PAGE  
16

[image: image1.jpg]CROP PROTECTION

snchly—




        31 October 2006 - Issue 203       

Click (or CTRL + click) on the page number to reach the article
3INDUSTRY CAMPAIGNS AGAINST ILLEGAL PESTICIDES


5EUROPEAN NEWS AND MARKETS


5SYNTECH RESEARCH FORMS ALLIANCE IN PORTUGAL


5ECOSPRAY USES GARLIC TO KILL CABBAGE ROOT FLY


5CAMPAIGNER CALLS FOR JUDICIAL REVIEW OF UK PESTICIDE POLICY


5ECPA ANNUAL REVIEW 2005-2006


7AMERICAN NEWS AND MARKETS


7FMC AND DOW LAUNCH NEW SOYBEAN HERBICIDE


7BASF INTRODUCES CHARTER PB SEED TREATMENT


7SYNGENTA GAINS APPROVAL FOR ITS CORN ROOTWORM TRAIT


7NUFARM AND FMC TO WORK TOGETHER IN CANADA


7GM PROTESTORS LEAVE SYNGENTA’S BRAZILIAN EXPERIMENTAL FARM


9THE BCPC INTERNATIONAL CONFERENCE 2006


9Food miles


9MRLs to become redundant


10Risk and communication


11CROP PROTECTION BUSINESS SEMINAR 2006


11Global market for agrochemicals


12European market for agrochemicals


12Polish market for agrochemicals


13The rise and rise of the non-crop market


13The Betanal story


14Growth through acquisition of off-patent products


14Building a pan-European product portfolio through partnerships and alliances


15Task forces – a strategy for co-operation


15Legal issues with the EU review and re-registration processes


16Getting a product into the EU market


18SPOTLIGHT ON BAYER CROPSCIENCE


21OTHER NEWS AND MARKETS


21SYNGENTA SALES MAINTAINED


21DOW THIRD QUARTER SALES UP


21UPL ACQUIRES DUPONT’S BENSULFURON-METHYL


21PERFORMANCE PLANTS AND SYNGENTA TO COLLABORATE


22DUPONT COMMITS TO BIOFUEL TECHNOLOGIES


22NEW EDITION OF THE PESTICIDE MANUAL AVAILABLE


22CROP PROTECTION: GENERICS, PATENTS AND PARALLEL TRADE SUMMIT


23BOOK DISCOUNTS




INDUSTRY CAMPAIGNS AGAINST ILLEGAL PESTICIDES

For the second year running a number of Chinese companies were given warnings regarding their commercial activities at the BCPC Crop Science and Technology Exhibition held in Glasgow, from 23 - 25 October. The exhibition is now becoming a regular battleground between the R&D based crop protection companies who do not exhibit and the 40 or so Chinese manufacturers who do. Lawyers Biggart Baillie, acting for BASF, Syngenta, Bayer CropScience and Dupont served warning notices on any exhibitors who were promoting compounds protected under UK patent law. As a result three of the Chinese companies were forced to leave the exhibition. It is understood that both the BCPC and the R&D-based companies had issued warnings to the exhibitors in advance. Dr Colin Ruscoe, chairman of the organisers BCPE Ltd, said: “This year, we repeatedly made it clear to exhibitors that we forbid the promotion of products protected by other companies’ patents. We had no other option than to close the stands of any exhibitors who breached our terms and conditions. They will not be permitted to exhibit in 2007. However, we continue to welcome all companies to the exhibition, provided they are promoting their products in the UK legally.”  

The R&D based companies piled on the pressure and used the conference to launch a pan-European anti-counterfeit programme to fight the increasing problem of illegal trade in crop protection products. The campaign has already started in some countries and involves a mix of political outreach, awareness building activities and training. “Industry is working with national authorities to improve legislation and to better use and co-ordinate enforcement agencies”, said Rocky Rowe, co-ordinator of the programme and adviser on trade affairs at the European Crop Protection Association (ECPA). ECPA says that the campaign will raise awareness of the problem and its solutions amongst the food chain and farmers. The companies are already reported to be working on innovative product design, packaging and labelling, as well as ramping up their investigative and legal efforts to combat counterfeiters. 
Roger Doig, ECPA president, who was present at the BCPC conference to help launch the campaign and meet with the press said: “We are urging all governments and their regulators to use their powers to enforce the regulatory policies, particularly in relation to illegal use. We would further urge all farmers to buy from reputable dealers or distributors in order to protect themselves”. Every year, up to €30 million in tax revenues is lost by European governments because of this illegal business. Illegal products pose a challenge to food company reputations, supply systems and export markets. The crop protection industry suffers loss of sales, patent infringement, erosion of data protection and damage to reputation. Left unchecked, ECPA said that illegal trade in plant protection products could reduce innovation and the development of the next generation of pesticides.

The issue now appears to be a very significant and growing one with estimates showing that 5-7% of Europe’s plant protection products (€360-€510m) are illegal or counterfeit. The nature and extent of the problem varies depending on the market. ECPA has identified four types of illegal activity: sophisticated counterfeit copies of existing patented and branded products; low-quality fakes and copies with simple, false or no labeling at all; illegal imports of legitimate products on sale in other parts of the world; and parallel trade abuse where legitimate parallel traded products are substituted by counterfeits.
“There is a wide range of materials being offered to farmers,” said Mr Rowe. “You can have very sophisticated products with perfect labeling and packaging that appears identical to the legitimate products through to product where there is only rudimentary or no labeling with a handwritten brand name. In some cases the contents of products are extremely variable with some containing legitimate active substances at lower concentrations and others containing nothing but solvents”.
ECPA says that the use of legitimate crop protection products is safe because they are rigorously tested and regulated, in contrast to illegal products, which may damage farmer’s crops and the environment. It gives as an example, the fact that hundreds of acres of maize, potatoes and tomatoes were severely damaged in 2004 in Italy, France and Spain by a fake herbicide which contained the wrong active ingredient.

“Make no mistake about it, we are dedicating significant resources to fighting this criminal problem, both as an industry and as individual companies. Working with the relevant authorities, we will vigorously fight to stop any illegal activities and use all legitimate means to do this.” said Friedhelm Schmider, ECPA director general. ECPA says that farmers need to be more vigilant on what products they buy and from whom and must report illegal sellers and distributors, and farmer associations need to help increase awareness among farmers. The food chain needs to further promote the use of approved products in supplier contracts and proactively raise awareness among growers. It was reported at the BCPC conference that the giant retailer Asda has said that it will take a very tough line on any suppliers found to be using counterfeit products.
EUROPEAN NEWS AND MARKETS
SYNTECH RESEARCH FORMS ALLIANCE IN PORTUGAL

SynTech Research (www.syntechresearch.com) has established an exclusive strategic alliance with AgroFile, a contract research organisation (CRO) in Portugal. AgroFile is the leading CRO in Portugal focusing on product development and the registration of agrochemical, biopesticide and horticultural products. The company’s headquarters are located in Torres Vedras 40 kilometres north of Lisbon; the managing director is Mr Vitor Pereira. Syntech says that this alliance strengthens the company’s global network capability and also extends its European product development capability.

