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India: The New Hub of Contract 
Manufacturing

India is the fourth-largest producer of Agrochemicals, after 
the US, Japan, and China. The Indian crop protection market 
size is close to USD 7.5 billion. Of which nearly USD 4 billion 
is exported. One-fifth of this makes its way to South America.

Many innovators worldwide flock to India for outsourced 
manufacturing of agrochemicals. There are many reasons for 
it. Chief among them is the uncompromising quality of the 
produce. Another point often cited is the respect for product 
and process patents, and the scrupulous compliance with 
international regulations. Well-developed ports, availability of 
skilled workforce, and a secure supply chain, are a few other 
parameters that weigh in India’s favour.

For a nation with 1.35 billion mouths to feed, crop 
protection has played a key role in multiplying food security. 
After the green revolution of the 1960s, when the country was 
battling the triple whammy of irregular monsoons, notoriously 
low yields, and small-sized farms with no financial power, the 
crop protection industry played a huge role in leapfrogging India 
to the second place in agricultural production way ahead of the 
United States of America.

What makes India even more interesting is the fact that in 
the coming years, quite a few active ingredients (chemicals in 
pesticide/herbicide that kill, control or repel pests) are going off-
patent. India has the wherewithal to handle the production from 
the ground-up and can more than pitch-in if China is out of the 
equation.

Tagros: India’s Rising Star in Agrochemicals

With a global footprint spanning over 90 countries, Tagros is ideally suited 
to be one of the vanguards of contract manufacturing in India. Founded in 1993, 
by the legendary Jhaver Group (a pioneering entrepreneurial conglomerate of the 
nineteenth century), Tagros has gone from strength to strength. Within 2 decades, 
we rose to become the largest Synthetic Pyrethroid Actives manufacturer. By 
2012, thanks to the muscle we added in R&D, we forayed into the herbicide 
segment with the sole aim of reducing our dependence on Synthetic Pyrethroid. 
The telling introduction of Sulfentrazone changed things around beyond 
recognition. It transformed our mindset radically and readied us for partnerships 
with many multinationals. Today, we manufacture and export complex molecules 
at large economies of scale, thereby being a dependable partner for clients from 
any corner. 

Tagros sees immense possibilities in the LatAm market. Estimated to be 
worth USD 27 billion in size, and growing at around 4%, the market has been 
deemed as essential as agri inputs have helped boost the per hectare production 
of quality crops.

One of the key entry barriers to LatAm, untill recently, was the cumbersome 
process of pesticide registration. Brazil, the largest agrochemical market in 
the region, used to have three regulatory agencies lording over approvals of 
pesticides. For long, the dreaded long wait in registration used to be the single 
biggest reason source of acrimony for many Indian companies. Not any longer.

The Bolsanaro administration approved 219 new pesticide products for use 
in just 7 months in 2019. That’s a rate of more than one product a day. Another 
improvement being planned is to slash the approval time from 8 years to 2 years. 
The expansion of the list of agrochemicals that can be used for minor crops is one 
more encouraging sign that’s bound to change the perspective of exporters like 
Tagros.

READY FOR THE LATAM HARVEST

he winds of change are sweeping the farms from Buenos Aires to Beijing. The Novel 

Corona Virus has blown away everything in its wake. The old ways of thinking have 

been uprooted. New paradigms are being put in place in every field including Agrochemicals.

Across the globe, everyone’s making an honest assessment. ‘How dependent are we on 

China?’ is the question uppermost on people’s minds. It’s quite natural for such thoughts to 

occur in Latin America. That’s because of the region’s super dependence on the dragon nation.

Take Brazil, for instance. Even as of 2019, the country was reliant on China for 38% of its 

pesticides. As per industry estimates, 99% of Brazil's Glyphosate and 97% of Paraquat, were 

accounted for by China.

The COVID-triggered mass disruption in shipping has sent the world scurrying for cover. 

Open discussions have started on how to replace the shortfall from the Far East. Some are all 

for increasing local manufacturing capacity. But then this will take years.

The best alternative in the foreseeable future would be to source agrochemicals from a 

stable, reliable, scalable, and cost-competitive source. This is where India comes into the 

picture.
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who seek to outsource from India.
Despite the minor hiccup of an 

unfortunate fire accident to 1 of its 3 
Sulfentrazone units at Dahej, Tagros is 
confident that the affected capacities will 
be more than met and targets will be par for 
the course in 2020-2021.

What’s more, the company is working 
round-the-clock on its plans to scale up 
beyond the horizon of the pandemic. 
Blueprints are being drawn up for strategic 
investments, and rich innovations that can 
spur productivity gains across geographies.

The emphasis will clearly be on rapid 
innovations in new technologies. Big 
Data-driven monitoring mechanisms will 
specifically be in in the spotlight to ensure 
real-time information is available to make 
agile decisions.

Latin America will be the centerpiece 
of our international strategy. The pregnant 

The Dawn of Make in India

India, like many other nations, leans 
on China for raw materials to produce 
herbicides, insecticides, and fungicides. But 
the worldwide lockdown and the unreliability 
of supplies due to the COVID disruption has 
been a huge eye-opener.

The Government of India (GOI) has 
launched a massive ‘Self-reliance movement’ 
by opening up a war-chest of 10% of its GDP. 
What the movement aims to achieve is to 
improve the self-sufficiency of the country 
by making things locally thereby reducing 
the dependence on imports. Translated for the 
agrochemical industry, what this implies is, 
more and more Indian companies will turn to 
backward integration to eliminate any waves 
of uncertainty in the future.

Tagros was one of the early adopters of 
the philosophy of backward integration. Our 
excellent production facilities and tie-ups 
with many multinational giants have been 
engineered bearing this in mind.

Our technical capabilities, state-of-the-
art manufacturing, R&D prowess, ability to 
meet stringent WHO and FAO specifications, 
resolve to meet business obligations no 
matter what, responsive and responsible 
environmental practices, all of these world-
class qualities provide the perfect springboard 
to Tagros to take the next big leap forward.

So apart from punting big on new 
molecules for the upcoming years, Tagros is 
actively in discussions with multiple partners 
to explore contract manufacturing of off-
patent products at its sites in Cuddalore, 
Dahej and Ankleshwar which have spare 
capacities immediately available for those 

possibilities offered by the expiry of patents 
on active ingredients, the trend of shifting to 
generic agrochemicals, the recognition of the 
critical nature of crop protection by various 
governments, the healthy public debate for safer 
agrochemicals in Argentina, the supply vacuum 
created during the COVID scare – all portend 
to some exciting play on offer for Indian 
companies.

With its future thrust on contract 
manufacturing, Tagros hopes to partner with the 
finest and bring a smorgasbord of innovative 
agrochemicals that will hopefully ring in the 
harvest of hope in the region.

Thoughts on Tagros and its future plans, as 
shared from The Directors Desk @TAGROS. 
For any further queries, please reach out at 
marketing@tagros.com
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By Maria Paula Lezaun
Senior Consultant of AgriConsult LATAM

Updates on the 
macroeconomic situation

On December 10, 2019, the new 
President, Alberto Fernández, took office, 
with 48.24% of the votes, thus triggering a 
change from the ruling party in the hands of 
the opposition to the previous government's 
coalition.

Argentina’s Gross Domestic Product 
(GDP) in national currency as of March 2019 
was $18,577,746 million. In US dollars, what 
must be taken into account is that during the 
first quarter of that year, the exchange rate 
jumped from $38.60 to $42.98. Thus, as of 
April 1, 2019, the GDP was US$ 432,241 
million, according to the National Institute 
of Statistics and Censuses (INDEC). The 
share of world GDP is now 0.51%, when it 
was 0.78% two years ago. Argentina is now 
the 28th economy in the world according 
to the GDP size, but in per capita terms, a 

ratio that reflects productivity and average 
annual income per inhabitant, considering 
that the current total population of the country 
(INDEC) is 44,938,712 inhabitants, it is at 
reaches US$ 9,618 per year, when it was US$ 
9,428 in 2009, registering just a 2% growth in 
10 years. In the world ranking, it is placed in 
the 71st position, when in mid-2017 it was at 
57. In 24 months, Argentina fell 14 positions 
in the world ranking of countries according to 
the average annual income per inhabitant.

According to INDEC, Argentina's 
economic activity in 2019 closed with an 
annual fall of 2.1%, after the recession 
worsened in recent months during the tenure 
of the previous government of Mauricio 
Macri. The decline is one of the worst results 
witnessed in the last 10 years, although it 
improved by five tenths compared to that 
of 2018. The data from December revealed 
that the Argentinian economy contracted 
that month by 0.3% compared to the same 

years, since 2014. Purchases, on the other 
hand, were the lowest since 2009 when there 
was also a recession due to the international 
crisis of the previous year. In December 
2019, the trade balance registered a surplus of 
US$ 2,241, being the fourth highest monthly 
surplus in the last 30 years.

Dynamics of agriculture 
policies

The initial measures taken by the new 
administration included an increase in 
commodity export taxes called retentions. 
During the previous administration, they 
have been paying a fixed tax for each dollar 
invoiced abroad of $3 for industrial products 
and $4 for agribusiness exports. The new 
government made a first modification and 
then another one, with the current values of: 
5% for sunflower (12% previously), wheat 
flour and oils (12% previously), polished rice 
(9% previously), packaged flint corn (12% 
previously), flour and sorghum oils (same as 
before) and corn pisingallo (9% previously). 
Wheat grains (12%), sorghum (12%) and 
corn grains (12%) remained at the same tax 
level. As for soybean, it is 30% (being 33 
% for producers of more than 1000 tons per 
year, and values that are decreasing from 30% 
for producers of less than 500 tons per year). 
Beef is subject to a 9% retention. These taxes 
negatively impact the supply of the sector, 
contracting its production and investment in 
technology. If production falls, less foreign 
exchange comes in and the economy suffers, 
the prices of the products rise or internal 
shortages are generated. In some areas, 
production ceases to be viable, and the 
producers move to carry out other crops or 
activities, such as pasturing for livestock.

With respect to national regulations, 
the companies that commercialize seeds 
have been demanding that the different 
governments in force pass a Seed Law that 
safeguards their patent rights for their use. 
Although it was not approved in 2019, there 
will be grounds for its sanction in the future. 
At present, according to resolution 338/2006, 
producers can only use their own seeds on the 
same surface they implanted with certified 
seeds in the previous cycle. Producers who do 
not justify the legal origin of the seeds may 
not make their own use for free. 

Overview of Agribusiness Industry 
in Argentina in 2019-20

month in 2018. On a positive note, the index 
that measures economic activity registered 
an increase of 0.2% in the 12th month of 
2019 compared to November, when the said 
indicator fell 1.6%.

In August 2019, after the primary 
elections, the Argentinian economy suffered a 
new setback as a result of the economic crisis 
that began in April 2018, and ended that year 
with an inflation of 53%, unemployment of 
9.7%, according to INDEC, and a poverty 
index, which reached 40.8%, according 
to a study by the Universidad Católica 
Argentina. Argentina’s Ministry of Economy, 
led by Martín Guzmán, is in talks with 
the International Monetary Fund  to try to 
renegotiate the Argentinian debt, among 
which is a loan of US$ 56,300 million.

According to INDEC, in 2019, Argentina 
exhibited a positive trade balance of US$ 
15,990 million as a result of exports of US$ 
65,115 million and imports of US$ 49,125 
million. The trade surplus is the largest since 
2009 when a positive balance of US$ 16,885 
million had been achieved. The jump in the 
dollar, which lowered Argentina’s cost to 
export, and the recession that slowed imports, 
contributed to this; in 2019, the value of 
the dollar climbed from $38.60 to $63 (+ 
63.21%) and was later contained by exchange 
controls, which started in September and 
deepened toward the end of October. Exports 
increased 5.4% due to a 12.2% increase 
in quantities and a 6% decrease in prices. 
Conversely, imports fell 25% due to a 20.7% 
decrease in volume and 5.4% in prices. Thus, 
the exchange rate fell in 2019 by 10.2% to 
US$ 114,240 million. Argentina thus reversed 
the trade deficit of US$ 3,701 million that it 
had in 2018 and that of US$ 8,293 million in 
2017. Foreign sales were the highest in five 

At a state level, Córdoba, one of 
the provinces of Argentina, became 
the first to come up with a law of good 
agricultural practices. This is the first 
national regulation that establishes a way 
of producing non-refundable incentives 
to those producers who develop 
responsible and sustainable agricultural 
practices using a set of principles, 
standards and technical recommendations 
aimed at reducing physical, chemical 
and biological risks in the production, 
processing, storage and transportation of 
products of agricultural origin.

Analysis of the 
agrochemical market 
trends & changes 

In Argentina, the agrochemicals 
market indicates that three groups have 
a market share of 50.7%. The market is 
distributed as follows: 21.1% for Bayer-
Monsanto with US$ 479 million, 19.4% 
for Chemchina (Syngenta / Adama) 
with US$ 439 million and 10% for 
Corteva (Dow- Dupont) with US$ 227 
million. There are for almost a total of 
20 companies to satisfy the demands of 
farmers. The market size remains stable 
with average sales of around 2,400 
million dollars, showing an increasing 
trend. 

The Bayer-Monsanto combination 
presents, some opportunities in strategic 
and operational aspects in the market, 
since they consolidated a series of 
first-line plant protection products, a 
dominant position in the corn market, a 
leadership in biotechnological events and 
an advantage in the use of big data.

During the 1st half of 2019 
the consumption of inputs for crop 
production -agrochemicals and 
fertilizers- grew almost 30% in 
comparison with the same period of 
the previous year. This growth was 
aligned with the increase in the planted 
areas of corn and wheat and the use 
of new technology tools by farmers. 
Wheat reached a record production 
and continued its growth for the fourth 
season.

For the plant protection market in 

· 2019/20 campaign: 6.9 million ha is 
the projected area planted for commercial 
grain, with average yields of 80 qq/ha and an 
estimated production of 49 million tons for 
commercial grain.

· For the 2019/20 campaign, the national 
yield reached 80.2 qq/ha, 5 qq above the 
average of the last five years. The sowing for 
commercial grain fell with respect to the last 
cycle by 1.5% and it is estimated that it would 
be the second best productive value, being 5% 
below the 2018/19 record.

· The three provinces that lead the national 
level are Santa Fe with a mark of 97 qq/ha, 
Buenos Aires with almost 85 qq/ha quintals, and 
Córdoba with 84 qq/ha.

· The corn chain contributes to the national 
economy, with a US$ 10,400 million to the 
national gross product (versus 7.3 of the 
previous campaign), in US$ 6,600 million in 
exports (versus 5.5 in the previous campaign) 
and US$ 2,400 million in tax collection (versus 
1.6 in the previous campaign).

· The prices of the main crops according to 
the market prices at term (Sep-19): wheat US$ 
229/ton, corn US$ 130/ton, soybean US$ 238/
ton and sunflower US$ 242/ton. Presenting the 
following interannual variations: wheat 15.7%, 
corn -11%, soybean -5.5% and sunflower -8.7%.

· Four out of every 10 dollars exported 
by Argentina in 2019 was generated by corn, 
wheat and soy. Argentina’s exports reached US$ 
65,000 million in 2019, of which 37.4% were 
due to the soy, corn and wheat complex (24% 
soy complex, 9% corn and 4% wheat complex).

· Corn sales abroad grew 56% in 2019 to 
reach a record 36 million tons. This increase 
was greater than the growth of national corn 
production during the 2018/19 campaign, which 
was 31% higher than the previous campaign. 
In contrast, the average cereal export price fell 
US$ 16/ton in 2019, becoming US$ 164/ton, 5% 
below the average of the last five years.

· Argentina began to export corn seeds to 
different countries across the world, to complete 
the shipments; the National Service of Agrifood 
Health and Quality had to analyze the samples 
to verify the requirements of importers from the 
Philippines, Senegal, Azerbaijan and Mexico.

Production & export

Corn
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2018, the producer sought to buy herbicides 
and other inputs closer to the time of use and 
with financial help, due to the fact that he 
faced a complicated situation arising from the 
severe drought that year. In 2019, on the other 
hand, due to the good season, purchases were 
more anticipated, and mostly, with the grain 
exchange modality.

Regarding the consumption of fertilizers 
for crop farming, 2019 was expected to see 
a growth of 4,686,567 tons in comparison 
with 2018 when it was 4,305,443 tones. It 
was represented by an improvement in local 
production, imports and exports, mostly for 
sources of Phosphorus and Nitrogen.

According to a survey of 944 production 
establishments throughout the country, only 
5% of agricultural producers use organic 
products or bio pesticides, and even so, 
the future outlook is promising, as 36% of 
farmers believe this trend will increase. Of 
those who used biological products, 85% 
have a positive evaluation of the product 
(20% say it is very good and 65% say it is 
good), while only 15% maintain a negative or 
regular result. 

The future trend for the agrochemicals 
market sees a decreased investment in these 
inputs, since agricultural technology is one 
of the most affected items and is used as an 
adjustment variable when there are increases 
in commodity export taxes such as those 
established by the current government, 
and which will affect the 2020/21 planting 
campaign. The crops that demand more 
fertilizers and agrochemicals will see their 
margins affected with lower profitability, so 
there will be a change toward crops such as 
soybean, to the detriment of grasses, mainly 
corn and wheat.

Changes in agrochemical 
policies and regulations

Through Resolution 32/2019, the 
National Service of Agri-food Health and 
Quality (Senasa) unified the numerous 
regulations that determine the prohibited and 
restricted active principles, as well as the 
formulations of coadjuvants and rodenticides 
not authorized in Argentina. The regulation 
has been framed in the “Good Practices in 
the Matter of Simplification” that seek to 
facilitate the user to gain knowledge and 

understand the regulations established by 
the National public sector.

The ranking of prohibited active 
substances, according to the pests they 
control, is led by insecticides with 26 
substances. Second are rodenticides, of 
which eight active ingredients cannot 
be used in the formulation of chemical 
controllers. Third, four fungicides have 
been banned in the country, while within 
plant controllers, only two herbicides 
have been banned. The ranking is 
completed with an active ingredient 
of acaricides and one of antibiotics. 
With respect to regulated products, it 
is determined that there are 14 of them 
and they are mainly products for use in 
tobacco.

In addition, the regulations state 
that rodenticides cannot be formulated 
in liquid forms, soluble or wettable 
powders, or powdered or paste baits. 
Meanwhile, there are six unauthorized 
adjuvants and these are Phenol, 
Formaldehyde, Dimethylformamide, 
Metaonl, Rhodamine B and Malachite 
Green.

Latest developments 
to the Argentine GM 
market

In 2018, Argentina ranked third 
among the top ten countries that planted 
GM crops with a total planting area 
of 23.9 million hectares, including 18 
million hectares of GM soybeans, 5.5 
million hectares of GM maize and 0.37 
million hectares of GM cotton, under an 
adoption rate approaching 100%.

Few GM crops were approved in 
Argentina in the past few years. However, 
after President Mauricio Macri took 
office, the pace of approval accelerated. 
During his administration, nearly 25 
GM traits were approved, almost half of 
all the GMO traits approved in the past 
23 years. After deregulation in 2018, 
Argentina’s GMO market experienced 
rapid development. Eight GM crop 
applications were approved in 2018 
involving maize, soybean and alfalfa. 
In 2019, this number reached twelve, 
accounting for nearly one-third of the 

· 2019/20: 17.7 million ha is the projected 
area planted. The estimated production would 
reach more than 54 million tons. Performance 
expectations are above the averages of the last 
campaigns.

· The exports of the soybean complex 
represented 43.5 million tons in 2019, 35% 
higher than the previous year. The main 
component of this increase was the recovery 
of soybean exports, whose sales increased 
by 178%, from 3.7 million tons in 2018 to 
10.2 million in 2019. Exports of soybean sub-
products also saw an improvement over the 
previous year (+ 28% oil and 15% flour).

· Although there was a recovery in the 
volume sold, the price decreased for the three 
products. The export price fell 17% for soybean 
flour, 14% for beans and 7% for oil, the three 
values below the average of the last five years.

· In 2019, an agreement was signed with 
China, to open that market to Argentinian 
soybean flour, which would imply the 
possibility of exporting five million tons that 
would imply a level of approximately  US$ 
1.600 million.

· Cotton planting season in 2018/19 had 
a planted area of 441 thousand ha with a 
production of 872 thousand tons of brut cotton 
and an average yield of 2600 kg/ha (596 net kg/
ha).

· In 2019, an objective pursued by the 
producers for many years was reached, the 
tariffs that taxed the importation of combines 
were lowered from 28 to 7%, and the same was 
set with respect to ginders.

· In 2019, commercialization was not been 
simple, climatic avatars delayed the offer, which 
caused a firm local demand and good values that 
partly offset both the fall in international prices 
(since mid-year) compared to the previous 
campaign and the lack of forward sales that 
cushion a more depressed international market; 
from mid-campaign onwards, cotton of very 
low quality due to bad climatic circumstances 
began to be marketed at very low prices.

Production & export

Soybeans

Cotton
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· 2019/20: 6.6 million ha of planted area 
with average yields of 29.9 qq/ha (lower than 
those of the previous campaign, but with yields 
of 39qq/ha in the core zone and maximums 
that reached 60 qq/ha), with a production of 19 
million tons.

· Wheat exports of the 2019/20 harvest are 
projected at 13 million tons (against 11.3 million 
/ ton in the previous campaign and 10 million / 
ton in 2018).

· Wheat milling was 6.3 million tons (versus 
six million tons in the 2018/19 campaign).

· Wheat exports rose 14% from 10 million 
tons in 2018 to 11.3 million in 2019. Wheat 
flour showed a similar pattern, increasing sales 
abroad by 7% in 2019. 

· The 2019/20 saw a campaign was planted 
area of 1.6 million hectares (15.8% less than the 
previous campaign, but 40 thousand hectares 
above the average of the last five years), with 
a projection of 3.2 million tons of production, 
with yields of 21.1 qq/ha (at the stage of 
harvesting 32% of the planted area) and area 
yields recorded up to this stage that are located 
above the average historical values. Estimates 
indicate an average yield of 23 qq/ha, reaching a 
maximum of 30 qq/ha.

· The decrease in the area planted in the 
2019/20 campaign with respect to the previous 
one is due not only to the water excesses present 
in the in the north of the country but also to a 
more unfavorable input-output ratio.

· Sunflower complex exports for the first 10 
months of 2019 increased from US$ 567 million 
to US$ 747, with an increase of 31.7%. In the 
case of oil, an increase of 32.7% (US$/ton 394 
to US$ 523) has been verified. Grain exports 
rose 68%, reaching US$ 74 million, while the 
sale of flour grew 16.3% to US$ 150 million.

total number of global approvals this year, including six GM maize traits, three GM 
soybean traits and three GM cotton traits.

In October, Argentina approved maize event MON87427 x MON89034 x MIR162 x 
NK603 (Monsanto), which is the 60th GM crop approved in this country since the first in 
1996.

To support the domestic cotton industry and shorten its technological gap with Brazil, 
the Argentinian government is committed to protecting intellectual property rights and 
introducing more advanced GM cotton technologies. Argentina’s National Seed Institute 
(INASE) has made considerable efforts to control illegal seeds, including by deterring 
farmers from using unauthorized traits and controlling cotton seed breeding facilities to 
cut off illegal seed production lines. This year, Argentina approved three new GM cotton 
traits. In February, the country approved a type of GM cotton that can resist glyphosate 
herbicide and HPPD inhibitor herbicide. In June, GlyTol TwinLink Plus GM cotton with 
herbicide resistant and insect resistant traits was authorized, the second GM cotton with 
insect resistant traits after BollGard was introduced in 1998 to combat Pectinophora 
gossypiella, a harmful insect that developed resistance to Bt protein and poses a serious 
threat to cotton crops. In August, VIPCOT GM cotton resistant to Lepidoptera insects 
was approved. The first two products were commercialized by BASF, and VIPCOT was 
developed by Syngenta and is now licensed to BASF.

In mid-October, the National Scientific and Technical Research Council (CONICET) 
started the official registration of the country’s first GM potato, SPT TICAR, aiming to 
launch a GM potato product next year. This potato virus (PVY) resistant product was 
jointly developed by CONICET and Sidus, a biotechnology company.

Production & export

Wheat

Sunflower
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Argentina 
- Strategic Market for Multinationals

By Christina Xie
Editor of  AgroPages
Christina@agropages.com

he Argentinian agro-food sector has grown and innovated remarkably in the last three decades, driven 
by technological change and, over much of the period, by high international agricultural prices. 

Agriculture is the country’s main exporting sector and an exception in terms of performance. 
Argentina has been suffering from an economic crisis in recent years. Nevertheless, we have noticed 

something unexpected during the tracking of the dynamics of the agri-inputs industry in Argentina. In recent 
years, multinationals have always maintained their attention and investment intensity in the Argentine market. 
What made these companies focus on this market even under an unstable economic environment is a question 
we are very curious about. To this end, we contacted some leading companies in the agri-inputs industry to 
discuss together and received positive responses from FMC, BASF, KWS and Rotam.

Can you give us a brief 
introduction of your business in 
Argentina?

Ademilson Villela: Argentina is an 
important market for FMC due to strong 
demand for our technology portfolio and 
significant changes we have made to improve 
our market access, both of which are 
delivering on our expectations.

Hernán Ghiglione: BASF is a chemical 
company that creates and develops solutions 
for more than 30 industries including 
agriculture, automotive, construction, 
transportation, energy, hygiene, health and 
nutrition. Our purpose is to create chemistry 
for a sustainable future. We have more than 

60 years of history in the country, a time in 
which we cross all kinds of contexts.

Argentina is a strategic country because 
it is one of the most important agricultural 
countries in the world and is always among 
the main ones in terms of company turnover. 
Furthermore, we have participated in 
innovation projects since their inception 
and actively contributed to decision-making 
around the world.

Gonzalo Bravo: KWS Argentina was 
founded in 1998 in Balcarce, in the southeast 
of Buenos Aires province. Since then it has 
become a very efficient and competitive 
seed company, focused on the breeding, 
development, production, processing and 
sales of corn hybrids for Argentina and 

Uruguay markets. Today, KWS Argentina 
has two production plants (Balcarce and 
Manuel Ocampo), with the most advanced 
technology in seed production, two research 
stations (Chivilcoy and Jesus María) with 
breeding programs for different regions and 
environments in Argentina, and a winter 
nursery in Viedma.

Sebastian Gentile: Rotam was founded 
more than 50 years ago with two main 
business units: food retail and life sciences; 
this last one remains as a core business 
and investment focus with Crop Protection 
and Veterinary consolidated under Rotam 
Cropsciences. With headquarters located in 
Hong Kong, Rotam has developed a global 
mindset which strengthened the company 

presence in more than 70 markets around the 
world. 

Rotam Argentina is a key player and 
contributor to the company, being part 
of the top 5 subsidiaries worldwide. This 
year, in our local branch we´re celebrating 
our 15th anniversary. With a clear focus 
on our customer’s needs, we´ve developed 
a complete portfolio to provide the best 
solution, from an agronomic perspective. Our 
technical and marketing team is continuously 
thinking and bringing new ideas, to offer an 
efficient solution for the current concerns that 
farmers are facing; but with a clear focus on 
future issues that will come.

The complexity we have regarding 
weather conditions, pests’ pressure and weeds 
development in the fields, creates a perfect 
environment for our local team to build up a 
clear model to handle and treat the different 
crops; and all this know-how is a great asset 
for other regions. 

What has been the overall situation 
of Argentina's agri-input industry 
in recent years? 

Ademilson Villela: Argentina is one of 
the world’s major exporters of agriculture 
commodities including soybeans, wheat, 

specialty crops, and beef. The crop protection 
market in Argentina has been growing at 
around two percent per year, with a steady 
demand for new technologies across all crop 
types. The use of innovative product offerings 
helps farmers to increase yields and improve 
the return on investment in their fields.  

There are no notable recent policies or 
regulations that have had a significant impact 
on the agrochemical industry in Argentina.

Hernán Ghiglione: In recent years, the 
agricultural sector has grown in percentage 
terms, and although there is single-digit 
growth, we are talking about a very relevant 
market in size. In relation to the number 
of hectares, there has been no significant 
growth, although there have been changes 
in the proportions between the main crops. 
Agricultural producers have adopted a higher 
level of technology every year and invest 
more and more in innovation for their field, 
thinking not only about producing more 
but with more profitability, quality and 
sustainability.

We cannot fail to mention the most recent, 
specifically in reference to COVID-19, which 
has established new official regulations and 
work protocols that changed and will change 
our way of working and acting. Although 
agricultural activity was less affected as it 
was an essential activity for our lives, certain 

manufacturing of supplies and machinery, 
among others, was halted, returning to the 
activity in some cases partially, only in mid or 
late April. Others are still waiting to reopen.

In regulatory terms, the great change 
is taking place in specific municipal 
or provincial regulations regarding the 
application of plant protection products. These 
regulations limit peri-urban applications, 
which in many cases affect some producers as 
they are located in areas close to cities. It is a 
subject that should concern us at the national 
level and, in that sense, it is very important 
to generate and use scientific information in 
support of these decisions.

Gonzalo Bravo: The seed industry in 
Argentina has developed in recent years 
at the pace of the agricultural sector that 
has shown a sharp increase in technology 
adoption. Argentine legislation was one 
of the pioneers in the regulation of seed 
activity, with law 20247 of 1973, and from 
1996 with the regulation of biotechnological 
events. However, for several years now, 
the modernization of the law has been 
under continuous discussion to adapt it to 
technological changes and the preservation 
of intellectual property rights of genetic 
improvement developments.

Public and private sectors work together 
in this regard. Seed companies (through ASA, 
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the Argentine Seed Association), together with producer institutions, 
technicians, and politicians are working on the adaptation of the seed 
law to the new challenges, new breeding technologies and intellectual 
property, so industry and farmers are looking forward to that.

Sebastian Gentile: The agricultural sector represents a great 
contributor to our country´s economy, with 60% of share over the total 
exportations balance, and around 10% contribution to the country´s 
GDP. As a consequence the agrochemical industry plays a key role in 
providing the best technology to the farmers to be able to maximize 
their production, considering that the total productive hectares has 
remained stable during the past years. From a global perspective it´s 
well known how important this sector will be to provide food, and its 
complements, to a fast-growing population. In this regard, we must 
accept that this is a great opportunity but also a greater responsibility 
to do it in a sustainable way. In connection with this, we´ve made a 
significant progress in launching more “green” products, and also 
the full industry is actively involved in a plastic/packaging recycling 
program, with an important collaboration between government and 
strategic private participants. 

