








“They crop about 6,000 acres a year, depending
on the rains. The rest is used to feed around 4,000
sheep,” she says.

“I'd never ever dealt with sheep before. I learned
everything they do, from crutching time, to
shearing, to mulesing the lambs. That was pretty
good”

Kapeluck says the farms in that part of Australia
don’t grow crops like western Canadian farmers do.

“If they get a 20 bushel crop, they’re happy. I told
the family I was with that my dad got 150 bushels
per acre of oats and they couldn’t believe it,” she
says.

“They don't have snow to deal with for harvest, so
it’s not a big rush. Instead, they have a ‘cool change’
to deal with. Down by the beach, they get maybe
four hours of combining in a day because the cool
change comes in and everything gets too damp.”

Getting permits to work legally in Australia
wasn't a problem.

was there, it wasn't all work and no play.

“In Port Lincoln, I mentioned I'd heard you could
go diving with the sharks there. I came to work one
Monday and was told I was going to dive with the
sharks on Friday. They paid for my dive package and
it was unbelievable,” she says.

“They put you in a cage and you end up in the
water with these great white sharks around you.

The biggest ones were 18 feet long, and they were
huge. They come from nowhere when you're down
there, and disappear as fast as they come. That was
something to see.”

“I spent some time in Brisbane, but it was a pretty
busy city. And Sydney was way too busy for me.
Mission Beach, a couple hours south of Cannes,
was unbelievable. It was tropical, and you'd look for
five miles and there was only five people. That was
alittle piece of heaven. And I did some skydiving,
where you could see the Great Barrier Reef. I really
enjoyed it

' came to work one Monday and was told I was going
to dive with the sharks on Friday."

“All Thad to do was apply for a working holiday
visa, which is good for a year. The only restrictions
are you can’t work for the same employer for more
than six months. And if you want to get another
working visa, you have to do specified work in
certain areas of the economy,” says Kapeluck.

“I did it on the Internet and by the next day I had
my visa. The second time I did it over the Internet,
I had my visa approved in five minutes. It’s easy.
Anyone can do it”

While she was employed for much of the year she
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If other Canadian farm kids are thinking about
taking part in an agricultural exchange, Kapeluck
says she'd definitely tell them to take advantage ofit.

“You get to see a side of Australia that most
tourists don't. I got to see the real Australia instead
of just the beaches. I think it’s a great opportunity,
and from there you can go see the rest of Australia,”
she says.

“They’re amazing people. I thought we had a
reputation for being nice, but we've got nothing on
Australians.”
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By Bill Strautman

B> kochia (kochia scoparia) plant
growing in a field of dry beans

B> molecular model of glyphosate
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Growing Innovations

Plant protection

Research news you can use

Camelina appears less salt tolerant than canola

Preliminary results of an Ag Canada study
suggest camelina is somewhat less salt tolerant than
canola.

Camelina, a new oilseed crop, is generating
interest in the brown and dark brown soil zones.
The crop is adapted to the cool, semiarid growing
conditions and has some potential to replace canola
as a biodiesel feedstock in the brown soil zone.

Certain canola varieties continue to be
productive under slightly and moderately saline
fields in western Canada. This research, lead by
K.G. Wall from the Ag Canada research station in
Swift Current, is comparing the salinity tolerance
of InVigor 9590 canola to that of CS15 camelina.

Using hydroponic sand tanks calibrated
for various levels of salinity, researchers
studied emergence, seed yield, oil content and
composition for the two crops. Conductivities
of less than four dS/m are considered negligible,
four to eight dS/m slightly saline, eight to 16
dS/m moderately saline and greater than 16 dS/m
are considered severely saline.

At20dS/m, camelina emergence was reduced to
30 percent of control. Canola managed a survival
rate of 78 percent at 27 dS/m.

The point where seed yield was reduced by 50
percent in canola was 16.91 dS/m, while with
camelina it was 6.78 dS/m.

And the point where oil content takes a big drop

in canola was 27 dS/m, while with camelina it was
15dS/m.

The research is continuing, but the conclusion
so far is that even under slightly saline conditions,
canola would be the better cropping option for
grain yield. Under moderate salinity conditions,
emergence and survival of camelina begins to
be affected as well, making canola again a better
cropping option than camelina.

