
32 INDUSTRY TODAY  

PROFILE     AGROMART GROUP�

THE AGROMART GROUP, COMPRISED OF 21 AGRICULTURAL RETAILING JOINT VENTURES IN

EASTERN CANADA, OBTAINS A WIDE VARIETY OF SUPPORT SERVICES AND PRODUCTS TO

OPTIMIZE ITS BUSINESS OPERATIONS FROM ITS CORPORATE PARTNER,

THE AGRONOMY COMPANY OF CANADA LTD. JANICE GABLE

BASHMAN REPORTS ON THIS GROWING BUSINESS

CELEBRATING 40 YEARS OF PROGRESS.
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UCCESS IN THE FARMING BUSINESS RELIES ON MANY
fluctuating factors: market conditions, favorable weather,
fertile land, pest-free crops, and more. Supplying the inputs
to farmers is no different, and through the Agromart Group’s
business model, they have adapted and prospered.

The Agromart Group was started in Canada in 1969 as part of a
fertilizer manufacturing business under the Canadian Industries
Limited (C-I-L) banner, in which a group of managers at local retail
locations entered into joint venture arrangements with C-I-L.  Fifty
percent of each dealership was sold to the operator of the individual
business and the remaining 50 percent was retained by C-I-L.  Over
time, C-I-L set up more Agromart JVs by setting up more partners at
their retail locations and by acquiring 50 percent of several inde-
pendent dealers to form the C-I-L Agromart Group.  In the late 1980s
C-I-L sold its interest in each JV business to ICI Canada, which then
sold in 1993 to Terra, a large U.S.-based crop input retailer and fer-

tilizer manufacturer. Terra continued to develop the business and
eventually sold its entire distribution business to CHS Inc. and Land
O’Lakes, Inc. in 1999, forming in Canada what is today the Agronomy
Company of Canada Ltd. On December 31, 2008, La Coop fédérée,
a federation of agricultural cooperatives located in Quebec, Canada,
purchased the shares of the Agronomy Company from CHS and
Land O’Lakes, making The Agromart Group, along with the other La
Co-op fédérée businesses, owned and operated in Quebec, the
largest crop input retailing network in Eastern Canada. Today, the
Agronomy Company operates as a wholly owned subsidiary of La
Co-op fédérée and continues as the corporate partner for each of the
individual JVs that make up The Agromart Group.

INDEPENDENCE WITH MAJOR BENEFITS
The Agronomy Company (and its predecessors) created “a business
model that captures the best of being a large regional entity with local



SSC1084 ROGATOR SPRAYER:
The SSc1084 Rogator is the only row crop machine in the 1,000 Gallon Market that offers a true Combo.  Change
from liquid tanks to dry boxes in as little as half a day. Adjustable track widths, interchangeable application
options and advanced technology combine to make SSc1084 the top choice for ag professionals everywhere.

WILLMAR 600 & 800 SPREADERS: 
The S600 and S800 Spreader is available in both dual and single spinner configurations.  The S600 is
also available in narrow track dual and single spinner models.
These units feature 200 to 250 cu ft hopper capacity.

KRAUS: 
Full Line of Fertilizer Blending and Conveying Products.
Give HJV a Call for all of your Fertilizer Blending Requirements.

KSI CONVEYORS have been designed to handle valuable seed and commodities at a maximum
degree of incline and high speed capacity all the while maintaining gentleness and protection of the
product. Different Cleat Spacing and sizes are available to meet specific applications.

STOLTZUS SPREADERS:
The BMS Bulk Material Spreader. Whatever it is, chances are the versatile Stoltzfus Bulk Material
Spreader is all you’ll ever need for spreading any material.

USC LLC  LP800 AND LP2000 SEED TREATER SYSTEMS
we carry everything you need.

WILLMAR 16/24 TON SIDESHOOTER TENDERS AND REAR DISCHARGING
TENDERS: 
These Tenders are fast and efficient when unloading and that translates into convenience and
profitability in the fertilizer tender business.