Despite the economic downturn in Argentina, overseas 
companies have still been seeing some investment 
activities in Argentina recently. What do you think 
are the main reasons that Argentina can attract 
investments from overseas companies? What are the 
favorable policies that Argentina offers in attracting 
these overseas investments?

Ademilson Villela: Argentina has more than 40 million hectares 
of arable land that produce high-quality commodities to supply both 
domestic consumption and the export market. These factors attract 
investment to Argentina and allow for growth in the crop protection 
industry. FMC is well known as a leading technology provider in 
Argentina and farmers are interested in the innovations we offer.

Hernán Ghiglione: BASF continues with its investment 
commitments in the country. Globally, the company invested more 
than €800 million in research and development in 2019. Every year, 
approximately 10% of BASF's net sale is reinvested in R&D, which, in 
turn, directly impacts investments in the country.

As we have already said, Argentina is a strategic country in 
agricultural terms, so BASF will continue betting on farmers, who 
play a fundamental role in food production. Argentine producers are 
naturally innovative, incorporate new technologies and solutions very 
quickly when they visualize value and invest approximately US$15 
billion each year in the country. A clear example is that of the direct 
sowing system or genetically modified crops that reached very high 
adoption rates in a few years. For this reason, at BASF, we continue 
with our commitment to provide new solutions and innovative 
technologies for the sector.

Gonzalo Bravo: Argentina is unique as an agricultural country: 
extraordinary soils, favorable climate, highly professional and 
technically efficient farmers. Agricultural production is enough to 
feed 400 million persons, and the total population is 44 million. The 

productive environment is peaceful and calm. 
During the past two years, KWS has 

invested more than 12 million Euros in our 
seed processing plant located in Manuel 
Ocampo, and our second breeding program. 

Despite financial and economic instability, 
the political and legal frame is stable, and 
the agricultural business environment is 
friendly. It has been 21 years since KWS 
Argentina was founded. During all that time 
the company has grown continuously, and we 
expect to do so in the future.

Sebastian Gentile: Argentina has many 
strengths to be considered as an attractive 
country for companies to invest: in the past 
years, the yield per hectare increased to a 
very high level and also climate and fields’ 
conditions are really propitious for the 
different crops. 

In addition to this, farmers keep on using 
more technology and are willing to introduce 
new molecules that can help them produce 
with more efficiency. In Rotam, we value 
this kind of high-tech-user mindset and the 
company is bringing new products/mixes/
recommendations to fulfill their needs. With a 
high investment on research and development 
we secure a solid pipeline of post-patent 
technologies, from a global perspective, but 
with a local view which is driven by our 
Business and Developement team.

In the fourth quarter of 2019, 
FMC performed very well in 
Latin America, led by strong 
growth in Argentina. What are 
the reasons for the growth? Why 
is FMC optimistic about the 
Argentine market? What are the 
company's development plan and 
key businesses in Argentina?

Ademilson Villela: FMC has made 
significant changes in recent years to 
improve market access in Argentina. This 
means more people in the field and a more 
complete network of regional retailers that 
help us deliver products to growers. These 
distribution partners have grown with us, 
reaching more and more growers with our 
technologies. The growing demand we have 
seen in the recent seasons is a result of this 
expanded reach to growers. In the first quarter 

of 2020, FMC reported double-digit year-
over-year growth in Argentina driven by 
demand for insecticides.

In the coming years, FMC has plans 
to introduce new technologies, including 
fungicides, as well as novel precision 
agriculture offerings to the market.  

We learned that your company 
has been making great efforts to 
introduce new crop protection 
products and solution to the 
market. Why are you optimistic 
about the Argentine market? 
What are the company's 
development plans in Argentina?

Hernán Ghiglione: In the last five 
years, BASF has launched 25 products 
and we have many others that we plan to 
launch going forward. This shows that the 
organization invests heavily in innovation 
and is optimistic in terms of the level of 
adoption by farmers. Our objective is to 
identify what solutions the agricultural 
producer needs to help him. So in the future, 
we plan to continue offering innovative 
solutions that help producers solve the 
challenges that agriculture poses in each of 
its stages.

Among the next launches is Revysol®, 
a new fungicide that meets the demands of 
many crops such as soybeans, corn, wheat, 
vegetables and fruit. As for herbicides, we 
have launched Zidua®, which has shown a 
high level of adoption due to its excellent 
effectiveness in handling difficult weeds. 
Also, we have new residual herbicides in 
pre-launch stages such as Luximo® and 
Tirexor® that will arrive in the country in 
the coming years. On the other hand, we 
have also invested heavily in insecticides 
globally to strengthen our current portfolio. 
For two years, we have completed our 
portfolio with seeds from various crops 
where soy is today the most relevant crop 
for Argentina.

In the future, the main focus is to 
continue strengthening our portfolio in 
terms of solutions for crop protection, seeds 
and digital tools.

Sebastian Gentile: We consider 
ourselves as a customer-driven company, 

and by doing this we accept that the only 
way we have to consolidate our market 
access is by offering not only products, but 
also value. Thus, our portfolio building 
strategy runs on this basis: to provide the 
best solution to the farmer, in every moment 
he/she needs.

As a consequence, we launched more 
than 10 products in the past 3 years that is 
putting us in a very attractive position not 
only for the farmers, but also for the dealers’ 
network. Some important products to 
mention are: Tuken® that is a pre-emergent 
herbicide that controls “amaranthus” and 
other important weeds, on soybean, corn and 
sunflower. We also launched Sulfomet® as a 
key herbicide for long fallow with a unique 
chemical mixture of two different herbicides 
in a same granule.

 Apart from the presence we have on 
extensive crops, we´ve also identified some 
opportunities on different niche markets, like 
peanut, bean, potato, cotton, etc. In some 
of them, we keep an important share with a 
wide portfolio. On this regards, Rothalonil® 
is a well-positioned fungicide on peanut and 
potato, and provides high resistance to rains, 
based on its sticker property.

KWS Argentina has been 
making great effort to introduce 
new seed products and solutions 
to the market and performed 
very well. In addition, KWS 
invested heavily in Argentina 
in recent years. Why are you 
optimistic about the Argentine 
market? What are the company's 
development plans in Argentina? 
What will be your key focuses in 
the next years?

Gonzalo Bravo: Our long-term vision 
is positive about agriculture in Argentina. 
The corn crop is important in the country, 
covering more than six million hectares, 
and we believe that the area will grow 
significantly in the future. For example, beef 
and milk production is expected to expand 
in the future. Corn has key importance in 
feeding and food supply.

KWS Argentina has established a 
breeding program in Chivilcoy in 2005 and 
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recently the second breeding program was founded in Jesús María, 
Córdoba province, to breed for the northern subtropical areas. We 
have 2 modern seed processing facilities that allow us to provide the 
top quality seed that our clients are expecting. KWS commercial team 
is very close to the farmer, providing technical advice, and promoting 
long term personal relationships, built under the basic values of 
confidence, respect and focused in the prosperity of both the farmer 
and the company.

What are the significant changes concerning 
agricultural activities in Argentina recently? What 
specific development strategies will the company 
formulate in response to these changes?

Ademilson Villela: As one of the world’s major exporters 
of soybeans, wheat and beef, Argentina continues to grow and is 
focused on improving yield and quality to compete in the competitive 
domestic and export markets. However, there are challenges 
including currency devaluation, exchange rates and inflation that 
impact agriculture in Argentina.

Although macro-economic factors always pose some kind of 
challenge to our operations, FMC´s team has adjusted fast, ensuring 
the company is well-positioned to support customers through these 
challenges by offering a full portfolio of solutions including technical 
assistance, product stewardship activities and business support.

Hernán Ghiglione: For some years, agriculture at a global 
level has been undergoing a strong technological change that was 
accelerated in some cases in recent months as a consequence of 
the COVID-19 pandemic. These changes are reflected in the level 
of adoption of new digital tools to achieve greater effectiveness 
in internal processes and to achieve a different contact with the 
producer from the digital world. Although there was already a trend 
of adoption of digital tools by producers and technical advisors, 
this adoption is accelerated with the main objective of being more 
efficient, optimizing time and being more accurate in terms of 
diagnosis.

The use of predictive tools that use Artificial Intelligence, such 
as our digital xarvioTM solution, has been increased to predict adverse 
situations that crops will experience soon, allowing better diagnosis, 
correct treatment, and better logistics by producers.

These changes are taking place throughout the agricultural 
world and, of course, also in Argentina. From BASF, we also see an 
internal technological change when using technologies that allow us 
to improve research and development processes, through the use of 
digital tools that help us optimize resources.

Keeping the producer in mind, last year we launched xarvioTM 
Digital Farming, which has two functionalities, xarvioTM Scouting 
which, using Artificial Intelligence, helps recognize weeds, diseases 
and insects just by taking a photo, and allows us to be more accurate 
in diagnoses. And, on the other hand, xarvioTM Field Manager helps 
to monitor crops remotely, and using predictive tools helps producers 
and technicians to make decisions about crop management.

Gonzalo Bravo: Agriculture in Argentina - in all South 
America - is on continuous evolution. Sustainable agriculture is 
a huge challenge in a wide range of climatic, economical, and 
technological conditions. Direct planting, precision agriculture, soil 
fertility, pest and disease management, is in permanent interaction 
with modern plant breeding; KWS is on the front line investing 
18.5% of its sales in research and development of corn hybrids, 
producing seed with state-of-the-art technology, and being very 
close to farmers with the same values that have characterized it 
since 1856 as a family business that promotes an independent, 
entrepreneurial and collaborative spirit.

In light of the COVID-19 pandemic, what are the 
challenges the agri-inputs industry is currently 
facing? Can you predict what the industry 
situation would be in 2020 or the future?

Ademilson Villela: The COVID-19 pandemic has impacted 
all sectors in all geographies around the world. In Argentina, 
agriculture is considered an “essential industry” and continues to 
operate to produce food for both domestic and export markets. 
We are encouraged by the efforts that the agricultural sector made 
in Argentina to adapt quickly to the pandemic developments to 
minimize disruption to food production.

FMC Argentina has enjoyed strong growth in 2020 as reflected 
in our first-quarter financial results. We are confident that our 
technology portfolio, market access and strong grower relationships 
will enable FMC to continue to thrive in Argentina. As part of an 
essential segment that continues to advance, we do not stop either. 

Hernán Ghiglione: In Argentina, at the start of the pandemic, 
agricultural producers were able to largely end their campaign 
activities. Right now they are finishing harvesting, with a not 
so great impact in terms of production, but the restrictions were 
observed regarding the logistics of the internal movement of grains.

Quarantine has had its greatest impact on interpersonal contact, 
which is a very strong characteristic in agriculture. The main 
complexity is to reconvert the personal and very usual contact that 
was had with producers and consultants, towards a digital model to 
implement on a day-to-day basis.

For now, it is difficult to project the total duration of the 
quarantine. In any case, agriculture continues and will continue 
to invest as it has always done, despite the different crises that 
have arisen. It is a key sector for the country, which generates 
food and other inputs of extreme need (such as ethanol, among 
others), in addition to much-needed foreign exchange in the current 
macroeconomic context. For this reason, BASF will continue 
betting on agriculture, regardless of the duration of the pandemic.

As for the impact on the next campaign, for now, it is difficult 
to venture a guess. However, I would expect the new scenario to 
be a little different once the pandemic ends. I think the way of 
working will be different and we will be more adapted to greater 
use of digital tools that make our work and time more efficient. 

Even so, I do not think that personal contact is lost, which is a very 
important value in agriculture, although everything digital will probably 
take on greater relevance. We are learning that we can be efficient and we 
can do agriculture despite the limitations to meet or to go to the field.

We will surely find a different balance, which will otherwise combine 
personal and digital contacts, and which will bring benefits for both 
professional and personal activities.

Gonzalo Bravo: For KWS, health is the top priority. We comply with 
the official measures in Argentina and have set up measures to protect our 
employees accordingly. 

Under these given framework conditions, we work intensively on 
maintaining all aspects of our work, which - as with all seed companies - 
is also bound to fixed time corridors.

The timely delivery of high-performance seeds is not only important 
for farmers. The food supply of people depends on it. As a plant breeding 
company, we are at the beginning of agricultural production with our 
seeds. 

In general, the pandemic has influenced almost all activities and I 
believe that we will learn a lot from it.

Sebastian Gentile: Our industry has been declared as an “essential 
activity” since the moment COVID-19 reached our country. This put us 
in a preferential position, but with an enormous responsibility on how to 
secure the regular agricultural process without taking any risk from people/
health side. To be declared as an essential activity is a great symptom that 
shows how important our activity is, especially in such a difficult time as 
the one we´re transiting.

This pandemic, put all of us in our homes and pushed us to re-
define our communication line with the customers: we switched from 
massive meetings, field days, 121 discussions and negotiations, to online 
communication and interactive relationship, without any learning process 
in the middle. The way all the different participants could adapt to this 
new concept and still be productive and with a long-term view, even with 
a high complex economic environment, makes us feel very optimistic 
about the situation of our industry for the current year.
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Seizes Opportunity, Steadily Expands 
Argentine Market

igma Agro SA is an agrochemical company based in 
Buenos Aires, Argentina, and since inception, they have 

been devoted to providing the best quality products to the market 
and the most attentive service to the farmers. 

Jeronimo Araujo, President and Co-Funder of Sigma Agro, 
told AgroPages in an interview that the company has been 
growing fast in these two years. They have achieved 50% sales 
growth in 2019 and are expecting a significant increase again this 
year. Inspired by the company's good performance, Araujo feels 
more confident in moving forward with the projected growth he 
drew up for the long-term development of Sigma Agro.

Please briefly introduce the history and current 
development of Sigma Agro, including its major 
markets, major products/services, the company’s 
scale and market position.

Sigma Agro, from the beginning, was always based on 
service. We offer a wide palette of products that we seek to 
enhance and highlight with our services. We are going through 
the third stage of our growth projection in the Argentine market. 
The first was based on entering the industrial market to make 
our own formulations at our plant. The second stage, recently 
completed, was about covering the entire Argentinian territory 
with our sales force to grow in different areas and achieve 
commercial expansion. Today, the third stage proposes that we 
strengthen the foundations of the company, deepen our relations 
and seek the development of new technologies to offer new 
solutions to the agricultural producer. So, that is what we are at. 
Our recipe has always been teamwork, respect, responsibility 
and efficiency with the focus fully on the client.

What are the marketing strategies for your company’s key 
products?

Our key products are mostly herbicides, and within these, we have built 
an aggressive strategy looking for a big market share of paraquat as the top 
formulator plant in Argentina.

As the second step in this strategy, we focused on clethodim, 2,4-D, 
fomesafen and dicamba. With the forecast we have for 2020, we expect to 
achieve the top-five market share in the mentioned products.

Speaking about insecticides, we used to be strong in Chlorpyrifos 48 EC, 
and last year, we received the registration of Lambdacialotrina 25 ME and 
Bifenthrin 25 ME, thus providing more solutions to our dealers.

We are looking forward to new technologies. New types of formulations in 
our own plant (SC, ME). Also we are developing new units such as biological 
products and boosting our adjuvant segment betting on improving and 
generating more efficient applications.

Sigma Agro developed fast those years and also had its own 
formulation factory. What is the production capacity and 
output?

Our total capacity is around 25 million liters, divided into seven formulation 
lines. Last year, the volume was 13 million liters and the forecast in 2020 is 16 
million liters, including Sigma Agro and clients.

Among our clients, we have multinationals such as Ruralco (Red Sun’s 
partners), Gleba (belong to Anasac) and local companies such as Bayasacal, 
Lanther Quimica, Agroinsumos ByL, Philagro, Insuagro, Laboratorios Peyte 
and others. However, we are in negotiations with some other multinational 
companies interested in formulations with us.

We have a project of building a new formulation plant in which we could 
develop different formulations that the ones we are use to today. Such as, SC, 
ME, 2,4-D Esterification facilities.

What's your view on Sigma Agro's self-owned brand? 
How can one balance promoting self-owned products and 
distributing products of multinationals?

What we want to communicate with our brand, besides the quality, is 
the service that surrounds Sigma Agro always seeks excellence in customer 
satisfaction. We are a local brand and we strongly believe in the Argentina´s 
progress and have faith in it.

We believe that our branding strategy was successful because currently 
our brand is well known in the market and much sought after by farmers, 
but we have a lot of work to do in terms of brand positioning. What we 
seek is to create trust in the farmers to demonstrate that they can bet on us 
both as a company and as a product.

Argentina’s agrochemical companies have seen quite 
a lot of turbulence in 2019, with all kinds of mergers, 
acquisitions and bankruptcies. Distributors are also 
involved in pesticide technicals importing and purchasing. 
How do those issues affect your company? What are your 
short and long-term plans?

During the past years, we noted some movement in the market as you 
said. Honestly, it was a big opportunity for companies such as ours to 
occupy the gap left by others, and also because of the decision by some to 
decrease their participation in the market.

As I said before, all those movements allowed us to increase our 
turnover by 50% in 2019. The sales forecast for this year proposes a 50% 
growth, expecting a final turnover of US$ 55-60 million.

Our target now is consolidating the work we have been doing during 
the past years, reinforcing the relationship we build with our clients, taking 
advantage of our different business units, import, formulation plant, R&D 
and sales.

For the future, besides the consolidation of the company on the market 
as one of the main local own brands, we want to offer new technologies to 
our clients to make their businesses more sustainable and profitable.

How many distribution channels does your company 
have?

Our sales structure is divided between 10 sales agents distributed in 
the main production areas. Today, Sigma Agro has more than 350 clients 
focusing on a VIP segment called “Comercio Amigo” that represent 70% of 
our sales that concentrates on 30 big clients.

What is the biggest opportunity Sigma Agro faces in 2020? 
What will be the biggest threat you probably have to meet 
this year?

This year will be the third from a strategy of market access planned 
in 2017. The big opportunity we have is to keep consolidating this plan 

once we achieve it, so we can move forward to the next stage of the 
strategy.

Talking about this year in particular, we believe our market 
had already faced a great opportunity, in part because of our new 
government and in part because of COVID-19 issue, here in Argentina 
we received an unexpected advancement of purchase. In some part 
because the fear of possible shortages generated by the pandemic and 
other because of the currency exchange rate policy proposed by the 
current government. This advancement of purchase took us in a good 
position to respond to our clients request and give them the conditions 
they needed in the moment they needed. For the rest of the year we 
are expecting to continue with the possibility of making more business 
and to have the capacity of adapting to our client needs.

Sigma Agro: 

Jeronimo Araujo
President and Co-Funder of Sigma Agro
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razil is one of the largest agribusiness players in the world 
and also one of the biggest markets for agri-inputs products, 

such as seeds, fertilizers and pesticides.
The agri-inputs distributor, as a part of the value chain, plays a 

very important role in the Brazilian agribusiness market. According 
to Kleffmann’s data, in 2017-2018, distributors were responsible for 
45% of the US$ 11.17 billion of pesticides sold in the country.

The agri-inputs distribution market in Brazil is relatively 
concentrated, with about 50 leading distributors and cooperatives 
occupying 35% of the market, although there are thousands of 
distributors and cooperatives in the country. The concentration is 
expected to be higher in the next few years, as consolidation in the 
industry will continue to increase. However, this is only one of the 
challenges facing distributors.

Dialogue with 
Distributors in Brazil: 
Moving Forward in Their Exploration

They have more challenges to face among which are: transformation 
of crop planting structure, the ever-changing agricultural regulations and 
policies, pressure brought by manufacturers that are squeezing market 
share and optimizing sales model, farmer's shift in the concept of product 
purchasing, application and new technology adoption. There are all reasons 
why distributors have to think about how they should cope with the changes 
and take action immediately. 

AgroPages invited some agri-inputs distributors and experts in Brazil 
to discuss together what the challenges were in the market and how they 
should react to these challenges. The interviewees are: Renato Seraphim, 
CEO at Agro100/AgroFerrari; Ruy Cunha, Patria PE Director and Chief 
Operating Officer at Grupo Lavoro; Thomas A. Unger, Director of Acrom 
Agroindustrial Ltda; Renato Guimarães, CEO of Grupo Sinagro and Ivan 
Paghi, Agronomist, Engineer, Director of IP - Consultoria Mercado Agro.
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New technologies will be a driver for the 
differentiation of the distributors, we are betting a lot 
in nutrition, biological control and new varieties and 
hybrids to enter and conquest the customers.

- Renato Seraphim, CEO at Agro100/AgroFerrari

What have been the significant changes in the crop 
planting structure in Brazil in recent years? What are 
the main challenges facing farmers and agrochemical 
distributors?

Seraphim: In recent years Brazilians agriculture has changed a lot. 
Despite the progress already made, the agricultural sector is still highly 
influenced by a wide variety of natural, structural, technological and 
market factors, directly affecting the profitability of the production chain.

The Brazilian agriculture GDP reached 23% considering the values 
of inputs, agribusiness activities, and services linked to farm activities 
and also represented 45% of Brazilian exports being by far the most 
competitive sector of the Brazilian economy. 

In the last 20 years, the agricultural sector has had several conquests 
with the increase of productivity being the most important. Productivity 
gain increased four times the increase of the area, showing that Brazil 
increases production without affecting the environment. We are a country 
that protects the environment more, with 61% of our territory protected 
through forests, native vegetations and areas protected by the farmers. 

Others factors that helped the competitiveness of Brazilian 
agriculture were internationalization. We sell our products to more than 
200 countries, being the top three exporters. Brazil has a rich source of 
natural resources, technical and professionalized farmers with a very 
successful implementation of tropical agriculture and a very large area 
to increase. We have more than 200 million hectares in pastures that can 
be converted into agriculture. No country in the world has more area to 
expand than Brazil.

Also, we have several challenges to face among which is 
protectionism and trade wars that will increase under the COVID-19 
scenario, high dependence of commodities where 90% of our agricultural 
exports are raw materials, bureaucracy, corruption, and a poor strategic 
vision that causes lack of competitiveness in key sectors such as 
education, logistics, innovation and social inequality. 

For the agrochemicals distributors, the main problems we face 
are direct sales by the industry that causes a strong price dispersion, 
commoditization of the products due to the lack of innovation, defaults 

by the sector that cause losses up to 4% and low profitability. This will 
make the distributors invest in gain scale to improve the efficiency or 
specializations to invest in more profitable segments.

The government approved an unprecedented number 
of pesticides in these two years. Does this mean that 
distributors/retailers and farmers have more options 
for pesticides? What are the recent changes observed 
in the demand for agrochemical products by Brazilian 
farmers? 

Seraphim: The present government is being more agile and faster 
than the previous one to approve agrochemicals and in most cases 
generic products. In the past, the industry took from five to eight years 
to approve an agrochemical while in other countries it took only one to 
two years. Just to give you an idea, with the pharmaceutical industry in 
Brazil with a more agile regulatory department, the time of approval is 
much lower and represents lower costs for the population. In general, 
the population pays 64% lower price in generic products compared with 
patented.

This agility, in my point of view, is very good for the sector and 
mainly for the farmers. For the more generic products, the lower the 
prices the higher the competitiveness for the agriculture sector. The cost 
of pesticides for Brazilian farmers represents 20% of the costs while 
for the Argentinean and American farmers it represents only 3 to 8%. If 
we have to be competitive, it is essential to have more choices at better 
prices.

Tropical agriculture requires more innovation. New pests, diseases 
and weeds appear frequently and also the resistance is a big issue for 
us. We need to be faster to bring new molecules, new modes of action, 
and also new segments as biological and resistance inductors, new 
formulations as nanotechnology and also new traits.

The Brazilian farmer wants good products with good quality, as well 
as good cost benefits. Products with lower toxicity and low rates are 
preferable. Ready mixtures are critical due to our weird legislation where 
tank mixtures are limited.

The supply side of the agrochemical industry has 
experienced large-scale consolidation in recent years, 
and the restructuring of the supply side will inevitably 
have an impact on distribution channels. What are the 
recent changes in the distribution channels for Brazilian 
agrochemical products? In addition to mergers and 
acquisitions between companies, what are the changes 
that have occurred in the distribution model for 
agrochemical products? What are the new technologies 
and ideas driving the change in the industry?

Seraphim: Brazil has a different environment from other countries. 
Here, we have a high concentration of large farmers that represents 
around 30% of the market, the other 70% is distributed between 
cooperatives and distributors. Today 50 leading distributors and 
cooperatives represent 35% of the market and in my opinion, in the next 
five years, we will have 10, with five distributors and five cooperatives 
representing more than 50% of the market. I do not believe that direct 
sales will increase and the excess of judicial recoveries, the famous RJ, 
can make these numbers go back.

Mergers and acquisitions will increase in the next five years and this 
market certainly will attract new players. Brazil has today the biggest 
market for crop inputs and the market will continue to increase. In Brazil, 
we already have important players such as Sumitomo, Nutrien and CHS 
while others are coming. Cooperatives are strong players and tend to 
concentrate, the more vertical the cooperative the more the chance to 
grow.

New technologies will be a driver for the differentiation of 
distributors. We are betting a lot on nutrition, biological control and new 
varieties and hybrids to enter and conquer the customers. Agrochemical 
today is a must-have and the distributors have to make the right choice 
and choose the right partners. In our case, we do not want to be a multi-
brand company where we want partnership and companies that want to 
work like us. We are seeing a lot of companies going direct to the farmer 
for face-to-face, by internet or own stores and we are choosing our 
partners selecting them by their choices. 

The entry of new agrochemical companies in Brazil and new seed 
companies will make it easier for us to serve the farmers. We want to be 
an entry for these companies.

Bio-solution is becoming more and more popular in 
Brazil. What about the acceptance of Brazilian farmers 
to biological products? Due to public attention to the 
environment and the quality of agricultural products, 
and government regulations on chemical pesticides, will 
biological products become mainstream products in this 
market in the future?

Seraphim: Biological products have increased and will continue to 
increase a lot in the next few years, new products with new formulations 
will become more competitive and will be perceived by the farmer as 
a real solution. In the past, biological products had problems with shelf 
life, old formulations and stability. All these problems are being solved 
and the farmer is seeing that the combination of good nutrition, good 
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seeds, traits, chemicals and biologicals are crucial for the sustainability 
and improving the productivity. We have several partners in Agro100 and 
Agroferrari that offer biological products as a competitive price and more 
importantly, they are bringing excellent results. Biological products solve 
our problem in the long term and the farmers are perceiving this.

Biological products represent 1% of our total revenues and all our 
efforts are concentrated on increasing this participation to 5%. To make 
this happen we have to invest in people, capacitation, generate a lot of 
data and field days, and our objective is to show these companies that we 
are the right partner to do this. This is the season why we generate more 
than 1,000 field days, training, and videos and could be much more for 
the next season. Again, having the right partner is key to our success in 
this segment.

Precision agriculture and digital agriculture are 
developing rapidly around the world. What impact 
do you think this will have on the distribution of 
agrochemical products in Brazil?

Seraphim: It is the other sector that is suffering a transformation. 
In the past, we had several start-ups and small companies with different 
solutions who connected with the farmers and made a lot of promises. 
The farmer tested these tools and made their choice. A few companies 
will win in this scenario and the winners will be the company that offers 
a complete solution in just one pack. We need a tool as an iPhone, several 
solutions in just one device but no company showed that can do that. 

In my opinion, this COVID-19 crisis will accelerate the digitalization 
process. The farmer is seeing that it is necessary to create tools to manage 
the farm by distance and digitalization. For us distributors, services 
need to be part of the revenues and we have to invest rapidly in this. In 
recent years, distributors in Brazil have lost a part of their revenue by 
not investing in services and several companies entered with technical 
assistance, aerial applications, logistics, precision agriculture, scouting 
etc… and took us of this pace. Now it is time to regain this space and 
invest in new services and new tools.

What development trends do you think the Brazilian 
agrochemical market will show in the next few years?

Seraphim: I think, generics companies that have a strong base 
in developing mixtures and formulations will gain space, as well as 
companies that have more know-how and expertise in synthesize 
products. A huge base of synthesis and diversified sources of production 
will be the key factor for success. I may be wrong, but I don’t see any 
breakthrough in the next five years that can rapidly enter the market 
as in the past, to have more combinations in active ingredients and 
formulations. 

Companies that have plants in Brazil and maybe in the future 
synthesized products due to trade wars, can take advantage. 

Innovative products for pests and diseases that are difficult to control 
tend to be more successful as rust for soybeans, sucking pests and 
replacement for glyphosate and paraquat.

Agro100 and AgroFerrari are part of a private equity company with agricultural inputs, retail and 
grain handling platforms that operate in Parana, São Paulo and Mato Grosso do Sul, one of the most 
important agricultural regions in Brazil. The company’s net revenue in 2019 was R$1.6 billion. As part 
of the company, it has Boa Nova seeds, a company that produces more than 200,000 bags of seeds with 
focus on quality and superior genetic; full stop shop services and products, with 52 sales points including 
17 siles/garners to operate more than one million ton of grains; multi-crop products and specialty 
services with a focus on soybean, corn and wheat; strategically positioned in the growth segments (e.g. 
digital agriculture) offering a broad services portfolio; strong technical assistance with more than 200 
agronomists on the field; strong demand generation with more than 1000 field days, demo plots and 
technical capacitation; two annual conferences with more than 7,000 visitors, and a strong relationship 
program with more than 3,000 farmers.
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The agrochemical industry consolidation and the 
growing sophistication of farmers demand a new 
type of distributor.

- Ruy Cunha, Patria PE Director and Chief Operating Officer at Grupo Lavoro

What have been the significant changes in the crop 
planting structure in Brazil in recent years? What are 
the main challenges facing farmers and agrochemical 
distributors?

Cunha: I think the most relevant changes were related to agriculture 
technology, which, made possible significant increase in productivity. 
Some research shows that technology improvement was responsible 
for nearly 60% of our production growth in the last 40 years while 
land represented around 16%. Technology advances include genetic 
enhancement research, new techniques related to soil preparation and 
fertilization, direct planting, etc. All these factors combined with the 
abundance of natural resources in Brazil resulted in the outstanding 
production growth we have seen in recent years.

On the other hand, we still have relevant challenges related 
to poor logistics infrastructure in Brazil which reduces our cost 
competitiveness and limited availability of qualified labor force to make 
use of modern technology. Also, an important question is how to keep 
up with accelerated production growth to meet food demand without 
compromising environmental protection and sustainability. In my 
opinion, it comes down to technology and research again.

Agrochemical distributors need to step up their product and service 
offerings to support farmers in those challenges. This includes a more 
extensive presence in the production cycle, helping farmers from crop 
planning to crop selling. We believe modern distribution can play a 
significant role in supporting farmers’ productivity and profitability 
gains.