Control of Canada fléabane

While no glyphosate-resistant weeds are
currently present in Canada, at least 15 weed
species in other parts of the world are now known
to have resistance to glyphosate. One Canadian
species, Canada fleabane, has developed resistance
in countries such as Brazil, China, Spain, Czech
Republic and USA.
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Researchers from the University of
Saskatchewan, Ag Canada and Monsanto
established a trial, lead by Ken Sapsford from the
U of S Department of Plant Sciences, to evaluate
herbicide options available to control Canada
fleabane in western Canada.

Ten separate treatments were spring applied to
Canada fleabane weeds under non-crop conditions.
Products tested, at varying rates, included: dicamba,
2,4-D ester, clopyralid, amitrol, florasulam,
pyrasulfotole + bromoxynil and BAS 800.

All treatments controlled Canada fleabane greater
than 70 percent. Certain treatments were rated at
greater than 80 percent and greater than 90 percent
control, at 16 to 28 days after application.

The study concluded that there are alternative
herbicides that will suppress or control Canada
fleabane if glyphosate-resistant biotypes appear
in western Canada. It suggested that future work
should be considered to evaluate these products
with crop competition and in-crop herbicides.

Hemp response to N and P

Increasing consumer demand for hemp seed and
hemp oil products spurred a group of Saskatchewan
researchers to develop nitrogen and phosphorus
response curves for industrial grain hemp.

Ag Canada and Saskatchewan Ministry of
Agriculture researchers, lead by C.L. Vera from the
Melfort Research farm, treated the hemp varieties
Finola and Crag with a range of N and P rates, then
compared those results to untreated controls.

The hemp responded well to applied nitrogen
fertilizer. The response of hemp seed yield to
additional P was minimal.

The study concluded that hemp seed yield was
maximized at rates of around 150 kg/ha of nitrogen.

Control of group 2 resistant kochia in spring
wheat

Since the discovery of group 2 resistant kochia
more than 20 years ago, the resistant biotype has
spread from the brown and dark brown soil zones
into the black soil zone, as well.

An Alberta-based Ag Canada survey in 2007
revealed that about 90 percent of the fields
contained group 2 resistant kochia. Similar results
were found in Manitoba.

The rapid spread of this resistant kochia is the
result of several factors. At least three different
mutations in kochia confer resistance to these
herbicides. Kochia is an out-crossing species, so
the dominant resistance gene can spread through
a population quickly. And with prolific seed
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production, a low level of seed dormancy and a
tumbleweed seed dispersal mechanism,
resistant kochia is able to spread
rapidly.

Ag Canada and University of
Saskatchewan researchers, lead
by Ken Sapsford at the U of S
Department of Plant Science,
established trials with both group 2
resistant and group 2 susceptible
kochia populations. Fifteen
treatments were applied when
kochia plants were less than 10
cm tall, with visual ratings taken
at 7 to 14 days and 21 to 28 days after
application.

The researchers concluded that group 4
herbicides that control susceptible kochia
will control group 2 resistant biotypes
equally well. But herbicide products that
contain group 2 and 4 modes of action may
not contain enough of the group 4 component to
control kochia.

Two herbicides that contain group 2 and 4 modes
of action and that do control group 2 resistant
kochia are Triton K and GF 184. Infinity, a group 6
and 28 mode of action herbicide, controls group 2
resistant kochia.

The group also concluded that unless you know
otherwise, assume kochia infestations on the
prairies contain group 2 resistant biotypes.

Managing leaf spot diseases of winter wheat

Leaf spot diseases, including tan spot, septoria
and spot blotch, are frequently observed in western
Canadian winter wheat crops. While disease impact
and management practices have been evaluated in
spring wheat, little research has occurred in winter
wheat.

A group of Ag Canada researchers from Lacombe
and Brandon, led by C.L. Kirkham from the Melfort
Research Station, established a study to determine
the benefits of variety selection and fungicide
treatments to control leaf spot diseases in winter
wheat, to improve disease control strategies and
recommendations.

Two varieties were chosen — Osprey as a
susceptible and McClintock as less susceptible.
Fungicides were applied at stem elongation, full flag
leaf emergence, or both.

Eight treatment were established using Headline,
Stratego, Dithane and Tilt, along with a control.

Leaf spotting over the trials was almost three

times greater, at 16.1 percent, on the Osprey,

m 4] mm



Photos: Paul Bachi

m 47 =

compared to 5.1 percent on the McClintock.

