch out
for the pitfalls. There’s no substitute for solid
research and a realistic business plan.

• Consider hiring a consultant or expert team.
There are firms in the U.S. that have guided

producer-owned biofuel startups from
construction through procurement to marketing
the by-products.

Should you get involved?
http://www.agmrc.org/agmrc/business/
startingbusiness/

Money to get you started.
The PAVE program expires March 31, 2008
http://www.agr.gc.ca/ren/index_e.cfm?s1=cfbas-
sceac&s2=pave-pepva&page=intro

Notes

Making it work
After two years of collaborative effort between
local producers, agribusinesses and investors,
Kawartha Ethanol recently turned the sod for a
new plant. Found east of Peterborough,
Ontario, the plant will produce 80 million litres
of ethanol per year. It’s an exciting development
for the producers and will boost the local
economy. By using top ethanol management
consultants and beginning plans ahead of the
curve, Kawartha’s founders are confident in
their approach and future.



Working on
new products
or services?
• Agriculture serves many industries. Food and

fibre are obvious beneficiaries. However, the
construction industry, plastics, nutraceuticals
and biofuels also rely on agriculture. There’s an
explosion of niche opportunities and innovation.

• Tap into programs, tax credits and grants for
small-scale research and development and
on-site innovation.

• Either offer something different or risk being
easily replaced and priced like a commodity.

• Buy-local movements offer niche opportunities
for producers.

• Consider taking advantage of untapped niches
or displacing Canadian imports with a
made-in-Canada innovation. Canada imports
over $2 billion in grain-based food products
every year.

• Can you be an agile supplier? It’s an excellent
strategy for domestic markets, especially for
businesses that are looking for opportunities
to jump into international markets.

• What if you talked with customers to learn about
their unmet needs?

Getting credit for innovation might be easier
than you think
http://www.cra-arc.gc.ca/taxcredit/sred/menu-e.html

Get connected to others and increase your
visibility. Check what social networking
is all about.
http://en.wikipedia.org/wiki/Social_networking
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Notes

Making it work
Everything blue is hot right now, including the
health benefits from compounds that give
blueberries their colour. Cal-San Enterprises
Ltd. serves this market by processing
microwave-dried blueberries, blueberry
powders and fruit wines. They’re reducing their
dependence on fresh and frozen blueberry
markets and producing something consumers
and health food innovators demand.
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Thinking of
exporting?
• Are you ready to fly solo or do you need to be part

of a co-operative or alliance? Consider
partnering with an existing exporter to gain
access to specific markets.

• Be strong before moving into export markets.
Do a self-assessment.

• Find a mentor with experience. Information is
key to survive and prosper.

• Personal brand, just like Canada’s brand, is
priceless. The value of your reputation and
credibility cannot be overstated. Choose
business associates carefully. Research potential
partners and verify their track records.

• Know which markets are inclined to do business
with Canada. Be familiar with the language and
the culture.

• Tap into your trade commissioner, provincial
trade teams and Export Development branches.

• Leverage the benefits of a strong Canadian
brand. For example, Canada’s style of finishing
beef produces a taste, marbling and fat colour
that discriminating buyers prefer.

Find out if you’re ready
www.exportdiagnostic.ca/

Financing options, tools and tips
www.edc.ca/freetools

Talk to a professional for free
www.infoexport.gc.ca/ie-
en/MarketReportsAndServices.jsp

Notes

Making it work
A Manitoba pork producer, Hytek, is reducing
trade risks by raising some hogs south of the
border, feeding more pigs to market weight,
growing their operations into China and
purchasing a slaughter facility in Neepawa,
Manitoba. The company has also diversified its
revenue and adopted cost-reducing strategies
by milling most of the needed feed, managing
their vet services and operating a fleet of
long-haul trucks.
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Notes
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Knowledge Insider tools
What you’ll find Web address

Exporting and trade statistics

Comprehensive information and practical tools for
new or experienced exporters

www.exportsource.ca/gol/exportsource/site.nsf/
en/es01878.html

Find export markets through the Canadian Trade
Commissioner

www.infoexport.gc.ca/ie-
en/MarketReportsAndServices.jsp

Are you and your partners ready to export?
Check it out and get thorough feedback.

www.exportdiagnostic.ca/

Regional export information by province www.exportsource.ca/gol/exportsource/site.nsf/
en/es01956.html

Country profiles, trade leads, advice and free tools
at Export Development Corporation

www.edc.ca and www.edc.ca/freetools

Agrifood Trade Service offers statistics, country
profiles and all the right trade shows

www.atn-riae.agr.ca

Canadian Business guide to government services for
importing and exporting

www.canadabusiness.ca/gol/cbec/site.nsf/
en/index.html

Need specific data? Try:
• Food and Agriculture Organization (FAO) of the

United Nations (UN)
• World Trade Organization (WTO)
• Statistics Canada

www.fao.org/es/ess/toptrade/trade.asp?dir=
exp&country=21&ryear=2004
www.wto.org/english/res_e/statis_e/statis_e.htm
www.statcan.ca/english/tradedata/tradedata.htm