The government approved an unprecedented number 
of pesticides in these two years. Does this mean that 
distributors/retailers and farmers have more options 
for pesticides? What are the recent changes observed 
in the demand for agrochemical products by Brazilian 
farmers? 

Cunha: Yes, in recent times the numbers of product options have 
increased. This increase means more technical alternatives to farmers and 

more competitiveness in the pesticides market which may lead to lower 
prices. 

I believe we will see farmers more and more concerned with the 
technical aspects of the products. Recent surveys here show that the new 
generation of farmers is much more pragmatic when it comes to product 
selection valuing performance and price more than branding for instance. 
Both product manufacturers and distributors need to be prepared for this 
change in demand. 

What are the recent changes in the distribution channels 
for Brazilian agrochemical products? In addition to 
mergers and acquisitions between companies, what 
are the changes that have occurred in the distribution 
model for agrochemical products? What are the 
new technologies and ideas driving the change in the 
industry?

Cunha: The distribution consolidation trend is a reality in Brazil. 
This is a necessary change that will bring benefits to the entire value 
chain and, consequently, we will see an acceleration in the next 3 to 5 
years. 

We currently have more than 2000 independent distributors of AG 
inputs in Brazil. In fact, the number is even higher depending on what 
type of products we consider. Top 10 players have less than 20 % of 
the market. Approximately 80% of the distributors are managed by the 
original founders or family.

The agrochemical industry consolidation and the growing 
sophistication of farmers demand a new type of distributor. I believe 
we will see a significant advance in management capabilities related 
to financial risk management, S&OP and compliance to name a few. 
We will also see distributors enhancing their service offering to clients, 
including digital tools.

The advances in digitalization should be one of the major drivers 
of change in this industry. Distributors need to invest and be prepared 
for this new scenario. For instance, distributors will be much more 
challenged in the technical aspect of sales. Farmers currently have 
an unprecedent number of digital tools and large amount of data to 

understand the actual performance of products. Consequently, when 
it comes to making a new purchase decision, they expect to have 
deep technical discussions with the sellers. This is also true from the 
perspective of the products being sold. As agrochemicals industry 
invest many millions of dollars to bring new technology to producers, 
they need distributors to be able to communicate the actual value 
of those products. This implies investments in team and technical 
capabilities. 

Bio-solution is becoming more and more popular 
in Brazil. What about the acceptance of Brazilian 
farmers to biological products? Will biological 
products become mainstream products in this market 
in the future?

Cunha: In recent years, Bio-solutions growth was exponential 
supported by the development of new products and by organic 
agriculture trends. Despite that growth, the relative volume of sales is 
still relatively small considering the Ag inputs market in Brazil. 

We have started to see changes here though with the combination 
of bio-solutions and agrochemicals applications in large scale 
agriculture. Environmental concerns, new bio-solutions appearing in 
the market and growing resistance of plagues to some pesticides are 
catalysts of further growth. We believe bio-products will continue to 
gain space as complementary solutions to agrochemicals, growing 
20% to 25% a year over the next years. 

Lavoro is an invested company from Patria Investments, one of the largest alternative investments 
manager focused on LatAm assets. Lavoro is also a leading player in the Agriculture Inputs Distribution 
in Latin America. The company is at the forefront of the distribution segment transformation and 
consolidation in the region. It currently has 9 companies in the group, 108 sales points and presence in 
the most relevant agricultural markets in Brazil (including Mato Grosso, Paraná, Goias, Rondonia, São 
Paulo) and Colombia. The company currently serves more than 21,000 clients in those markets. 

Lavoro has a unique value proposition for both clients and suppliers which have been designed to 
meet the new standards of modern distribution. Our strategy is based on four key differentiation pillars: 
extensive presence in most relevant markets in Latam, solid operation with strong financial position and 
risk management capabilities, commitment to clients and partners and innovative approach to distribution 
including technology and digital platforms. The company recently launched a digital marketplace that 
will complement physical presence and offer clients and partners new ways of doing business. 

The company strongly believes in the agriculture potential in Latin America and is totally committed 
to supporting its growth and modernization. 

Precision agriculture and digital agriculture are 
developing rapidly around the world. What impact do you 
think this will have on the distribution of agrochemical 
products in Brazil?

Cunha: Maybe the most important change is the total integration of 
the value chain. Digital agriculture allows real-time communication in 
the entire chain. Also, the accumulation of an extraordinary amount of 
information can be used to promote further efficiency gains. We need to 
think of the new value chain as a web where all the players are connected 
and interacting with each other. 

The direct implication is that distributors need to think of new ways 
to create value to the industry and clients. For instance, the agrochemical 
industry is becoming less dependent on distribution to gain client insight. 
Similarly, farmers can access product and application information directly 
and with limited support from the distributor. 

We do not believe, however, that the digital transformation will 
eliminate the need for strong physical presence and technical support. 
During the production cycle, there will be moments when the farmer 
will prefer to have direct physical contact and others when the online 
tools will be preferred. Typically, when it comes to actual production (for 
example, planting, product application, harvesting), local physical support 
is important. The winners here will probably be the distributors who can 
design an effective combination of online and physical approach. 
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Companies which have few products will be 
in difficulty unless their products are highly 
differentiated and escape the “me too” market 
approach.

- Thomas A. Unger, Director of Acrom Agroindustrial Ltda

What have been the significant changes in the crop 
planting structure in Brazil in recent years? What are 
the main challenges facing farmers and agrochemical 
distributors?

Unger: Modernization of agricultural techniques has been one of the 
main changes. Precision and digital agriculture using soil analysis per 
patch, drones, biological pesticides, biotechnology, GMO crops, applying 
science to the field, have all contributed to increasing yields dramatically 
over the last five years. Challenges facing farmers and distributors are 
currency instability, price variations due to the US/China tension, and the 
need to increase scale. 

Another major change was the expansion of farming areas in the 
North and Northeastern regions of Brazil with a compound average 
growth of 15% per year (North, mainly in Pará and Rondonia Maranhão, 
Piauí, Bahia and Tocantins). Additionally, the southernmost state, Rio 
Grande do Sul has grown its soybean area, reaching 4 million hectares. 
Unquestionably Brazil is destined to become the world’s largest food 
producer and exporter.

The government approved an unprecedented number 
of pesticides in these two years. Does this mean that 
distributors/retailers and farmers have more options 
for pesticides? What are the recent changes observed 
in the demand for agrochemical products by Brazilian 
farmers? 

Unger: The rationalization in government approval of pesticides 
has had several consequences. The number of generic products and 
competitors has increased. Increased competition has meant lower 
prices of generics to the farmer. Also, the farmer has now got access to 
newly patented products which are often more efficient, more specific, 
and require lower dosages, leaving lower residues. Both factors have 
increased the farmer’s competitiveness.

However, approving registrations does not necessarily mean the 
products will reach the market. This is mainly done by market access that 
each individual company has. 

The overall major change was the adoption of GMO technology 
which radically changed the post-emergence herbicides and insecticides 
market. Today 95% of soybeans, 85% of corn and 55% of cotton are 
GMO technology. Additionally, the advent of Asian rust boomed the 
fungicides market, based on strobilurin + triazol combinations, but these 
changes are already turning 20 years old.

The other significant change, which is a bit more recent is the 
increase in the use of biological pesticides, mainly nematicides.

What are the recent changes in the distribution channels 
for Brazilian agrochemical products? In addition to 
mergers and acquisitions between companies, what 
are the changes that have occurred in the distribution 
model for agrochemical products? What are the 
new technologies and ideas driving the change in the 
industry?

Unger: The structure of the agrochemical industry is gradually 
changing. Most companies sell to resellers which then sell to farmers. 
However, as the large industries are increasingly selling more and 
more directly to farmers, resellers are getting squeezed, as are smaller 
industries which do not have enough scale to maintain a large sales 
force on the field. This means that companies which sell to resellers will 
inevitably have lower profitability, and in the medium term will face 
difficulties as the sales channels become dominated by direct sales from 
industry to farmer through a large sales force on the field. Companies 
which have few products will be in difficulty unless their products are 
highly differentiated and escape the “me too” market approach.

Major companies like Syngenta, UPL and Sumitomo are acquiring 
retail operations to achieve captive market access. Additionally, there 
is an increasing drive towards sales directly to end-users, going down 

to a one-step model instead of a two-step model. Countries like US and 
Canada still have a three-step model (manufacturer to distributor to 
retailer to grower). In Brazil, there are hardly any nationwide distributors 
except one or two operations which tend to the fruits and vegetable 
market (higher added value crops) and the tendency is to eliminate 
distributors and gradually reduce the role of resellers.

Bio-solution is becoming more and more popular in 
Brazil. What about the acceptance of Brazilian farmers 
to biological products? Will biological products become 
mainstream products in this market in the future?

Unger: The market for biological products grows several times 
faster than the market for chemical pesticides. Biological products 
demand a more specific technical application knowledge on part of the 
farmer since each product has very specific targets. Also, biological 
products are very sensitive to climate conditions and can lose efficacy 
when weather conditions are unfavorable. Since export markets demand 
ever lower pesticide residues this favors biologicals. Biological products 
will have their niche but they have their limitations. They will hardly 
ever become mainstream products. The tendency for accelerated growth 
for biologicals will continue over the next years, but we do not expect 
biologicals to take over more than 15% of the total market any time soon.

Precision agriculture and digital agriculture are 
developing rapidly around the world. What impact 
do you think this will have on the distribution of 
agrochemical products in Brazil?

Unger: Precision agriculture will decrease the number of generic 
pesticides applied in the field. Smaller farmers will find it difficult 
to compete. These are tools that are already being used by the major 
companies and even by retail operations. These are ways to add value 
and services to ensure customer fidelity.

What development trends do you think the Brazilian 
agrochemical market will show in the next few years?

Unger: Precision agriculture will definitely have its role in more 
rational use of crop protection chemicals. Biologicals, as said above 
will also expand. Also, there are some companies like Adama that are 
investing a lot into ready mixes as a way of adding value. These are 
formulations with up to 3, even 4 active ingredients within one single 
product with very complex formulations.

Acrom Agroindustrial Ltda (formerly Tundra Agroindustrial) is a small local producer, the majority 
shareholder being Beta Chemicals Ltd (China) and the minority shareholder is Thomas A. Unger. The 
company has a factory in Londrina in the north of the state of Parana, and specializes in patented higher 
efficacy products which have nothing similar in the market, and require the application of a lower dosage 
on the field. Acrom does both direct sales to resellers and farmers, as well as tolling services for select 
partners who stand to gain from the originality of the company’s products. The company has several 
high efficacy products in the pipeline and is open to partnerships for development and commercialization 
of its products.

Acrom is a relatively new company in the market. It has been operating since the beginning of 2018 
and started business manufacturing a formulation of glyphosate by the brand name Gliforte (www.
gliforte.com.br) with its proprietary FX technology. Gliforte is registered in the US, Brazil and Argentina 
and also patented in three countries in addition to Australia, Paraguay and Uruguay, focusing on the 
major soybean markets. Acrom also has new product developments with the same technology, focusing 
on herbicides. Acrom has reached significant volumes in Brazil and are initiating negotiations with 
companies in the US and Argentina.
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We note a professionalization of the sector, through 
the implementation of rough governance models, 
professionalized management, and great concerns 
with operational costs and working capital 
employed in the business.

- Renato Guimarães, CEO of Grupo Sinagro

What have been the significant changes in the planting 
structure in Brazil in recent years? What are the 
main challenges facing farmers and agrochemical 
distributors?

Guimarães: The most significant changes in agribusiness in Brazil 
came from the expansion of the planted area on degraded pastures, 
the great increase in productivity through the use of more efficient 
and modern technologies, the increase in the efficiency of land use 
due to the growth of digital precision technologies, investment public-
private infrastructure, and bilateral agreements signed with important 
international markets. The main challenges for Brazilian distributors are 
the high capital required by agribusiness and, consequently, the lines 
of financing necessary to manage the business, the professionalism and 
consolidation of the sector at all levels (producer/distribution/industry), 
a more professional governance model, by unlocking the public policy 
bureaucracy and the high taxes imposed on the sector.

The government approved an unprecedented number 
of pesticides in these two years. Does this mean that 
distributors/retailers and farmers have more options 
for pesticides? What are the recent changes observed 
in the demand for agrochemical products by Brazilian 
farmers? 

Guimarães: The government has accelerated the approval of a series 
of generic products, that is, products that can be released by similarity. 
We don't see any major differences in the approval process for new active 
ingredients. However, the greater number of brands on the market causes 
competitiveness to increase, benefiting distributors and producers by 
reducing the costs of agricultural inputs. The demand for agrochemicals 
follows the growth of the planted area in the country.

What are the recent changes in the distribution 
channels for Brazilian agrochemical products? 
In addition to mergers and acquisitions between 
companies, what are the changes that have occurred 
in the distribution model for agrochemical products? 
What are the new technologies and ideas driving the 
change in the industry?

Guimarães: There is a strong consolidation of distribution in 
Brazil, from the entry of investment funds, trading companies, and 
the chemical industry itself in the supply distribution chain. These 
companies already represent almost 15% of the sales of inputs in 
Brazil and are expected to double their position in the next five years. 
We note a professionalization of the sector, through the implementation 
of rough governance models, professionalized management, and great 
concerns with operational costs and working capital employed in the 
business.

Bio-solution is becoming more and more popular 
in Brazil. What about the acceptance of Brazilian 
farmers to biological products? Will biological 
products become mainstream products in this market 
in the future?

Guimarães: This specialty segment, which comprises leaf 
nutrition and organic products, is still small in Brazil but has been 
growing a lot in recent years. The environmental appeal means that 
biological products have special attention from the entire agribusiness 
chain, from manufacturers, through the government and to society. We 
believe that this movement is here to stay, and biological products will 
play an important role in preserving our chemical technologies and 
biotechnologies.

Precision agriculture and digital agriculture are 
developing rapidly around the world. What impact 
do you think this will have on the distribution of 
agrochemical products in Brazil? 

Guimarães: Digital technologies will develop even faster after the 
pandemic. The digital transformation is already a reality. The role of 
distribution will be to integrate technologies, making access to digital 
platforms simpler and easier for producers to use.

What development trends do you think the Brazilian 
agrochemical market will show in the next few years?

Guimarães: The world population will continue to grow and we will 
have to produce much more food. The growth will come predominantly 
from increased productivity, so new technologies will have to be 
employed in the coming years. We will enter the era of Agriculture 4.0, 
which will change the entire food chain, from small farmers to the food 
industry, and comes with the concept of Industry 4.0, which aims to 
make the sector's activities more productive, sustainable and resilient to 
the climate. We will see huge growth in investments from agtech. The 
digital transformation and the use of data and information will generate 
different types of knowledge for the producer. Consequently, we will 
have a consolidation of the production chain, where the professional 
management model will prove decisive for the survival of the sector.

Throughout our history, we have learned over time that 
it has brought us challenges and taught us to be mature. It 
has taken us 20 years to develop and promote agriculture, 
providing solutions for the producer to face new challenges 
and guaranteeing his productivity.

During this time, Grupo Sinagro became a reference 
in the agribusiness chain in the Cerrado, operating in 
the segments of Pesticides, Fertilizers, Seeds and grain 
origination, always offering products and services of 
the highest quality and with a high level of innovation. 
We are currently present in the states of Mato Grosso, 
Mato Grosso do Sul, Goiás and Bahia, Minas Gerais, 
Tocantins and Pará, with 28 Distribution Units, four Grain 
Origination and Commercialization Units, in addition to an 
agricultural area of 21,000 hectares for grain production.
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The future of distribution is to create, innovate, add 
value, sell services and invest in relationships, with a 
range of complete technological solutions to meet the 
needs of its customers.

- Ivan Paghi, Agronomist, Engineer, Director of IP - Consultoria Mercado Agro

What have been the significant changes in the planting 
structure in Brazil in recent years? 

Paghi: The technological conquest to dominate the lands of the 
central-west region (Cerrado biome) for the planting of soybeans, corn, 
beans, rice, cotton and pasture combined with the adoption of cultural 
practices such as direct planting, crop rotation systems, soil correction 
with limestone and fertilizers and the use of seeds with better productive 
potential, in addition to the modernization of agricultural mechanization 
with tractors and harvests of greater power and modern and more 
efficient equipment, were decisive in the increase in the planting area and 
the increase in productivity over the past 20 years. 

The entrepreneurial capacity of the Brazilian farmers and their 
workforce is a fundamental highlight in this scenario. 

What are the main challenges facing farmers and 
agrochemical distributors?

Paghi: Brazilian farmers continue to face the same challenges as 
always: 

● Dependence on credit, whether it is from a government official, 
agricultural input companies or trading companies that finance more than 
80% of the plantations with barter operations.

● The low storage capacity for grain production on the farms which 
limits the farmers to improve their bargaining power and escape the 
pressure of low prices and improve their profitability. 

● Logistics remain a difficult "bottleneck" for transporting crops 
from farms to ports, due to poorly maintained distances and highways 
and little investment in options by river and rail. 

● Variations in exchange rates always create insecurity for rural 
producers, which can be beneficial or maleficent depending on the time 
and the political and economic situation of the country. 

As for distributors, the main challenges are: 
● Marketing margins on the decline, decreasing every year. 
● Increase in direct sales by the agricultural inputs industry to 

customers of distributors. 

● Farmers, who were served with products and services by the 
distributors for many year, now have several purchase pools. They do not 
want more from distributors.

● Acquisition of large distributors by Investment Funds in the USA. 
Japan, China, India, and France, among others create a new benchmark 
in this market. 

Medium and small distributors with more regional operations will 
suffer from this stronger and more organized competition. They have to 
strengthen their relationship with agricultural producers and specialize 
in differentiated technologies, such as foliar fertilizers, biological, 
precision agriculture, digital platforms and creative technical assistance. 
The sum of all these factors could cause a natural selection of the current 
distributors in the agro sector, leading many of them to ask for judicial 
recovery and even bankruptcy. In the agricultural cooperatives segment, 
being a strong, traditional and more organized sector, mainly in the south 
and southeast of Brazil, they have more tools to react to all threats from 
the market. 

The government approved an unprecedented number 
of pesticides in these two years. Does this mean that 
distributors/retailers and farmers have more options for 
pesticides? 

Paghi: Yes! Farmers have more options for branded products but 
with the same active ingredient(s). Thus, it is an opportunity for the 
factories of post-patent products and another option for farmers to be able 
to make their choice of technologies based on the origin, quality and cost 
benefit of these technologies, in addition to the services offered or not! 
Power is in the hands of farmers. For exclusive distributors in innovative 
technology industries (patents) it is another option to complement the 
portfolio without compromising the relationship programs with these 
industries. 

For distributors who are not loyal to specific “flagship” or exclusive 
products, it is a great option to differentiate themselves in the market 
with offerings of solutions for farmers who value only less cost-effective 
inputs and do not value services. 

What are the recent changes observed in the demand for 
agrochemical products by Brazilian farmers? 

Paghi: Reduction in production costs is a decisive factor in the 
definition of technologies adopted by farmers. They search for options 
with better cost-benefit, but without losing the quality and efficiency 
of the inputs. Many farmers are still loyal to the traditional brands of 
agrochemicals and also the industry and its supplier, where they have 
a strong relationship of trust. In search of a reduction in production 
costs, the average farmers are setting up a purchasing pool to increase 
purchasing power due to the higher volumes of products demanded. 
Small and medium-sized distributors are organizing themselves in 
chains to act collectively and united in the face of the challenges and 
transformations that the market is imposing. 

What are the recent changes in the distribution channels 
for Brazilian agrochemical products? In addition to 
mergers and acquisitions between companies, what 
are the changes that have occurred in the distribution 
model for agrochemical products? What are the 
new technologies and ideas driving the change in the 
industry?

Paghi: In the last three to four years, the main changes in the 
agrochemical distribution channels were: strengthening of the 
cooperative system; investment of funds by acquiring distributors in 
various regions of Brazil and opening many stores/branches to increase 
geographic coverage and scale/negotiation power; increased judicial 
recovery and bankruptcy for many distributors and also farmers; the 
search for diversification in the offer of differentiated products and 
services to farmers by smaller and regional distributors; increase in the 
type of credit supply via the exchange of grains for inputs (barter), and 
an increase in new options for agricultural input manufacturers from 
China, India and Paraguay, among others. 

The new opportunities and new technologies that are being 
demanded today and with strong growth in the future are in agriculture 
connected to the Internet of Things (4G/5G) in the most varied platform 
of services for monitoring the harvest, planting, harvesting, concession of 
credit, in the management of images, in the control of pests and diseases, 
in the improvement of management, in the quality of the sales force, 
in the sale of application services for pesticides and fertilizers and the 
traceability of production, among others. 

Bio-solution is becoming more and more popular in 
Brazil. What about the acceptance of Brazilian farmers 
to biological products? Will biological products become 
mainstream products in this market in the future?

Paghi: Yes, bio-solution is gaining high importance in the Brazilian 
market where several national and international industries are being 
structured with various biological technologies for various biological 
targets and even fertilizers. Also, keeping the trend, several farmers have 
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built their own biological insecticide factories on their farms. Market 
acceptance is positive and growing where investments are already being 
made by groups of farmers to build factories within the legal regulations 
of the Ministry of Agriculture, to commercialize. 

Science in Brazil, represented by Embrapa and several universities, 
recommend that the control of pests and diseases should be done by 
monitoring infestations, with preventive control and the use of the 
level of economic damage, within intelligent and integrated control 
management with the use of chemicals and biologicals. Thus, the use 
of biological products is another tool for farmers to use within this 
integrated management, seeking biological benefits, such as reducing 
or delaying the resistance of insects and microorganisms to chemicals, 
in addition to environmental and economic gains and valuation by 
consumers. 

Precision agriculture and digital agriculture are 
developing rapidly around the world. What impact 
do you think this will have on the distribution of 
agrochemical products in Brazil? 

Paghi: These technologies are already a reality in the Brazilian 
agribusiness! The impacts are positive! Precision agriculture is already 
widely adopted on large farms to correct variations in soil fertility 
and promote the rational use of fertilizers. Digital agriculture is well 
advanced in Brazil but has much to grow with the adoption of new 
digital platforms for farmers and distributors. 

E-commerce and marketplace should also enter the “radar” as a 
priority to reach all audiences and their respective preferences for doing 
business. 

In these situations, making an analysis from business opportunities 
for distributors, we believe that the path is the differentiation and adding 
value for its survival in the face of high competition and the marketing 
margins of agrochemicals decreasing year on year. The future of 
distribution is to create, innovate, add value, sell services and invest in 
relationships, with a range of complete technological solutions to meet 
the needs of its customers. Distributors are no longer surviving only by 
selling agrochemicals! They need to reinvent themselves! 

What development trends do you think the Brazilian 
agrochemical market will show in the next few years?

Paghi: This market is increasingly dependent on the supply of 
active ingredients from a few suppliers, which worries distributors 
and farmers due to possible price increases. The commercialization of 
agrochemicals will be highly concentrated in agricultural cooperatives 
and mega distributors that will be formed in the next two to three years. 
The importance of agrochemicals in offering solutions to farmers, when 
compared to other inputs such as fuel, fertilizers and seeds is becoming 
less and less. 

The trend will continue by adding agrochemicals into “packages” 
with other inputs in grain exchange operations (barter) to try to improve 
profitability and survival in this market.
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Bond between Soybean and Biological 
Products, Nematicides Grows in Brazil

By André Dias

fter six harvests of activities, Spark – Smarter 
Decisions has the most complete collection 

of comprehensive data about agrochemicals, seeds 
and fertilizers markets in Brazil, with our study 
BIP- Business Intelligence Panel becoming the main 
monitor for the industry and distribution channels 
alike.

Recently, BIP showed a strong upward trend 
in the use of biological pesticides by Brazilian 
producers, especially in the cultivation of sugar cane, 
corn, cotton and soy. In the latter, the main item of 
Brazilian agricultural exports, Sparks BIP detected 
that biologicals have been widely used in seed 
treatment. 

Relevant data, which draws attention to the 
market potential for these products, was the treatment 
of more than 2.5 million hectares of soybeans with 
bionematicides, observed in the 2018-19 harvest. 
The total market for biological pesticides in soybean 
reached US $ 100 million, 45% above the 2017-18 
harvest. With plant nutrition products (Inoculants) 
accounted for, the organic market moved US$ 150 

million into soybeans in the 2018-19 harvest. 
A preview of BIP Spark 2019-20, to be 

released soon, anticipates another strong 
growth of biologicals and, specifically, of 
nematicides. Nematode, a pest that affects 
mainly the Brazilian Cerrado, attacks the 
soybean root. The concern of producers with 
the pest increased the adoption of nematicides 
from 2% of the treated area, in the 2016-
17 harvest, to 9% in 2018-19. In the State of 
Mato Grosso, for example, nematicides were 
applied to 16% of the cultivated area in the 
2018-2019 period, against 7% in the 2016-17 
cycle. 

Sparks BIP found that the growth in the 
use of nematicides was due to the increase 
in the number of suppliers and products as a 
result of investments by companies in research 
and development of new technologies, and 
from the granting of registrations to new 
products by regulatory bodies. 

In addition to bionematicides, Spark 
measured that biofungicides also registered 
significant leaps in adherence by Brazilian 
producers. This category was the second most 
used in the biological segment for the soybean 
crop in the 2018-19 harvest, reaching close 
to US$ 40 million. The adoption of these 
products grew from 1% (2016-17) to 7% 
(2018-19). 

Another highlight of Spark's study on 
bio-inputs for soybeans is the growth of the 
so-called inoculation. It is an agronomic 
practice that aims at plant nutrition through 
the application of products described 
as “biological inoculants”. Adherence 
to ‘coinoculation’ was recorded in 15% 
of soybean crops in the 2018-19 cycle. 
Inoculants, according to experts, help in better 
biological nitrogen fixation as a nutrient.

Agronomist with 
experience in large 
companies, André Dias 
is a founding partner and 
chief executive of Spark 
Strategic Intelligence. He 
is also a board member in 
both private and non profit 
organizations.
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Aerial Application in Brazil: 
Manned Aircraft and Drones Fly to ‘New Highs’

By Jiang Yating          
Editor of AgroPages          
yating@agropages.com

razil has vast arable land and a suitable 
climate for agriculture, enabling it to 

be one of the largest target markets for plant 
protection products in the world. 

The increasing demand for food around the 
world also drives the development of Brazil's 
pesticide market. In recent years, the sales of 
pesticides in Brazil have maintained stable 
growth. In 2014, the figure was US$12.249 
billion. In 2019, the figure came to US$13.7 
billion, up 5.8% from 2018 and 11.8% from 2014.

At present, pesticides are used on a large scale 
in Brazil, while 'enhanced efficiency with lower 
use rate' becomes the general trend for pesticide 
application and is the most extensive demand 
of all growers and consumers. How does one 
maximize the utilization rate of pesticides while 
reducing their use from a strategic perspective 

Advantages of spraying pesticide using agricultural aircraft

It saves time and labor and thus guarantees time for farming
It is not limited by geographical conditions, environment 
and other factors, and can complete the work that ground 
machinery will find impossible to do
Reduced the loss due to trampling and/or rolling on farmland
Production costs are reduced to a large extent due to 
consumption of fewer quantities of pesticides, seeds and 
fertilizers 
High operational quality and efficiency

to guarantee food safety, ecological safety 
and sustainable development? The aviation 
industry coming with the development of 
modern industrial technology provides an 
effective way to achieve this goal. 

Spraying pesticides by aircraft can 
realize high efficiency, specialization and 
large coverage for pest and disease control. 
In Brazil, big plantation owners operate the 
large-scale agriculture and farmers own a 
small number of scattered plots of farmland. 
Big plantation owners control most of Brazil's 
fertile farmland and take a dominant position. 
In such a situation, manned agricultural 
aircraft suitable for large-scale pest and 
disease control become the pivotal force for 
aerial application in Brazil.

Increasing number of manned agricultural 
aircraft in the past decade

In Brazil, large manned agricultural aircraft, which are the 
most important form of aerial application, are widely used to spray 
agrochemicals on crops such as soybeans, sugar cane and rice. The 
application history of manned agricultural aviation in Brazil can 
be traced back to 1947. After more than 70 years of development, 
Brazil now has the world's second-largest agricultural aviation fleet. 
According to the National Union of Agricultural Aviation Companies 
(Sindag), Brazil has 2,280 agricultural aircraft (including 15 
helicopters) in 2019, up 3.92% from 2,194 in 2018. The main models 
include manned fixed-wing aircraft and rotary-wing helicopters. In 
terms of the number of agricultural aircraft, Brazil is second only to 
the United States (US) (3,600), followed by Mexico (2,000), Argentina 
(1,200), New Zealand and Australia (300 each).

According to data from Administracion Nacional de Avia Civil 
(ANAC, 2016) and Sindag (2017), Brazil had 1,560 aircraft in 2010, 
an increase of 46.15% in ten years. The growth rate hit the bottom in 
2017 but has picked up in the past two years. On the whole, a growing 
trend has been maintained in the past ten years (as shown in Figure 1).

Of the 23 states (plus the Federal District) with agricultural 
aviation (Brazil has 26 states and one Federal District), Mato Grosso 
was the state that saw the fastest fleet growth, which introduced 26 
aircraft in 2019, followed by São Paulo (15), Pará (12) and the Rio 
Grande do Su (9). So far, Mato Grosso has 520 aircraft and is the state 
with the largest fleet, followed by Rio Grande do Sul (436) and Sao 
Paulo (332).

Large aircraft manufacturers and 
specialized aviation service 
operators dominate the market

Embraer S.A holds a leading position among manufacturers of 
agricultural aircraft, with Ipanema as the main model. The seventh 
generation of Ipanema, the Ipanema 203, was launched in 2015. 
In 2018, Embraer captured 56.75% of Brazil's agricultural aircraft 
market. It is worth noting that turboprop aircraft are increasingly 
favored by the market, which grew by more than 47% in the past four 

Figure 1 Amount and growth trend of manned aircraft in Brazil 
Source: ANAC; Sindag

years and now account for 16.53% of the agricultural aircraft market. 
Air Tractor Inc., a US company, is one of the world’s largest 

agricultural aircraft manufacturers and plays an important role in the 
supply of turboprop aircraft in Brazil. In 2019, Air Tractor Inc. exported 62 
aircraft to South America, of which 53 were shipped to Brazil (only four 
fewer than that sold in the US).

It is reported that in 2019, Embraer planned to sell 80% of its stakes in 
the commercial aircraft business to Boeing of the US for $4.75 billion and 
to complete the deal by 2020. But the deal was cancelled in April 2020.