ECOSPRAY USES GARLIC TO KILL CABBAGE ROOT FLY 
Ecospray Ltd (www.ecospray.com), located near Thetford in the UK, has developed a highly concentrated dried garlic granule and liquid to deter and kill cabbage root fly. Based on naturally occurring plant extracts, Ecoguard repels the adult flies and the liquid concentrate is used to drench the soil in which the brassicas are planted, killing the eggs and larvae which feed at the base of the plant. Ecoguard is already approved as a pesticide in Denmark and Ireland and in the UK as a biocide. Approvals in Norway and other European countries are to follow. Ecospray has taken its science to Scandinavia, thanks to business support from the UK Trade and Investment (UKTI) Passport to Export programme for companies new to export. David Sadler Bridge, CEO of Ecospray, said: "We decided to focus on the Scandinavian countries because they already had a great deal of experience in using environmentally-conscious products." The company was formed by a small group of farmers whose aim was to create environmental crop protection products to replace the hundreds of synthetic pesticides lost due to the EU review. Ecospray won a prestigious Smart Award from the Department of Trade and Industry in 2003 which has enabled it to develop another crop protection product based on naturally occurring plant extracts, Nemguard, which protects root crops from nematodes.
CAMPAIGNER CALLS FOR JUDICIAL REVIEW OF UK PESTICIDE POLICY

An anti-pesticide campaigner has called on the UK government to change the legislation governing crop spraying. Georgina Downs has lodged amended grounds in the High Court seeking permission for a Judicial Review of the government's pesticide policy, claiming that ministers have dismissed criticisms of existing policy and problems highlighted by the recent Royal Commission Bystanders report (CPM September, November 2005 and July 2006). The Judicial Review application was originally submitted in 2004, but was put on hold pending the outcome of the report. "The government's response to this issue has been of the utmost complacency and is completely irresponsible," said Ms Downs. She added: "It also appears incompatible with EU law on a number of counts." Ms Downs claims that the current model for bystanders does not address the health risks to residents from long-term exposure. She also states that these shortcomings mean the secretary of state at the Department of Environment Food and Rural Affairs (DEFRA) is in violation of his public safety duty to residents under EU Directive 91/414 and in breach of the European Convention on Human Rights. In addition she claims that the UK secretary of state gave unsatisfactory reasons for rejecting the recommendations of the Royal Commission.

ECPA ANNUAL REVIEW 2005-2006

ECPA reports that in 2005 the market for crop protection products in Europe (EU 25 and EFTA nations) decreased by 1.2% to €6.689 billion at manufacturer level. After the elimination of currency and inflationary factors it says this represented a real decline of 3.6%.

A severe drought affected the more southerly countries particularly Spain (-15 %) and Portugal (- 22 %), the set-aside rate returned to 10% and the Single Farm Payment subsidy system was adopted in some countries. On a more positive note the levels of product in the distribution pipelines were lower going into 2005, following more normal market conditions in 2004.

In terms of crops the only major crop to register an increase in cultivated area was oilseed rape (+ 5%), whilst maize (-5.3%), cereals (-3.4%), sunflower (-7.9%), sugar beet (-1.1%) and potato (-8.7%) all declined.

The most positive crop sector for crop protection sales was oilseed rape. Sunflower also made an increased contribution despite the fact that the area reduced. Increased sales were reported in vines but there were decreases in potatoes, and fruit and vegetables which were affected by the drought in southern Europe. The insecticide and growth regulator sectors also declined. Fungicides, however, remained flat while herbicides recorded the greatest growth particularly in cereals and oilseeds.

In 2005 the total European market increased by 1.2% in US dollar terms to account for 29.2% of the global crop protection market, ahead of both the NAFTA and Asian regions that accounted for 24.9% and 24.8% respectively. Of all the regions of the world over the last five years, the European crop protection market has recorded the greatest growth rate in dollar terms, 6.4% per annum although some of this has been due to currency translation. The key drivers of this growth have been Central and Eastern European countries, particularly the new EU member states. Since 2002 the markets in both Russia and the Ukraine have also improved. 

A key factor in the UK in 2005 (-19 %) was the adoption of the Single Farm Payment system, following the mid-term review of the Common Agricultural Policy. This system,  that decouples subsidy from production is to be adopted throughout the EU-15 and allows farmers to focus on their most profitable crops. The adoption of the Single Farm Payment system and an increasing influence from Central and Eastern European countries in European agricultural markets are expected to have a significant impact on the European crop protection sector in the coming years. 

A further legislative factor in 2005 which is expected to have a major factor on the EU market is the end of the sugar price support mechanism. As a result, support for EU sugar production is to be reduced, such that prices will decline to nearer world market levels. Due to this change a significant reduction in sugar beet production in the EU is expected.

In 2006 ECPA say that the market conditions for the first half of the year remained challenging leading to the expectation of a further market decrease. Northern Europe again suffered a prolonged winter and then a hot, dry early summer. It expected that there will be improvement in the southern European markets but that this will be more than offset by the declines in the North. In the longer term growth is anticipated although driven mainly by Central and Eastern European markets. The marketing conditions in the EU-15 member states will remain very competitive. 

(A review of ECPA’s Annual Conference held in Limassol, Cyprus on 19-20 October will appear in the November issue of Crop Protection Monthly)
AMERICAN NEWS AND MARKETS

FMC AND DOW LAUNCH NEW SOYBEAN HERBICIDE

FMC and Dow AgroSciences have entered into a long-term supply agreement, whereby both companies will commercialise pre-mixes based on Dow’s cloransulam-methyl and FMC’s sulfentrazone for weed control in soybeans. Each company will launch its own brand of the herbicide for the 2007 growing season. Dow AgroSciences will market its product under the brand name Sonic while FMC will use Authority First DF. “This agreement will allow both companies to provide soybean growers with tools to control weeds in Roundup Ready soybeans, specifically weeds that are resistant or tolerant to glyphosate,” explained Aaron Locker, FMC product manager. The combination of cloransulam-methyl and sulfentrazone will give soybean producers a preplanting to pre-emergence herbicide that can be used  ahead of post-glyphosate applications. 

BASF INTRODUCES CHARTER PB SEED TREATMENT
BASF have launched a new farm-applied liquid seed treatment Charter PB (triticonazole) in the US for use on wheat and barley. Charter PB  is used for the control of true loose and covered smut of barley and loose smut and common bunt in wheat. It also increases emergence and plant stands by reducing seed and soilborne seed rots (Cochliobolus spp.), seedling blights (Fusarium spp.), and damping off (Pythium spp.). According to BASF the product is an innovative, ready-to-apply formulation that requires no dilution or additional dye.
SYNGENTA GAINS APPROVAL FOR ITS CORN ROOTWORM TRAIT

Syngenta has received approval from the US Environmental Protection Agency (EPA) for its corn rootworm trait, Agrisure RW. Syngenta will launch corn seed containing Agrisure RW for sale during the 2007 growing season in the US. "The approval of Agrisure RW in this fast-growing biotech market is a major step in our strategy to bring all three of the leading input traits to the corn market," says Jeff Cox, head of Syngenta Global Corn and Soybeans. "This new high-performing trait offers growers good control of rootworm while delivering full yield potential." Agrisure RW will be available to US growers as a single trait and stacked with glyphosate tolerance through elite hybrids from Garst, Golden Harvest and NK. Syngenta also plans to market the trait for use in other leading seed brands through GreenLeaf Genetics, its joint venture with Dupont. US registration is pending for the Agrisure RW trait stacked with corn borer enabling the company to commercialise the triple stack of glyphosate tolerance, corn borer and rootworm resistance. 
NUFARM AND FMC TO WORK TOGETHER IN CANADA

Nufarm has signed a long-term distribution agreement with FMC to market and sell a number of FMC products including a herbicide currently undergoing registration and an insecticide. “As development and registration work continues, future announcements will, we hope, give information about more new product offerings”, said Darryl Matthews, Nufarm’s commercial manager. The agreement covers both stand-alone and co-formulated products. According to David Strilchuk, FMC country manager Canada, the arrangement will allow Nufarm to work more closely with FMC in order to utilise the strengths of both organisations to market product and crop solutions for farmers across Canada.