The less susceptible McClintock did not benefit
in terms of symptom reduction from fungicide
treatment, or fewer of the treatments were effective.
But at the locations with the greatest leaf spotting
disease severity, yield increases of 21 and 26 percent
were detected when averaged over varieties and
fungicide treatments.

Application of Headline, Stratego and Tilt, at
recommended rates, all reduced leaf spot symptoms
over the unsprayed control.

In general, split applications of fungicide did not
greatly enhance disease control or increase yield
over a full rate application at the flag leaf stage.

The study concluded that variety selection is an
important leaf spot disease management practice
in western Canadian winter wheat production.
Fungicides were effective in decreasing disease
severity and increasing yield. Little reduction in
leaf spot severity or increase in yield was observed
with split applications of fungicide, compared to the
recommended rate application at the flag leaf stage.

Biocontrol of clubroot in canola

Clubroot, first confirmed in canola near
Edmonton in 2003, constitutes a serious threat
to canola production in western Canada. Current
canola varieties are highly susceptible and breeding
in disease resistance may not be possible.

A team of researchers from Edmonton, Guelph
and Japan, lead by Gary Peng from Ag Canada
in Saskatoon, is looking at possible biocontrol
solutions to reduce clubroot severity.

Previous studies have shown that a beneficial
fungus can reduce clubroot on Chinese cabbage.
The fungus forms a symbiotic relationship with the
Chinese cabbage roots and induces plant resistance
to clubroot and other soil-borne diseases.

The team has shown this same process can reduce
clubroot on canola. They have also evaluated several
commercial biofungicides, with three showing
promise.

Studies to develop practical methods to deliver
these agents into canola fields, such as formulations
for seed treatment and in-furrow applications,
are in progress.

Studies are also underway to isolate and screen
soil microorganisms as effective biocontrol
candidates. The goal is to use effective microbial
agents in combination with resistant cultivars
and good agronomic practices, for long-term
management of clubroot.

Winter annual cleavers control

In Saskatchewan, cleavers has generally been a
spring germinating annual weed. With more acres
under direct seeding systems and better snow cover,
it is starting to exhibit winter annual growth behav-
ior, with over-wintered plants at the 8 to 10 whorl
stage when spring burnoff applications are made.

Because this is past the growth stage specified on
herbicide labels, researchers at the Department of
Plant Sciences at the U of S in Saskatoon conducted
a trial at two dark brown soil locations to evaluate
the effectiveness of several pre-seed burnoff
treatments.

Ken Sapsford and Rick Holm applied various
combinations of glyphosate, Attain, UAP 0401,
CleanStart, Express and PrePass to cleavers plants
that were up to 20 cm tall and had nine whorls. The
treatments were made May 24.

Quick burndown of winter annual cleavers was
observed with CleanStart, glyphosate + Attain
and glyphosate + UAP 0401, at nine days after
application.

By 19 days after application, all treatments
controlled the cleavers, but cleavers treated
with CleanStart showed signs of regrowth. The
researchers suspect that the rapid contact injury
caused by the carfentrazone may have reduced the
translocation of the glyphosate, allowing more
regrowth to occur.

They concluded that winter annual cleavers
should not be a major problem weed as it was
controlled with most of the burnoft treatments
currently in use.

Photos: Chris Evans
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Sucking on the plastic
tube draws insects
through a brass tube
and into a collecting vial
(4 vials included per kit)

i Optional air filter prevents
dust and dirt from reaching
your mouth. Kit includes
4.0 mm inlet and four

9 gram vials.

Tools For Growth

www.agritrend.com/toolshed

If you are looking for specialized information or agronomic gadgets,
check out The Agri-Trend Tool Shed. We have a good selection of

hard-to-find devices that can enhance in-field efficiency. Everything

Mineral Nutrition of
Higher Plants

An understanding of the
mineral nutrition of plants
is of fundamental

.. importance in both basic
and applied plant sciences.
The second edition of this
book retains the aim of the
first in presenting the
principles of mineral
nutrition in the light of
current advances.

-

from agronomic textbooks, to videos and CD to weather stations,
soil samplers, measuring devices to tablet computers....check it out!

