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All inoculant formulations must be handled in an appropriate manner. The following list outlines some of these procedures.

• For all inoculants, store product in a dark or shaded area. Rhizobium are sensitive to UV light. If application occurs in the
yard, tarp the truck and keep treated seed covered. If treating in the field, keep your inoculant out of direct sunlight.

• Store product in a cool area if possible. If you have received inoculant do not store in a facility that will experience freeze-
thaw cycles. Rhizobium numbers will decline if these conditions repeat.

• For seed applied inoculants it is advisable to plant as soon as possible following application. Extenders will assist with liquid
formulations, particularly if planting into dry soil or a soil that is drying quickly. However, it is still wise to plant as soon as
possible.

• If treating bulk volumes of seed, inoculate only what you can seed in a day, half day volumes are better.

• For liquid inoculants thoroughly shake the bag prior to application.

• For peat inoculants adhesion to the seed will be enhanced if the product is applied as a slurry. This also applies to those peat
inoculants that contain a self sticking agent. If the peat does not contain a sticking agent one will have to be applied, a variety
of non-toxic sticking agents are available but it is best to contact the inoculant company itself sore options. If a slurry is
considered inconvenient, at least dampen the seed just prior to application. Though a slurry is often viewed as a “messy”
application keep in mind your desired results. For effective N-fixation each seed needs to have a high number of rhizobia
attached to it, you only have one opportunity to get it right, take time to ensure proper coverage.

• Properly calibrate an air-seeder such that air velocity is just sufficient to handle the volume of seed planting. At high seed
volumes it takes a great deal of air flow to distribute seed. This flow may cause desiccation of rhizobia during seeding
(particularly liquids) or separate the inoculant from the seed (particularly peats in non-slurry application).

• Ensure that when using a chemical seed treatment the inoculant is compatible with it. Contact the inoculant manufacturer for
compatibility information and planting window timelines. Do not use one manufactures compatibility information for
another’s inoculant. Each inoculant company uses different strains of Rhizobium and their own unique formulation, therefore
compatibility to seed treatments will often differ.

• For granular inoculants ensure proper calibration for the row spacing on the seeder.

• For granular do not over fill the cart beyond the manufactures suggested volumes. Do not leave product in the tank overnight,
condensation in the tank can cause flow ability concerns.

• Monitor granular flow rates, particularly on humid days.

• Keep granular bags shaded in the field.

• Do not auger peat based granular inoculants.

• With all formulations be cautious with the amount of seed placed fertilizer being applied. Fertilizers will affect either soil pH
or have a salt content that can be detrimental to rhizobia. Consider separating the fertilizer from the seed if possible.

During this presentation I will also address the topics of application rates; additional information is presently being assessed and not
available at the time of writing.

I will also like to introduce and provide insight into future trends in biological inoculants such as pathogenic biocontrol, growth
promotion, fertility enhancement and nitrogen fixation in non-legume crops.

GLOBAL STEWARDSHIP INITIATIVES AND THE IMPACT ON THE MARKET
Russel J. Hurst, Manager, Stewardship Development, CropLife Canada

Over the past several years the global agri-food sector has faced several challenges ranging from food safety scares, questions
surrounding natural resource protection/sustainability, heightened consumer nutritional health/wellness awareness and animal
welfare scrutiny. All of these challenges have lead to an escalated awareness of “social responsibility” from the upper echelon of the
food value chain globally.

In most developed countries there are standards that addresses many of the emerging consumer and societal concerns including:
consumer protection encompassing food safety standards, natural resource preservation/conservation and rural community/economic
development. Over the past several years it appears government initiatives are no longer enough. Private companies (predominantly
European based) and industry associations throughout the food chain have begun to implement tighter controls then are set by many
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legislative bodies. In several instances primary producers globally are being required to comply with local/national legislations, but
must also satisfy a wide range of additional “standards” required by segments of the market they seek to sell their products to.

There are several drivers for this proliferation of additional production based standards including: differentiation of brand/image,
move to government being an oversight body, legal firewalls, global company standard food sourcing, etc. Many of the requirements
that these new standards encompass involve food safety, environmental and societal components and most require independent audits.
Other schemes are predominantly centered on sustainable agricultural practices that range from basic agronomic components
including: soil fertility, pest management and nutrient management to broad based social and human capital issues such as:
safety/training, local economic development and water/energy consumption requirements. (Discussion of several case studies from
around the world including EurepGAP, Nature’s Choice, Del Monte and SAI).

The impact on voluntary standards has in most instances not reached markets and producers in North America, but is beginning to
gain a foothold within segments of the horticulture sector that are focused on meeting the demands of export customers. In the future
there will be both positive and negative outcomes from the emergence of heightened standards that are not fully understood currently,
but will potentially affect Canadian primary producers and the overall agri-food industry.

AN ACTION CHECKLIST FOR FARM OWNERS
Key steps you must take today to protect your operation and ensure your success

Donald J. Jonovic, Ph.D.

Achieving success as a business owner is like climbing Mt. Everest. Each achievement, every growth point, is more exhilarating than
the last. The higher you go, the wider the horizon and more beautiful and stunning the view. With each successful day, however, the
air gets thinner. Every stage of the ascent is a learning experience, something new. Each step is more critical, more treacherous.
Changes in weather become more dangerous and unpredictable. With every vertical foot, another, new challenge looms ever larger.
And lingering ominously in the back of our mind is the ultimate concern: How do I get down!?

For more than a quarter-century, I’ve been closely involved with growing businesses and have participated in countless board
meetings. I’ve seen entrepreneurial geniuses functioning at their brilliant best, meeting challenges boldly, and, with them, I’ve hung
from the edge of resulting, sometimes unexpected, precipices. It’s on the edge of such terrifying drop-offs that the hard lessons are
learned. The lessons may seem simple, as might the following action steps, but truth often is simple. Bear with me and read on. It
cost lot of years and a lot of hard experience to distill these ideas:

STEP 1: BUILD AN EFFECTIVE ADVISOR TEAM

Anyone who’s ever functioned as their own general contractor on a building or remodeling project learns, often painfully, the critical
need to coordinate the “subs.”

Your advisors—your accountant, lawyer, financial advisor, etc.—are subcontractors. They have great expertise and skill, but if they
don’t know each other and work together closely, you’re sure to find yourself moving the new walls and cutting through freshly laid
floors.

ACTION: Move your advisors away from hourly fees toward quoted projects and retainers. The problem is not that you’re being
overcharged. The problem is that hourly fees discourage you from calling on your professionals and using them when you really need
them. (You know, it’s that “ringing noise” in your ears. I call it the “Ch-ching” syndrome). An unused resource is a wasted resource.

ACTION: Meet with your advisors, as a group, on a regular basis. They need to know each other, to share information. They need
to know you, your business, and your goals. Even if you’re the world’s most efficient communicator, there’s no substitute for an
environment where they can fill these needs themselves-and there’s no better way to achieve the synergy that results.

STEP 2: DEFINE YOUR ROI GOALS

Businesses have one overriding purpose: to achieve an acceptable return on investment. Yet most of us pay more attention to the
fluctuating value of a $50 stock we bought on a hot tip, than we do the value of our own business. What complicates setting this value
for business owners is the fact that we have more invested than just capital. We also get other returns besides profit (e.g., dividends,
power). The more owners we have, the more definitions of “acceptable” return we have—and the more chance of internal warfare or
complete paralysis.