7000 AND 4000 SERIES SPRA-COUPE SPRAYERS:
• BEST FUEL ECONOMY IN THE INDUSTRY • LIGHT WEIGHT LESS COMPACTION
• HIGH RESALE VALUE • LOW MAINTENANCE COSTS
• PROVEN LONGEVITY WITH OVER 40 YEARS IN THE BUSINESS

ALLISTON
(705) 435-3226

HENSALL
(519) 263-2450

NEW BRUNSWICK
(506) 473-5291

PEI 
(902) 566-1444

VIEW ALL OUR EQUIPMENT AND ACCESSORIES AT: www.hjvequip.com
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entrepreneurship,” says Agromart business manager Eric Bosveld.
“The Agronomy Company of Canada provides links to and from each
joint venture business by ensuring that our goals and objectives are
aligned.” Each joint venture business or franchisee operates under a
franchise agreement, and as part of that agreement, the Agronomy
Company of Canada supports each business in ways that allow it to
operate more efficiently and, ultimately, more profitably. Over the last
40 years, the services have evolved to include:  a credit specialist,
who can help establish credit limits for growers or provide guidance
or coordinate legal help when complicated credit issues arise; finan-
cial support and a franchise banking program that provides favorable
terms and loan facilities; accounting services and tax preparation; IT
and systems support; corporate board services; help with regulatory
and compliance issues; help with safety, health, and environmental
programs and risk management services. Perhaps the most eco-
nomically significant service the company provides to its franchisees
is its product purchasing services. The company maintains a fertilizer
and crop protection product purchasing program from major manu-
facturers on behalf of the group and coordinates storage in ware-
houses and terminals. “Based on our combined volume, we have the
ability to purchase a vessel of fertilizer that might be imported from
Egypt, for example, where an individual Agromart would not have the
volume to capitalize on such a purchase,” Bosveld says.

“The Agronomy Company of Canada also maintains a group of
professionals who call on each of the Agromarts to take care of
financial reporting and become financial advisors to the managers,
looking at cash flow, monthly revenue and expense levels, and
facilitating annual budget preparation,” says Ken O’Hagan, 
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Pictured: Bulk seed handling is one of the newer services offered to 
growers at many locations.

HJV EQUIPMENT 

We at HJV Equipment thank our Agricultural Crop Inputs Business
Sector for their support over the years. This support and the trust in
what we do has allowed us to grow into five locations in eastern
North America, with a dedicated staff of 58 employees. 

HJV is proud that it can offer a complete line of the best specialized
equipment related to the needs of the ag retailer, from sprayers to
floaters to spreaders, GPS precision hardware and software, tenders,
loaders, fertilizer blenders and seed systems. 

With the increase in the level of technology utilized in today’s 
equipment along with the increase in productivity of “acres per day,”
the demands for timely, knowledgeable service and support are at an
all time high. By narrowing our product focus and covering a 
wider geographical area with our five service centers, HJV has posi-
tioned itself to obtain the sales volume to invest in specialized train-
ing and the dedicated people knowledgeable of both the equipment
and the industry.

Thanks to all of our customers for their patronage over the years and to
our staff for their enthusiasm and dedication.  I look forward to the excit-
ing challenges and opportunities ahead of us in this exciting industry.

David Vander Zaag
President



The world needs more food. By 2050, there will be another 2 billion people on our planet. How do we provide

enough high-quality food and preserve our environment? At Syngenta, we believe the answer lies in the

boundless potential of plants. We develop new, higher yielding seeds and better ways to protect crops from

insects, weeds and disease. So farmers can get more from existing farmland and take less new land into 

cultivation. It’s just one way in which we’re helping growers around the world to meet the challenge of the

future: to grow more from less. To find out more, please visit us at www.growmorefromless.com

© 2009 Syngenta International AG, Basel, Switzerland. All rights reserved.
The SYNGENTA Wordmark and BRINGING PLANT POTENTIAL TO LIFE
are registered trademarks of a Syngenta Group Company. www.syngenta.com
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manager of finance and administration. “They also assist the man-
ager in analyzing capital expenditure alternatives for the profitable
growth of the business and benchmark their performance in a wide
range of operating metrics against their peers in the group.” Each
of the franchisees operates differently from the others, and the
Agronomy Company encourages them to develop their own mar-
keting strategies. “We don’t try to put a one-size-fits-all marketing
strategy for the whole Agromart Group,” Bosveld says. “We rely on
individual business strategies based on opportunities and threats
of the local marketplace, as long as they are within the confines of
our overall strategy. That’s our strength. Any program that a com-
petitor dreams up to compete may work against only one or two
franchisees, as each JV operating manager has quite different
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Pictured: The Agromart Group moves product quickly to its customers.