Field Crop Diseases

An indispensable, basic resource
on the diseases of many of the
world's important field crops, Field
Crop Diseases offers full,
freestanding descriptions of field
crop diseases from alfalfa sprout
rot to wild rice.

add extensions to sample deeper,
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4 to let more rod slide out of the
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WatchDog Model 2550
Weather Station

Get instant on site readings
) and data logging of wind
speed/direction, temperature
and humidity. These portable
rapid setup stations are
ideal solutions for a quick-
. response field-deployable
meteorological station to use
with pesticide application or

Professional Sweep Net

Cushioned handle and hoop
are made from lightweight,
durable aluminum. Net is
easily replaceable. Handles
are 36" long.

Call 1 877 276 7526 or Visit www.agritrend.com/toolshed to Place Your Order Today!
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By Bill Strautman

Be the best at
knowing your
numbers, and
your banker may
just beat a path to
your door
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Speak the language

of your lender

Most farmers prefer the tractor seat to the office chair, especially when it’s tax time. But a few well-spent
hours with your financial statements can make a big difference when you visit your banker for financing.

“I was at an agronomy conference this winter and realized how much progress we’ve made with
production. You think about the advances we’ve made in agronomy - seeding systems, chemical control
of pests, nutrient management, variable rate seeding, GPS and autosteer — there’s been so many,” says Earl
Smith, a farm management consultant with Wheatstone Consulting Inc., based in Olds, Alberta.

“Then you look at the farm business management side and I think it’s fallen behind. If we're going to move
the industry ahead, we need to ratchet up that side of it.”

Part of it is that farmers like the production side more than they like the numbers and business
management side, says Smith, former prairie manager of agriculture and agribusiness with the Royal Bank.

“Farmers are always forward thinking — always looking forward to next year. You get your financial
statements four months after the year ends, you're already into planning the next year and I think farmers
don’t spend enough time looking at those statements. Tracking the trends so you understand what’s
happening over a number of years, to see the direction their business is going.”

“It’s a matter of being on top of those numbers, not just getting the statements from the accountant, filing
them away and pulling them out to give a copy to the banker when he asks for them. It’s actually spending
some time on them yourself, as a business manager. If we spent as much time scouting our numbers as we do
our crops, we'd be in good shape.”

Smith says doing ratio analysis and a cash flow projection can put you in the driver’s seat with your lender.
Three simple financial ratios calculated off the income statement and balance sheet can provide alot of
clarity in terms of how you're doing year over year.
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P Current ratio
“The first one is current ratio, which is the
relationship of current assets to current liabilities.
If you divide those two, you get current ratio and
if you subtract them, you get working capital. It’s
simple to do, it takes you two minutes,” he says.
The key with all these ratios is to understand what
your number is, then what your financial institute is
looking for. You find that out by asking your lender
what he’s looking for in terms of a current ratio.
“Say your bank wants a current ratio of 1.25
and you're at 1.6 — you're doing okay. Or you're
at 1.1, then you might want to look at increasing
your operating loan. Once you get your financial
statements, you go in saying ‘My current ratio has
gone down, here are the reasons why, I think I need
to bump my operating loan up,” says Smith.
“That’s way better than coming in on July 15
saying T'm out of money and I need an increase
in my operating loan to get through the rest of the
year’ It’s exhibiting professionalism and a business
approach.”

P Leverage ratio

The second ratio is a leverage ratio and the one
Smith likes to use is debt to equity - total liabilities
versus owner’s equity, right off the balance sheet.

He says every financial institution will have a
different guideline for what they’re looking for.
Different types of operations require different debt
to equity ratios.

“If you're in a manufacturing business you can
be way more leveraged than if you're grain farming,
because of the nature of the business and the
amount of cash you turn,” he says.

“A grain farm has one production cycle per year
so it can’t be too highly leveraged because if it has a
bad year, it has a huge impact. A dairy farm has daily
production, so it’s in a lot different situation.”

} Debt service coverage

Smith says the third one is a little more
complicated but you need to understand it. It’s debt
service coverage. That’s looking at what kind of
cushion you’ve got, with money available to service
the debt payments you need to make in a year.

“The concept becoming common in the business
world, that we need to get farmers thinking about,
is EBITDA. That stands for earnings before interest,
taxes, depreciation and amortization. It really is the
cash available to service debt,” says Smith.