Statistics show that the number of Brazilian agricultural aviation 
service companies has increased from 253 in 2018 to 267 in 2019, an 
increase of 5.5%. These companies are specialized aviation service 
(SAE) operators and provide services to rural producers by employing 
professional pilots. The SAE operators control 62.6% (1,427) of 
agricultural aircraft while private operators (farmers or cooperatives that 
own planes) account for 36.2% (825) of the total. The remaining ones 
are owned by governmental departments and are used for teaching and 
training.

Brazilian agricultural aviation service companies provide services to 
rural producers by employing professional pilots.

B
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Drones see expanding commercial 
opportunities in aerial application market

According to Confederação Nacional da Indústria, the Brazilian 
drone market exceeded US$60 million in 2018. Relevant reports estimate 
that Brazil had more than 150,000 drones in 2019, mainly for agriculture 
and photography, and by July 2019, about 35% of drones were used in 
the agribusiness activities. In 2018, Brazil was the world’s tenth-largest 
market for agricultural drones, lagging behind the US, Europe, Canada 
and Argentina. MicaSense predicts that Brazil will become the world’s 
third-largest drone market in 2020. BASF’s digital farming platform, 
DJI and Beijing-based drone manufacturer TTA (Beijing TT Aviation 
Technology Co. Ltd) are all playing vigorously in Brazil’s drone field.

The main advantage of a drone is that it can execute fixed-point 
control for local areas that need to be treated, which contributes to greatly 
improving the application efficiency and accuracy of pesticides, pest and 
disease management and crop productivity, and reducing the exposure 
of operators in spraying operations. It is reported that drones can save up 
to 50% of the use rate of pesticides for farmers. Besides, its superiority 
in low-altitude flights and the ability to enter areas where large aircraft 
cannot or are not allowed entering make drones another option for aerial 
application. At present, drones have become a force to be reckoned with 
in Brazil’s aerial application market.

Xfly Tecnologia, a Brazilian manufacturer of agricultural drones, 
has been in the market since 2012 and since 2014 has had strong orders 
(four drones per month, more than 250 delivered since the beginning 
of activities) in the agricultural area. Most buyers are drone service 
providers. Horus Aeronaves, another drone manufacturer, has seen 
stronger sales growth, with an annual growth rate of 150%. According 
to the company, 70% of the orders came from soybean and sugar cane 
producers, who sought to improve productivity by using drones to 
identify pests and diseases and use fertilizers scientifically.

Drones have great potential for development. Will they seize or 
even replace the Brazilian market dominated by large plant protection 
aircraft? Analysts believe that drones can never compete with large 
manned aircraft because they are complementary technologies. Besides, 
some believe that the development and wide application of drones have 
expanded the business opportunities in the aerial application market and 
promoted diversified development in this field.

Drift control and formulation innovation 
are vital

Irrespective of whether manned agricultural aircraft or drones are 
used, there is a certain risk of pesticide drift during aerial application. The 
density of solvent in pesticides is lower than that of water. When mixed 
with water for spraying, the droplets with small specific gravity are prone 
to drift, which can cause damage to residents’ health and other crops 
when flying over fields, water sources or residential areas. In response to 
these issues, Brazil has introduced corresponding management measures. 

For example, the guideline No. 02/2008 regulates the scope of 
agricultural aerial spraying of pesticides, which stipulates that spraying 
of pesticides is prohibited in areas 500 meters away from villages, cities, 
communities, places for spring water collection, etc. In addition, SAE 
operators and professionals are required to submit operational reports 
of their activities to competent authorities of the states in which they 
operate, and inform them of the date, time, place and products used. 
However, pesticide drift-related accidents caused by operations, weather 
condition and other factors were reported from time to time.

Pesticides for aerial application are different from their counterparts 
for ground spraying and have special requirements on the spraying 
nozzle and droplet size. Therefore, it is the most effective way to 
solve the disputes over aerial application for plant protection by 
developing formulations suitable for the aerial application featuring 
low drift, evaporation resistance supplemented by adjuvants with good 
compatibility which can help resist drift and evaporation and promote 
sedimentation, retention and absorption.

Summary

Although Brazil has the world’s second-largest agricultural aviation 
fleet, 85% of Brazil’s cultivated crops still rely on large-scale plant 
protection machinery on the ground for operation, and the application 
area of aerial spraying accounts for less than 15%. Besides, the Brazilian 
government grants a high subsidy for the purchase of aerial application 
aircraft, which can be as high as 60% - 80% of the price. The bigger 
the model, the higher the subsidy. Therefore, under the promotion 
of preferential policies, it is believed the aerial application for plant 
protection in Brazil will have a great development space.

Drones have great potential for development in Brazil.
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Unipac:
High Performance Agrochemical Packaging

Unipac: Empaque de alto rendimiento para pesticidas

roviding varied added-value products and services, such as 
high performance rigid packaging, supply security, and service 

personalization through innovative and sustainable projects while 
utilizing new technologies are part of the work of the Packaging Division 
of Unipac, which is a Grupo Jacto business unit and market leader 
and is one of the most advanced and complete polymer transformation 
industries in Brazil, being a reference for national and international 
companies.

Unipac has a fundamental role in Brazilian agribusiness and 
guarantees pesticide safety and integrity during transportion, from the 
production line to the use in the field. Through its technical competency, 
transparency and professionalism, it supports the development teams of 
its customers from the packaging conception stage to design, application 

and product adaptation for each filling line. The company 
allocates the highest quality resources to ensuring consistent 
mechanical structure and packaging weight, with the aim of 
achieving the best cost to benefit ratio.

Unipac’s packaging products utilize monolayer technology 
and can be used in water-based product classes. They also 
feature “barrier technology” suitable for use in solvent-based 
product classes, and are available in Coex versions (internal 
coating with EVOH [ethylene-vinyl alcohol copolymer] or 
Nylon), Fluorination (barrier using chemical treatment based 
on fluorine) and Nanocomposites (nanoparticles acting as a 
barrier and preventing gas permeability).

The company’s complete product portfolio includes 
250ml bottles to 20-liter packaging, as well as self-sealable 
covers, ensuring greater security for products packaged 
during transportation. The company has the capacity to 
design complete sets, both packagings and covers, in line 
with Brazilian and international standards. Through its many 
successful products, Unipac has become a supplier for major 
agrochemical manufacturers in Brazil.

Circular economy

Being committed to and aligned with the concept of 
the circular economy, Unipac maintains several projects in 
different segments, within the ideas of conscious product 
design and utilizing more sustainable technologies and 
materials.

In terms of the agrochemical packaging market, Unipac 
has invested in creating a portfolio that offers customers 
packaging options that can be recycled for different classes of 
pesticides, which will increase the rate of recycling within the 
logistics process system established by the National Institute 
for Processing Empty Packaging (inpEV).

The company recently attained approval for the lightest 
packaging available in the Brazilian market, which is a 
20-liter monolayer that is 13% lighter compared to the 
market reference. From the point of view of sustainability, 
the company has several initiatives in progress, including 
producing packaging with recycled resin known as post-
consumer resin (RPC).

In-house: Complete customized 
solutions for customers

In addition to its technical capacity in packaging 
production, Unipac has considerable experience as an in-house 
supplier. Since the 1990s, the company has operated under 
this format, providing customized service with efficiency and 
competitiveness to leading companies in the Brazilian market.

This operational model requires a long-term and integrated 
business vision with greater synergy and flexibility. The 
company’s in-house operation ranges from production line to 
packaging supply according to a customer's needs. Among the 

rindar productos y servicios de valor agregado variados, 
como el empaque rígido de alto rendimiento, la seguridad del 

suministro y la personalización del servicio a través de proyectos 
innovadores y sostenibles, a la vez que utiliza nuevas tecnologías, 
son parte del trabajo de la División de Empaque de Unipac, que es 
una unidad de negocios del Grupo Jacto, líder del mercado y una 
de las industrias de transformación de polímeros más avanzadas y 
completas de Brasil, siendo una referencia para empresas nacionales 
e internacionales.

Unipac tiene un papel fundamental en la agroindustria brasileña 
y garantiza la seguridad e integridad de los pesticidas durante el 
transporte, desde la linia productiva hasta el uso en el campo. A 

través de su competencia técnica, transparencia y profesionalismo, apoya a 
los equipos de desarrollo de sus clientes desde la etapa de concepción del 
empaque hasta el diseño, aplicación y adaptación del producto para cada 
línea de llenado. La compañía asigna recursos de la más alta calidad para 
garantizar una estructura mecánica y un peso de embalaje consistentes, con 
el objetivo de lograr la mejor relación costo-beneficio.

Los productos de empaque de Unipac utilizan tecnología monocapa y 
pueden usarse en clases de productos a base de agua. También cuentan con 
"tecnología de barrera" adecuada para su uso en clases de productos a base 
de solventes, y están disponibles en versiones Coex (recubrimiento interno 
con EVOH [copolímero de etileno-alcohol vinílico] o Nylon), Fluoración 
(barrera con tratamiento químico a base de flúor) y Nanocompuestos 
(nanopartículas que actúan como barrera y evitan la permeabilidad a los 
gases).

La cartera completa de productos de la compañía incluye botellas de 
250 ml hasta empaques de 20 litros, así como tapas auto sellables, lo que 
garantiza una mayor seguridad para los productos envasados durante el 
transporte. La empresa tiene la capacidad de diseñar conjuntos completos, 
tanto de empaques como de tapas, de acuerdo con los estándares brasileños 
e internacionales. A través de sus muchos productos exitosos, Unipac 
se ha convertido en una proveedora para los principales fabricantes de 
agroquímicos en Brasil.

Economía circular

Al estar comprometida y alineada con el concepto de economía circular, 
Unipac mantiene varios proyectos en diferentes segmentos, dentro de ideas 
de diseño consciente de productos y utilizando tecnologías y materiales más 
sostenibles.

En términos del mercado de empaques agroquímicos, Unipac ha 
invertido en la creación de una cartera que ofrece a los clientes opciones de 
empaques que pueden ser reciclableis para diferentes clases de pesticidas, 
lo que aumentará la tasa de reciclaje dentro del sistema de proceso logístico 
establecido por el Instituto Nacional para el Procesamiento de envases 
vacíos (inpEV).

Recientemente, la compañía obtuvo la aprobación para el empaque 
más liviano disponible en el mercado brasileño, que es una monocapa de 20 
litros 13% más liviana en comparación con la referencia del mercado. Desde 
el punto de vista de la sostenibilidad, la compañía tiene varias iniciativas en 
progreso, incluida la producción de empaques con resina reciclada conocida 
como resina post-consumo (RPC).

In-house: soluciones personalizadas completas 
para clientes

Además de su capacidad técnica en la producción de envases, Unipac 
tiene una experiencia considerable como proveedora interna. Desde la 
década de 1990, la compañía ha operado bajo este formato, brindando un 
servicio personalizado con eficiencia y competitividad a las compañías 
líderes en el mercado brasileño.

Este modelo operativo requiere una visión empresarial integrada a 
largo plazo con mayor sinergia y flexibilidad. El funcionamiento interno 
de la empresa abarca desde la línea de producción hasta el suministro de 
empaques de acuerdo con las necesidades del cliente. Entre las industrias 
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partner industries using this business model are Syngenta (Paulínia/
SP), Sumitomo Chemical (Maracanaú/CE) and Alimentos Wilson 
(Regente Feijó/SP).

Agrochemical market in Brazil

Brazil’s agribusiness sector has positive prospects despite the 
current economic slowdown, and Unipac is forecasting growth 
in packaging demand in the coming years, based on an increase 
in planted area in Brazil and higher productivity through the use 
of new technologies and solutions to overcoming resistance to 
fungicides and herbicides.

The company will continue to focus on customers and present 
competitive and innovative value proposals supported by its 
search for operational excellence, and will constantly invest in the 
acquisition of lastest generation of blowers and other technologies 
used in the production process, to offer reliability and flexibility to 
customers with whom it maintains strategic alliances.

Unipac’s Profile

Celebrating its 44th anniversary in 2020, Unipac is part of 
Grupo Jacto, which is composed of major companies operating 
in the sectors of agriculture, polymer application technologies 
(automotive, packaging and handling), transportation and logistics, 
cleaning and sanitation services, and medical solutions. Founded in 
1948 and present in five continents, the group is 100% Brazilian and 
recognized worldwide for its reliability, transparency and integrity, 
as well as its compliance to laws, regulations and requirements 
agreed with employees, customers, suppliers, communities and 
shareholders.

Unipac’s modern research center for the advanced engineering 
of materials and processes, in partnership with other research 
centers, such as Jacto Agrícola, and in synergy between the 
company and its customer, has enable it to anticipate market trends, 
suggest innovative solutions, and utilize the best technologies in its 
products.

asociadas que utilizan este modelo de negocio se encuentran Syngenta 
(Paulínia/SP), Sumitomo Chemical (Maracanaú/CE) y Alimentos Wilson 
(Regente Feijó/SP).

Mercado de agroquímicos en Brasil

El sector agroindustrial de Brasil tiene perspectivas positivas a 
pesar de la desaceleración económica actual, y Unipac pronostica un 
crecimiento en la demanda de empaques en los próximos años, basado 
en un aumento en el área plantada en Brasil y una mayor productividad 
mediante el uso de nuevas tecnologías y soluciones para superar la 
resistencia a los fungicidas y herbicidas.

La compañía seguirá enfocándose en los clientes y presentará 
propuestas de valor competitivas e innovadoras respaldadas por su 
búsqueda de excelencia operativa, e invertirá constantemente en la 
adquisición de la última generación de sopladores y otras tecnologías 
utilizadas en el proceso de producción, para ofrecer confiabilidad y 
flexibilidad a los clientes con quienes mantiene alianzas estratégicas.

Perfil Unipac

Celebrando su 44o compleaños en 2020, Unipac forma parte del 
Grupo Jacto, que se compone de las principales empresas que operan 
en los sectores de agricultura, tecnologías de aplicación de polímeros 
(automotriz, empaque y manipulación), transporte y logística, servicios 
de limpieza y saneamiento, y soluciones médicas. Fundado en 1948 
y presente en los cinco continentes, el grupo es 100% brasileño 
y reconocido mundialmente por su confiabilidad, transparencia e 
integridad, así como por el cumplimiento de las leyes, regulaciones y 
requisitos acordados con empleados, clientes, proveedores, comunidades 
y accionistas.

El moderno centro de investigación de Unipac para la ingeniería 
avanzada de materiales y procesos, en asociación con otros centros de 
investigación, como Jacto Agrícola, y en sinergia entre la empresa y su 
cliente, le ha permitido anticipar las tendencias del mercado, sugerir 
soluciones innovadoras y usar las mejores tecnologías en sus productos.

www.unipac.com.br

facebook.com/pages/category/Local-Business/Unipac-238208189556840/
linkedin.com/company/unipac
instagram.com/unipac_polimeros

Información de ventas:
Mauro Fernandes
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mauro.fernandes@unipac.com.br
+55 14 3405-2279
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viapublicacomunicacao.com.br
Inês Cardoso: (11) 3562.5555 - 99950.6687 - ines@viapublicacomunicacao.

com.br

www.unipac.com.br
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Mauro Fernandes
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+55 14 3405-2279
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TRUSTCHEM   Group founded in 1996 and HQ in Nanjing, China.  We are a high-tech 
pesticide enterprise with integrated capabilities of R&D, custom production and global 
market development. Our pesticide export business has been ranked among the top 20 in 
China for five consecutive years. 

2 R&D and 1 QC centers

3 Manufacturer plants in China

9 Companies worldwide

50+ Countries direct operation

150+ICAMA & global registrations

Our main products

FORMULATION

TC:

2,4-D-2-ETHYLHEXYL ESTER

HALOXYFOP-R-METHYL

IMAZAMOX

PROTHIOCONAZOLE

METHOXYFENOZIDE

PINOXADEN

HALOSULFURON-METHYL

TRIBENURON METHYL

FLUMETSULAM

FLORASULAM 

IMAZALIL

®

PINOXADEN 50G/L+ CLOQUINTOCET-MEXYL 12.5G/L EC

BUTACHLOR 600G/L EC

GLUFOSINATE AMMONIUM 30% SL

IMAZAMOX 70% WDG, 40G/L SL 

FLUMETSULAM 80% WG

LAMBDA CYHALOTHRIN 100G/L EC

EMAMECTIN BENZOATE 10% +LUFENURON 40% WG

Grupo TRUSTCHEM, fundado en 1996 y sede en Nanjing, China. Somos una empresa de pesticidas 
de alta tecnología con capacidades integradas de I + D, producción personalizada y desarrollo del 
mercado global. Nuestro negocio de exportación de pesticidas ha sido clasificado entre los 20 
mejores en China durante cinco años consecutivos. 

2 centros de I + D y 1 centro de control de calidad

3 plantas de fabricación en China

9 empresas en todo el mundo

Operación directa de más de 50 países

150 + ICAMA y registros globales

FORMULADO

THIAMETHOXAM 115G/L+BIFENTHRIN 75G/L SC

THIAMETHOXAM 250G/L+ LAMBDA CYHALOTHRIN 250G/L SC

IMIDACLOPRID 600G/L FS

DIFENCONAZOLE 250G/L+PYRACLOSTROBINE 150G/L SC

AZOXYSTROBIN 120G/L+TEBUCONAZOLE 200G/L SC

IMAZALIL 40G/L+TEBUCONAZOLE 60G/L+THIABENDAZOLE 60G/L FS

METHOMYL 90%SP

TC:

2,4-D-2-ETHYLHEXYL ESTER

HALOXYFOP-R-METHYL

IMAZAMOX

PROTHIOCONAZOLE

METHOXYFENOZIDE

PINOXADEN

HALOSULFURON-METHYL

TRIBENURON METHYL

FLUMETSULAM

FLORASULAM 

IMAZALIL

PINOXADEN 50G/L+ CLOQUINTOCET-MEXYL 12.5G/L EC

BUTACHLOR 600G/L EC

GLUFOSINATE AMMONIUM 30% SL

IMAZAMOX 70% WDG, 40G/L SL 

FLUMETSULAM 80% WG

LAMBDA CYHALOTHRIN 100G/L EC

EMAMECTIN BENZOATE 10% +LUFENURON 40% WG

THIAMETHOXAM 115G/L+BIFENTHRIN 75G/L SC

THIAMETHOXAM 250G/L+ LAMBDA CYHALOTHRIN 250G/L SC

IMIDACLOPRID 600G/L FS

DIFENCONAZOLE 250G/L+PYRACLOSTROBINE 150G/L SC

AZOXYSTROBIN 120G/L+TEBUCONAZOLE 200G/L SC

IMAZALIL 40G/L+TEBUCONAZOLE 60G/L+THIABENDAZOLE 60G/L FS

METHOMYL 90%SP

www.trustchem.com

+86 13805169527 

Susan Dee (General Manager)

susandee@trustchem.com

Nuestros productos principales
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Latam Market Penetration from ‘Hidden Champions’ 

-- Japanese Companies

By Zorro
Editor of AgroPages

zorro@agropages.com

Yosuke Tomoi
President of Nihon Nohyaku

atin America’s crop protection 
market has grown steadily as 

rising populations have led to greater 
food demand, and is now said to be 
nearly US$14 billion (approximately 
25% of the world’s crop protection 
market).

With the bottlenecks in domestic 
growth and strong demand in 
the emerging markets, Japanese 
agrochemical manufacturers are 
simultaneously consolidating their 
operations and making strategic 
shifts to penetrate in Latin America to 
strengthen profitability. 

of its agricultural business unit is worth $2.4 
billion. Of that total, nearly 30% comes from 
its business in Latin America and the sales are 
expected to grow in the future.

In 2015 Sumitomo Corporation founded 
Summit Agro South America SpA (“SASA”, 
Head Office: Santiago, Chile; Representative: 
Daniel Stante; hereinafter), a crop protection 
regional headquarters company for South 
America, subsequently putting in place a 
five-country (Argentina, Chile, Colombia, 
Ecuador, and Peru) crop protection sales 
network and pursuing integrated regional 
operations. 

In 2020, as part of its strategy to grow its 
crop protection business in South America, 
Sumitomo Corporation has decided to 
establish Summit Agro Paraguay (“SAPY”, 
Head Office: Ciudad del Este, Paraguay; 
hereinafter) in August (date tentative) as an 
affiliate of SASA Group, a holding company 
that administers crop protection distribution 
companies in the region. This will be the 
first crop protection distribution company 
established in Paraguay by a Japanese 
corporation.

Paraguay is South America’s third 

largest soybean producer after Brazil and 
Argentina (and the world’s sixth largest), 
and the crop protection market is expected 
to continue growing as a cultivated area and 
the use of specialty crop protection products 
(herbicides, insecticides and fungicides) 
increase. SAPY will enhance its product 
portfolio by promoting the introduction and 
development of new crop protection products 
being developed by Japanese crop protection 
companies and will provide customers with 
quality services by utilizing the SASA’s 
business knowledge of crop protection for 
soybeans. The aim is to expand sales to $25 
million over the next five years.

The Sumitomo Corporation Group 
through SAPY will be promoting the export 
of Japanese crop protection companies’ 
products as well as meeting the rising demand 
for crop protection products in Paraguay. 
SAPY’s establishment will reinforce SASA’s 
business foundations and help further improve 
agricultural productivity in South America.

Nihon Nohyaku – en route 
Colombia to develop 
Latam market

Nihon Nohyaku, the world’s leading 
agrochemical company, was founded in 
1928 as the first agrochemical manufacturer 
in Japan. As an R&D-oriented company, 
Nihon Nohyaku has a long and fascinating 
story. Nihon Nohyaku has created unique and 
effective agrochemicals that ensure safe and 
steady food supplies and improve everyone’s 
quality of life. Today, the company’s 
agrochemicals are used in over 100 countries 
and regions around the world, with some 
being in demand for more than 40 years.

Nihon Nohyaku has actively expanded 
into growing overseas markets since 2012 
and established bases in major agricultural 
countries. As a result, its consolidated net 
sales reached $9 billion, with overseas sales 
accounting for more than 50%. To achieve its 
target to create at least one active ingredient 
every three years, the company invested 
over 10% of the net sales in R&D activities, 
to reach the milestone of $14 billion in net 
sales. Nihon Nohyaku has been expanding its 
global market share by establishing offices 
overseas or acquiring companies. Last year, 
the company acquired a 100% stake in the 

Sumitomo Corporation’s 
distribution company to be 
established in Paraguay

Sumitomo Corporation (Head Office: Chiyoda-
ku, Tokyo; President and CEO: Masayuki Hyodo) 
was historically a trading company covering a huge 
range of industries such as metals, infrastructure, 
natural resources, media, chemicals, food. But now 
Sumitomo Corporation plays more of a creator 
role. The company generates value and prosperity 
in different industries through numerous global 
investments. It is no longer just about trade, but also 
R&D, manufacturing, marketing, and so on.

Sumitomo Corporation’s crop protection 
business kicked off in the crop protection export 
trading activities with Japanese manufacturers in the 
1970s, and it has helped improve the productivity 
and efficiency of agriculture in numerous countries. 
Its current strategy is to become more deeply 
involved in the downstream sectors of value chains, 
and it is engaged in distribution in more than 30 
countries mainly in Europe and the Americas. 
Sumitomo Corporation is also working to expand 
its business scope and earnings by, for instance, 
acquiring agricultural material retailers in Brazil and 
other Latin American countries. Today, the turnover 

*The locations in Ecuador, Peru and Paraguay are branches.

Structure of the SASA Group

Summit Agro South America
(SASA)

SA
Argentina

SA
Paraguay

SA
Chile

SA
Colombia

SA
Ecuador

SA
Peru

Colombian agrochemical company, Adnicol 
(the company name has been changed to 
Nihon Nohyaku Andica S.A.S. after the 
acquisition).

In Central America, Nihon Nohyaku has 
a long history of selling isoprothiolane and 
fenpyroximate used on bananas and paddy 
rice, before the establishment of Nihon 
Nohyaku Andica S.A.S. (NAS). Its strategy to 
establish a subsidiary in Colombia is similar 
to the strategies in the United States (US) 
and Europe, as the company aims to conduct 
local promotional campaigns, streamline the 
distribution, and regularly release products. 
In addition to strengthening the alliances with 
existing partners to expand the businesses in 
neighboring countries, such as Ecuador and 
Peru, the company aims to boost direct sales 
in Colombia through NAS. The banana market 
is a major potential market for the company, 
so NAS will be the key to accessing exclusive 
distribution routes to and from plantations. 

In South America since 2014, the 
company has prioritized the Brazilian market, 
the world’s largest agrochemical market, 
by establishing two local bases to boost 
proprietary sales. The company will continue 
to contribute to the agriculture sectors in 
Central and South America.

To reach the goal to rank among the top 
10 agrochemical companies in the world, 
Nihon Nohyaku has been further expanding 
its business globally. In addition to “organic 
growth” with the existing management 
resources, the company has expanded its 
business to leverage the strength, including 
through M&A, mergers and other options.

“Our core is to create safer and more 
effective agrochemicals that will help global 
agriculture. We aim to accelerate the creation 
of new active ingredients while exceeding our 
target - ‘Create at least one active ingredient 
every three years’, by stabilizing our capital 
base and improving our R&D capacities. We 
are also supporting farmers by promoting 
smart farming business methods, including 
by developing an artificial intelligence-based 
pest and weed image diagnosis app that 
utilizes our agrochemical business technology 
expertise. We will continue our technological 
innovation and aim to be a corporate group 
that contributes to society by supporting 
agriculture,” said Yosuke Tomoi, president of 
Nihon Nohyaku.

Mitsui and ISK join 
Ourofino Agrociência in 
development of tropical 
agriculture

Mitsui & Co., Ltd. ("Mitsui", Head 
Office: Tokyo; President and CEO: Tatsuo 
Yasunaga) and Ishihara Sangyo Kaisha Ltd. 
("ISK", Head Office: Osaka; President and 
CEO: Kenichi Tanaka), have decided to 
jointly acquire 25% of shares of Ouro Fino 
Quimica Ltda ("Ourofino"), a Brazilian 
agrochemical company, and for this have 
signed a binding share purchase agreement 
with Ourofino, Mitsui agreeing to acquire 
20% and ISK 5%.

Brazil is the world's largest market for 
crop protection products, accounting for 
approximately 20% of the global market. 
Population growth, especially in developing 
countries, has shown to be a key driver of 
growth in the agricultural inputs market 
(including agrochemicals, fertilizers, seeds 
etc.), and it is expected that the Brazilian 
market will continue benefitting from this 
trend in the future. Ourofino started its 
operations in 2010 and has developed top-
notch formulations that meet the demanding 
needs of Brazil's tropical climate. Through 
tireless efforts in gathering information 
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on market needs and its possession of 
sound expertise in developing outstanding 
formulations, Ourofino has successfully 
met the demand of its Brazilian customers. 
Moreover, with continuous business 
expansions, Ourofino has substantially 
contributed to the improved performance of 
the Brazilian crop protection market.

Mitsui, is a leader in trading and 
maintains investments in many areas of 
business with over 450 affiliated companies. 
ISK specializes in research and development 
of new molecules, focusing in the area 
of chemicals for agriculture. “With this 
investment, it will be possible to follow the 
vanguard of the agriculture market in Brazil 
and precisely catch the movements of this 
segment”, explains the General Manager of 
Mitsui’s Agroscience Division. By investing 
in this project, Mitsui and ISK intend to 
contribute to the expansion of Ourofino's 
business in Brazil by inducing synergy with 
Mitsui's assets around the world and by 
introducing ISK's competitive products into 
Ourofino's portfolio.

Mitsui has identified "Nutrition and 
Agriculture" as one of its key new growth 
areas in its Medium-term Management Plan. 
Mitsui has built trust-based relationships with 
its customers and partners around the world 
in the business of supplying agrochemicals, 
fertilizers, seeds, and other agricultural 
supplies that contribute to improving the 
productivity and quality of the agricultural 

ever-growing Brazilian agribusiness.”
Tetsu Watanabe, general manager of 

the Agroscience division of Mitsui, while 
speaking about the partnership said, “Brazil 
has the biggest market of crop protection 
products – approximately 20% of the global 
market. Population growth, especially in the 
emerging economies, has presented itself 
as a key factor and the expectation is that 
the Brazilian market continues to benefit 
from this trend. With this investment, it 
will be possible to follow the vanguard of 
the agricultural market in Brazil and take 
advantage of the preciseness of the movement 
of this segment. Acknowledging the value 
of this market, we want to contribute to 
the development of Brazilian agriculture 
through the varied business of Mitsui, besides 
differentiated products from ISK.”

Talking about the expectations of this 
partnership in the future, Tetsu Watanabe 
said, “One of the strong points of Ourofino 
is gathering information on the needs of the 
market for being so close to the Brazilian 
producers, developing excellent products 
which serve the demand of the consumers and 
the climatic conditions of the country. Whilst 
taking full advantage of Ourofino’s abilities, 
we expect to broaden the options for products 
in the market and, with synergy among the 
companies, speed the integration of operations 
up and contribute to the development of 
Brazilian agriculture.”

produce. With this partnership, Mitsui will 
boost the synergy between Ourofino, ISK 
and Mitsui, accelerate the integration of 
operations, and contribute to the development 
of local agriculture in Brazil.

When talking about the future, it’s 
important to know how the market evaluates 
the partnership. According to Marcos Fava 
Neves, a specialist in strategic planning 
for agribusiness, the union of these three 
companies means more than a habitual 
financial operation. It means that considering 
the strengths of each, Brazilian agriculture 
will gain solutions that are adapted to its 
particularities in a fast and precise way, 
maintaining the purpose which took Ourofino 
Agrociência to the expressive place it is 
currently in the market.

“With this partnership, the sum of the 
tangible and intangible assets as market 
knowledge, clients, productive processes, 
governance and controls will be shared, 
allowing the companies to grow together, in 
an environment with continuous learning, 
not to mention benefits associated with 
the portfolio, innovations and investment 
capacity.” When asked about the individual 
benefits to the companies, Fava said, 
“Ourofino Agrociência will be able to speed 
up its growth, with more resources to invest 
in innovation. Now, the Japanese companies 
will gain in knowledge since Ourofino 
Agrociência represents a development 
platform so that, together, they succeed in the 

Mitsui and ISK join Ourofino Agrociência in the development of tropical agriculture.

"Together, the Japanese R&D companies 
that are part of IHARA are developing 
more new active ingredient technologies 
every year than any other company in our 
segment."