Check out the FAO publication World Agriculture:
towards 2015/2030

http://www.fao.org/docrep/004/y3557e/
y3557e00.htm

Assessing your value chain

Value chain resources from The Farm Centre www.farmcentre.com/Resources/Default.aspx?
sectionkey=Value%20Chain

Discover why value doesn’t mean lowest price in
FCC’s AgriSuccess Journal

www.fcc-fac.ca/en/LearningCentre/journal/
stories/200609-3_e.asp

Alberta Agriculture presents value chain exercises,
success stories, tools and links

www.agfoodcouncil.com/initiatives/value-chains.aspx

What perspective does a beef producer bring to
choosing a value chain and how can they integrate
a unique bio-refinery?

www.highlandbeef.com/file.php?file=0af8d736d46e
cdeaf1861572fba013df; www.highlandbeef.com

Read about Sapporo Breweries value chain www.farmcentre.com/News/TodaysStory/Article.aspx
?id=33b8606e-ce6e-47b4-90a4-50ac3bfd44f7

Getting into value-added

You can access funding to develop a value-added
plan through Planning and Assessment for Value-
Added Enterprises (PAVE), ends March 31, 2008

www.agr.gc.ca/ren/index_e.cfm?s1=cfbas-
sceac&s2=pave-pepva&page=intro

Agricultural Marketing Resource Centre, consider
the steps involved in value-added

www.agmrc.org/agmrc/business/startingbusiness/

Checklist from the Missouri Department of
Agriculture, to help start a value-added business

www.mda.mo.gov/AgBusiness/resources/index.html

Is value-added the right business is for you? www.agrinewsinteractive.com/archives/article-
6597.htm



Innovation

If you plant new varieties, have test plots or graft
new stock, you may be eligible for tax credits
through Scientific Research and Experimental
Development (SRED)

www.cra-arc.gc.ca/taxcredit/sred/menu-e.html

Are you a dry land crop producer? Read great
stories about innovation.

scarab.msu.montana.edu/ipm/Training/CPMS/2006/
Innovation%20in%20Agriculture%20Iverson.pdf

Insights from the multinationals

Check out presentations, annual reports, sector
analysis and trends at large agri-food companies for
the inside scoop. Pick the companies that are big in
your industry.

Grocery retail giant Carrefour constantly studies
food trends

www.carrefour.com

Nestlé focuses on dairy in their presentation India,
the land of opportunities

www.nestle.com/Resource.axd?Id=73B4B2C8-
1794-4007-9E74-E3934E3201F3

What is Maple Leaf saying about packaged foods
and their protein operations?

http://nvestor.mapleleaf.ca/phoenix.zhtml?c=88490
&p=irol-audioarchives

Where does all the fertilizer go? PotashCorp maps
show where and why.

www.potashcorp.com/investor_relations/markets_inf
ormation/world_markets_map/?link_type=leftNav

Tyson, the world’s largest protein company, touches
millions every day

http://ir.tyson.com/phoenix.zhtml?c=65476&p=irol-
eventDetails&pp=IROL-
EnhancedWebcast&EventId=1682331&WebCastId
=699913&StreamId=1004086&id=267078&mp=iro
l-presentations&PlayerPlatform=1&TIK={857fb0e8-
4d0b-468a-93a8-faa45ae73de7}&RGS=3

Maps and trends from Bunge www.bunge.com/industry-information/macro-
trends.html

Social networking

Check out the online potential of social networking. http://en.wikipedia.org/wiki/Social_networking

Get good at using search engines to find the right
networks for you. Super searchers turn to Copernic,
a top-notch, homegrown tool to download for free.

www.copernic.com

Farm business planning and continuous education

Stay on top with Farm Credit Canada’s AgriSuccess
publications, training, forums and tours

www.fcc-fac.ca/en/LearningCentre/
management_news_e.asp

The Farm Centre offers resources for planning and
access to experts via webinars and podcasts.

www.farmcentre.com

Check out the George Morris Centre Executive
Development Program

www.georgemorris.org/GMC/ExecutiveDevelopment
Program.aspx

Purdue University offers strategic planning tools and
templates for commercial farm businesses

www.agecon.purdue.edu/extension/sbpcp/
strat_setting.asp

Harvard Business School offers a future oriented
week on agribusiness

www.exed.hbs.edu/programs/agb/
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This report presents forward-looking statements and is intended for educational and general
reference purposes, only. The authors have attempted to provide useful information and
analysis however FCC does not guarantee accuracy or necessarily share the views of
authors. Links to other websites are offered as reference to the readers of this report, based
on the information provided. The report is not intended to be used as a substitute for
professional advice.
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Farm Credit Canada is proud to present Knowledge Insider, a semi-annual publication
offering thought-provoking information to producers and other agriculture
entrepreneurs. Trends described in this document are supported with facts and figures
and examined in the context of what’s on the horizon for Canadian agriculture.

Please direct questions and comments to FCC’s Customer Service Centre at
1-888-332-3301 or email csc@fcc-fac.ca

Knowledge Insider is produced by Strategic Intelligence at FCC
Brenda Frank, Senior Director, Strategy and Business Insight
306-780-7666

Our special thanks for contributions from all of our FCC partners and industry experts
who generously contributed their time, talent and knowledge to the creation of this
document.