“You compare that to how much your interest
and principle payment are in a year, to see what your
cushion is. If you've got $200,000 of payments to
make and cash available of $220,000, that’s pretty
tight and if you have a hiccup, you might have
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trouble making it. If you have debt service coverage
of $300,000 in cash available to service debt, a
lender is going to be alot more comfortable.”

Knowing those numbers yourself, before you
meet your lender, will give you more confidence
when you do go in. That little bit of math will make
you more aware of where you're at and why the
bank is looking for certain things, or pushing you in
certain directions.

Smith says to really know your numbers, you
need to crunch them yourself. There’s nothing
wrong working with your accountant to develop
those ratios, but most farmers don’t like to pay their
accountants to do much more than prepare their
income tax.

“If they don’t understand where those numbers
came from, it’s not going to do them a lot of good.
My advice is, get familiar with your own numbers so
you can calculate those simple ratios yourself.”

P Cash flow projections

Smith likes to see cash flow projections done
monthly, even on a grain farm.

“The best place to start is your income statement.
Look at your revenue and expense lines, put them
into a spreadsheet, create a column for the total and
twelve columns across the spreadsheet — one for
each month,” he says.

“If you're going to have $1.2 million in crop
revenues next year, what months do you think that
might come in? Work across all your revenue items
and expense items across the months. You know
when you pay your fertilizer bill, you know roughly
how much fuel you need to buy in the spring,
summer and fall. Estimate those across.”

“Then I like to add another column for each
month and as I go through the year, track the actual
to the projected.”

Smith says it’s really hard not to overestimate
revenue and underestimate expenses. It’s a skill you
need to practice and acquire.

“You need to do it, then revisit the next year for
your next projections to fine tune it. But this will tell
you when you’ll have a cash crunch so you don’t end
up in a situation where you have a bill come due,
you have to sell some grain and you don't like the
market right now but you don’t have any choice. You
have to pay the bill,” he says.

“With a cash flow projection, there’s no surprises,
you know when you have to make sales and you can
sell into the market when you want to.”

Smith says he doesn’t expect farmers to go back
through five years of books to get started.

“I'would say most guys can do it just from
memory. You don’t need to go back a long way. Sit
down in January or February, when you have an idea

Earl Smith
Wheatstone Consulting Inc.
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of how much grain you still have on hand,” he says.

“You're starting to understand what your cropping
program is going to be for the coming year. If you
haven’t been doing projections on a monthly basis,
start right now and go forward. I wouldn’t spend a lot
of time going backwards.”

Without this basic information, Smith says a
lender tends to have less confidence. They’ll be more
cautions and there might be reluctance to increase
operating lines or finance a new piece of equipment.

“From my experience on the banking side, it’s
pretty easy to be the best in town at this financial
stuff. That isn’t an indication that it’s easy to do. It’s
an indication that there’s a lot of guys not doing a
very good job,” he says.

“That local banker is your interface with the
financial institution you're dealing with. If they
have confidence in you and your knowledge of your
numbers, they’ll be able to represent you in a much
stronger way to the bank and get you what you need.
It makes sense to be known by the local banker as
being the best at knowing your numbers.”
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P How lenders function

Smith says farmer need to understand how their
bank works, from the banker’s side of it. It’s just a
matter of asking what the credit process is.

“The account manager you're face to face with is
your representative to that bank. He’s going to put
your story forward to help get the credit you need
approved. He can represent the farmer well if he has
confidence in the farmer, the farmer is well prepared,
knows his numbers and he’s not going to have any
surprises down the road. Bankers hate surprises”.

“You need to understand that the local guy
probably doesn’t approve the credit. He makes a
recommendation, then someone else takes it apart to
analyze it to make a credit decision on it. You need
your account manager to have confidence that he can
go to his risk manager to push for the deal that you
need and represent you, such that you can do what
you say you're going to do.”

Instead of creating a confrontational relationship
with your banker where you're ticked off because he
isn’t giving you what you want, understand what he
has to go through to get you what you want.

He says front line people now are largely driven
by sales. They get their bonus if they get their loan
portfolio up. They want to do the deal because they’ll
get a bonus if they put more business on the books
for the bank.

“There’s somebody else in the bank that will
approve whether the bank is prepared to accept that
credit risk. You need to understand how that works.
How much is he going to push for you if he’s ticked
at you because you were ornery with him? You want
to create a team type of relationship,” he says.