- Vitor Wey, 
Strategic Alliances Manager at IHARA

Adapt to “Tropicalization”, 
Serve Brazilian Farmer, and Together Feed the World

Could you briefly introduce the 
business of your company in 
Latin America?

Wey: IHARA is a Brazilian company 
with Japanese shareholders. IHARA is a 
research and development company that 
has been providing solutions for Brazilian 
agriculture for 55 years, a sector in which 
it is recognized as a source of Japanese 
innovation and technology, as a brand 
that has the credibility and trust of its 
customers. The company has a complete 
portfolio of fungicides, herbicides and 
insecticides totaling more than 60 products, 
collaborating with farmers, in order they are 
able to produce more, with better quality 
and sustainability.

Our headquarter, formulations and 
synthesis plants are all located in Brazil in 
the city of Sorocaba, São Paulo State. On 
this site, we formulate both patented and 
some off patent fungicides, insecticides, 
herbicides and biopesticides, that we 
distribute 100% in Brazil, serving Brazilians 
growers, dealers and cooperatives.

Besides this, IHARA also has one R&D 
center in Sorocaba, and two more research 
centers under construction, one in Mato 
Grosso state and another in Paraná state for 
field trials, as well as six distribution centers 
spread around Brazil.

What kind of favorable policies 
do Latin America countries 
have for foreign-funded 
agricultural enterprises to invest 
domestically?

Wey: It requires considerable work on 
registration, tax, compliance and market 
expertise to run a business in Brazil. 
Compared to the rest of the world, local 
policies are very strict and well regulated.

I would say that the quickest and 
safest way to invest in Brazil would be 
through a partner with local distributors 
and developing the market together through 
strategic alliances.

In your opinion, what are the advantages for Japanese companies in 
Latin America? What challenges have you met in terms of actual market 
development?

Wey: Together, the Japanese R&D companies that are part of IHARA are developing more new 
active ingredient technologies every year than any other company in our segment. This is our greatest 
advantage, because it means that our company has access to many different and promising new 
active ingredient technologies, helping us to build a strong R&D portfolio and bringing innovation to 
Brazil. In addition to our R&D portfolio, it is important to mention that we complement our portfolio 
with off-patent products too.

The biggest local challenges are the Brazilian registration system and the “tropicalization” of 
active ingredient technologies, meaning to adapt a new active ingredient technology to the tropical 
weather, local diseases, unstable exchange rate, collection and local policies.

What is the competitive situation in Latin America's agrochemical industry? 
What is the market position of companies with Japanese corporate 
backgrounds in Brazil, Argentina and other Latin America countries?

Wey: Competitiveness in Latin America, especially in Brazil, is a key-factor in 
survival. Brazil is the biggest agrochemical consumer of the world, meaning that 
farmers are always demanding competitivity, quality and on-time delivery.

IHARA is 55 years old, with solid background and reputation, being the major channel for 
Japanese manufacturers to Brazilian farmers. Our goal is to serve the Brazilian farmer, so together we 
can feed the world.

What is your development plan and prospect in the local area?

Wey: IHARA has an aggressive plan to launch new patented active ingredient technologies and 
new mixtures and strategic compounds for years to come.

Since 2017, IHARA has been launching more than 20 new products in the market, ensuring our 
constant growth and notability in the market.

As part of our expansion and growth plan in 2019, IHARA opened our first Asian office in 
Shanghai, due to our good and expanding relationship with Chinese manufacturers.

With their support, our off patent products business is also growing strongly and constantly every 
year. Our presence in China and our relationship with new suppliers are increasing considerably, and 
our goal is to double the volume of our business in the next three to four years.
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and tax benefits in certain parts of countries. 
We have enjoyed good relationships with 
the governments of all countries where we 
operate, and we continue to invest in the 
region’s countries and provide support for 
the communities where we work. Latin 
America has an agricultural vocation, and 
there is still significant arable land available 
for expanding the agricultural sector in Brazil 
and several other countries. Consequently, the 
region is attractive to all and any company, 
such as Sumitomo Chemical, which focuses 
on developing sustainable solutions for 
agriculture and food production.

We are keen to grow in the Argentine 
market, due to the attractiveness of the 
country's agribusiness sector. It is a country 
where the adoption of new technologies is 
increasing, and its potential productivity is 
attractive for the production of grains. Its 
logistics are also excellent and the volume 
of its agricultural exports is expressive. 
These factors motivate Sumitomo Chemical's 
investments in Argentina and other Latin 
American countries.

In your opinion, what are the 
advantages for Japanese companies 
in Latin America? What challenges 
have you met in terms of actual 
market development?

Espinosa: Japanese companies have a 
long-term view of their businesses, and that 
benefits their approach to a region such as 
Latin America. Agriculture in Latin America is 
a key sector of its economies, and we believe 
that bringing innovation and connecting with 
key stakeholders, especially farmers, feed 
producers and governments (for the EHD) 
supports what we bring to agriculture in this 
part of the world.

Sumitomo Chemical has been always 
innovative, flexible and competitive in 
the crop protection sector, by developing 
sustainable solutions for crop protection and 
crop enhancement. We will keep focusing 
on the area of research and development, by 
launching new molecules and biorational 
products from our pipeline, as well as having 
a robust high quality post-patent portfolio to 
offer to farmers.

What is the competitive 
situation in Latin America's 
agrochemical industry? 
What is the market position 
of companies with Japanese 
corporate backgrounds in 
Brazil, Argentina and other 
Latin America countries?

Espinosa: The market is very 
competitive, like it is in all other parts of 
the world. Japanese companies are highly 
respected as innovators and producers of 
high quality products and services. With 
recent investments and acquisitions, we are 
becoming one of the top five to six players 
in the region’s countries, bringing an 
important portfolio of solutions to farmers, 
in partnerships with other companies and 
through an established retail channel, and 
as well as through directly accessing major 
farmers.

With the completion of the acquisition 
of Nufarm in Latin America, Sumitomo 
Chemical is expanding its market access 
and will continue to invest in research 
and development, with an emphasis on 
launching new chemicals, the company 
added. The company will also have a 
robust portfolio of high-quality post-patent 
products.

What is your development plan and 
prospect in the local area?

Espinosa: Today, Sumitomo Chemical's sales 
are concentrated in Japan (30%), North America 
(25%), South America (15%) and Europe (approx. 
15%). The company's Board of Directors expects 
its participation in Latin America to triple in the 
coming years. Argentina, due to its agricultural 
vocation in the grain area, will receive 
investments from Sumitomo Chemical for the 
expansion of the commercialization of the brand’s 
inputs. The company can see a great opportunity 
for growth in the Argentine market. Agriculture in 
that country is one of its main economic activities 
and is a highly relevant economic pillar. It also 
has an extensively cultivated territory, fertile 
soils, a favorable climate, excellent logistics 
and is highly productivity in wheat, corn and 
soybeans. Argentina is a strategic market for the 
growth of Sumitomo Chemical in South America.

We have several new products and innovative 
technologies that we will make available and 
launch in various countries in Latin America, 
and we expect around 50% growth in the next 
five years. This will also include continued 
investment in our teams, production facilities 
and research activities to effectively support 
agriculture, animal nutrition and environmental 
health in the region.

"Sumitomo Chemical has several new 
products and innovative technologies 
that we will make available and 
launch in various countries in Latin 
America, and we expect around 50% 
growth in the next five years."

- Juan Agustin Ferreira Espinosa, 
President at Sumitomo Chemical 

Latin America (SCLA)

Sumitomo Chemical Expanding Market Layout 
with the Acquisition of Nufarm's Assets in Latam

Could you briefly introduce the 
business of your company in Latin 
America?

Espinosa: Sumitomo Chemical Latin 
America’s main office in Brazil is in the city 
of São Paulo. The company also maintains a 
research center located in São Paulo, Mogi 
Mirim. With the acquisition of Nufarm's 
assets in the region, Sumitomo Chemical 
starts to operate a manufacturing plant in 
Maracanaú (CE) and eight distribution centers 
positioned on the agricultural frontier to 
consolidated its presence in Latin America. 

In the last 5 years Nufarm used to 
concentrate its operation just in 5 countries of 
Latin America which are: Brazil, Argentina, 
Colombia, Chile and Mexico. Sumitomo 
Chemical took over the businesses related to 
4 branches of Nufarm in Latam. Mexico was 
out of negotiation and not included in the 
acquisition.

Brazil, Argentina, Colombia and Chile 
has become more and more strategic markets 
for Sumitomo Chemical. The company has 
invested in expanding its relationship base 

with the sector's distribution channels in 
these countries. In addition to maintaining its 
vocation to supply Latin American agriculture 
with state-of-the-art products resulting from 
innovation, research and development, 
Sumitomo Chemical began offering a 
vast portfolio of high-quality post-patent 
agrochemicals. 

With the start of our full-scale operations 
in Chile and Ecuador in late 2019, Sumitomo 
Chemical will expand the business of its 
Health and Crop Science Sector in the Latin 
American region, where further market 
growth is expected, therefore, helping to meet 
the world's growing demand for a secure and 
stable supply of safer foods.

What’s the main function of the 
branches in Latin America?

Espinosa: The main function of the 
branch in Latin America is to develop, 
advance, manufacture and sell crop 
chemicals and biorational products to serve 
production agriculture in the region, as 

well as sell methionine as a key element in 
feed production, and sell key insecticides, 
miticides and acaricides for environmental 
health. It operates in over 20 countries and 
serves a multitude of customers through 
these three divisions, AgroSolutions, Animal 
Nutrition and Environmental Health.

After the acquisition of Nufarm in 
Latam, what are the changes to the 
distribution network in Latam?

Espinosa: After April 1st 2020, with 
acquisition and integration of Nufarm 
business in LatAm, Sumitomo Chemical has 
now its own downstream market access in 
the key countries and main crop segments 
in the territory. Notwithstanding, Sumitomo 
Chemical understands that LatAm market is 
big enough to have some other agrochemicals 
companies as selected partners, and has 
intention to continue supplying products to 
the companies which have long term business 
relationship in the different countries.

Since 2010, Nufarm used to be a 
Sumitomo Chemical distributor to access 
the market in some key LatAm countries as 
Brazil, Argentina and Colombia. From now 
on, by having its own distribution platform, 
both portfolios will be integrated and 
Sumitomo Chemical will supply products and 
services to the regular distribution network: 
Dealers, Retailers, Cooperatives and end-user 
farmers.

What kind of favorable policies 
do Latin America countries have 
for foreign-funded agricultural 
enterprises to invest domestically?

Espinosa: The Agricultural sector in 
most countries is the leading sector of their 
economies. Local governments invest in 
infrastructure, and in some cases some 
specific incentives for investment in a country Business Locations in Latam for Sumitomo Chemical's Health and Crop Sciences Sector

Sumitomo Chemical Colômbia S.A.S.

Sumitomo Chemical Ecuador S.A.

LARC – Latin America 
Research Center

Sumitomo Chemical Chile S.A.

Sumitomo Chemical Chile 
S.A. – Costa Rica Branch

Sumitomo Chemical Argentina S.A.  

Sumitomo Chemical Brasil 
Industria Química S.A.
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Biopesticide in Latin America: 
The Market is Changing, Where Are the Future Opportunities?

ccording to Mordor intelligence' 
report, the Latin America biopesticide 

market was valued at USD 305.1 million in 
2017 and is expected to register a CAGR of 
16.4% during the forecast period (2018-2023). 
Brazil is the largest market share holder 
of biopesticides in Latin America with the 
revenue USD 103.5 million in 2017 and is 
expected to register a CAGR of 10.3% during 
forecast period (2018 - 2023).

In Latin America, the biopesticides 
market is witnessing a steady growth in the 
past years. As more and more companies 
enter the Latin American biopesticide market, 
what changes have occurred in this market, 
and what new opportunities and challenges 
have emerged? What types of biopesticide 
products are in strong demand in this market? 
I believe these issues are of concern to 
every company that wants to enter the Latin 
American market. Therefore, we interviewed 
several companies that performed well in the 
Latin American biopesticide market, they are 
Rizobacter, Koppert Brazil, TENSAC and 
Biotrop.

What has changed in the South 
American biopesticide market in 
the past few years?

 
Matias Santipolo: The South American 

market is changing, we could not say that 
it is only for one factor but that it is a set of 

interrelated factors.
As in other parts of the world, society looks 

more and more closely at agriculture and calls 
for greener technologies. This social pressure 
is generating changes in the demand for crop 
protection products, for instance, products with 
excellent agronomic efficiency, to regulate 
their use, even becoming banned. For example, 
in Argentina the chemicals that can be used 
depending on their toxicity are delimited by 
regions.

Another factor influencing the growth 
of the biopesticide market is the constant 
increase in cases of resistance to chemical 
active ingredients. Today in countries such as 
Argentina, Brazil, Uruguay and Paraguay, it 
has been more than 20 years since the launch 
of the first glyphosate resistant GM crop, it was 
what changed the agriculture model and allowed 
us today to have high production levels, but 
in these more than 20 years is becoming more 
frequent to find cases of resistance to chemical 
molecules, making it difficult to control 
weeds, diseases and insects. It is here where 
biopesticides along with chemicals help to fight 
these pests and illnesses that are difficult to 
control. 

Also in regions called "agricultural 
frontiers" such as the North Brazil region, the 
Chaco Paraguay / Bolivia region and western 
Argentina, carrying out agriculture is really 
challenging, the weather conditions are very 
aggressive and the incorporation of beneficial 
microorganisms help to make agriculture viable.

pay another price for the fruit (example: 
sugar, lemon, fruit trees). pit, nugget, vine, 
etc). Based on this, we think that the markets 
are looking for BIO alternatives over 
conventional products; This generates an 
expansion of a niche market, and we consider 
that the trend is in that sense.

Eduardo Perez: The improvement 
of effectivness of the biological products 
over the chemical products has been the 
main reason why the demand for biological 
products has increased in the past five years. 

More and more biopesticide 
companies pay attention to 
and enter the South American 
biopesticide market. Where do 
you think the future market 
opportunities for South American 
biopesticides are?

 
Matias Santipolo: The actual market is 

a great opportunity for biopesticides because 
there are no launches of chemical active 

ingredients in the coming years that will solve 
all the problems that farmers currently have. 
The solutions will come by mixing old modes 
of action with new modes of action, applying 
more efficiently and using biopesticides. 
Biopesticides will help pesticides to increase 
control, avoid resistance breakdown and 
increase crop yields.

The biological compatibility and survival 
of biopesticides are a determining factor 
since most microorganisms die in contact 
with chemicals or in environmental stresses. 
Companies that manage to industrialize 
biopesticide have excellent opportunities in 
the market. Rizobacter has been working for 
more than 40 years on the compatibility of 
microorganisms with chemicals and resistance 
to abiotic factors. 

Gustavo Herrmann: When we look to 
the biggest market, Brazil, the opportunities 
are larger in row crops, like soybean, 
corn, cotton, sugarcane and others. At the 
same time, the challenges are as big as the 
areas, because these segments are chemical 
intensive crops. In other countries like Chile 

Matias Santipolo
Marketing Director of Rizobacter

Gustavo Herrmann
Commercial Director of 

Koppert Brazil

Gregorio M. Katz
Director of TENSAC

Eduardo Perez
Commercial Director of Biotrop

 In this context of a society 
that demands agriculture with less 
environmental impact, where we find 
increases in resistance to agrochemicals 
and the need to increase the surface in areas 
considered not optimal for agriculture, 
the growth of the market for biopesticide 
products tends to continue to grow, 
following the world trends where the 
biopesticide market grows at rates of 14% 
per year and the chemical market grows 
4.5%.

Gustavo Herrmann: The demand is 
becoming more consistent, as the growers 
start to implement IPM as a mandatory 
concept, in order to achieve environmental 
and economic sustainability. The market 
(specially the industry) is becoming more 
professional, as the requirements for quality 
and high performance are increasing from 
users.

Gregorio M. Katz: The trend in the 
demand for bio-products is increasing, not 
only in South America, but in the world; 
this due to the constant restrictions of the 
allowed MRLs of the requesting countries; 
as well as to the global demand on the 
consumption of more sustainable products. 
In addition, the markets seek to have greater 
competitiveness at the global level, so they 
aim to look for productive alternatives 
to the conventional one, for organic 
productions and to look for niche markets, 
which grow more and more, and which 

and Colombia, for example, the focus of 
biologicals are more related to high value 
crops, like berries, tomatoes, flowers, etc.

Gregorio M. Katz: We think that the 
future opportunities for biopesticides are in 
intensive regional productions; case of lemon, 
fruit trees, grapevines, horticultural crops.

Eduardo Perez: The main  opportinity 
today in the South American biopesticide 
market is in the food production for export. 
And in the next few years,  it is expected to 
be an increase in extensive crops. 

What do you think are the biggest 
challenges in promoting and 
developing biopesticides in South 
America? why?

 
Matias Santipolo: Generally, the 

registrations of pesticide patents are preferred 
for the ministry of agriculture than those of 
chemical pesticides, mainly when it comes 
to native microorganisms. Apologies I do not 
have much knowledge of the regulatory area.

A
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Gustavo Herrmann: The biggest 
challenge in broad acre crops is to combine 
biopesticides with the traditional ones, in 
IPM programs that show more productivity 
and less impact for the environment. And of 
course, at the same time do not increase costs 
to the growers.

In the horti sector, to achieve a large 
number of small growers and keep the high 
level of quality within bioproducts can be 
very challenging, so logistics is key for any 
IPM program.

Gregorio M. Katz: The greatest 
challenges lie in the regulations of the 
different countries, in being able to register 
them in the State institutions with often 
exorbitant tariffs; This is because many times 
the requirements that a biopesticide has to 
pass at the time of registration, are the same 
as that of a conventional product.

Eduardo Perez: The major challenge 
relies in the ability to introduce these products 
in extensive crops like corn, soybean and 
wheat with the purpose of not only using 
them as PGPR to improve their perfomance, 
but also as bioincectisides and biofunguicides. 

In terms of registration 
supervision, do South American 
countries have special 
requirements for the registration 
of biological pesticides?

 
Matias Santipolo: Generally, 

biopesticide patent registrations are 
privileged, especially when it comes to native 
microorganisms. Sorry I do not have much 
knowledge of the regulatory area.

Gustavo Herrmann: Most of the 
countries includes biologicals in the same 
regulation of chemical pesticides. There are 
some peculiarities that may be different in 
one country than the other, but in general 
everyone has to follow the PPP (plant 
protection products) registration path.

Gregorio M. Katz: In some cases, the 
regulatory entities of each country have 
some differential biopesticide treatment, 
what happens is that from the point of view 
of technical analysis, beyond physicists, 
chemists and toxicologists, a lot of study 
or testing time is required (similar to 
a conventional one) requiring a lot of 

information, which is sometimes unnecessary and 
unjustifiable.

Eduardo Perez: No. The big problem in 
South America is that, in general, there is no 
specific legislation for biological products. 
And this is an important issue to be resolved in 
different countries. 

At present, what kind of biopesticides 
products in South America are in 
high demand?

 
Matias Santipolo: The main microorganisms 

used in South America are Bradyrhizobium spp, 
Bacillus Subtilis, Bacillus Thuringiensis, Cotesia 
Flavipes, Beauveria Bassiana, Trichoderma spp, 
Paecilomyces fumosoroseus.

There are products on the market with the 
same microorganism, but not all have the same 
efficiency. This difference in the efficiency of 
the products is due to the artificial selection of 
microorganisms, it is also possible to see notable 
differences in the concentration, shelf time 
and formulation between products of the same 
microorganisms.

Gregorio M. Katz: The BIO products that 
are most in demand belong to the order of the 
Biologicals (microorganisms) mainly.

Eduardo Perez: Nowadays, biopesticides 
are mainly required in intensive crops but day by 
day are begining to be used in extensive crops as 
well.

At present, what biopesticide 
products has your company launched 
in South America? What new 
products will enter the market in the 
future?

 
Matias Santipolo: Currently Rizobacter 

launched Rizoliq LLI, which is the only 
liquid inoculant registered in Brazil based on 
Bradyrhizobium spp, that can be in contact with 
agrochemicals in the seed for 60 days, currently 
most of the products on the market do not resist 
contact with agrochemicals. Rizoliq LLI is a 
great advantage for the seed treatment industry 
and for the farmer who does not have to damage 
his seed by re-treating with inoculants before 
planting.

In Argentina we launched a Ramnolipidos-
based Bio-surfactant , it was an innovative 

launch, it is an adjuvant for tank mix use that 
replaces traditional adjuvants.

In Paraguay, Argentina and Bolivia we 
launched Rizoderma which is a fungal Bio-
controller based on Trichodema, specifically 
developed for seed treatment.

The new launch in Argentina, Bolivia, 
Paraguay, Uruguay and Brazil will be Rizoliq 
Dakar, an inoculant based on Bradyrhizobium 
spp, for inoculation in soybeans, which 
due to the artificial selection of resistant 
bacteria, we obtained an inoculant that resists 
high temperatures, salinity and resistance 
to drought. This new inoculant resists very 
stressful conditions, together with new 
varieties of soybeans will allow agriculture in 
regions considered to be marginal. 

Gustavo Herrmann: We’ve launched 
Challenger, the first bioinsecticide registered 
for the control of ACP (Asian Citrus Psilid), 
the vector of greening desease in citrus crops. 
The product can be used in combination with 
most of the recommended chemicals for 
the pest, specially in flowering and harvest 
seasons, reducing the residues of pesticides 
in the end product (fruit or juice). This 
product was developed in partnership with 
Fundecitrus (Citrus Industry Research Center) 
and ESALQ/USP (University of São Paulo) 
and it is now available for Brazil.

In the pipeline, we intend to launch a 
new Bacillus based product with nematicidal 
effect, EPNs (entomopathogenic nematodes) 
as bioinsecticides and new macro organisms, 
like Telenomus podisi, a parasitic wasp to 
control the soybean stink bug.

Gregorio M. Katz: Those that TENSAC 
promotes are the Esten 80 and Esten 80 H. 
Plus, Bioinsecticides.The plan is to launch a 
bio Herbicide and a specific phyto regulator 
to tobacco.

Referring to this question, we inform 
you that the ESTEN 80 product was 
nominated  for the Innovation Award ‘’Bio-
based Material of the Year 2020’’ at 13th 
International Online-Conference of Bio-based 
Materials in Cologne Germany, 12-13 May 
2020.

Eduardo Perez:  At present, our 
company already launched biofertilizers, 
PGPRs, inoculants and nematicides products. 
In the next few years, we will follow with 
the introduction of bioinsectisides and 
biofungicides. 
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CROs: Offer Services, 
But More Than Services

Please brief us on your company’s 
business in Latin America. What 
services does the company mainly 
provide to customers?

Eurofins: In South America, Eurofins 
Agroscience Services provides field and 
analytical support to agrochemical and bio-
pesticide manufacturers, the Biotech industry, 
and the seed industry.

Eurofins Agroscience Services LATAM 
was established in 2008 and currently has six 
facilities throughout Brazil, Argentina, and 
Chile.  These locations cover all key cropping 
areas that suffer from a huge range of pests 
and diseases. We are able to perform studies 
throughout the LATAM region, including in 
Brazil, Chile, Peru, Ecuador, Argentina, Costa 
Rica and Colombia.

Key services include GLP Field Residue, 
(including import tolerance for raw and 
processed products – coffee, sugar cane, 
cocoa, etc.), Field Efficacy (pesticides, 
fertilizers, bio-pesticides, plant stimulants, 
etc.) and Ecotoxicology bee studies under 
GLP.  Soil dissipation studies are also central 
to our portfolio and, recently, deregulation 
Biotech seed services have been added to 
the portfolio in Brazil and Argentina. Our 
expert team conducts GLP Laboratory Studies 
to support the screening, development and 
registration of agrochemicals from a brand 

new 600 m2 lab facility built in Brazil.
In summary, the LATAM region 

covers a huge area, allowing for studies 
to be conducted in tropical, equatorial and 
temperate climates. Added to this, there are 
many different types of soil, allowing studies 
with similar soil parameters to be performed 
in the northern hemisphere.

SynTech: SynTech Research is a global 
R&D services provider with 20 years in 
the market, and a presence in more than 30 
countries. Agriculture is our main business 
and we are dedicated to provide product 
evaluations, development and registration 
services across a range of territories and 
targets, including crop protection chemicals 
(all disciplines), biologicals, bio-stimulants, 
micronutrients, fertilizers and seeds & traits.

Our operation in Latin America started in 
2009, and since then we have been expanding 
our service offer and geographical coverage. 
Currently, we can provide quality studies for 
all agricultural sectors and we are among 
the very few CROs that provide an “End-
to End” service - regulatory consultancy and 
registration management, as well as studies. 
Our services portfolio contains Residue 
studies, including study directorship, field 
trials and lab analysis for crops, soil, bee 
matrices and, also, selected food processing 
studies; Bio-efficacy trials in all major 
crops and targets, including post-harvest 

evaluations; Ecotoxicology, notably pollinator 
studies for the higher tier (tunnel and open 
field) side effects and bee matrices (pollen 
& nectar) studies, as well as foliage residue 
toxicity. We also developed competences to 
support Seeds & Traits projects by providing 
agronomic equivalence, protein expression 
and composition (field phase) and Non-
Target Organisms studies for regulated seeds 
and GMO traits, as well as counter season 
seed increases in Chile and Argentina. Our 
field, laboratory facilities and operations are 
executed under GLP (OECD/EPA) directives 
and are accredited by the country competent 
regulatory agency, like MAPA, INMETRO 
and CTNBio in Brazil, OAA in Argentina and 
by accreditation bodies in all countries where 
we operate.

Vigna Brasil: Vigna Brasil Group is a 
24-year-old consultancy based in São Paulo, 
Brazil. Since 1996 we have been providing 
strategical, technical, regulatory and field 
R&D services to over 400 companies from 
different countries and segments, with our 
core business in agricultural pesticides (either 
agrochemical and biopesticides), but also 
covering fertilizers, inoculants, adjuvants, 
seeds, GMO and biotechnology, animal 
nutrition, (bio)remediators, non-agricultural 
pesticides, sanitizers, food, supplements 
and additives, cosmetics and many other 
segments. 

We usually say that we work as “one 
stop shop”, I mean, our internal team is able 
to provide a complete services range from 
strategic issues of establishment and operation 
of a local company, managing all the field 
trials, through regulatory processes and, 
finally, support in all demands in products 
post registration and in the maintenance of all 
company operations. 

For the companies that do not have their 
own entity in Brazil, we also offer registration 
holding and importation services. 

In Latin America, we provide the 
same services and segments, working in 
collaboration with a network of selected 
local consultants in all countries, in direct 
contact with the regulatory agencies and 
internally interpreting pertinent legislation, as 
a triple check to ensure providing consistent 
information and excellence. 

NSF: NSF International (nsf.org) is 
an independent, global organization that 
facilitates standards development, and 
tests and certifies products for the food, 
water, health sciences and consumer goods 
industries to minimize adverse health effects 
and protect the environment. Founded in 
1944, NSF is committed to protecting human 
health and safety worldwide. With operations 
in more than 180 countries, NSF International 
is a Pan American Health Organization/World 
Health Organization (WHO) Collaborating 
Center on Food Safety, Water Quality and 
Indoor Environment.

The NSF International laboratory in 
Brazil is in Rio Grande do Sul state, and has 
more than 20 years of experience in the Latin 
American agricultural market. Offering a 
wide range of services, the lab covers several 
areas of expertise and attends all required 
steps for a product registry in Brazil for 
technical and formulated products. Examples 
of our services include physical properties 
and 5-Batch protocol studies, ecotoxicology, 
genotoxicity, cell cultures, toxicology, 
pathogenicity, in silico evaluations, and 
field and laboratory tests with agricultural 
commodities and bees, for pesticide residues 
studies.

Manexa: Data and sample generations 
are Manexa’s most demanded services, 
whether carried out through GLP 
accreditations or supported on certified SOP. 
Breeding and related seed services have been 

within our scope of operations for more than 
three decades. The advantage of gathering 
many agroecological environments led us to a 
chance of a wide crop service platform and, in 
some circumstances, a very strong correlation, 
not only in efficacy trials within the Northern 
Hemisphere, but also in screening and 
selection when talking about seeds. 

We run operations in Argentina and in 
Uruguay with Raktal s.a. Manexa is now 
the leading brand and we are based in a 
very productive area of Argentina growing 
extensive crops. In recent years, we have 
incorporated digital farming development and 
calibration of different tools for our clients.

Our operation, as a whole, helps to reduce 
the time needed during the development 
processes from proof of concept to the 
pipeline, enhancing data generation and 
genetic gain in seeds. 

What are the advantages driving 
your company's Latin American 
business? 

Eurofins: There are several factors 
driving our LATAM business development, 
and in summary the key drivers include:

● A continuous trend for subcontracting 
regulatory studies due to manufacturers 
regularly closing / selling GLP labs, in line 
with their dynamic strategies

● Biotech support services driven by 
huge uptakes in Brazil and Argentina, two 
highly significant markets in South America

● New ecotoxicology demands – seeing 
native bees for instance, subject to more 
restrictive rules and regulations

● Increased residue studies due to a new 
approach requiring eight trials per study, 
instead of four

● LATAM offers huge opportunities for 
new, innovative technologies; bio-rationals 
are one example

SynTech: SynTech Research´s regional 
coverage, field stations footprint and technical 
consultant network are crucial to providing 
clients with the opportunity to have their 
projects implemented in the key agricultural 
areas of Latin America. This allows clients 
to have single points of contact and manage 
their projects in a regional way. We have 
established structures in Brazil, Chile, 

Argentina, Uruguay and Costa Rica and, in 
the near future, in Colombia. From these 
countries, we can provide services in other 
key markets through our strategic partners 
(Ecuador, Peru) and / or our mobile teams 
(other countries, on demand). And we are 
proud to have a highly qualified team that has 
a track record of delivering results that satisfy 
our clients with independent, high quality and 
timely studies, reports, and recommendations, 
with regulatory and registration management 
across most LATAM countries.

Vigna Brasil: Although Vigna Brasil 
has been providing services in Latin America 
since its beginning, Latam Division was 
formally established just 4 years ago, mostly 
to offer support to our international clients 
reach this vast and diverse market, acting 
as their focal point, I mean the services in 
other countries will be managed directly by 
Vigna Brasil, so the clients will just talk with 
the Vigna Brasil team and not directly with 
local consultants in each country, reducing 
the challenges regarding the language, local 
complexity and bureaucracy. 

The revenue from our Latam Division 
represents about 15% of Vigna Brasil’s 
income, but as we still consider a new 
Division, we expect greater growth in the 
near future. 