BASF 

BASF, The Chemical Company, is the world’s leading chemical company.
Its portfolio ranges from chemicals, plastics and performance prod-
ucts to agricultural products, fine chemicals and oil and gas. With its
high-value products and intelligent solutions, BASF plays an important
role in finding answers to the global challenges such as climate
change, energy efficiency, nutrition and mobility. BASF has approxi-
mately 97,000 employees and posted sales of 62 billon Euros in 2008. 

In Canada, BASF is a leading supplier of Crop Protection products.
BASF is committed to innovation and has chosen to invest heavily in
this area in order to deliver innovative products to Canadian producers
well into the future.

Congratulations to The Agronomy Company of Canada for 40 years of
a very successful business model. We at Can-East are honored to be
considered a preferred supplier to such a successful company.
We have enjoyed providing high quality John Deere self-propelled
sprayers to this great company.

We also can supply you with new or used equipment contact us to discuss your needs!

Can-East Equipment Limited
305 Main Street North, Exeter, ON, Canada, N0M 1S3 • Tel: 519-235-1115 • www.can-eastequipment.com 
Dean Scott – Sales Cell 519-831-3155               Fred Ens – General Manager Cell 519-773-6866
Email: dean@can-eastequipment.com             Email: caneast@amtelecom.net

ALWAYS MOVING FORWARD



For more information call AgSolutions® by BASF at 1-877-371-BASF (2273)

or visit our website at www.agsolutions.ca

Congratulations to the
Agronomy Group of Canada
on their 40th anniversary!
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approaches for tackling the same problems.”

SUCCESS OVER TIME
The Agromart Group has experienced significant growth and great
success with its business model over the last 40 years and has built
up its market share so much that the group has become an exclusive
distributor for some of its products.  For example in 2005, the com-
pany launched a complete new line-up of corn and soybean seed that
is marketed exclusively by The Agromart Group franchisees.

In 1996, The Agromart Group constructed an inland fertilizer ter-
minal in Belton, Ontario to service central and southwestern
Ontario. “This allowed us to enhance our fertilizer purchasing pro-
gram,” explains Casper Kaastra, Agromart purchasing manager.
“We started off with seven domes, added to that in 2001 and then
again in 2007, and now we can store over 80,000 tons of fertilizer.
We also purchased an inland terminal in 2002 to service our
Eastern Ontario Agromarts.  La Coop fédérée has two terminals,
one in Sillery, near Quebec City and the other in Cote Ste.
Catherines, near Montreal. That gives our group one of the largest
distribution networks across Canada.”

“With our storage capabilities and distribution networks, The
Agromart Group is able to purchase fertilizer from overseas if the
price is right and store it at its water terminals. Or the group can com-
mission product from North American sources and store it at the
inland terminals,” says Kaastra.  “We have the opportunity to posi-
tion product when and where it is most favorable for the market. In
addition to centralized warehousing, each of the joint ventures has
its own physical location or locations, which enables the group to
position its products across the marketplace for complete coverage.” 

HIGHER EXPECTATIONS
Many of The Agromart Group’s farming customers are expanding
and growing their businesses. With that growth comes increased
expectations. The equipment needed at an Ag retail business to
support a large grower can be different from the equipment required
for a small grower. In addition, larger growers are under greater
pressure to plant their crops in an ever more compressed period of
time, so efficiency in the delivery or application of the product is
key. To meet these increasing demands, The Agromart Group
adjusted its focus. For example, the joint ventures invested heavily
in professional application equipment and made it a priority to
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Pictured above (from top): The Agromart Group’s inland fertilizer terminal at 
Belton, Ontario;

the Agromart Group locations provide a full line-up of technical services such
as Precision Agriculture and crop advisory services.

SYNGENTA CANADA 

With a business relationship spanning more than 25 years, Agronomy
Company Canada (ACC) and Syngenta Canada have redefined the
definition of a “Strategic Partnerships” and “Enhanced Customer
Relationships.” Together, we have driven home the importance of
meeting the needs of growers and consumers. 

ACC is celebrating its 40th anniversary. We believe the ability to
understand complex markets have earned the company a 
well-deserved leadership position in Eastern Canada. We would like
to wish ACC success throughout its next 40 years as it continues to
support growers and consumers beyond the farm gate.