GM PROTESTORS LEAVE SYNGENTA’S BRAZILIAN EXPERIMENTAL FARM

Activists from the international anti-transgenic farming and agrarian reform group, Via Campesina, have left Syngenta Seed’s experimental farm in Parana state, Brazil. A group of some 300 strong had occupied the farm since March this year when they protested against the company's GMO studies and the farm’s proximity to Iguacu National Park. The Brazilian government's biosafety agency, CTNBio, recently changed a GM free buffer zone between the park and farm to 500 metres instead of 10 kilometres. 
Syngenta claimed that the GMO trials were in areas permitted by CTNBio even though the property was located just two kilometres away from Iguacu Park. Syngenta press secretary Paulo Tunin said there had been no research activity on the farm since the invasion in March and that the local company is waiting orders from Syngenta's global headquarters in Switzerland before starting up again. Currently Monsanto's Roundup Ready soybean and Bollgard cotton are the only GM crops that are permitted to be grown in Brazil. 

THE BCPC INTERNATIONAL CONFERENCE 2006
The BCPC international conference Crop Science and Technology 2006 was held in Glasgow 23-25 October 2006. This year’s conference which ran alongside the BCPC International Exhibition covered global aspects of crop production, crop protection and food supply. There were also two satellite events Outsourcing agrochemical development work and The Crop Protection Business Seminar 2006. In this issue Bruce Knight of Innovation Management reports on some of the papers delivered over three days under the title Global Food Supply. What is the problem?
Most of the papers covered in this theme embraced environmental issues, pesticide residues or communication of risk relating to food. The papers and the ensuing discussion brought into sharp focus the conflicts of interest that exist along the food chain – most notably between the agrochemical industry and the multiple retailers. 
Food miles 

Paul Watkiss an independent consultant from Oxford, UK reported that the concept of food miles is relatively easy to understand and is gaining awareness with the consumer. Food transport in the UK accounted for 30 billion vehicle kilometres in 2002. Of this about 25% was with heavy goods vehicles. As a consequence, food transport generated 19 million tonnes of CO2 emissions, equivalent to 2% of the total from all sources. Aside from this there is the social consequence of all food related transport, including shopping and home delivery, road congestion and accidents, noise etc., all estimated to be costing the country £9 billion ($17 billion) a year.   

An outcome of the work published by the DEFRA in September 2006 is that food miles alone is too simplistic a measure to use in isolation. More meaningful measures are urban food vehicle kilometres (shoppers cars, delivery vans), lorry food vehicle kilometres, air food kilometres and CO2 emissions. Of these the most critical is air transport which while only accounting for 1% of total food kilometres generates 11% of CO2 emissions. 

Nonetheless sourcing all food locally has its downside such as the greater environmental impact for winter grown produce, and the negative social impact on developing countries. Furthermore the consumer is expecting quality and choice. Mr Watkiss argued there had to be a balance.

MRLs to become redundant 

The extent to which a major retailer, Asda, tests for pesticide residues in fresh produce was outlined by Simon Press. Asda had responded with vigour to the bad press they received following the introduction of the UK government’s ‘name and shame’ initiative. This reports every quarter on identified cases of pesticide residues exceeding the statutory Maximum Residue Level (MRL) and names the retailer. Asda has had to date the worst record of all. Asda now carry out 250 tests a year themselves at a cost of £170,000 and their suppliers from around the world complete a further 2300.  Customer pressure, pressure groups and the legislation are some of the reasons. However, the claim that 90% of customers (out of 14 million a week) are worried about pesticide residues, is undoubtedly the main driver. 
Pending legislation at EU level, 2003/69/EC, will bring about pan European harmonisation of MRL requirements, after a period of transition. Mr Press explained that Asda now had the capability to improve on the 0.01 mg/kg MRL levels, down to 0.003 mg/kg. He indicated that his company may well follow this route for selected produce. 
In discussion it was pointed out that after harmonisation and allowing for the fact that southern European residue levels are generally higher than the UK level of 0.01 mg/kg, it would be unlikely that the legal requirement could go as low as 0.003 mg/kg. This raised the question as to whether retailers such as Asda would, in effect, disregard the legal MRL limits and set their own standards for marketing reasons. There remains however the possibility that if such policies are adopted, that the consumer would be offered less choice of produce. 

Risk and communication

Kirsten Brandt, Newcastle University, challenged the Food Standards Agency to give more attention to diet related issues, which are estimated to be responsible for 107,000 deaths in the UK per annum. By contrast food borne illnesses resulted in less than 400 deaths and none was attributed to pesticide residues. She also cited the example of how unproven interpretation of scientific data can bring about prohibitive restrictions for the grower. The nitrate fertiliser directive is a case in point. The potential risk to infants from water pollution is certainly not clearly proven.

Mary Brennan, also from Newcastle University, presented some interesting models relating to communication of risk. She referred to recent work that dispelled the theory that if issues were explained, often enough, by experts to the consumer, then their concerns would be reduced. A more appropriate approach is to allow two way discussion but also to modify the method according to the character of the consumer. The recent models categorised customers into: avoiders, who will not chose to listen to arguments and have very fixed views; mainstream, who have limited understanding, low overall awareness and level of concentration on the issues, and who seek reassurance from authorities; and discerners, who chose to make an informed choice, have a high level of concentration on health and environmental issues, wish for detailed information but are distrusting of authorities. The key message was that effective risk communication requires appropriate interaction based on a consistent story and through mutual respect.

CROP PROTECTION BUSINESS SEMINAR 2006
The first ever Crop Protection Business Seminar Develop the right strategy or perish formed part of the BCPC International Conference in Glasgow this year. The seminar held on 25 October at the Scottish Exhibition-Conference Centre was organised jointly by Crop Protection Monthly and Enigma Marketing Research. Here we review the ten presentations that made up the seminar.
Global market for agrochemicals

Dr Matthew Phillips is a founder partner of Phillips McDougall, the UK based crop protection market research company. His presentation titled Global Market for Agrochemicals, outlined the important trends in market values up to 2005 at ex manufacturer level. The 2005 global market value for agrochemicals, he said, was $36,095 million of which $31,190 million was in the crop sector and $4,905 million in non-crop markets. Growth in crop protection markets was 1.5% up from 2004. However, allowing for exchange rate effects there had actually been a decline of 2.5%, a reverse of the 4.7% growth recorded for 2004. One of the main reasons for this reversal has been the sharp decline in the Brazilian market due to the currency crisis. This factor is also expected to have an impact on 2006 market values.