And we can say that the Group is growing 
fast – we are also expanding our services to 
the USA, Canada, Asia and EU, evolving 
from Latam to become an International 
Division. In fact, with our very extensive and 

By Erwin Xue
Project Manager of  AgroPages
erwin@agropages.com

Marcos de Ferran
LATAM Director of EAS Group

atin America is the most attractive market for both crop protection companies and CRO 
companies that provide development & regulatory services to crop protection companies. 

Crop protection sales in Latin America rose significantly for a second year in 2019, rising 
more than 10% in 2018 and over 7% in 2019. Globally, Latin America was the second largest 
agrochemical market by region, with Brazil remaining the leading market, ahead of the US and 
China. The strong situation of the crop protection market has further stimulated CRO companies 
to increase their investments in Latin America in the past years. AgroPages invited five leading 
CRO companies to discuss how they support the increasing crop protection market in their own 
ways and what they are thinking of diversifying their services in this growing region.
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selected network of consultants worldwide, 
we can provide regulatory support virtually in 
any country.

NSF: NSF Brazil is a “one stop shop”, 
since we’re able to conduct studies from the 
early stages of new formulation development, 
such as Quantitative Structure-Activity 
Relationship (QSAR) and toxicity tests to the 
last phases of regulatory product submissions. 
Our services include monitoring residues after 
field applications, developing methodologies 
and validating them using Good Laboratory 
Practices (GLP) guidelines.

business of crop protection and seeds is an 
asset, as technologies became extremely 
cross-linked in their development.

As we identified, in some cases a gap 
between technological implementation 
and the final product development existed, 
and we included technology to emulate 
those scenarios and even detected areas of 
improvement to be suggested. That’s when 
we add value, besides an accurate service 
provision.

What are the characteristics of 
the Latin American market that 
attract investment from CRO 
companies?

Eurofins: Latin America is a very 
attractive market for manufacturers, and 
therefore supporting CRO’s.

Crop protection sales in Latin America 
rose significantly for a second year in 2019, 
rising more than 10% in 2018 and greater 
than 7% in 2019. Globally, LATAM was 
the second largest agrochemical market by 
region, with Brazil remaining the leading 
market, ahead of even the US and China.

This increased market share is due to a 
number of factors - growth in population for 
one and also an increase in awareness about 
crop protection chemicals and the benefits 
they can offer. 

SynTech: Latin American countries are 
among the top world food producers and 
exporters. Brazil and Argentina are among 
the three largest producers of soybean 
grain and mill, corn, sugar, coffee, cotton, 
cattle, poultry, pork. Chile has a remarkable 
fresh fruit business; Ecuador, Colombia, 
Costa Rica are among the world’s largest 
producers of banana and coffee; while all 
other countries have large fresh fruit and 
vegetable productions serving their own 
and international markets. Every year, new 
technologies and modern production inputs 
are required. However, this diversity brings 
challenges in both the ability to reach all 
sectors and complex regulatory frameworks. 
As all large agrochemical, seeds, and fertilizer 
companies have important operations in the 
region and others, some with business with 
off-patent products, are looking to participate 
in this market, I believe all of them will 

need helps to deal with those challenges and 
developments. Another important factor, 
in my view, is the professionalization and 
reliability that CROs have demonstrated in 
recent years; the industry players now have 
much more confidence in outsourcing.

It is clear to me that Latin America is the 
region for players in agricultural businesses 
to focus on; consequently, it is a tremendous 
opportunity for R&D service providers. 

Vigna Brasil: Latin America is a very 
prosperous region with a huge potential 
in agriculture (and many other segments), 
but there are still many unresolved and 
unharmonized regulatory issues and 
challenges. Reaching this large market 
requires a thorough study of the opportunities 
and possibilities in each country. Vigna 
Brasil, with its vast experience and acting as 
the focal point, facilitates the understanding 
of the particularities of each country for the 
companies, and advises on the alternatives 
available for the different types of products 
we work with. 

NSF: According to the United Nations 
Food and Agriculture Organization (FAO), 
Latin America has 38 % of its area used for 
agricultural purposes, being a major global 
exporter of soybeans, pork, maize, poultry, 
animal feed, sugar, coffee, and fruits and 
vegetables, allowing the possibility for 
agrochemical companies of several types of 
product use. The market’s resilience is another 
key factor; since even with the COVID-19 

Fernando Gallina 
SynTech Research Regional Director

 - Latin America

Alvino Rodrigues Junior, MSc.
NSF Technical Laboratory Manager – Brazil

Manexa: Being permanently trained in 
the culture of Quality as a strategic value 
has been a landmark of our company, the 
completion of the protocols is professionally 
fulfilled and the addition of technology which, 
in certain cases partnered, include prestigious 
high tech analytics and project directors.

 The thorough planning of each capability 
offered in an unstable scenario such as Latin 
America led us to the continuity of our 
operations. It is our vision to include specific 
strategic partners, which led to a successful 
research platform for our clients, thus 
broadening the available knowledge.

When related to seed, the concept of a 
supply chain overflows all technical criteria 
and data generation. We run crossings, 
progeny rows, parent seed increases and 
yield testing networks. Knowing the overall 
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pandemic, the agricultural sector continues to 
deliver consistent numbers of production and 
revenues in Brazil, which is the largest market 
player in the region.

Manexa: The agricultural expansion in 
Latin America has been steady and more than 
significant. We have seen a great evolution of 
the crop protection and seed organizations’ 
strategies in the past 20 years in the region. 
Taking advantage of the vast land extension 
and its optimal weather conditions, the region 
has stood out among the world’s productive 
areas. 

In relation to the actors, this increased 
activity evolved from an exclusive in-house 
operation and information generation, to meet 
the massive needs of certified agroecological 
evaluations. Even, what is more challenging, 
is that this demand driven growth of 
evaluations, testing and product development 
is still on its way with biologicals and new 
breeding techniques.

The incorporation of worldwide 
valid accreditations, QA systems, and 
standardization was the requirement for 
expanding research capacity by outsourcing 
an increasing participation of the CROs.

 Adopting technology in farming 
production in Latin America is fast, 
nevertheless the environmental impact 
requires an increasing emphasis on the 
resources allocated to evaluate these in the 
region. 

The actual trend is not only to bring a 
sustainable product to market, but also the 
technology used in the crop protection, the 
seed and finally the whole development 
operation, where CROs take place is 
sustainable, too.

What are the significant changes 
in agricultural or crop protection 
policies and regulations related to 
your business in major regions of 
Latin America in recent years?

Eurofins: One of the key areas where 
we have observed changes are the recent 
and increasing requests from the Brazilian 
Environmental agency – IBAMA, related to 
honey bees. Molecules have been reevaluated 
and a new directive was published. New 
requests might come, now focusing on native 
organisms, which could result in increased 
ECOTOX study demands.

New countries could also adopt GLP in 
LATAM, making it compulsory for residue 
studies, such as Colombia, Peru and Chile. In 
Brazil, a revision on local residue normative 
is ongoing, potentially increasing the number 
of trials and studies. 

Also in Brazil, initiatives from health 
authorities towards operator exposure will 
require new studies of capabilities to be 
developed locally.

SynTech: Most of the Latin America 
countries have introduced regulations, 
many originally based on product hazards 
and cut-off criteria, aimed at reducing the 
exposure of farmer and consumer´s to “toxic” 
products. Now we see a clear evolution in 
most countries’ regulations towards risk 
assessment, which considers the conditions in 
which products are used. These are positive, 
more scientifically driven regulations. 
Pollinator studies and tier approaches are 
good examples of this.

I think agriculture will continue to 
expand, in both planted areas and in 
technology adoption. Food security will 
continue to be an important driver, but after 
the Covid-19 pandemic, the “security of food” 
will play a key role, if not the most important. 
That means that consumers will care about 
the food quality, traceability, possible 
contaminants, and production practices, on 

top of the current concerns about residues, 
etc. If all this becomes reality, it will impact 
all agriculture input industries and trigger 
regulatory reviews. But for the moment, it is 
quite impossible to draw robust assumptions. 
The crop protection sector is already highly 
regulated and regulations are more and more 
enforced. I see a more open approach to new 
alternatives, e.g. biologicals, and to adopting 
sensible risk assessments in the approval of 
chemical technologies.

Vigna Brasil: Regulations are constantly 
changing to better incorporate innovations in 
agriculture in a safe manner. It is our job at 
Vigna Brasil to be updated with discussions 
and new regulations to support our clients, 
always keeping them in compliance with the 
current legislation. 

NSF: The product registration process 
has become faster and more agile in Brazil, 
which reflects the record of approved products 
during 2019, although there has been no 
reduction in study requirements and technical 
data. The GLP data acceptance in Argentina 
is another milestone that contributed in a 
positive way for the market and product 
manufacturers, allowing specific studies (e.g. 
physical-chemistry properties) on acceptance 
from other countries.

Manexa: Economic regulations in 
Argentina always are more focused in 
adjustments to its export tax regime. Key 
modifications to existing rates in 2020 
included an increase from 30 percent to 33 

Debora Leite
Latam Division Coordinator at 

Vigna Brasil Group

Fabio de Almeida Domingues
Director of Vigna Brasil Group
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percent for soybeans and soybean products, 
while wheat, corn, and sorghum export taxes 
remained at 12 percent. This has an impact 
on the adoption of technology and inputs by 
farmers. 

Last year, the ban on butyric esters of 2,4-
D herbicide was formalized in Argentina by 
SENASA Argentina. Regarding registration, 
in our country the transference of registrant 
for a single product was limited to a one 
modification per year.

In the past years, we account for an 
increased accreditation by entities like 
the OAA (Argentinean Organism of 
Accreditations) for GLP certified operations 
for efficacy trials and residue studies (field 
and analytical), following OECD guidelines. 

The implementation of Bee Studies to 
meet Brazilian IBAMA’s instruction is taking 
place and, in a separate chapter, the advent of 
biological products demanded an adaptation 
of the current protocols, in which each of the 
agencies reacted in different manners.

In relation to the seed technology, the 
adoption of genome edited materials and 
new breeding techniques, as not regulated 
organisms, resulted in the rapid testing of the 
some of the new developments.

The Latin American market, 
especially Brazil and Argentina, 
has witnessed the rapid 
development of biological solutions 
and digital agriculture in recent 
years. What impact will these have 
on your company's development 
strategy?

Eurofins: For sure, this is an area of great 
opportunity - evaluating the performance of 
such products requires a different approach to 
chemical pesticides and, therefore, a specific 
skill set is required by the agronomist and 
scientists involved. In addition, bio-rationals 
(including pesticides, plant stimulants, 
etc.) have different behaviors according to 
distinct geographies. Data generated in other 
locations needs to be confirmed in each 
specific situation, including crop-target-
geography.  We are committed to developing 
this capability in our portfolio and the number 
of trials are increasing year on year. 

SynTech: Biologicals are a reality in 

many countries and growing in size, with a 
potential to reach 8 – 10% of crop protection 
inputs space, not as a replacement but as 
a complementary technology. For us, as a 
CRO and study supplier, we need to develop 
and acquire new knowledge and technical 
competences with biologicals, particularly in 
product evaluation and registration, and this 
is already in progress.

Regarding digital technology, we see the 
increased precision agriculture applications 
in a broad range of activities, including 
product applications, seed sowing and 
data management. SynTech will adjust its 
operations and take advantages of digital 
agriculture, and this is part of our strategic 
direction. Data capture and management is a 
quick win in this. 

Vigna Brasil: Biopesticides solutions 
and digital agriculture are not only the future, 
but the current agricultural situation in Brazil, 
Argentina and many other leading countries. 
Vigna Brasil, as a leading consultant company 
on the aforementioned segments, must be 
always updated in all segments of cutting-
edge technology through the training of 
personnel and monitoring related events 
and publications. With experts in biological 
solutions, field trials and GMOs, Vigna Brasil 
has a strong and interconnected team that 
can support the development of innovative 
biopesticides products, from its concept to 
commercial launch, looking for the best 
regulatory strategy and pathway for receiving 
approval.

NSF: NSF Brazil is ready to attend 
to the demands from these new fields. For 
biological products, the laboratory has 
expertise for analysis demand, with qualified 
technical and personal resources to develop 
analytical methods and analyze bacteria and 
fungus-based products, offering tailor-made 
solutions to attend client needs and regulatory 
requirements.

Manexa: Biological technologies 
will steadily grow and be adopted in the 
coming years in our region. We have been 
providing evaluation services for these type 
of products, both in Argentina and Uruguay. 
The involvement in the specifics included 
microbiologist in our team of professionals. 
At the same time, when related to field 
assessments, we invested in professional 
seed treatment machinery for an accurate 

preparation of samples.
In reference to digital farming, we have 

worked side by side with companies from 
the design of protocols to the environment 
selection, in order to provide raw data for 
the development of satellite and digital 
images. It’s been some time since we have 
developed the scouting network platform and 
brought knowledge to the fine tuning that this 
technology requires

What is your company's 
development plan in Latin 
America or key countries in the 
next few years? Do you have any 
suggestions for your potential 
partners who would like to invest 
more in Latin countries? 

Eurofins: Eurofins Agroscience Services 
continues to consolidate its position in the 
Brazilian and wider LATAM market, with 
the aim of being one of the top CRO’s in this 
region. Chile and Argentina are the next key 
national markets in which to develop our 
services, with Colombia, Peru, Costa Rica 
and Mexico among the future targets.

SynTech: Since 2016, with the 
acquisition of the residue analytical 
laboratory and expertise in Brazil, SynTech 
has been focusing on growth. Since then, 
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we have become experts in the key residue-
related areas of science, including pollinators, 
developed new capacities and added 
registration consultancy and management to 
the portfolio. We have also invested in new 
management and infrastructure. 

For 2020-21 we are building new field 
stations in Brazil and increasing our capacities 
in the key agriculture locations where we 
already have bases. We are also planning a 
new bee toxicity laboratory, as well as the 
protein expression lab, as part of our biotech 
competence. We are also expanding our seeds/
traits capabilities in Brazil, and are able to 
provide such field services during the 2020-
21 season. We also plan to open SynTech 
Colombia and strengthen our operations in 
Argentina.

It is also important to recognize that 
the merger with Acceres will strengthen 
our position, particularly in the regulatory 
area, through our association with GAB 
Consulting, a leading European registration 
company.

I am sure we are quickly heading in the 
right direction to become a leader in our 
sector in the very attractive Latin America 
market.

Vigna Brasil: Our Latin America 
business is continuously growing, with the 
great results obtained during its four years 
of existence. With a great indication among 
our clients and a communication strategy at 
worldwide events in the area, we have already 
been able to develop projects in almost all 
countries in Latin America. Soon, we will 
announce our expansion, which we will 
offer our full services worldwide through the 
International Division. 

NSF: NSF International has a mission 
to protect human health, and this mission 
is performed by audit, certification 
and laboratory services for a variety of 
markets, like water treatment, food, and 
pharmaceuticals. In agricultural markets, 
our strategy is focused on consolidating 
NSF brands in Latin America, expanding 
the services coverage range in other regions, 

and increasing our analysis portfolio, with 
our GLP studies scope being available 
for technical and formulated products 
evaluations.

Manexa: We tend to say that our mind 
is set in the world demand and our feet in 
Latin America. Taking advantage of an 
on-site 400 hectares location provided a 
basis for, and expanding counter season 
operations, while building additional 
services through networking. We continue 
keeping a professional logistics operation 
assisting the service, and this has been a 
strategic challenge. Most of us, owners and 
employees, had professional experience in 
large multinational R&D companies, and we 
built a trust within our organization by being 
respectful of procedures and protocols.

There’s a joint collaborative synergy 
between high tech R&D and a region with 
permanent expansion and skilled scientists. 
CROs know better about their position and 
can easily adapt to structures.
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Market Supply and Demand 
in Five Major Latam Countries

By Yutian Lu
Marketing manager of AgroPages

yutian.lu@agropages.com

n February 2020, Corteva Agriscience 
(formerly Dow AgroScience) announced 

that it will stop producing chlorpyrifos by the 
end of the year. Corteva stated that in recent 
years, the declining sales of chlorpyrifos 
and questions about its safety have driven 
the company to make a decision to end 
production, which was done under the 
context of continuous and growing regulatory 
restrictions.

Moreover, as the company’s largest 
chlorpyrifos market, demand in the US has 
already declined considerably. According to 
the US Geological Survey, the consumption 
of chlorpyrifos has decreased from roughly 
13 million pounds (5,897.6 tons) in 1994 to 
less than 5 million pounds (2,268 tons) in 
2016. In addition, the emergence of generic 
products has reduced the company’s market 
share.

In 2016, the global sales of chlorpyrifos 
were valued at around US$700 million. 
Formerly the largest manufacturer of 
chlorpyrifos, Corteva Agriscience produced 
and sold about half of global volume of the 
insecticide, which is one of Dow’s best-
selling products.

Chlorpyrifos technical supplies from 
China and India account for over 80% of 
global market supply. According to data from 
AgroPages, in 2019, China exported 28,900 
converted tons of the product valued at $147 
million. The top five export destinations 
were Vietnam, Brazil, Indonesia, Thailand 
and Pakistan, which together accounted for 

50% of China’s total chlorpyrifos exports. 
In 2019, India exported 10,857 tons of un-
converted chlorpyrifos mainly to Brazil, 
Iran, Turkey, Portugal and Russia. India is 
the only destination of China’s export of 
diethylthiophosphorylchloride, an important 
chlorpyrifos intermediate. In 2019, eight 
companies in India purchased the intermediate 
from 14 Chinese suppliers.

Since AgroPages reporting on the 
termination by Corteva Agriscience of 
production of chlorpyrifos by the end of 
2020, there have been strong responses 
from readers around the world. Because 
chlorpyrifos produced by Corteva 
Agriscience’s North American plant is mainly 
supplying to Latin American market, some 

readers made a special request asking us to 
conduct a research into Corteva Agriscience’s 
conventional chlorpyrifos market in the five 
major Latin American countries, which are 
respectively Mexico (5,100 ton sales from 
Corteva Agriscience), Colombia (1,300 ton), 
Brazil (400 ton), Argentina (250 ton) and Peru 
(150 ton sales). 

Our readers wish to understand 
the situation of supply and demand of 
chlorpyrifos in the regions beyond Corteva 
Agriscience, as well as the future prospect of 
the product in the eyes of clients of different 
countries. In the following, we will briefly 
present the survey information and some 
conclusions from our research.

Market situation

- In 2019, ten clients in Mexico 
imported from China and India 1,596 tons 
of chlorpyrifos, including 1,017 tons from 
12 suppliers in China and 579 tons from 6 
suppliers in India. The supply of chlorpyrifos 
to Mexico beyond Corteva Agriscience is 
dominated by China and India.

- Colombia imported 860 tons of 
chlorpyrifos from 12 suppliers in China, there 
are not yet Indian supplies to Colombia.

- 16 suppliers in China exported 
3,500 tons of chlorpyrifos technical to 5 
Brazilian companies, whilst one supplier in 
India exported 1,100 tons of chlorpyrifos 
formulations to 7 local Brazilian companies. 
Additionally, 265 tons of chlorpyrifos 
formulations were supplied from Portugal. 

- China exported 815 tons of chlorpyrifos 
technical to Argentina, India supplied 560 
tons, whilst 130 tons of formulations were 
supplied from Uruguay, 60 tons from Mexico 
and 40 tons from Israel. The chlorpyrifos 
technical used in Uruguay, Mexico and Israel 
are basically purchased from China. 

- China exported 430 tons of chlorpyrifos 
technical and 530 tons of chlorpyrifos 
technical to Peru, accounting for 85% of the 
total import volume of chlorpyrifos in Peru. 
Another 40 tons of chlorpyrifos products 
came from India and 70 tons from Colombia. 
The products were consumed by 32 local 
companies in Peru. 

Voices of the industry

Through a systematic study, we have 
classified clients’ feedback as follows:

EU: since chlorpyrifos is banned already 
in EU, European companies do not care much 
now about this business.

US local dealers: a complete ban of the 
product in US is just a matter of time.

International buyers: it is generally 
believed that it is a pity to give up the product 
which accounts for no small amount of the 
current businesses, being worried about the 
future of the product.

Indian companies: Gharda is the most 
optimistic one, being confident that they 
can seize the opportunity left by Corteva 
Agriscience to capture a larger share.  

Some representational results of 
researches are as follows: 

US top dealer A: we are an agency dealer 
of the product of Corteva Agriscience. If the 
Democratic Party takes power, the deadline of 
prohibition will be 2021; if Trump is elected 
again, the prohibition may be postponed for 
another year. Anyways, the prohibition in the 
US is just a matter of time.

US formulation company B: we 
import chlorpyrifos technical from India, 
there should be still market opportunities 
for this product. Of course, the market 
means the Latin American market, for which 
some companies may produce customized 
formulations for sale there.

A large European buyer: we mainly 
purchase chlorpyrifos technical from China 
and India, being formulated for sale in Brazil. 
With the ban of chlorpyrifos in Brazil for 
application to citrus, the sale of this product 
will drop significantly.

A Brazil subsidiary of a large buyer: we 
mainly import chlorpyrifos technical from 
India, we haven't found a substitution yet for 
chlorpyrifos. However, our company will not 
make any further investment on R & D of 
chlorpyrifos.

Several local companies in Mexico: mainly 
purchasing from China and India. The future 
of chlorpyrifos is not clear, just wait and see.

Peru's local companies: mainly 
importing chlorpyrifos technical from China 
and India. I think chlorpyrifos will still 
continue to grow in the market of Peru, but 
the export sales should decline. 

A field trial institution in Brazil: Although 
we are not an importer, we believe that 
chlorpyrifos will still have a longer life in 
Brazil, based on our long-term field trial and 
customer communication experiences. China 
and India can fill up the gap left by Dow 
AgroScience.

An Indian formulation company: we 
mainly purchase chlorpyrifos technical and 
make formulations ourselves; we are of the 
opinion that chlorpyrifos is not promising. It 
may not be too long before it is completely 
banned, which will have an impact on most of 
the countries and regions.

The Indian chlorpyrifos technical 
company Gharda: we are confident that 
we can make up for the gap of supply of 
Corteva Agriscience. At present, our supply 
accounts for 20% of the global demand for 
chlorpyrifos. We believe that the exit of 
Corteva will give us more opportunities. 

European companies A (Bulgaria) and 
B (Poland): chlorpyrifos has been banned in 
the EU, which however does not cause much 
impact on local businesses. 

If you want to investigate the global 
supply of target pesticide products, market 
distribution, customer information, please 
contact us at agropages@vip.163.com.

I

Chlorpyrifos: 
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araquat, a contact herbicide, has been 
banned or severely restricted in over 20 

countries around the world due to its toxicity 
to humans and no available antidote.

In 2008, the Brazilian National Health 
Surveillance Agency (Anvisa) has started 
the re-evaluation of 14 pesticide active 
ingredients, including paraquat, and issued 
Collegiate Directorship Resolution No. 177 
in October 2017 to ban paraquat in Brazil, 
which will come into force on September 
22nd, 2020. The last three years was, 
therefore, a transition period for gradually 
phasing out paraquat from the market.

The decision was made because paraquat 
is connected to the risk increasing of a 
person developing Parkinson’s disease and 
has potential mutagenic effects on cells. In 
December 2017, Anvisa issued Collegiate 
Directorship Resolution No. 190, which 
amended the previous resolution and decided 
to take short-term risk mitigation measures. 
At the same time, the decision to ban paraquat 
as a desiccant in Resolution No. 177 was also 
amended. Anvisa noted that the emphasis 
on risk is primarily for workers who apply 
paraquat, as most people are not exposed to 
food residue. There is currently no evidence 
of paraquat residue in food.

In Brazil, paraquat is mainly used as 
herbicide to control weeds in cotton, corn 
and soybeans before and after sowing crops, 
and as desiccant during harvest. According 
to the data released by the Brazilian Institute 
of the Environment and Renewable Natural 
Resources (Ibama), in 2017, paraquat 
ranked eighth on the list of Brazil's top ten 
best-selling pesticides, with sales volume 
exceeding 11,000 tons. In 2018, the product 
rose to the sixth place, with sales volume 
exceeding 13,000 tons.

The Brazilian Association of Soybean 
Producers (Aprosoja Brasil) said that 
paraquat is a low-cost and highly effective 
generic product that can be used in both weed 
management and no-till technology and can 
also help improve soil quality. In Brazil, 

there are at least 11 fundamental cultures 
relevant to both Brazilian agribusiness and 
the consumer table that require paraquat, and 
once it is banned, farmers have to choose 
more expensive alternative products. In 
the case of soybeans, two to three products 
must be used to replace paraquat, which can 
increase costs for producers by up to R$500 
million.

The Brazilian market has clearly been 
frantically hoarding over the last two years 
because paraquat has a three-year transition 
period in Brazil. Data showed that in 2017, 
Brazil imported 35,500 tons of paraquat, and 
in 2018, this soared to 50,800 tons. In 2019, 
the product’s import volume continued to 
rise, reaching 65,300 tons in the first eleven 
months. Anvisa stated that the increase in 
imports of paraquat is not surprising during 
the transition period, as the resolution to ban 
it did not set a reduction target or reduction 
trend of use during the period.

Anvisa launched a public comment on 
the ban of paraquat, but most published 
comments have condemned it. The most 
raised argument is the fact that the product is 
unique on the market because it can control 
weeds that are resistant to glyphosate and 
other herbicides.

After the Resolution was issued, a 
paraquat collaboration group was established 
by the Brazilian industry, whose key members 
are companies that have paraquat registrations 
in Brazil or sell end products, including 
Syngenta, Adama, Nufarm, Rainbow 
Defensivos Agrícolas, ALTA, CCAB Agro, 
Cropchem, Helm do Brasil, Nortox, Sinon do 

Brasil, Stockton-Agrimor do Brasil, Vanon 
do Brasil Comércio e Importação de Insumos 
Agrícolas Ltda.

They began lobbying government 
agencies to try to pressure Anvisa to postpone 
the ban for one year. At the same time, other 
companies are collecting the required data to 
confirm that Anvisa's decision is wrong and 
without scientific basis.

According to Daniel Leastro (Technical 
Advisor to the Union of National 
Phytosanitary Producers/Manufacturers, 
Unifito), more than 40 countries worldwide 
have approved the use of paraquat, including 
Canada, Japan, Australia, and Israel. He also 
noted that US Environmental Protection 
Agency could not find enough evidence to 
conclude paraquat causes Parkinson's Disease. 
However, new research evidence is needed to 
change the decision.

Aprosoja Brasil is conducting an 
investigation that will collect blood and urine 
from applicators who use the product during 
harvest. But mutagenesis research is very 
complicated, which is why related groups 
have asked Anvisa to postpone the ban.

Regarding the ban, the author also asked 
a few related companies in Brazil, who 
revealed that they are working hard in the 
hope to delay the ban and get more time to 
find evidence and conduct new research. 
If they do not succeed in persuading the 
government agencies or no updated evidence 
is found to force authorities to change their 
decision, paraquat will most likely be banned 
in September this year, as scheduled.

P

Is Ban in Brazil A Foregone 
Conclusion?Paraquat:
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ccording to data from Phillips McDougall and KLEFFMANN, 
the global market value of glufosinate-ammonium, or 

glufosinate for short, in 2018 was US$750 million, accounting for 
10% of the global non-selective herbicide market and 3.2% of the 
total herbicide market. Other non-selective herbicides with large 
market shares were glyphosate (US$ 5.577 billion), paraquat (US$ 
1.202 billion) and diquat (US$ 219 million). The global non-selective 
herbicide market reached $8.5 billion, accounting for 32% of the 
global herbicide market totaling US$ 23.624 billion.

Increasing global consumption, 
production capacity of glufosinate

Asia and North America are the main markets for glufosinate 
and are further divided into the markets of South Korea, the 
US, Japan, China, Brazil and Canada (see Table 1). The global 
glufosinate market has obvious regional characteristics. Besides 
mutual substitution for non-selective weeding, it is also related to 
the high commercialization of glufosinate-resistant GM crops, such 
as soybean, corn, rape and cotton, in these countries. Glufosinate in 
Latin America (Brazil and Argentina) has a market value of some 
$66.71 million and a consumption of 1,454 metric tons. This market 
is growing steadily, despite its minor global share.

In 2018, the largest amount of glufosinate was used on rape fields 
worldwide, reaching 2,752 metric tons, followed by soybean fields 
with 2,279 metric tons, and cotton fields with 1,345 metric tons. The 
glufosinate used in these three crop fields accounted for 46% of the 
total market, and the market concentration of these three major crops 
has increased significantly, and their application on industrial crops 
and sectors unrelated to agriculture has grown steadily.

The global production capacity and output of glufosinate in 2019 
were 40,600 metric tons and 38,500 metric tons, respectively, and 
average compound growth rate from 2015 to 2019 was 38.36% and 
42.58%, respectively. Manufacturing facilities are mainly located 
in Germany, the US, China and India (see Table 2). In 2019, the 
effective production capacity of glufosinate in China reached 32,000 
metric tons, accounting for about 60% of global capacity. The release 
of production capacity outside China in the future will be limited, 
with India maybe producing 10,000 metric tons. According to 
announcements related to new production capacity by manufacturers, 
China will dominate the release of glufosinate production capacity.

Country Market value
(in million US$)

Consumption
(in metric tons)

US

Canada

Japan

China

South Korea

Brazil

Spain

Malaysia

Indonesia

Thailand

188.59

118.20

66.02

46.66

43.48

40.15

21.96

19.71

12.48

11.26

3686.67

2637.00

373.39

1615.72

576.09

941.12

168.69

321.21

240.32

193.49

A
Company Location Capacity/t Production 

(est.) /t

BASF

UPL

Total

YongNong 
BioScience

Shijiazhuang 
Ruikai Chemical

LIER Chemical

Shandong Yisheng

Veyong Bio-
chemical

12,000

6,000

43,100

5,000

1,500

12,000

5,000

1,600

12,000

5,500

38,500

2,500

1,000

11,500

5,000

1,000

Frankfurt, Michigan

India

-

Shangyu in Zhejiang, 
Ningxia

Shijiazhuang in Hebei 
Province

Mianyang and 
Guang’an in Sichuan 
Province

Jining in Shandong 
Province

Shijiazhuang in Hebei 
Province

Table 2: Effective Global Production Capacity and 
Output of Glufosinate in 2019 (metric tons)

Table 1: Sales of Global Glufosinate Market in 2018 (by Region)

Prohibition of paraquat, promotion of 
GM crops will drive further growth of 
glufosinate market

The policies to ban and restrict paraquat in China are a direct factor 
in the considerable growth of the glufosinate market in China. Thailand 
officially announced a ban on paraquat in June 2020. Brazil may also 
implement the ban on paraquat formally in September 2020, which is 
the rough deadline for banning all paraquat products in the Chinese 
market. It is estimated that 14,000 metric tons of paraquat will be banned 
globally. Glufosinate is worth 2.8 times the cost paraquat in terms of cost 
per hectare, and will replace glyphosate at a ratio of 6:4. Together, with 
the amount of glyphosate to be limited and banned, it is estimated that 
the additional demand for glufosinate arising from the substitution will 
exceed 4,000 metric tons in 2020. In the long-term, the ban on paraquat 
in many major agricultural countries will drive a considerable demand for 
glufosinate.