It’s been a pleasure working with ACC and we look forward to our
future collaborations bringing value added services.

Tommy Jackson, Head of Eastern Business Region, 
Syngenta Crop Protection Canada, Inc.

Duane Johnson, Head of Seed Care, 
Syngenta Crop Protection Canada, Inc.

Dave Sippell, Head of Syngenta Seeds Canada, Inc.

Proud Supplier of Application Equipment to the
Agronomy

Company of Canada

Green Lea Ag. Center Inc.
R.R.#2 Mount Elgin, Ontario, Canada N0J 1N0

www.greenlea.net 
519-485-6861 - 519-485-4694 fax
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invest in top-of-the-line equipment with the latest technology. “We
have to be able to handle, apply or deliver ever increasing volumes
of product in a shorter period of time, to service larger and grow-
ing accounts in order to grow our business,” Bosveld says.

The Agromart Group’s employees are well-trained and experi-
enced individuals who are able to adapt to the growing demands
of their customers, while providing superior service. Farmers don’t
want to explain their farm issues and field conditions to a new man-
ager or professional applicator each year. “The Agromart Group’s
managers and key sales people may often know as much about
the farmer’s crop operations as the farmer does,” says Bosveld.
“With our JV model, we see fewer turnovers than other organiza-
tions, and this results in forging deeper relationships with our cus-
tomers by having experienced and knowledgeable staff that know
their customers’ needs very well. As a result, we are able to posi-
tion our products and services for the farmer more effectively.”
Nineteen people are employed at the Agronomy Company head-
quarters to support the Agromarts, with a staff of more than 300
across the entire Agromart Group.  With a larger staff base than
many independents, the company is able to offer a better benefits
package which also helps in staff retention.

FORGING AHEAD
The company also develops new proprietary products under exclusive
agreements for the franchisees to sell and market. One such initiative
involves identity preserved food grade soybeans. The franchisees offer
exclusive varieties for export to Japan through The Agromart Group.
This arrangement brings value to the Agromarts by allowing them to
offer their customers varieties of soybeans with a developed end use
market that pays a premium price for their soybeans.

New product research and development is often outsourced but
Pictured above (from top): Cardinal Farm Supply north of Toronto; 

Sprucedale Agromart’s Hanover location north of London, ON.

Monsanto congratulates Agromart Group for 
your many years of success!

We are proud to be a supplier 
of this great company.

Monsanto and Vine Design® is a registered trademark of
Monsanto Technology LLC, Monsanto Canada, Inc. licensee.
DEKALB and Design® is a registered trademark of DEKALB

Genetics Corporation, Monsanto Canada, Inc. licensee. ©2009
Monsanto Canada Inc.

www.dekalb.ca
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with the recent acquisition by La Co-op fédérée, this can be accel-
erated through the parent’s R&D facility near Montreal. Recently,
the Agronomy Company worked closely with its former parent
companies to develop and register a new fungicide for use in pota-
toes.  This product will bring significant value to the Agromart JVs,
as the product’s use is expanded to more crops.

“The Agronomy Company is developing a new high-end system
IT network so each franchisee can be better linked within the
group,” says O’Hagan. The goal is to give the Agromart a com-
petitive advantage in the marketplace by providing superior IT
infrastructure and systems. The standardization of hardware and
software will enable the franchisees to have increased ability to
share inventory, allow us to further develop additional proprietary
systems, offer improved service to their customers, all of which
would be cost prohibitive if done individually.

The Agronmy Company provides services and products to its fran-
chisees that allow each Agromart to focus on key operating factors
such as local marketing strategy, managing location staff, and day-
to-day operations without having to address matters such as bank
issues and purchasing of products on their own. This enables the
franchisees to stay focused on the customer. “We believe our busi-
ness model offers benefits to our Agromart JVs which allows them to
focus on bringing superior value to their grower customers, while at
the same time creating excellent shareholder value,” says O’Hagan.

“It’s like a hybrid model,” Bosveld explains. “We do part of the
business at our headquarters and they (the Agromart JVs) do their
part at the local level, and even after 40 years, we continually try
to optimize the balance all the time. We make sure we foster that
entrepreneurial spirit at the local level. We believe it is our business
model that makes us strong and that it will be the basis for our
growth going forward.”
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