The makeup of the market in terms of product categories has also been reported in studies carried out by Phillips McDougall. In 2005 it was recorded that proprietary patented products accounted for 29.9% of total sales and generics 37.2%. The remainder, 32.9%, is made up of proprietary products which are off patent but generally still marketed by the originators.

The development of the generic companies was described in some detail. They have had opportunities to grow through improved distribution into new markets which are not dominated by the big six companies. They have also been able to widen their product portfolios as re-registration issues have encouraged the big six to divest off patent products. Makhteshim Agan and Nufarm were the largest of the generic companies, followed by Cheminova and United Phosphorus. Generic companies reached a market share of 27% in 2005, a steady rise since 1995 when the share was 19%. 

Dr Phillips predicted that the external factors most likely to influence the future of the agrochemical market are: global commodity prices and farm incomes; changes in the support schemes for agriculture including the WTO Doha round, the US Farm Act in 2007 and the EU sugar support mechanism; the continuing impact of GM crop production, and energy costs which will impact on both agrochemical production costs and biofuel crop markets. The following growth rates were predictions made by Phillips McDougall for the crop protection market through to 2010: 
Market Forecast to 2010 
	Region
	Crop protection markets 2005 
(% of  total value)
	% Projected annual growth of chemical crop protection through to 2010
	% Projected annual growth of total crop protection through to 2010  (includes agbiotechnology)

	NAFTA
	26.0
	-0.6
	0.9

	Latin America
	17.1
	1.2
	3.1

	Europe
	29.2
	0.8
	0.8

	Asia
	24.8
	1.3
	2.0

	Middle East/Africa
	3.9
	3.9
	4.5

	Global
	
	0.8
	1.7


Source: Phillips McDougall
European market for agrochemicals

Dr Antony Goulds, director, Kynetec Ltd, UK, outlined the European market for agrochemicals with particular reference to the impact of the accession states entering the EU.  Kynetec, formed in 2002, relys on farmer panel data and therefore values were presented at user level. The EU (25) market value in 2005 was $10.2 billion. This compared with $9.2 billion for the 15 pre accession states in the same year. France at $2.75 billion was largest. Of the EU 25, the top eight countries accounted for 84.3% of the total. Of the accession states, only Poland features in this top group. Hungary and the Czech Republic are the two largest of a group of seven countries which account for a further 12.4% of the total. 

The arrival of the accession states has made very little difference in terms of the type of product used in the EU, reflecting the similarities in cropping between both the existing and new member states. Herbicides 41%, fungicides 39%, insecticides 16% and PGRs 4% for the widened EU were each within 1% of the pre-accession shares. Similarly there was little difference in the breakdown between crops. The exception was that sugar beet was proportionally more important in the larger accession states. Gross margins from the crops grown show more contrast. 

Base Gross Margins 2004/05 (€)
	
	EU 15
	Accession 10

	Wheat
	604
	357

	Sugar beet
	1925
	1698

	Potatoes
	1538
	1824


Source : Graham Brookes  

Dr Goulds said that the opportunities presented by the wider EU relate to the greater agricultural area, increased by 37% to 21 million hectares. This also means that the EU provides a higher proportion of global crops such as wheat, rapeseed and potatoes. Growth rates for crop protection products are already higher in the accession states. The enlargement of the EU has resulted in a simplified pan European registration process, in principle. However registration, and re-registration, costs are high and there will in the future be greater pressure from more generic products entering the larger market.

For the future, the entry of Romania and Bulgaria in 2007 will only add an estimated $200 million to the EU market value. Turkey and Croatia, however, would add a further $300 million should they become member states at some stage in the future. 

Polish market for agrochemicals 

The impact of joining the EU on the market for agrochemicals in Poland was discussed in a presentation given by Marcin Chrobot of Martin & Jacob Limited. He said that the Polish market is valued at €350 million, with herbicides €200 million and fungicides €105 million. The main crop sector is cereals (45%), followed by rapeseed (16%) and sugar beet (12%).The market leader in Poland is Bayer with a 25% share. BASF has 15%, Syngenta 10%, DuPont 9%, Monsanto 6% and Dow 5%. The main generic suppliers are MAI, Sumi-Agro and Arysta. Two local companies Organika-Sarzyna and Rokita hold 7.7% and 3.5% of the market respectively.  Martin & Jacob also monitor the annual advertising spend of each company in Poland. It was reported that the share of total spend mirrors very closely agrochemical market share. Over 50% of the wholesaler distributor network is controlled by six national companies. The rest are mainly small regional family owned businesses.

It is interesting to note that the farmer’s attitude towards accession was not always positive. Mr Chrobot reported that 44% were positive, 38% neutral and 18% negative. The arable area payments were judged to be the main positive factors. Around 50% of growers expected plant protection product use to increase. 

Mr Chrobot said his main expectations for the future as CAP subsidies increase from their current level of 55% to reach their peak in 2013 are:
· market growth from €350 million to €450 million by 2010

· expansion in rapeseed, vegetables and fruit, and potatoes There is question mark over sugar beet

· greater use of locally formulated products based on Asian or European sourced generic active ingredients

· a trend towards local regional distribution away from national companies

· a greater emphasis on quality. 
The rise and rise of the non-crop market  

The rapid increase in the non-crop market was the theme of a presentation by Rod Parker, AIS, UK. The first AIS study on the non-crop sector was completed in 12 countries in 1992. Since then surveys have been completed at regular intervals and for up to 27 countries. Non-crop is defined as any pesticide use outside of those used for crop production. In value terms the market, at end user level, is $15 billion (2005). North and South America account for 44% of the total, with Asia 35% and Europe 17%.

By sector the most important market is self applied consumer products (garden products, aerosols etc) accounting for 62% of the total. The turf market, dominated by the US, is 9%; the pest control operator (PCO) market is 7%; forestry, timber treatment and ornamentals are each around 5%, leaving industrial 4% and public health 3%.  Apart from forestry and timber treatment all sectors are growing. The public health market trend has been flat but can be expected to increase as the Gates foundation is now investing in response to the escalation of deaths due to malaria. 

The diversity of the markets means that a wide range of active ingredients (600 plus) and brands (2,800) are in use. China alone has some 600 aerosol brands. By contrast with the crop sector, 96% of the value is based on generic products. Growth in the market over the 1992 to 2005 period has averaged 4.5% per year whereas the crop sector has shown little or no growth over the same period.

Mr Parker believes that the main drivers for growth will come from the developing countries where improvements in the environment, and with education and economic growth the potential for self help solutions will increase. Developed markets will probably show only slow growth. His estimate is for a global non-crop market of $19 billion by 2010.  

The Betanal story 

Dr Manfred Weiser, Bayer Crop Science, described The Betanal Story – Life Cycle Management in a Mature Market, a fascinating example of how innovation and marketing can sustain the position and profitability of a product well past its patent expiry date. The development of the successful Betanal sugar beet herbicide family by Schering, commencing with phenmedipham in 1968, led to the need by 1985 to devise strategies to protect its future. At this stage sugar beet products accounted for a third of the company’s turnover. 