Glufosinate is traditionally used for controlling weeds in orchards, 

Expected Growth amidst Stable 
Supply, DemandGlufosinate: 

rubber plantations, non-arable land, and no-till land. Since 1995, glufosinate-
resistant and multi-resistant GM crops have been successively promoted and 
applied on a commercial scale, especially in field crops, such as soybean, 
rape and cotton. The market demand for glufosinate was 8,000 metric tons in 
2018, and is expected to maintain a 5% growth rate in 2020, an increase of 
some 1,000 metric tons.

Combinations of glufosinate with, for example, glyphosate, 
fluoroglycofen-ethyl, haloxyfop-P-methyl, flumioxazin, diuron, 
simazine and MCPB, can meet more weeding needs. According 
to data on exports and international demand, the demand for 
combined formulations of glufosinate has maintained a growth 
rate of about 4.3%, and additional demand is expected to be 
around 3,000 metric tons in 2020.

Market growth rate will remain at 
about 5% in the coming five years

Generally speaking, the global demand for glufosinate will 
continue to grow in the future, both in terms of volume and 
value. It is estimated that the global demand will exceed 40,000 
metric tons, and market sales will reach $1.05 billion in 2020. On 
the premise that global supply and demand are relatively stable 
and the commercial synthesis technology related to glufosinate 
and L-glufosinate are still unable to make progress, the price 
fluctuation range of glufosinate is expected to be between 
RMB100,000 and RMB130,000 per metric ton. Considering 
the rising global demand for agricultural products and growing 
population pressure, the global agricultural development will rely 
more on plant protection products, such as glufosinate. The ban 
on paraquat, the planting of glufosinate-resistant crops, combined 
formulations and other factors have increased glufosinate 
demand. It is estimated that the global glufosinate market will 
grow at a rate of 4.5% to 5.0% from 2020 to 2025.

References:
1. Reports from Phillips McDougall and KLEFFMANN
2. Yang Yijun and Zhang Bo, 2020. Analysis and forecast of 
global (China) glufosinate-ammonium market in 2020. World 
Pesticides, 2020, 42(3): 20-30
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ancozeb, a broad-spectrum protective fungicide with multi-site modes of action, has 
been used in agriculture for over half a century, with an annual total consumption of 

166,000 tons and annual sales of some US$1.03 billion. It grew very fast and is now the world’s 
second leading fungicide behind azoxystrobin.

The global production capacity of mancozeb already exceeds 200,000 tons. In the future, 
this segment will be mainly dominated by a few players, currently, the top five companies hold 
over 80% of the global mancozeb market share, most notably UPL (approx. 90 kt/year), Corteva 
(approx. 40 kt/year), Limin Chemical (approx. 40 kt/year), Coromandel International (approx. 30 
kt/year), and Indofil Industries (approx. 30 kt/year).

Global market value of mancozeb

EU debating on banning mancozeb

Mancozeb, which has a long history but is still popular, is facing many challenges in 2020. 
The EU’s Standing Committee on Plants, Animals, Food and Feed (PAFF Committee) held 

a meeting on 23rd and 24th March, 2020, to discuss if it will continue to authorize the use of 
mancozeb, as long-term excessive use and unreasonable application on growing areas can result 

in increasing rates of residue of both mancozeb 
and ETU (ethylenethiourea, chemical name: 
tetrahydroimidazole-2-thione), one of mancozeb’s 
metabolites, in soil and agricultural products, 
resulting in damage to human health. 

Research in the chronic toxicity of 
mancozeb have shown that long-term exposure 
to the pesticide may cause thyroid problems or 
neurodegenerative diseases, such as Parkinson’s, 
and it is toxic to reproduction. However, due 
to a lack of further evaluation and review and 
sufficient evidence, on 9th December, 2019, the 
European Commission extended the approval 
period of mancozeb to 31st January, 2021, in 
accordance with the “Commission Implementing 
Regulation 2019/2094,” which entered into 
force on 29th December, 2019, even though 
this extension was contested by the European 
Parliament. 

Due to increasing calls to ban the product 
from environmental protection organizations, 
the EU’s PAFF Committee plans to make its 
discussion on whether to continue authorizing the 
use of mancozeb. For the first time in 20 years, 
the European Commission and EU member 
states are debating the possibility of banning the 
substance.

“The EU’s mancozeb market is around 10% 
of the total mancozeb market,” said Plamen 
Alexandrov, Member of the Supervisory Board 
of the Bulgaria-based agrochemical company, 
AGRIA S.A., in a recent interview with 
AgroPages. Alexandrov told us that mancozeb is 
an important product to AGRIA, but it is aware 
of the regulatory difficulties it faces, adding 
that as an applicant for mancozeb’s renewal in 
Europe, the company will continue to work hard 
to promote the renewal process.

“We fully support the safe use of plant 
protection products (PPP) and we recognize 
the importance of maintaining public health 
and human, animal and environmental safety. 
However, the оver-regulation of PPPs can lead 
to significant economic, social and practical 

Over-regulation of plant protection 
products can lead to significant economic, 
social and practical consequences to 
agriculture. Therefore, any decision 
should be taken according to scientific 
principles and consider scientific evidence 
and sound risk assessments.

- Plamen Alexandrov, Member of the 
Supervisory Board of AGRIA S.A.

consequences to agriculture. Therefore, 
any decision should be taken according to 
scientific principles and consider scientific 
evidence and sound risk assessments. 
Currently, due to Brexit, another rapporteur 
member state, Greece, is dealing with 
mancozeb’s assessment, and new data 
not included in the UK assessment will 
be considered. With all provided data and 
studies, the ongoing assessment may result in 
mancozeb’s re-classification, supporting its 
renewal,” Alexandrov added.

“Regardless of the outcome of the 
assessment, the question is much more global, 
and we would put it in this way, ‘What impact 
will this decision have on agriculture in 
general?’. AGRIA is a chemical company and 
mancozeb is not so critical for our business, 
but there are serious concerns in the sector 
about the agronomic, economic and social 
consequences of the possible removal of 
mancozeb from the EU market. EU growers 
will somehow cope with the removal of 
mancozeb, but such a decision aims not 
only to limit the use of mancozeb as a PPP 
in Europe, but also to change mancozeb’s 
MRLs to the limit of quantification (0.01 mg/
kg) in all imported commodities, which will 
indirectly exclude its use outside Europe 
on agricultural products destined for the 
European market,” he further added.

“So what will happen to banana and 
soybean production in Latin America and 
some Asian countries, for example? Can local 
producers replace mancozeb with another 
fungicide that meets the required standards 
while not producing resistance and achieving 
economic efficiency? These questions need 
answers. We started this game with a clear 
awareness of the challenges, and we will 
continue to support the renewal of mancozeb 
in Europe. However, the final decision will 
be in the hands of competent European 
authorities,” Alexandrov stressed.

In the comments drafted by the 
Chinese companies on the notification of 
the non-renewal approval of mancozeb, 
they expressed their concerns as the issue 
had serious implications for several WTO 
members, especially developing countries, 
whose populations and economies depend 
heavily on agricultural exports. That is even 

more so, given the current circumstances 
related to the COVID-19 pandemic which 
will leave these sectors heavily impacted from 
an economic and social point of view.

They also mentioned that Greece, as 
new Rapporteur Member State (RMS) is still 
currently assessing the outstanding data on 
Mancozeb that the previous RMS UK failed 
to evaluate due to Brexit. The aspects not 
fully assessed by the UK because of Brexit 
were subjected to negative findings in the 
EFSA Conclusion and are also reflected 
in the draft Commission Implementing 
Regulation. Should this risk assessment 
remain incomplete, there will be uncertainty 
on how the European Union would justify its 
decision.

India plans to ban 
mancozeb

While the debate over mancozeb 
is ongoing in the EU, the Ministry of 
Agriculture and Farmers’ Welfare of India 
announced a draft order on 14th May, 2020, 
to begin it plan to ban 27 pesticides, including 
mancozeb. The order would be implemented 
after a 45-day public comment period, which 
then was extended to 90 days due to strong 
opposition from the industry in India. It is 
reported that the ban will not affect the export 
of mancozeb.

According to national pesticide 
production data from the Ministry of 
Chemicals and Fertilizers of India, the 
country’s mancozeb output in 2018 was 
82,000 tonnes. India is a major exporter of 
mancozeb, the top five destination countries 
of exports, by value, are Brazil, Costa Rica, 
Uganda, Indonesia and China.

In general, the Indian agrochemical 
industry considers banning pesticides as 
unnecessary, as the prices of alternative 
products are several times higher those of 
the potentially banned products. A ban will 
not only severely restrict farmers’ options, 
but will also impede the “Make in India” 
initiative. The industry will continue to appeal 
and attempt to reverse the situation before the 
government formally announces the ban.

AgroPages conducted a readers survey 
on India’s proposed ban on mancozeb. Its 

M

Facing Regulatory ChallengesMancozeb: 
participants’ views can be summarized as 
follows:

● 55% of respondents said that mancozeb 
has excellent efficacy, low cost and no 
equivalent alternatives, and banning it will 
increase costs for farmers and harm their 
interests.

● 20% of respondents mentioned that 
mancozeb is an important tool for controlling 
soybean rust in Brazil, and banning it will 
affect the sustainable production of soybean.

● 30% of respondents mentioned that 
mancozeb is also widely used in fruits 
and vegetables. Mancozeb has become an 
indispensable product in pesticide rotation 
programs to prevent the development of 
resistance. Banning mancozeb will cause 
farmers to lose this important product, which 
can control various diseases of many crops.

● 68% of respondents said that mancozeb 
is an important product for their companies. 
If it is banned in India, there will be fewer 
suppliers, and they may change their source 
from India to China.

● 15% of respondents said that mancozeb 
only accounts for a small part of their 
companies’ businesses and India’s ban will 
have little effect on them.

As for what products can be used as 
an alternative to mancozeb, nearly 40% of 
respondents said that there is no alternative 
at present. Some 10% of respondents said 
chlorothalonil could be an alternative product, 
and 15% named copper-based fungicides but 
mentioned that the cost would be higher for 
farmers, while 18% of respondents proposed 
propineb but also mentioned that it costs 
more, and 8% said biopesticides can be used 
as alternatives.

Currently, the final decisions to ban 
mancozeb in the EU and India are still 
pending. At the request of our readers, 
AgroPages will continue to monitor related 
developments and report on relevant news 
concerning mancozeb. Please stay tuned.
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Clavijo Benitez Limitada: 
Your Fast Track to Colombia and LATAM Markets

olombia-based company Clavijo 
Benitez Limitada has been servicing 

the agrochemical industry regarding regulatory 
affairs for over 26 years. In recent years, it 
began to expand its footprint in Ecuador and 
Panama, and continues looking for alliances 
to co-develop other markets in Latin America. 
In an exclusive interview with AgroPages, 
MsC Pablo Emilio Clavijo, Founder and 
Technical Commercial Manager of Clavijo 
Benitez Limitada, outlined the history, 
services and vision of his company, as well the 
market trends of the Colombian agrochemical 
industry. He also gave advice to new entrants 
on how to develop the Colombian market and 
what is the key to success.

Could you give a brief overview 
of your company, such as the 
development history of it and 
your business coverage in Latin 
America?

Clavijo Benitez Limitada is a family 
company that was established in Bogota in 
1994 to provide services in agrochemicals 
regulatory affairs in Colombia. Since the 
company’s establishment, our business activity 
has been focused on values, such as honesty, 
loyalty, responsibility, and professionalism, 
and we have been committed to provide 
quality in our processes. We also do our best 
to obtain the finest technology in our processes 
to ensure the best results. Since 2017, we have 
also provided services in Ecuador and Panama, 
based at our Headquarters in Cota - Colombia 
and our offices in Quito - Ecuador. We have 
an ISO 9001:2015 Quality Management 
Certificate, which guarantees the quality of 
our services and our customers’ satisfaction. 
We are glad to have satisfied customers from 
all around the world.

What specific services does your 
company provide? Which sectors 
in agriculture could your service 
cover?

Our company provides services in 
regulatory affairs for agriculture products based 
upon the measure of our customers. We can 
support companies from the regulatory strategy 
to final registration submissions. This includes 
market research, R&D trials, efficacy trials, 
environmental and toxicological studies and 
the final registration submission for all types 
of agricultural products, such as pesticides, 
fertilizers, adjuvants, biological products and 
other products. We always keep updated on 
the latest product technologies and regulatory 
changes, to ensure providing the best product 
applications to LATAM markets.

What is the agrochemical market 
structure in Colombia? What are 
the recent developments in the 
Colombian agrochemical market? 
Are there any significant changes 
and trends in the industry, and 
what are the future prospects in this 
market?

The agrochemical market in Colombia 
is a competitive market with great local 
companies committed to the farmers. On the 
other hand, it is a market that is constantly 
growing and looking for products offering 
the best technologies and best solutions for 
their crops. Regarding regulations, Colombian 
authorities strictly control environmental and 
health requirements before approving a product 
to enter the market. Also, authorities maintain 
strong control over commercialized products, in 
order to check that products are used according 
to approved licenses and comply with the 
responsibilities of each part of the value chain.

What are the main challenges 
for overseas companies entering 
the Colombian agrochemical 
market? What regulatory 
support and services can your 
company provide to your 
customers? As a professional 
consultant, what advice do you 
have for new players entering 
the market?

The main challenges for companies that 
plan to enter the Colombian agrochemical 
market is to satisfy regulatory requirements 
to obtain registrations, not only approved, 
but also with a clear guideline of their post-
registration responsibilities, which will 
determinate the success and good name of 
their brands and registrations in the future. 
Companies also need to choose a good 
selection process with local distributors, in 
order to have more commercial possibilities 
and freedom to add or delete importers and 
distributors.  Therefore, we suggest them 
establishing their own company or place 
registrations into a holding company.

Clavijo Benitez Limitada, as a 
consultant company, is capable to support 
any company interested in the Colombian 
market to advise on regulatory strategies, 
portfolio analysis, advise on importer 
selection, registration processes and 
post-registration services. We can also 
support companies opening subsidiaries 
in our country or suggesting a holding 
company for their registration processes. 
Our company is qualified to support new 
players, based on our experience, and our 
strongest advice is to be careful in the 
selection of their consultants and their 
strategies, invest in market research in order 
to understand market distribution and the 
major crops, and to focus on value added 
products.

C
In your point of view, during 
the Covid-19 pandemic, what 
challenges are currently facing 
the agrochemical industry? Could 
you make a prediction about the 
industry situation in 2020 or in the 
future?

The COVID – 19 pandemic has surprised 
everyone, and no one was prepared for a 
situation like this. However, companies 
like ours are taking some advantage, as we 
already have our processes based on digital 
and technological solutions. Regarding the 
agrochemical industry, especially in LATAM 
countries, COVID is sending a huge message 
to governments to promote the importance 
of their agricultural markets, and important 
investors are looking for agriculture business. 
In fact, agrochemicals companies are facing 
a growing sector and, at the same time, an 
industry that has to be renewed, in terms of 
digital communications, and find out ways 

to create more digital solutions for farmers, 
such as e-learning, e-commerce and precision 
agriculture technologies that are  growing fast 
in LATAM countries.

What are your company's main 
advantages, compared with the 
same type of company on the 
market?

Our company’s most important added 
value is its honesty and loyalty. For us, 
the most important process is to guarantee 
confidential information to our customers. 
We also take advantage of our presence in 
the LATAM region, what let us offer our 
customers a service, along with  a simple 
registration process to provide an integrated 
regulatory service, with different areas 
professionals, 26 years of experience, along 
with a mix of young ideas and quality 
processes.

What is your company's future 
development plan?

Our company is always evaluating our 
operations and thinking about new strategies 
and objectives. For our future development 
plans, we are looking to add more services 
focused on precision agriculture and 
environmental solutions for our customers, 
and for the agriculture industry, in general. 
We are also looking to increase our presence 
in LATAM countries, and in Ecuador, 
Colombia and Panama, where we actually 
have a direct presence as well as in important 
and demanding markets, such as Argentina, 
and growing markets such as Peru and 
Central American countries. Our vision is to 
find alliances with other consultants, and with 
our experience, contribute to the growth and 
success of other companies.

Agrochemicals companies are facing a growing sector 
and, at the same time, an industry that has to be 
renewed, in terms of digital communications, and find 
out ways to create more digital solutions for farmers.

- MsC Pablo Emilio Clavijo
Founder and Technical Commercial Manager of Clavijo Benitez Limitada
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Ríos Figueroa Consultores: 
Supporting the Industry with Expertise

Please give us an introduction of your company.

Our company was established in Mexico in 1992 by my father, Víctor Manuel 
Rios Jacques, who, prior to establishing the business, collaborated with Syngenta’s 
Ciba Geigy for 17 years. Back then, he was the Central America División Sub-
Director, but he had great ambitions, so he decided to become an entrepreneur. 
Initially, Rios Figueroa Consultores conducted market research for various 
multinational agrochemical companies and established our training and advisory 
division.

Could you talk more about your services?

Market research continues to be the mainstay of the company. Our services are 
provided to companies established in Mexico, but we also offer services in other 
countries, such as the US, the United Kingdom, France, Japan, China and India. 
Lately, we have conducted some investment feasibility projects in our country, as 
we have enough information, skills and experiences to do so. We focus especially 
on marketing advisory, marketing intelligence, sales and marketing training, mainly 
for agro-industry. 

Please give us an overview of Mexico’s agrochemical market in 
2019.

The Mexican agrochemical market has grown marginally over the last four 
years. There is a lot of competition and several international companies are looking 
for a share. The market’s value is US$1.38 billion. Since the last presidential 
elections in July 2018, public policies regarding agriculture have become uncertain 
and unpredictable. For example, this year, authorities have denied import permits 
for glyphosate without any notice, and this will surely have a negative impact on 
companies that trade this active ingredient. More cancellations of other active 
ingredients are expected in the short-term, but no one knows which ones or when. 
Another example is that regulatory permits have become really difficult to obtain, 
especially for agrochemicals, due to downsizing in government institutions in 
charge of processing trade permits.  

Victor M. Rios is the Associated CEO 
of Rios Figueroa Consultores, a Mexico-
based consulting company serving 
the agrochemical industry. Victor has 
worked for different companies as a 
consultant before joining Rios Figueroa 
Consultores. Because of his expertise, 
he was able to work with many top 
agrochemical companies around the 
world. Victor told AgroPages that being 
part of the agricultural world has been an 
enriching experience, and continuously 
reminds him of the importance of global 
food production and the difficulties facing 
growers year after year to bring food to 
our tables.

How do you view the market position of Mexico in 
the global agrochemical industry?

Although the Mexican agrochemical market may seem large, 
there are larger markets in Latin America, such as Brazil and 
Argentina. Mexico occupies an intermediate place in the international 
industry and cannot be judged as important under any circumstances, 
but there are certain submarkets that could be very attractive, such as 
vegetables, berries, tropical fruits and fruit trees, mainly for export. 

What are your suggestions for companies wishing to 
enter the Mexican market?

Initially, we would recommend conducting research to know 
their target markets and crops, which are many, especially export 
crops. Know your possible competitors and pricing levels in the 
market. If you have competitive products, you must comply with 
established regulations, such as toxicological reports, tests for 
biological effectiveness and complete registration packages that take 
about 3 to 4 years. Distribution channels must be identified.

Will the Covid-19 crisis affect the Mexican 
agrochemical market in short and long-terms and 
how?

COVID-19 has changed how companies operate in the country, 
limiting physical contact and promotion in the field. However, 
production has continued and so has the use of agrochemicals. 
Technological measures will continue to be used in the future, such 
as precision agriculture and the automatization of agriculture in 
general, due to their effectiveness for growers. The epidemic will 
negatively affect the value of the industry, although it is currently 
difficult to predict how much. In the long run, we can expect a 
recovery at present levels.

What is the situation in terms of 
international investment in the Mexican 
agrochemical industry in recent years?

Recently, Japanese companies have been especially interested 
in investing in our country, such as Summit Agro, a subsidiary 
of Sumitomo Corp., which invested in the development of local 
molecules, followed by Mitsui, which invested in distribution 
services in 2018. Other international companies have tried to buy 
Mexican companies without success. Possibly, in the future, this will 
be achievable.

In your opinion, what are the main reasons for 
Mexico’s ability to attract investments from 
overseas companies?

Mexico is an important country for agricultural products and 
exports many crops. Although the natural market is the US, there 
are other important markets in Europe, South America, Japan and 
China. Agrochemicals are still essential for agricultural production. 
Horticultural and fruit crops are being developed in our country 
with great success. Generic agrochemicals will be replaced by 
other specialties, increasing market value and the competitiveness 
of participating companies.

Can you predict the situation of the Mexican 
agrochemical industry in 2020 and in the future?

For 2020 and beyond, more registered products are expected, 
as well as more participating companies. The patents of various 
products will soon expire, opening the market to more companies. 
The market will contract due to COVID-19 but will experience a 
subsequent recovery. The prices of the products will still make the 
market attractive for international companies.

What new businesses are you going to bring to the 
Mexican market?

By the end of July 2020, we plan to launch our first “Online 
Professional Sales Workshop for Agrochemicals,” as a resilient 
response to the COVID-19 pandemic. Our second project is the 
publication of our next edition, entitled, “Mexican Market of 
Agrochemicals 2020,” in which we will share a compilation of 
various sources that can serve as a general guide for national and 
international companies and investors. We expect to publish it on 
the first trimester of 2021. Finally, our most ambitious project and 
one that we expect to be ready by the end of 2020 is an update to 
our “Marketing Intelligence Information System.” We currently 
have a system that offers our registered users valuable data for 
analyzing the Mexican market. Currently, we are working on 
a model that can provide our users market values with greater 
detail, e.g. per crop, per state and per submarket. It is an ambitious 
project, but we are sure that we can meet the challenges.
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Perfect time for growth
The sale of agrochemicals in Brazil resulted in revenues of US$ 

13.7 billion in 2019, 5.8% higher than the previous year, representing 
a record in the sector. 

Brazil's agrochemical market is highly concentrated. In 2019, 
the total revenues of the top 10 leading companies (which includes 
multinationals) reached US$11.392 billion, accounting for 83.2% of 
the whole market sales.

Although the market is dominated by multinationals, there are 
still a number of dynamic local companies in the Brazilian market. 
According to a survey conducted by AgroPages, the top 10 local 
agrochemical companies generated US$ 1.069 billion in sales in 
2019, accounting for 7.8% of the whole market.

Nortox, the only local company to appear in the overall ranking 
list (which includes multinationals), took the top spot in the list of 
top 10 Brazilian local agrochemical companies. The revenue of 
Nortox rose by 18% to US$342 million in 2019. The growth was 
driven by Nortox's launch of its fungicide Mancozeb, in addition to 
six other pesticide launches in 2019. 

Accelerating the registration and commercial release of 
agrochemicals authorized by the current Brazilian government is 
positive for the sector, which encourages local companies to register 
and launch more products. The other two companies which recorded 
double-digit growth are ALTA and CropChem LTDA. According to 
CropChem, after obtaining 19 registrations in three years, they see 
the present as the time to increase sales.

Ourofino Agrociência also mentioned that the company’s growth 
is a reflex of the start of new products sales. These products were 
approved after the harvest 2018/2019 and began to generate revenues 
last year.

Top 10 Local Agrochemical Companies in Latin American Countries
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Focus on investment
Sales of agrochemicals in Argentina reached some US$ 2.8 

billion in 2019, up 13% compared to 2018. The total revenues of the 
top 10 companies (which includes multinationals) reached US$ 2.26 
billion, accounting for 80.7% of the total market sales.

In Argentina, the global top five agrochemical companies, 
Syngenta, Bayer, BASF, Corteva and FMC, account for 55% of the 
market. But unlike Brazil, Argentina's local agrochemical companies 
also have sizable market shares. According to a survey conducted 
by AgroPages, the top 10 Argentine local agrochemical companies 
generated US$ 900 million in sales in 2019, accounting for 32.1% 
of the entire market. Atanor, Agrofina, Red Surcos and Rizobacter, 
whose revenues exceeded US$ 100 million, took the first four places 
in the list.

Atanor’s growth was continually driven by its investment in 
Argentina. In 2017, it announced that it will invest US$70 million 
over the next five years in the development of crop protection 
products. 

Agrofina highlighted the fact that its domestic market sales 
have been positive, with a focus on recent off-patent molecules and 
related products, to satisfy the needs of Argentinian farmers.

Rizobacter recorded an annual growth of 8.5% in the domestic 
market. Its focus in recent years has been global development, 
achieving growth in foreign markets of 22%. Rizobacter continues 
to be a benchmark in the development and marketing of agri- inputs, 
with expertise in microbiological and seed treatment products.

Red Surcos has been investing in developing agrochemicals 
with nanotechnology and actively exploring new way of agricultural 
production. According to Red Surcos, it has developed 15 products 
utilizing nanotechnology, there are more products that are ready to 
enter the market. 

Companies 2019 Sales 
(USD million)Ranking
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Growing market and players
In 2019, sales of agrochemicals in Mexico amounted to US$ 

1.38 billion. The market has grown a lot in the past years. According 
to the Kleffmann Group, Mexico has considerably outperformed 
the global market growth rate, with a compound annual growth rate 
(CAGR) of 4.3% per annum from 2008 to 2018 compared to a more 
modest CAGR of 2.3% per annum for the global market over the 
same period.

The total revenues of the top 10 leading companies (which 
includes multinationals) reached US$937 million, accounting for 
68% of total market sales.

According to a survey conducted by AgroPages, the top 10 
local agrochemical companies created US$ 354 million in sales, 
accounting for 25.7% of the entire market. Velsimex and Dragón are 
leading agrochemical companies in Mexico, which achieved almost 
the same sales value in the last year. In total, these two companies 
account for 10% of the entire market share. 

Unlike the situation in other Latin American countries, Mexican 
local agrochemical companies have a significant market share and 
are not far behind leading multinationals in terms of sales.

Companies 2019 Sales 
(USD million)Ranking
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Strong local competitors are rare
In 2019, agrochemical sales in Colombia was US$ 600 million. 

Colombia has the second highest pesticide consumption rate per 
hectare in Latin America, spending a huge 35% percent of the cost 
of food production on agrochemical and fertilizer use. According to 
the World Bank, its pesticide use has almost quadrupled in the last 
20 years.

The Colombian agrochemical market is highly competitive, with 
the strong presence of major global players, as well as a growing 
trend of generic players.

The total revenues of the top 10 leading companies (which 
includes multinationals) reached US$ 423 million, accounting for 
70.5% of market sales.

According to a survey conducted by AgroPages, sales of the 
top 10 local agrochemical companies totaled US$ 78.5 million, 
accounting for 13.1% of the entire market. 

In addition to the top ten companies, local companies are not key 
players in the Colombian market, but a unique exception could be 
Invesa, which alone occupies 6.7% of market share. In general, this 
market is driven by international companies, mainly multinationals.

Brazilian Mexican ColombianArgentine

Notes to readers: It has been the second year for AgroPages to release these ranking lists of local agrochemical companies in Latin 
American countries. We aim to present, to readers, the general view of leading local companies in the region’s markets, to help anyone 
interested in learning more about the competition structure of the industry, as well as to offer information on potential partners in the market 
to new players. 

Companies included in these lists may be partly acquired or controlled by companies from other countries. However, we still consider 
them as local companies, because according to the Company Law, they continue to be incorporated in the local country. We appreciate very 
much all individuals and companies who provided us with information, and we welcome comments on these ranking lists from our readers. 
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With a focus on generating innovative 
solutions for the development of agribusiness, 
ALTA (America Latina Tecnologia Agrícola) 
is the Brazilian company belonging to the 
AGRIHOLD group, which has been operating 
for three decades in South America, with the 
production and distribution of essential inputs 
for the progress of farming. 

Headquartered in Curitiba, state of 
Paraná, it operates in Brazil with a broad line 
of products among fungicides, insecticides, 
and herbicides for a variety of crops, and 
continuously develops its portfolio to offer 
innovative, efficient, and competitive products 
for the plant protection market.

To better serve the Brazilian market, 
it has eight distribution centers operated in 
partnership with large logistics companies in 
the agrochemical sector.

contato@alta-brasil.com
www.alta-brasil.com

CropChem LTDA is a Brazilian company 
that invests in research and innovation, to 
provide technological solutions to farmers 
and offer better answers to today’s and 
tomorrow’s farming challenges. The company 
is constantly reaffirming its commitment 
to progressing Brazilian agriculture, and 
developing and commercializing generic crop 
protection products that help farmers continue 
their businesses and maximize their profits.

More than just a company that improves 
field productivity, Cropchem aims to offer 
formulations to the market that comply 
with new national farming regulations. 
Its formulations are highly efficient and 
less damaging to human health and the 
environment.

rodrigo@cropchem.com.br 
www.cropchem.com.br

Since 1973, our goal has been to increase 
crop´s productivity of Mexican agriculturists. 
We are proud to say that throughout the 
years we have become one of the top leader 
company in this field in our country. How did 
we do and continue doing that? Thanks to our 
business alliances with Corteva and Corey 
Al Agro, and our own brands of fertilizers, 
we are able to offer the Mexican farmers 
complete solutions to help their crop´s healthy 
growth and safety. Our team of technical 
experts will help you develop a special 
nutrition and protection plan according to the 
specific needs that your crop has, to get its 
maximum potential.

We will be glad to hear from you and 
grow together!

Leonardo Cornejo / Georgina Quezada 
+52 (33) 3001 7000
ventas@ducor.com.mx
www.ducor.com.mx

BRA Agroquímica is a 100% national 
company that operates in the sectors of 
agricultural pesticides and plant nutrition. It 
started its activities in 2004 and today it is 
based in Piracicaba, São Paulo – BRAZIL.