P Business structure

Another concern Smith has is that farmers often
don’t spend enough time explaining their business
structure to the lender, which can cause problems.

“It sounds simple, because you're either a sole
proprietorship, a partnership or a corporation.

But it isn’t that simple. Seventy percent of farming
operations, regardless of business structure, involve
multiple owners and operators. That’s important for
the banker to understand,” says Smith.

”A farmer may say he’s in partnership with his
son, but there’s no partnership agreement. It’s really
some form of joint operating agreement. It can get
complex really quick. It helps the banker out if the
farmer takes the time to explain how the operation
works and how it relates to the son, the uncle, the
brother and what the wife owns.”

“Those things can hang you out to dry when
you take a deal to the credit department and you
haven’t got some security set up properly if there are
multiple owners.”
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| Agri-Trend Marketing Increases Analyst Horsepower |

Mercantile, . venre

Agri-Trend Marketing is pleased

to announce our association with
Mercantile Consulting Venture (MCV)
and the partners Marlene Boersch
and Anthony P Temple. This is a new
and exciting collaboration between
our two companies that will provide
solid strategies for ATMI clientele.

Agri-Trend Marketing's position will be
strengthened as it utilizes the products
of a professional consulting company
specidlizing in agricultural market
intelligence. ATMI is formulating the
management recipe that will engage
with growers and strategically market
their crop for the highest returns. In
conjunction with our fundamental
philosophy, our position is that in-
depth, short, medium and long term
analysis is the essential building
blocks to sound marketing decisions.
Farm operations today are most
successful when they are planners
and sellers of their commodities

not short term speculators.

In an industry where change is
constant and experience is necessary.
The aggregate of Marlene and Tony's
participation in the grain industry
spans nearly 60 years. MCV has
many business contacts in agriculture
that are in senior merchandising
positions. Their practical experience
includes positions at senior levels

of the grain industry in Canada,

the United States, Europe and

South America. ATMI management
believes that the addition of MCV

as market analysts will enhance a
deep and growing knowledge of
agricultural commodity marketing.

MCV's superior ability to analyse
and understand markets is the result
in part of Ms. Boersch's 25 years

in senior positions at multinational
and medium sized companies
(Cargill, XCan Grain, Berdex
Canada). She also maintains an
active role in Canadian special crops
in many global regions, including
the markets for pulses in Asia,

the Middle East, and Africa and
especially in South America. Her
analytical skills have been tested
while working in this competitive and
sometimes intense industry. She

is a managing partner in MCV.

Mr. Temple has directed market
development for Canadian canola,
Brazilian soybeans and citrus juice
since the pioneer trading days of
these crops. He has also developed
the coffee and cocoa market for a
multinational trading company.

Mr. Anthony Paul Temple is enjoying
a career in agriculture that
encompasses 39 years in senior
positions across the globe at the
three major multinational agriculture
companies (Cargill, Louis Dreyfus,
and ConAgra). Mr. Temple has
worked and traded in Europe,
Canada, U.S.A, and Brazil. Today
Tony is a managing partner at MCV.

Through our market coach network
MCV's data and perspective will be
directed to Agri-Trend Marketing

customers through our website.
Conference calls will be organized
to share opinions and tactics with
our clients, analysts and traders.

This expertise will aid in connecting
Agri-Trend Marketing clients to
valuable information from their
backyard to around the world. In
addition to market analysis, MCV's
close ties and ongoing relationships
with end-use business partners

will provide opportunities and
additional scope in many of our
traded commodities. Agri-Trend
Marketing expects that both our
experience and our contacts will
bring forth opportunities that are
both innovative and rewarding and
we look forward to sharing some
exciting and productive experiences.

Derek Squair, President
Agri-Trend Marketing Inc.

c. 306.435.9344
p. 306.435.3117
f. 306.435.2917
e. dsquair@agritrendmarketing.com

www. agritrendmarketing.com
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AGRI-TREND

MARKETING INC
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-'I"his CD is a compilation of ideas, opinions and
observations by Agri-Trend CEO, Robert Saik.

Recorded 4 times per year, Rob discusses the
controversial and maybe not so controversial
issues facing today’'s agri-business sector.
This is a great way to keep up on the leading
issues in agriculture.
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