In a mature market, with crop areas on the decline, the option chosen was to innovate particularly with the introduction of new patented co-formulations adapted to local conditions. These allowed lower more convenient dose rates and were easier to use, mix and store. Over the period 1980 to 2001 the company used its other sugar beet herbicides, desmedipham and ethofumesate, to introduce a series of new co-formulation products. 

Coinciding with product development was the need to reinforce the brand. The Betanal brand was strongly linked with quality and competence. Descriptive suffixes helped to position the new and innovative products Tandem, Quattro, Progress, Expert. The choice of distribution channel was another instrument used as part of the product defence. The speciality sales channel was appropriate for the highly technical approach and push and pull marketing. The classic cost effective line was based on the push approach. In this respect Schering had within the company core competences in generic marketing through the companies Stefes and KVK.   

Even though Betanal has been managed under different company ownership and cultures (Schering, Agrevo, Aventis and Bayer) the strategy has been maintained with success. Sales at the peak, in 1985, were equivalent to €150 million. By 2005 sales were still close to €120 million. Betanal  is still an important brand and contributor to profits. Dr Weiser made the observation that without the continued investment in an appropriate defence strategy sales levels could be less than half the current level.

Growth through acquisition of off-patent products
Martin Petersen, managing director of Gowan Company, described how his company had grown through the acquisition of off-patent molecules. The company that was formed in the US in 1963 was now focused on global expansion. Its competencies included the ability to source products, develop and register new uses, defend registrations and effectively market the products acquired in key global regions. Mr Petersen gave as an example a case study based on the molecule, oxydemeton-methyl. The product, first introduced by Bayer in 1961, was acquired by Gowan in 1994 after Bayer had cancelled its registration. Gowan negotiated with growers, Bayer and the EPA and re-established the product’s registration, having reduced its number of uses. Gowan then launched its own branded product MSR and made its first sales in 1995. By re-positioning the product into speciality crops it managed to increase the price by 30%. The current price is now 2.5 times the base level in 1994. The company also reduced the cost of the technical material dramatically by adopting a dual sourcing strategy and by co-partnering to develop a new production process. 

Gowan has adopted similar approaches to the marketing of phosmet, triallate, halosulfuron-methyl and hexythiazox. In the case of halosulfuron Gowan obtained a sub-license from Nissan to market the product alongside Monsanto but into speciality crops. Gowan’s brand was positioned at a premium price of more than 2.7 times the price of Monsanto’s brand. Due to this success Gowan and Nissan have now formed a partnership and halosulfuron is one of four Nissan products that will now be marketed by Gowan in NAFTA. 
Gowan has developed several strategies for expanding its business in the future and these include: acquisition or in-licensing of products from R&D-based companies; acquisition of companies; partnerships with originator companies in the defence of post-patent products; partnerships with generic manufacturers; and acquisition of early development products that may have been shelved by the companies that discovered them. 

Building a pan-European product portfolio through partnerships and alliances
Kevin Price, market development manager for Certis Europe, described his company’s development in Europe. From its original operating units in UK, France and Benelux when Certis Europe was established in 2001, the company has expanded steadily and now operates direct selling businesses in Belgium and Luxembourg, France, Italy, Netherlands, Spain and Portugal, UK and Ireland. In addition sister companies, Spiess Urania Chemicals (SPU) and Efthymiadis, work in partnership with Certis Europe to service the markets in Germany, Eastern Europe and Greece.  

For parent company Mitsui & Co, Certis Europe provides the base for its agriscience business in Europe.  On a global scale it markets a wide variety of pesticides and biopesticides, as well as biological pest control products and services and has strategic partnerships with a number of major agrochemical corporations.
As an important supplier of crop protection products for growers of speciality and high value crops, Certis Europe is in the unusual position of having no involvement in manufacturing.  Its business has developed as a result of a series of partnerships and alliances with key suppliers, some of whom have cemented the relationship by taking a direct interest in the company.  Both Chemtura and Nippon Soda have been shareholders since the company’s launch. 

From the outset the Certis Europe objective has been to provide solutions for growers in the speciality and high value crop market sector, drawing on the range of crop protection technologies within its portfolio and taking account of market demands and pressures as well as the technical challenges.  In doing so it aims to help them build and protect their businesses.  
Certis has developed a close working relationship with a variety of partners including Chemtura, Nippon Soda, Agro Kanesho, KST and Kumiai.  The company also works with its sister company in America and sells Bt and other bio-pesticides produced by Certis USA.  

Task forces – a strategy for co-operation

Dr Ed Sharkey of Ambechem presented task forces as a strategy for company co-operation in the crop protection industry. He said that he had much experience of task forces in the US where there are technical labels for active ingredients. A registrant holding a technical label does not need to be a producer and can register one or more sources. Under ‘joint data development’ two or more registrants can agree to develop jointly or share the cost of new data needed for re-registration or data call-ins. Registrants responding to EPA data requirements usually form task forces with all registrants holding technical labels being eligible to join. Whilst task forces in the US are usually formed to develop data for active ingredients they may also be set up to tackle generic issues such as spray drift, exposure data and endangered species.
The need for task forces in the EU is an outcome of the Regulatory Directive 91/414 and the review of all active ingredients. Notifiers must develop a dossier for the active ingredient and a representative formulation which is then reviewed by a rapporteur member state, peer reviewed by member states and EFSA (European Food Safety Authority) and recommended for Annex I inclusion or not. Dr Sharkey said that potential notifiers are made up of both data rich and data poor companies. There are also unclear rules on data compensation and frequently formulators feel very vulnerable and wish to be able to accesss data themselves.
In the EU some dossier preparation groups were set up for List 1 actives. Some of these have since been extended into task forces to generate data. Others task forces have operated as extensions of US task forces for Annex I listing, others such as the copper task force, have been set up by EU notifiers. 
So task forces are usually set up either because there is a requirement to share data or in order to share costs. They result in a common dossier being submitted to regulators which can enable notifiers to present a stronger defence of the active substance and can create a mechanism for addressing future regulatory issues.
Dr Sharkey presented a check list for those intending to set up a task force. It is important, he said, to appoint a chairman who could be a task force member or a consultant. Prospective members should agree a contract (a memorandum of understanding), fix a financial cap and set in place an infrastructure to deal with accounts, administration and legal issues. Costs are usually shared equally among members rather than on the basis of market share and members usually have equal ownership rights. At the outset, it is important to agree between the parties involved whether to accept new members, how to deal with defaulters and withdrawers and whether task force seats can be reassigned. Agreement on confidentiality issues and the use of task force data are also very important. Finally he recommended that task forces keep clear records of meetings and observe anti-trust guidelines.
Legal issues with the EU review and re-registration processes

Catarina Hastesko of McKenna Long & Aldridge gave a legal overview of Directive 91/414. She then dealt with the issues associated with securing or challenging a generic authorisation for plant protection products in the EU. The rules for data protection under council directive 91/414/EEC are set out in the legislation under article 13 of the Directive. She explained that there were different data protection rules for existing and new active substances. For new active substances there is a period of 10 years from first inclusion in Annex I, while for existing active substances there is five years data protection for any new studies submitted. She proposed an approach for keeping List 2 and 3 generic products on the market and discussed some of the changes regarding data protection that may appear in the new regulation that will replace 91/414/EEC. On the former, she suggested that companies could still join a taskforce as a late participant, particularly if the data are still to be evaluated. She stressed that national registrations must be 

kept alive and that it was possible to obtain lists of studies and endpoints from EFSA or the rapporteur member state. She even suggested contacting the data owner about lists of studies, data protection claims and current protection status. There are no significant changes to data protection in the proposed new regulation to replace 91/414, however, data protection at a future review of an active substance is to be removed.