BRA has grown vigorously in the field 
of registration, distribution and marketing 
of generic products to crop protection with 
a wide range of herbicides, fungicides 
and insecticides. Our goal is to generate 
innovative solutions for the development of 
Brazilian agribusiness.

Manufacturer
To develop the best products, it has 

international partners and a highly specialized 
team for registration and R&D. Thus, 
it offers products and services that help 
customers optimize pest control, protect their 
investments and multiply the profits of those 
who work in the field.

BRA Agroquímica constantly invests 
in the development of new products and 
registration to expand its portfolio and offer 
the best cost-benefit to its clients. Currently, 
BRA owns dozens of registrations in Brazil.

v.vargas@bra-agroquimica.com.br
http://bra-agroquimica.com.br/ 

ALTA

CropChem LTDA

Ducoragro S.A. de C.V.

BRA Agroquímica

KENSO have been developing and 
producing agrochemicals for nearly 50 years. 
With state-of-the-art QA and QC processes 
including ISO 9001: 2015 accreditation 
KENSO is your ideal formulation and 
manufacturing partner. With efficient logistics 
from centrally placed Malaysia, superior 
access to all raw materials, data package 
assistance and first-class customer service 
KENSO services export partners all around 
the world.

KENSO has very large capacity and 
competency in SL, SC, EC, EW and WP 
production and also offers esterified products 
of the 2,4-D and MCPA series from our own 
esterification facilities.
Example products: 
- Glufosinate 
- Glyphosate
- 2,4-D and MCPA 2EH
- Cypermethrin EW
- Azoxystrobin SC and Blends including 
Epoxiconazole
+ Alternative Products such as:
- Pelargonic Acid Herbicide Products
- Chili Based Insect Repellent 

export@kenso.com.my
www.kensocorp.com

IHARA is a research and development 
company that has been providing solutions for 
Brazilian agriculture for 55 years, a sector in 
which it is recognized as a source of Japanese 
innovation and technology, as a brand that 
has the credibility and trust of its customers. 
The company has a complete portfolio 
of fungicides, herbicides and insecticides 
totaling more than 60 products that contribute 
to the protection of more than 100 different 
types of crops, collaborating with farmers, 
in order they are able to produce more, with 
better quality and sustainability.

+55 15 32357700
www.ihara.com.br

FMC Corporation is an agricultural 
sciences company that provides innovative 
solutions to growers around the world with a 
robust product portfolio fueled by a market-
driven discovery and development pipeline in 
crop protection, plant health, and professional 
pest and turf management. This powerful 

GLEBA S.A. is an ANASAC holding 
company with over 70 years experience in 
Argentina, which develops quality products 
and services and ensures innovation in crop 
protection and pest control.

GLEBA creates solutions and provides 
value to customers, by diversifying their 
portfolio with different business units:

• Crop Protection
• Plant Nutrition
• Formulation for Third Parties
• Environmental Health
• Garden and Home
Through professionalism, technology and 

commitment, GLEBA positions itself as a 
strategic partner of its clients.

Federico Alonso-Hidalgo 
(General Manager)
federicoalonso-hidalgo@gleba.com.ar
www.gleba.com.ar

GLEBA S.A.

IHARABRAS

Kenso Corporation (M) Sdn Bhd

FMC Química Argentina 
(Southern Cone Region – A 
member of FMC Corporation)

combination of advanced technologies 
includes leading insect control products 
based on Rynaxypyr® and Cyazypyr® 
active ingredients; Authority®, Boral®, 
Capaz®, Command®, Finesse® and Shark® 
branded herbicides; Talstar® and Hero® 
branded insecticides; and flutriafol-based 
fungicides. The FMC portfolio also includes 
biologicals such as Quartzo® and Presence® 
bionematicides. FMC Corporation employs 
approximately 6,400 employees and has 23 
R&D centers around the globe. FMC Química 
Argentina has offices in Buenos Aires and 
leads the business in the Southern Cone 
region, which also includes Chile, Uruguay, 
Paraguay and Bolivia. 

Ademilson  A. Villela 
+551130431260
ademilson.villela@fmc.com
www.fmcargentina.com.ar 

Switzerland-based ZELLAG Group, 
long known as ZELL CHEMIE, has 
been present for more than thirty years 
in the Central American market.

ZELLAG is a product reference brand 
in the Plant Health (herbicides, fungicides, 
insecticides and fertilizers), Animal Health, 
Public Health and Vector Control sectors. It 
has branches In Latin America.

Nanjing Qiaosha Chemical Company, 
established in 2015, is the wholly-owned 
subsidiary of ZELLAG in China.

With nearly 500 registrations around the 
world, Zellag ensures an ample supply of 
its range of products while simultaneously 
working to register new products to serve the 
needs of its customers.

ZELLAG is committed to supplying its 
customers, public institutions, big and small 
agro-businesses and private homes alike, with 
integrated field management products that are 
highly effective, environmentally-friendly and 
non-toxic for humans.

Quality is one of the basic pillars 
of the products of the ZELL CHEMIE 
brand, controlled by strict standards and 
steps designed by its headquarters in 
Switzerland. Its products are constantly tested 
and always show safe and efficient behavior.

Over the years, Zellag has built strong 
and lasting business relationships with 
customers and offers a flexible customer 
service that serves its customers well while 
always trying to improve its service. 

The company works closely with its 
dealers to achieve a better brand positioning 
in the market.

Alfonso Celemin
41-78 966443
alfonso.celemin@zellag.com
www.zellchemie.com

ZELLAG Group
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KWS is one important player in the 
Latin America seed business. With hybrid 
corn breeding programs specific to the Latin 
American market KWS products are adapted 
to the different planting seasons of these 
countries and are extensively tested to fit the 
farmer’s needs. KWS is present in Argentina 
since 1997 and in Brazil since 2012, where 
the company also commercializes soybean 
seeds, and in 2019 inaugurated state of the 
art production plants in both countries to 
ensure the supply to the growing demand of 
the market, and the highest seed quality. It 
also counts with a team of highly capacitated 
agronomists and sales professionals to 
position products and give the best support to 
growers.

It also counts with breeding and 
commercial structure in other Latin American 
countries such as Chile and Peru where the 
company conducts activities with sugar beets 
and corn research respectively.

+49 (0) 5561 311 0
info@kws.com 
www.kws.com

Founded in 2000, Lanther Quimica is a 
company created and managed by specialists 
in chemical formulations used in agriculture.

Through an expert professional team 
providing technological support and utilizing 
the latest technologies and experience gained 
through years of work, the company pays 
attention to every detail, from conception to 

Pilarquim Brazil is completing 25 years 
history in 2020. Company started the business 
in Brazil mainly with Glyphosate, and now is 
developing solutions with focus on Brazilian 
farmer’s needs.

Pilarquim Brazil has the commitment 
with quality and has a strong team to support 
the needs and desires of the most demanding 
customers.

We are under transformation, with 
constant evolution, and we are developing 
unique mixtures to provide the best solutions 
on the market. Currently we have 9 new 
products waiting the approval by the Brazilian 
authorities, and more than 20 new projects on 
going (unique formulations mixtures).
Current portfolio:
• Glyphosate 480SL
• Chlorothalonil 72SC
• Methyl Thiophanate 50SC
• Nicosulfuron 75WG
• Difenoconazole 250EC
• Acetamiprid 200SP

flavio-losada@pilarquim.com
www.pilarquim.com

Formally established in Mexico for more 
than 20 years, Pilarquim de Mexico has been 
a very solid partner that has supported the 
local agrochemical industry for all over the 
years. Pilarquim de Mexico is always looking 
for the most innovative products to supply 
and therefore offering quality solutions to the 
Mexican field at competitive prices.

Pilarquim de Mexico has a very wide 
experience on logistics and importation and 
all the knowledge from local regulations 
in order to provide their clients the best 
customer service, so that they can rely on the 
provided service and quality products.

With the expansion of the current 
portfolio, Pilarquim de Mexico is becoming 
the best local partner to work with.

elena@pilarquim.com.mx
www.pilarquim.com

The Ag division of Polaquimia is based 
mainly in 2,4-D as a raw material and its 
different formulations but also offers a wide 
variety of Herbicides, Insecticides, Fungicides 
and adjuvants and has recently launched its 
specialized plant nutrition collection.

The company also supplies 2,4-D as a 
raw material to other Agricultural companies 
in Mexico, US and Central America.

Polaquimia products are recognized 
by Mexico consumers as a very reliable 
portfolio based on its strict quality production 
practices, their own formulation research 
labs and also because of the traditional field 
technical support. 

application to monitoring of outcomes.
The company manufactures quality 

products while ensuring that they meet the 
demands of the market.

administracion@lantherquimica.com.ar
http://www.lanther.com.ar

KWS

Polaquimia S.A. de C.V.

LANTHER QUIMICA S.A

PILARQUIM BR COMERCIAL LTDA

PILARQUIM DE MEXICO SA DE CV

Rizobacter is an Argentine company and a 
leader in agricultural microbiology. It studies, 
improves and commercializes innovative 
solutions for producing crops around the 
world.

The company works in over 30 countries 
through its main products, which are 
inoculants, therapeutic seeds, adjuvants and 
fertilizers, and is continuing to expand to new 
frontiers.

Rizobacter assists producers around the 
world through the latest technologies, from 
improving sowing techniques to obtaining 
higher yields required for producing healthy 
and nutritious food.

The company has been present on farms 
since 1977, with a production model that is 
committed to preserving natural resources 
and ensuring the health and wellbeing of the 
communities it serves.

info@rizobacter.com
https://www.rizobacter.com

At Verdesian Life Sciences, we enable a 
more sustainable, profitable future for farmers 
through nutrient use efficiency. We firmly 
believe that sustainability and profitability 
are not mutually exclusive, and our NUE 
technologies are designed to protect the 
environment while helping farmers outdo 
what they’ve always done. Everything we do 
at Verdesian has the best, long-term interest of 
the grower in mind. Our portfolio of products 
and technologies enhance nutrient uptake, 
reduce nutrient losses to the environment and 
improve yield potential. We are committed 
to helping farmers maintain and improve 
water quality and soil health, and are adamant 
in our belief that we can do this together. 
Sustainability is a global movement, but big 
changes start with small actions. One practice, 
one tool or one new agronomic opportunity 
can improve nutrient efficiency, increase yield 
and dial up profits.

Augusto Meneses 
(Vice President Latin America)
+1 (919) 825 1901
augusto.meneses@VLSci.com
www.VLSci.com

44 years old in 2020, Unipac is part 
of Jacto Group, composed of important 
companies operating in agricultural segments, 
polymer application technology (automotive, 
packaging and handling), transportation 
and logistics, equipment for cleaning and 
sanitation services and solutions for the 
medical field. Founded in 1948 and present on 
five continents, the Group is 100% national, 
but recognized worldwide for its solidity and 
for acting with transparency, integrity and 
responsibility regarding compliance with 
laws, regulations and requirements agreed 
with employees, customers, suppliers, society 
and shareholders.

The modern research center for advanced 
engineering in materials and processes, the 
partnership with other Research Centers, 
including that Jacto Agrícola, and the synergy 
between the  company areas and the client, 
allow Unipac to anticipate market trends, 
suggesting innovative solutions, adding the 
best technologies to its customers' products.

Mauro Fernandes (Sales Director)
+55 14 3405-2279
mauro.fernandes@unipac.com.br
www.unipac.com.br

Sumitomo Chemical Latin America is 
a regional organization from the Health & 
Crop Sciences Sector of Sumitomo Chemical, 
Co. Japan, engaging the subsidiaries of 
Brazil, Argentina, Colombia, and Chile. 
It primarily operates in development and 
commercialization of crop protection, 
household and feed additive products.

Founded in Japan over 100 years ago, 
Sumitomo Chemical, Co. Japan, through 
its employees belief in a strong philosophy 
based on respect and corporate values, has 
always incorporated a sense of responsibility 
towards Society and Nature in the creation 
of its innovations. The developments of the 
company are and will continue to make a 
significant and qualitative contribution to 
the challenge of feeding a growing global 

Edmundo Girón Garelli
+52 (55) 6116 - 7837
egiron@polakgrupo.com
www.polakgrupo.com

Rizobacter

Sumitomo Chemical Latin 
America

Unipac

Verdesian Life Sciences U.S. LLC.

population while preparing for the future of 
world and wellbeing of the society.

Jose de Paulo Fabretti
+ 55 (11) 3287-9529
corporativo@sumitomochemical.com
http://sumitomochemical.com (site under 
construction)



2020 Latin America Focus 2020 Latin America Focus100 101

Company Directory Company Directory

Founded in 2002, Farm Chemicals 
Argentina has become one of the well-known 
agrochemicals distributor companies for the 
Argentina Crop Protection market. With more 
than 50 own registrations between Technical 
Grade and Formulated Products this 18 
years history company offer a wide range of 
herbicides, insecticides, fungicides and other 
specialities focused on the Intensive crops 
market like Potatoes, Tomatoes, Peppers, 
Grapes, Apples and Pears, etc but also with 
strong presence in those areas of Soybean, 
Corn, Wheat and Sunflower production.

Daniel Ugolini
+54 011 4942 8880
ugolini_daniel@fcagro.com.ar
www.fcagro.com.ar

Grupo Sinagro is a reference in the 
Brazilian agribusiness chain. Founded in 
2001, the group comprises three companies: 
SinAgro Produtos Agropecuarios, Seara 
Comercial Agricola and 3SB. Its operations 
are especially strong in the Brazilian 
Midwest, where group’s brands are top of 
mind in the Defensive, Fertilizer, Seeds 
and Trade segments, always offering high 
level and innovative products and services. 
Grupo Sinagro has 28 Distribution Units, 4 
Origination and Commercialization Units for 
grains and an agricultural area of 37,000 acres 
destined to grain production. The group also 
has participation in Bioplanta, a company that 
produces foliar fertilizers.

Tayara Magalhães
+ 55 62 98198-7289
tayara.magalhaes@gruposinagro.com.br
www.gruposinagro.com.br

Agro 100 and AgroFerrari is a full stop 
shop services and products, including grain 
handling, that operates in Brazil’s main 
agricultural regions, being the one of the 
largest independent ag input retail platform in 
South of Brazil. Actually with 52 sales point 
and more than 800 employees being 200 
agronomists in the field, providing technical 
assistance and training for the farmers.

Strategic positioned in the growth 
segments (e.g. digital ag) offering a Full 
portfolio from different brands and also 
private label of seeds and foliar fertilizers 
and proprietary crop protection products and 
broad services portfolio. In partnership with 
local financial institution we provide inputs 
credits through a robust C&C team, and a 
grain contracts and hedging tools for our 
customers. Through a just in time agricultural 
input logistic and grain handling when needed 
Agro100 and Agroferrari wish to be the best 
option for our customers.

Renato Cesar Seraphim
+55 43 3373 1102
comunicacao@agro100.com.br
www.agro100.com.br
www.agroferrari.com.br

Distributor

Agro 100 and AgroFerrari

Farm Chemicals Argentina SRL

Grupo Sinagro

Lavoro is a leading distributor of 
agricultural inputs in Latin America, currently 
operating in Brazil and Colombia. 

The company offers a comprehensive 
portfolio that meet farmers needs in their 
entire production cycle, including products 
(fertilizers, seeds, crop defensives, plant 
nutrition) and services (technical support, 
product application, grain storage, etc). The 
company also serves small distributors and 
agricultural companies in its markets.

Lavoro has a unique value proposition 
to both clients and suppliers which has been 
designed to meet the new standards of modern 
distribution. Our strategy is based on 4 key 
differentiation pillars: Extensive Presence 
in most relevant markets in Latam, Solid 
Operation with strong financial position and 
risk management capabilities, Commitment 
to our clients and partners and Innovative 
approach to distribution including technology 
and digital platforms.

Our company strongly believes in the 
agriculture potential in Lating America and is 
totally committed to support its growth and 
modernization. 

Luciano Galera (Marketing Director)
+55 16 99641-1889
luciano.galera@cropcareholding.com
lavoroagro.com

Sigma Agro from the beginning was 
always based on the service. We offer a wide 
palette of products that we seek to enhance 
and highlight with our service. We are 
going through the third stage of our growth 
projection in the Argentine market. The first 
was based on entering the industrial market 
to be able to make our own formulations in 
our own plant. The second stage, recently 
completed, was about covering the entire 
Argentine territory with our sales force to start 
growing in all the different areas and achieve 
a commercial expansion. Today the third one 
proposes us to strengthen the foundations of 
the company, deepen our relations and seek 
the development of new technologies and be 
able to offer new solutions to the agricultural 
producer, that's what we are at. Our recipe 
has always been the teamwork, respect, 
responsibility and efficiency with the focus 
fully pointed at the client.

Bautista Araujo Muller
+54 911 61294375
bautista.araujo@sigma-agro.com
www.sigma-agro.com WayneAgro is the agro division of Wayne 

Chemical S.R.L., a family owned company 
created in 1967. 

At WayneAgro we represent foreign 
companies in Argentina; We register, develop 
market opportunities, import products and 
locally distribute them within our territory for 
the sustainable intensive and extensive crops.

We believe in smart management 
solutions (including integrated pest 
management) and, consequently, offer a wide 
range of products to create a scenario where 
monitoring, fertilization, treatment, control 
and post-harvest attention are the structural 
base; in each of these areas several products 
interact to offer an overall answer to the 
current needs of our farmers. 

Gustavo Rabinowicz (General Manager)
+5411-4703-4254
gustavo@wayneagro.com
www.wayneagro.com

Lavoro Sigma Agro

WayneAgro

Acrom - stands for Advanced Crop 
Management. The company is present today 
in Brazil, Argentina and US and it is focused 
in developing innovative products for crop 
protection. 

Its first product patented and registered 
in several countries, Gliforte, a glyphosate 
with a concentration of 480 grams of acid, 
in soluble powder form, which through its 
technology, brings the same effect as a 720 
WG. 

The product started to be produced in 
Brazil, in 2018, through its production plant 
in the city of Londrina, which has a capacity 
of 6,000 MT a year and is commercialized in 
the whole country with great success. 

Acrom has been investing and started 
to register new products with the same 
technology, named FX, which has the aim to 
increase efficacy of agrichemicals making use 
of less active ingredients, there so bringing 
more sustainable solutions for the agriculture. 

Acrom is a thriving company opens for 
new partnerships.

Andre del Giudice (CEO)
+55 (43) 3327-4010
andre@acrom-americas.com 
www.acrom-americas.com

ACROM LTDA

CRO

BIOAGRI IS NOW MÉRIEUX 
NUTRISCIENCES With expertise and 
tradition of 25 years in the market of 
analytical services required by regulatory 
agencies for registration of agrochemicals, 
Mérieux NutriSciences (Bioagri) conquered 
its space in conducting GLP studies whose 
goal is to test agrochemicals including 
technical and formulated products to obtain 
data on its properties and safety with respect 
to human health and the environment. Now, 
it is part of one of the largest laboratories 
groups in the world, Mérieux NutriSciences, 
whose South American headquarter is located 
in Brazil. Mérieux NutriSciences is the 
largest private CRO in Latin America, which 
offers safety and quality control services 
for agrochemicals. Mérieux NutriSciences 
follows the studies in accordance to regulatory 
requirements of OECD, EPA, NBR, OPPTS, 
MAPA, ANVISA and IBAMA and the 
GLP laboratories are GLP compliant with 
CGCRE (INMETRO´s General Coordination 
for Accreditation in Brazil) as well as with 
SENAVE and SENASA in Paraguay and 
Argentina accreditation, respectively. For 
over four years Brazil is a full member 
of OECD-MAD (OECD Council Acts 
related to the Mutual Acceptance of Data) 
in several categories including Pesticides, 
their components and suchlike, and the GLP 
reports generated at Mérieux NutriSciences 
can be used for global registration as they are 
recognized by country members of OECD/
MAD and adhering non-members.

Brazil - Piracicaba/SP
+55 19 3429 7743
agro.br@mxns.com 
http://www.merieuxnutrisciences.com.br/

Merieux Nutrisciences (Bioagri)
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Manexa S.A. is an independent private 
company dedicated to ag research and 
development. Provides field services in seed 
breeding, nursery and the entire development 
of seed supply chain solutions. As a GLP 
experienced company takes care of efficacy 
and residue studies in crop chemicals and 
biologicals technologies in on site facilities.

Engaged in a trialing network of different 
CROs through standardized procedures 
runs services in remote image technology 
development for field scouting and crop 
management, while offering advisory from 
the trial planning to the final report.

Regulated Crops operations under 
ISO 9001:2015 Quality system provide 
stewardship for National and International 
requirements.

Located in the best land area of Argentina 
offers a capacity of excellent trialing quality 
while an extensive processing facility for 
counter season operation involving all steps 
of seed pipeline development. Throughout 
the time, Manexa S.A. focused its services 
in most extensive crops, Maize, Soybean, 
Wheat, Barley, Oats, Sorghum, Canola, 
among others.

The main office is located in Rojas, 
Buenos Aires province, Argentina. 

+5492475-411051
info@manexa-sa.com
www.manexa-sa.com

Manexa S.A.

NSF Bioensaios is an analytical 
laboratory offering testing, certification and 
training services. The 12,000-square-foot 

PLANTEC is a Brazilian complex of 
laboratories that gave large experience 
conducting studies for Technical Products 
(5-Batches analysis, Physicochemical and 
Mutagenic Studies), Formulated Products 
(In vitro, Ecotoxicological, Toxicological, 
Mutagenicand Physicochemical Studies), 
and field studies such as Residue studies 
and Agronomic Efficacy. Our company 
perfoms GLP studies using international 
guidelines (OECD, EPA, ASTM) and has 
a full infrastructure to make sure that your 
product will be technically well accepted by 
all regulatory agencies in the world.
Main Services:
• In vitro Studies
• Toxicology Studies
• Mutagenicity & Analytical Test
• Ecotoxicology Studies
• Physical-chemical Tests
• 5 Batch analysis
• Efficacy field trials
• Residue Analysis
• EPA Product Chemistry
• Formulation stability studies 

+55 11 2307.1685
comercial.agro@planteclab.com
www.planteclab.com

SynTech Research is a leading 
independent research company. Our operation 
in Latin America started in 2009 and since 
then we have been expanding our service 
offer and geographical coverage. Currently, 
we can provide quality studies for all 
agricultural sectors and we are among the 
very few CROs that can provide an “End-
to End” service - regulatory consultancy and 
registration management as well as studies. 
Our services portfolio contains:

Residue studies
Bio-efficacy trials
Ecotoxicology
Seeds & Traits projects
Our field, laboratory facilities and 

operations are executed under GLP (OECD/
EPA) directives and are accredited by the 
country competent regulatory agency, like 
MAPA, INMETRO and CTNBio in Brazil, 
OAA in Argentina and by accreditation bodies 
of all countries where we operate.

We have established structures in Brazil, 
Chile, Argentina, Uruguay and Costa Rica and 
in the near future, in Colombia. From these 
countries, we can provide services in key 
other markets through our strategic partners 
(Ecuador, Peru) and / or our mobile teams 
(other countries, on demand). And we are 
proud to have a highly qualified team who has 
a track record of results delivery satisfying 
our clients with independent, high quality, and 
timely studies, reports, and recommendations, 
with regulatory and registration management 
across most LATAM countries.

Fernando Gallina 
(Regional Director Latin America & Brazil)
+55 (19) 99641-8482
fgallina@syntechresearch.com
www.syntechresearch.com

NSF Bioensaios

PLANTEC LABORATORIES SynTech Research Laboratório 
Brasil Ltda.

CLAVIJO BENITEZ LIMITADA is a 
Colombian Company that provides regulatory 
affairs services in LATAM countries, with 
26 years experience and a certified quality 
management system. The services scope 
of Clavijo Benitez Limitada includes R&D 
trials, environmental and toxicological 
studies, efficacy trials and registration dossier 
submission. Our company, has support more 
than 200 companies from all around the 
world for the different kind of products such 
as fertilizers, pesticides, biological products, 
adjuvants and others. We focus our business 
on quality processes and corporative ethics.

Pablo Clavijo
+573153196050
CBL@CLAVIJOBENITEZ.NET
www.clavijobenitez.net

CLAVIJO BENITEZ 
LIMITADA

(1117 square-meter) lab is GLP and ISO/
IEC 17025 accredited and holds additional 
accreditations from MAPA, ANVISA/
REBLAS, SENASA Argentina and SENAVE 
Paraguay. NSF Bioensaios supports the 
agrochemical, environmental, water, food, 
pharma, medical device and industrial sectors 
by providing GLP (Good Laboratory Practice) 
studies, environmental impact studies and 
chemical, toxicological and biological 
analyses of pesticides, bottled water, 
chemicals, veterinary drugs, pharmaceuticals 
and food.

Alvino Rodrigues  
+55 51 3493-6888
ajunior@nsf.org
http://nsf-bioensaios.com.br/agrochemicals/

Forward-thinking agriculture experts 
with deep scientific experience are the core 
of AgriThority®. As an independent global 
technical and strategic resource, we focus on 
exploring potential for innovation, expanding 
market access, and evolving production for 
greater food security and sustainability. 

When your Research is ready for 
Development, turn to AgriThority® for 
scientific product, business and market 
expertise that can make the difference 
between your great idea and a breakthrough. 
We apply our disciplined Prescriptive 
Response™ Development Process to your 
novel technology to accelerate toward 
commercialization. 

Our project scope extends from short 
local programs to ongoing international 
agreements with start-up, mid-size and multi-
national organizations. Or development 
strength in biological and synthetic 
chemistries spans across 29 crops in Latin 
America, North America, EMEA and Asia 
Pacific. Add AgriThority to your team for 
technical depth and business breadth. Trust 
our native guides to fuel your development 
and growth into unchartered territory. 

info@AgriThority.com
www.AgriThority.com

CRAO

AgriThority® GESTAR SERVICE SAS, is a Colombian 
company with 10 years of experience 
dedicated to Agrochemicals Registration 
Consulting. We are a Technical Department 
of Agricultural and Environmental Affairs 
authorized by the Colombian Institute of 
Agriculture-ICA, to help grow the business of 
the agrochemical industry and crop nutrition. 
"If your business grows, so does ours."

With a scenario of quality of services and 
competitive and sustainable prices, GESTAR 
SERVICE S.A.S., It has gained a good 
reputation as a leading provider of registration 
services for pesticides, fertilizers, adjuvants, 
growth regulators, biopesticides, vegetable 
extracts, biological inoculants, antimicrobials, 
agricultural soil conditioners, etc.

Now GESTAR SERVICE S.A.S. 
maintains the best cooperation with clients 
and business partners in China, the United 
States of America, Spain, Argentina, Ecuador, 
Colombia and other countries in the Andean 
Region and Central America.

Additionally GESTAR SERVICE 
S.A.S. provides comprehensive solutions 
to the agrochemical industry with solutions 
geared towards agronomic efficacy trials, 
environmental studies, toxicological and 
ecotoxicologicals studies, commercial 
development of products, GHS classification 
and label, training in GAP and safe handling 
of pesticides and agricultural technical 
assistance to growers.

We are also authorized for import, 
distribute and represent national and foreign 
companies in the agrochemical industry and 
other products.

I invite you to discover our portfolio of 
services, clients and professional team on the 
web and by email.

info@gestarservice.com.
www.gestarservice.com

GESTAR SERVICE SAS
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Spark is an information company, 
composed by a team of multidisciplinary 
experts in market research, 
competitive intelligence, marketing, 
and statistics; with deep knowledge on 
agribusiness. 

Spark built its business within a concept 
based on three pillars: 

FLEXIBILITY – INNOVATION – 
INTELLIGENCE 

We strive to meet demands and give 
support to the solutions we provide to our 
clients with an infrastructure that uses 
intelligently time and resources, according to 
each specific need. 

We gather a full spectrum of Seeds, Crop 
Protection Machinery and Fertilizers studies, 
in the last 5 years we executed more that 
500 studies, 200 thousand interviews and 6 
million kilometers all over Brazil covering 
more than 16 crops representing more than 
97% of the Brazilian market potential.

+55 19 3514-7150
atendimento@spark-ie.com
http://spark-ie.com.br/

Spark Strategic IntelligenceCLABEREP LTDA is a leading company 
based in Colombia, that provides registration 
holding or registration maintenance services in 
LATAM countries. CLABEREP LTDA has 14 
years experience and a complete support for 
any new player interested in opening business 
in LATAM agribusiness. CLABEREP LTDA 
offers some complementary services such 
as human resources services, to hire or train 
professionals in agribusiness for different 
positions; legal services to support brands 
registrations, agreements development 
and other legal support; market research 
to understand the market and to establish a 
competitive portfolio.

JUAN PABLO MENDEZ
+573154965286
JUAN.MENDEZ@CLABEREP.COM
www.claberep.com

Leisor is a Consultancy company 
expert on providing advisory services for 
the registration of Chemicals in Brazil; our 
company is currently the only Agrochemical 
Consultancy enterprise accredited by 
ISO9001. So far 95% of our business are 
related to Crop Protection in Brazil and 
Latin America, and the remaining 5% of 
Household, Veterinary and Training courses.

Ms. Elaine Lopes
elaine.silva@leisor.com.br
+55 11 3032-2090
www.leisor.com.br

CLABEREP LTDA

LEISOR LEGALIZAÇÃO DE 
EMPRESAS LTDA.

Market intelligence

The Group Vigna Brasil has been working 
in BRAZIL and LATAM mainly through four 
Divisions: 

- Regulatory Affairs 
- Field Management 
- Hosting services (by Prophyto) 
- Business Intelligence. 
We usually work as a facilitator in Brazil 

and LATAM, rendering services as 'one stop 
shop", providing full services and supporting 
to your company: licensing and registration 
of products; strategic operational issues 
and market intelligence studies; execute 
and manage field trials for crop protection, 
fertilizer and other Ag technologies; samples 
importation; post-registration support, 
regulatory keeping your company and 
products in full operation. 

We also can assume as registration holder 
for most of segments attended by the Group. 

Our multidisciplinary team is structured 
to attend companies from several segments of 
products: BioPesticides and Agrochemicals; 
Seeds and GMO; PCO, Household, Public 
Health, Home&Garden and Cosmetics; Food 
and Food Additives, Ingredients, Beverages, 
Supplements and Processing Aid; Fertilizers, 
Soil conditioners, Seed Inoculants; Animal 
Nutrition; Dispersants, (Bio)Remediators, 
Wood Preservatives, Non-Crop products; 
Lubricants, Greases; Adjuvants and 
Chemicals.

Fabio de Almeida Domingues
+55(11) 3124-4455
vigna@vignabrasil.com.br
www.vignabrasil.corn.br

Vigna Brasil
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