Ms Hastesko said that it is critical that companies have a good understanding of the data protection rules. It is also important that they monitor each step of the review process and complain in writing as issues arise particularly as there are litigation options at both EU and member state levels. She concluded by stating that Directive 91/414 does need a ‘facelift’. The proposed future data compensation/arbitration procedure is an improvement but not yet an ‘offer to pay’ system as in the US.. She also called for an administrative form of appeal at EU level to be included in any future Regulatory Directive to avoid post-factum legal actions.
Getting a product into the EU market

In wrapping up the seminar Dr Nigel Uttley of Enigma Marketing Research spoke about the current balance in the crop protection industry between the R&D based sector and the generic sector. He also discussed where the agrochemical industry will be going in the future and made some comparisons with the pharmaceutical industry. 

Dr Uttley said there are very few unmet needs in the agrochemical industry and the majority of new products bring only an incremental advantage in pest control. The new discovery industry, he said, had a great boost with the introduction of combinatorial chemistry and high throughput screening which significantly increased the number of new chemical entities available for testing. This has not, however, resulted in an increase in new products being introduced into the market and the number has reduced over recent years. It is more and more difficult to develop and bring to market new chemical entities and as a result R&D based companies now have an increasing portfolio of off-patent products and put considerable effort and resources into protecting their market share. 
The generic companies on the other hand face increasing difficulties in bringing a new generic product to market. There are many questions to answer in order to choose the right generic to develop in the first place. To obtain registrations in the EU is not an easy task for R&D companies and is even harder for generic companies. The main issues are the need for field trials, increased toxicology data requirements, substantially increased environmental data requirements, protected data and data compensation. As a result 91/414 extends market exclusivity in a similar manner to patents. Despite this the top generic agrochemical companies have a much greater share of the market than their pharmaceutical equivalents. This is probably as a result of the rapid rise in recent years of generic companies which have recognised the need to achieve critical mass and global market presence in order to recoup registration costs. 
The standard patent term for pharmaceuticals and agrochemicals is 20 years. In the 1980s the pharmaceutical industry argued that the length of time from discovery to market, typically 8-10 years, was too long and that the period of market exclusivity was significantly reduced from the 20 year patent term and did not therefore reward the R&D effort. At the same time health care providers and national health authorities were concerned that there was little competition from generic drugs and the resulting high prices for pharmaceuticals had to be challenged. In the US the Hatch-Waxman 1984 act was conceived to provide a balance between encouraging generic drugs on to the market and protecting research and development through intellectual property rights. The 1984 Act allowed generics the use of the existing data file to obtain approvals quicker and at a lower cost. At the same time, they encouraged R&D into new drugs by granting patent term extensions and guaranteeing periods of marketing exclusivity for new products.

In the agrochemical industry the R&D sector argued that it too had a significant development time and regulatory delays resulting in a long discovery to market period and a much reduced effective patent term. This lobbying was successful and patent term extension and Supplementary Protection Certificates for plant protection products has been achieved. Thus an agrochemical can now have up to 25 years patent protection. Combined with the regulatory hurdles and data protection, Dr Uttley said it was not surprising that in a market where 70+% of all products have no patent protection there are only 6 companies controlling 70+% of the market.

So to the future. Dr Uttley said the big 6 R&D companies have already consolidated and are unlikely to be involved further mergers or acquisitions, neither will they make significant gains in market share in the crop protection sector. Further consolidation will occur amongst the Japanese companies who will set up their own marketing companies outside of Japan. The main losers will be the small generic marketing companies, they lack critical mass to develop new generics and are likely to sell their businesses. The winners in the generic sector are the larger generic companies. Companies such as Makhteshim Agan, Nufarm, Cheminova and United Phosphorus all of whom have been extremely active in product and company acquisitions. These companies have a team of registration experts who understand the registration system They have gained credibility with the multinationals and now are in a position to negotiate licence deals, including access to registration data, for products soon to become off-patent. They will see further growth through the acquisition of small generic companies to extend their national and regional market presence. They will also acquire products with relatively small turnover from multinationals. With the right strategy and the right people these companies are well set to become the global companies of the future concluded Dr Uttley.
 (A review of the BCPC’s other satellite event Outsourcing agrochemical work will appear in the November issue of Crop Protection Monthly)
SPOTLIGHT ON BAYER CROPSCIENCE 

In the September issue of Crop Protection Monthly we reported on Bayer CropScience’s half year sales and its future plans. In this issue we discuss these plans in more detail with Dr Rudiger Scheitza, head of global portfolio management and a member of the board of management.  Dr Scheitza has held positions in application technology, registration and marketing and was previously responsible for global crop protection development for Bayer CropScience. At its annual press conference in Monheim, Bayer indicated that it intends to add value to its conventional crop protection business while at the same time strengthening its Environmental Science business and capitalising on growth opportunities in Seed and Traits. Crop Protection Monthly asked Dr Scheitza how the company would achieve this. 

In what is an increasingly difficult marketplace will Bayer be able to ensure that it continues to bring innovative high value crop protection products to the market?

Thanks to our intensive research efforts, we have been extremely successful in this regard and intend to remain successful in the future. In crop protection we are concentrating on innovative active ingredients and the optimisation of our product portfolio.The strategic objective in our four business segments – insecticides, fungicides, herbicides and seed treatment – is to consolidate and further extend our market leadership. In the insecticides segment, we are planning to launch products based on spirotetramat, our innovative active ingredient from the ketoenol class of substances. This new active ingredient suppresses lipid synthesis in insects, a completely new mode of action in pest control which will allow us to further strengthen our market position. The market launch is scheduled for 2008 or 2009. 
This innovative active ingredient will allow us We also have a number of new active ingredients in the fungicides segment and with the support of active life-cycle management we have set ourselves the goal of becoming the world number one. We are also well positioned in herbicides. Here we are looking to achieve profitable growth by launching products with new safener technology for the major crops, corn and cereals. We also intend to defend our market leadership in the seed treatment segment by developing a broad portfolio of high-quality products to combat pests and fungal diseases.

Three of our 10 top-selling active ingredients are still relatively young, having been launched since 2000. For example, prothioconazole, a cereal fungicide first launched in Germany in 2004, is one of Bayer CropScience’s strongest-growing molecules. Prothioconazole currently ranks fifth among our top-selling products and has the potential to become a blockbuster. Mesosulfuron, a herbicidal active ingredient for cereals, also showed a satisfying growth rate of 20.7% in the first half of 2006 relative to the same period in 2005. Sales increases in the UK and further countries in Northern Europe contributed substantially to this success. We have brought 17 new active ingredients to market maturity, which have generated above average growth for us. The latest success story is fluopicolide, our new fungicidal active ingredient that is being marketed under the brand name Infinito. In 2006, Infinito was launched in China, South Korea and the United Kingdom with great success. For 2007, we expect authorisation to market the product in other European countries such as Germany, France and Poland. 

What contribution do the new active substances make to your business?

The share of new active ingredients in our total sales of agrochemicals now amounts to almost one fifth. Relative to the same period last year, sales have increased by 17% to €607 million in the first half of 2006. We are well on our way and confident of achieving our objective of generating sales of €1 billion from products based on these new active ingredients by 2006.These new active ingredients are extremely profitable, which is why our main attention in portfolio management is focused on gradually transferring business from less profitable older products to these new active ingredients. This is being done in close cooperation with our country organisations and their customers. 

In order to concentrate on these products we have tightened up the entire portfolio in terms of profitability and have divested a number of off-patent, less profitable molecules. This process has already been completed for 27 active substances. The Indian company UPL (United Phosphorus Limited) recently acquired from Bayer CropScience the systemic herbicidal active ingredient asulam which is marketed under the brand names Asulox and Asilan, and two insecticidal active ingredients. We plan to divest another two active ingredients this year. Our active portfolio management means that we will conduct our business with diminishing numbers of active ingredients. While there were 114 in 2000, it should be only 99 active ingredients at the end of this year. Bayer CropScience plans to reduce this number further to 87 by 2010. Doing this allows us to reduce complexity, both in production and in development, marketing and sales, and it leads to a significant rejuvenation of our product portfolio. 

Innovation in the agrochemicals industry goes far beyond just the development of active ingredients. An example of this is ‘Stress Shield’ which is based on imidacloprid in combination with our new O-TEQ liquid formulation. The term ‘Stress Shield’ graphically describes the health benefits that a product like Confidor (imidacloprid) can confer on crops - increased stress tolerance against drought, heat, and herbicides, but also against biotic stress caused by plant pathogens. O-TEQ is a totally new formulation technology that overcomes previously incompatible opposites. It is a suspension with all of the biological advantages of an emulsion, but solvent-free. The novel formulation technology amplifies the resistance against stress factors and contributes to enhance plant health and to ensure the quality and quantity of yields.These technologies confirm our claim to be leaders in new technology.

What plans do you have for growing the Environmental Science business?

The Environmental Science business group offers a variety of customer-friendly solutions to problems in the non-agricultural sector on the basis of our well proven crop protection active substances. Here we intend to exploit changes in leisure habits such as the growing trend towards garden ownership, increased hygiene and health awareness as well as an increasing demand for innovative product solutions that are easy and safe to use. The Bayer Garden and Bayer Advanced brands comprise a large range of crop protection products for use in the home and garden. In addition our professional pest control business segment is showing good growth. We will to expand  our range of new products with user-friendly, ready-to-use mixtures for the end consumer. One example of tailor-made customer solutions is the impregnation of mosquito nets. Even today, malaria causes almost two million deaths in tropical regions every year. One important way of preventing malaria is to combat mosquitoes, the disease vector. In collaboration with the World Health Organisation (WHO), Environmental Science has developed a new technology to impregnate mosquito nets with insecticides. Whether formulated as sprays or in powder form, applied as a gel or foam, our range of products is characterised by innovations that go beyond the active ingredients themselves.

You are planning to increase your research budget for the BioScience business very significantly. Where will your main focus be?

We can see extremely good business prospects in vegetables, rice, canola and cotton, along with integrated products and services combining seeds, traits and crop protection products. The vegetables market with its high growth rate, particularly in Asia, is extremely attractive and profitable. In the vegetable seed segment we are already the global market leader in carrots, onions, melons, leeks and cucumbers through our subsidiary Nunhems. Nunhems has annual sales of €180 million and a global market share of 7%. It has a portfolio of 28 types of vegetable and some 2,500 varieties, making it the most innovative company in its industry. We are also pursuing forward integration with projects such as the long shelf-life melon, a seedless melon, and also personal-sized fruits. In the future, it is planned to offer higher-yield hybrids and varieties with a broader spectrum of resistance to pests and diseases. Also health and nutritional aspects are part of our seed breeding and development programmes.

Our business with rice seed is still relatively small, however, the United Nations Food and Agriculture Organization (FAO) expects the demand for rice to increase by 30% in the next 15 to 20 years. We are already the market leader in the hybrid seed segment in India and intend to further expand this business in view of the growing global demand for rice. We have been very successful with our conventional hybrid rice variety Arize in Asian markets. Arize rice seed has a proven high standard of quality, a high level of purity and a greater yield potential than classic rice varieties. We want to become a leading provider in this attractive market. Bayer CropScience plans to further expand its hybrid rice business, with a regional focus on Asia and the rice-producing countries in North and Latin America. In addition, the development of new varieties of rice should generate further growth.

Our cotton seed business is extremely well positioned thanks to the fibre yield and quality of our seeds, as well as the access to traits. With FiberMax, we have varieties of cotton with outstanding properties on the market. Some varieties are combined with traits for insect resistance and herbicide tolerance. Within a short period of time, we have reached second place in the US and are the market leader in Europe. To strengthen our seed business, we recently announced the acquisition of the California Planting Cotton Seed Distributors (CPCSD), a company that fits in extremely well with our cotton strategy. In spring 2005, Bayer CropScience acquired assets from the US company Associated Farmers Delinting Inc. (AFD). This acquisition gave us access to considerable storage and processing capacity, which has made it possible for us to satisfy the growing demand for FiberMax cotton seeds in the US. We plan to further expand our share of the market in Europe and Asia as well, and will be focusing our research more intensively on new fiber properties that will allow us to further develop cotton varieties to meet the specific needs of the spinning mills and textile industry. We anticipate further dynamic growth rates in this market segment in the future.

Rapeseed is the world’s second largest oilseed. Bayer CropScience already holds a pioneering role in canola, both technologically and in regard to germplasm. Our canola seed business has recorded major successes mainly in terms of improved yields, resulting from our SeedLink hybridisation system. Together with the herbicide-tolerant LibertyLink technology, we are in a position to offer harvest-facilitating weed control. Our InVigor brand has a market leading position in Canada, the world’s largest seed market for canola. We intend to futher strengthen our position with canola too.
In BioScience, we have been able to implement the integrated portfolio strategy very successfully to date. We have extended our range of hybrid seeds to include tailor-made crop protection solutions. These include effective seed treatment agents, Bayer insecticides and fungicides which are successfully proven in practice over many years, and our reliable herbicides for weed control. Our range is rounded off by new traits. In addition to a high level of customer satisfaction, this strategy enables us to participate all along the value-added chain, which has repercussions in terms of increased sales and profits. In view of the forecast above-average growth of the seed business in Bayer CropScience’s key crops – vegetables, rice, cotton and canola – we are confident that we will be able to substantially enlarge our position in the seed market in the next decade.

Are you planning any organisational changes to help manage the business more effectively in the future?
Yes, an appropriate organisation is urgently needed to help us to develop and successfully implement the strategies we have in mind for our all businesses and crops. In April of this year we established a Global Marketing Platform. The idea is to realise synergies between the three different business units and to relink our various marketing teams on the basis of crop and active ingredients. Our Global Marketing Platform teams will have no rigid structures but will function flexibly involving marketing and development experts from key countries.  Regional teams will be complementary to the Global Marketing Platform to ensure that the smaller countries are also incorporated into the global strategy. 
OTHER NEWS AND MARKETS

SYNGENTA SALES MAINTAINED

Sales of Syngenta products increased by 1% to $1.41bn in the third quarter of 2006 and at constant exchange rates (CER) were unchanged. For the first nine months sales were 1% lower (CER) at $6.61bn. In crop protection, third quarter sales rose 2% (CER) despite slow growth in Latin America due to the difficult market conditions. Seeds sales on the other hand were 5% lower in the quarter. Higher corn sales in the US were more than offset by lower soybean sales due to end of season channel adjustments and decreased  sales in Latin America due to a reduced area being sown in Brazil.
DOW THIRD QUARTER SALES UP

Dow has reported that sales for its AgroSciences business in the third quarter were $662 million, 8% higher than the $615 million achieved in the third quarter of 2005. The company says that price rises accounted for 1% of the growth and increased volumes for the remaining 7%. There were gains across every geographic region. In Europe Dow reported a marked increase in sales of crop protection products compared with the same quarter last year as demand picked up following a delayed start to the growing season. On the other hand the company says that market conditions in Latin America remain challenging and the third quarter sales were marginally down, reflecting ongoing credit concerns in the region and the impact of a drought in Argentina that delayed sales across the entire product portfolio. In North America, Dow says the market acceptance of Natreon healthy oils continues to grow and several Canadian and US restaurants have committed to converting to the product. Third quarter EBIT for AgroSciences increased $28 million compared with the same period a year ago. 

UPL ACQUIRES DUPONT’S BENSULFURON-METHYL 

UPL is to acquire DuPont’s bensulfuron-methyl product portfolio, which includes Londax, a leading rice herbicide. Londax provides selective pre-emergence and post-emergence weed control in rice for annual and perennial broadleaf weeds and sedges. Under the terms of the agreement, UPL will assume global ownership and marketing rights to the bensulfuron-methyl chemistry and its associated trade names. “The addition of Londax to our portfolio will complement our already strong line of rice products,” says Jeffrey Pritchard, vice president and general manager of United Phosphorus Inc., the North American subsidiary of UPL. “Londax, along with Storm and Ultra Blazer, will expand the grass and broadleaf weed control products that we are able to offer rice growers”.

PERFORMANCE PLANTS AND SYNGENTA TO COLLABORATE 

Performance Plants (www.performanceplants.com) has entered into a licensing agreement with Syngenta Seeds for the development of drought tolerant corn and soybeans seeds using Performance Plants' Yield Protection Technology (YPT).The agreement follows four years of successful field trials which have shown YPT to be highly effective in preserving yields under drought conditions. “The field results indicate that commercial corn and soybeans can be developed that will withstand the effects of drought, significantly improve water use efficiency and generate powerful boosts in crop performance and yields," said David Dennis, president and chief executive officer of Performance Plants. 
Performance Plants is a privately owned ag biotechnology company located in Canada that focuses on the development of agronomically important plant traits. The trait that enables plants to withstand dry seasons without suffering yield loss under normal moisture conditions is considered to be a major development for corn and soybean growers especially as renewable fuels create greater demand for these crops. Performance Plants and Syngenta Seeds expect that the trait will allow growers who irrigate to use less water. It will also offer growers the opportunity to make marginal land more productive. YPT protects crops exposed to drought conditions by stimulating early closure of leaf stomata prior to wilting. YPT canola which has been extensively field tested shows consistent yield increases up to 26% without impacting on seed or agronomic characteristics. The YPT trait is about to be tested in field trials in corn, soybean, turf and ornamentals.

DUPONT COMMITS TO BIOFUEL TECHNOLOGIES

Speaking at a recent ethanol conference DuPont Biofuel’s vice president and general manager John Ranieri outlined his company’s commitment to the biofuel value chain. He stressed the importance of developing sustainable business and technical solutions that can be adapted across different geographies to successfully grow the industry. DuPont's current biofuels focus includes rapidly developing differentiated seeds and crop protection products that will enable greater biofuel production per acre. The company also intends to develop and supply new technologies to enable conversion of cellulose to biofuels and to commercialise biobutanol as a next-generation improved biofuel. 
With more than $300 million in revenues expected this year from seed and crop protection solutions that serve the biofuels markets, DuPont’s subsidiary Pioneer Hi-Bred International has selected more than 135 seed hybrids to market through its IndustrySelect programme. The programme includes specialised grain properties that improve the efficiency of ethanol production. The seed and crop protection research pipeline also includes yield traits in seeds and other products that will further improve ethanol production efficiency.
DuPont is also jointly funding with the US Department of Energy a four-year research programme to develop technology to convert corn stover (post harvest plant residues) into ethanol. This is aligned with the company's strategy to develop technologies that can convert cellulosic crops into biofuels and biochemicals. DuPont says that this BioRefinery programme will significantly increase the amount of ethanol per acre achievable by using corn grain and stover from the same amount of land. DuPont has also established a partnership with BP to develop biobutanol. The strategy is to deliver advanced biofuels that will provide improved options for expanding energy supplies and to accelerate the move to renewable transportation fuels, with lower overall greenhouse gas emissions. DuPont claims that biobutanol (www2.dupont.com/Biofuels/en_US), which will be introduced by the end of 2007, allows higher biofuel blends with petrol and improves overall fuel efficiency. 
NEW EDITION OF THE PESTICIDE MANUAL AVAILABLE

The 14th edition of The Pesticide Manual  and the fully searchable CD version, The e-Pesticide Manual, are now available from BCPC. The information within the new edition has been completely revised and updated.  “It is nearly 40 years since The Pesticide Manual was first published,” explains Dr Barry Thomas, chairman of BCPC. “During that time it has established itself as a unique reference book for those requiring authoritative, impartial and accurate information on crop protection active ingredients. Its contents have been progressively expanded to include not only active ingredients used for the control of crop pests, diseases and weeds but also ectoparasites and pests in public health as well as plant growth regulators, repellents, synergists, herbicide safeners and pheromones.”
Since the publication of the previous edition three years ago, the entire data set has been brought up to date. The Pesticide Manual now contains 1,524 profiles – 881 main entries and 643 abbreviated entries covering superseded products. More than 38 new main entries have been added, including 21 new molecules, a further nine substances not included in the previous edition and seven pheromones. Toxicological and physico-chemical data have also been updated. The directory of companies now lists over 500 organisations. Each main entry contains comprehensive information including chemical structure, nomenclature, physico-chemical properties, history, biological and product data, mammalian and eco-toxicological data and environmental fate information. References to toxicological and environmental reviews now include the Annex 1 status of List 1 and ‘new’ substances under the EC Directive 91/414.
CROP PROTECTION: GENERICS, PATENTS AND PARALLEL TRADE SUMMIT

A conference titled Crop protection: generics, patents and parallel trade summit, organised by Informa Life Sciences is being held at the Hilton Amsterdam in the Netherlands on 22-24 November 2006. The conference provides an opportunity to discuss the future prospects for the crop protection industry and the generics sector. It will help delegates to assess the legal framework regarding patent law, parallel imports and registration and will provide a step by step guide on how to register generic products under the new revised version of 91/414 (www.crop-protection-monthly.co.uk/CQ8012.pdf).
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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