Humphries see potentlal for growth of lamb industry

BY Kara Kinna

When Mark and Jill Humphries

%111 raising lamb in Canada
eight years ago, they didn't
realize just how little Canadians
ate lamb in comparison to people
in the UK and Europe.

The Humphries moved from
England to Canada, and live
near Elkhorn, Manitoba, where
they own a greenhouse and have
around 300 Suffolk and Texel
ewes.

“Raising lamb is something we
did before we came to Canada,”
says Jill. “We had a flock over
there (in England) and lamb is
a lot more of a popular meat
over there. In the supermarket,
alongside beef and pork, you
would have lamb in equal
quantities.

“When we came here, the price
of lamb was very high, and it fit
in well with beef production,
because sheep and cattle are a
good mix. It gives the pasture a
break with the different animals
if you run them in different
rotations.

“I think we were blissfully
unaware of the fact that sheep is
a rarer meat (in Canada). To find
that lamb is treated like buffalo
and emu and ostrich and all those
different sorts of meats, that
was a bit of a shock, really. We
didn’t expect that. And it wasn’t
something that we looked into
when we came.”

Despite lamb not being a
staple of Canadians’ diets, the
Humphries forged ahead with
their lamb production, and today
produce around 500 lambs a year.

Jill says there is a growing
market for lamb.

“It’s a growing one because we
have more Filipino and European
peo e coming in. Canadians as

llzlole see lamb as what their
older generations ate in the war,
which was mutton. And mutton
is a strong tasting, cheaper meat
that people would have eaten.
A lot of people are very wary of
eating lamb because of that. So
you're up against a bit of a stigma.

“Two-thirds of the world’s
population live on either lamb or
goat, but mainly lamb. Whether
it’s Europe, whether it’s Asia, it’s
all lamb. And when you get to
North America, it's not anywhere
near as popular.”

The Humphries ship their lamb
on the hoof to Winnipeg, but have
also started to sell more and more
lamb locally, having it butchered
at local abattoirs in Manitoba and
Saskatchewan.

“We sell a fair proportion
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Jess Humphries
feeds baby
lambs at
Westwood
Ranch.

The farm pro-
duces about 500
lambs each year.
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locally,” says Jill. “We sell it
through our greenhouse. Even
when the greenhouse is closed,
we sell meat all year around.
And we sell it through Hi-Way
Grocery in Virden and Moosomin

Working with you, Working for you!

For more information on our varieties and trial work
please visit our website or give us a call!

www.websterseedfarm.ca

info@websterseedfarm.ca

Asian Food Mart, and at local
restaurants. And the rest of it
is shipped to Winnipeg and
Ontario.

“Those are the two main
markets. There’s a huge Asian

(T) 306.645.3337

market in Winnipeg for it, and
the same in Ontario. But as we've
done more with it, and done lamb
burgers and ground lamb, and
shown people how to cook it and
made it more of a Canadian every

day sort of food, it's definitely
improved.

“For ourselves alone, each year
it has doubled in popularity.

“Since we've started selling it
through Hi-Way Grocery we've
doubled up each year on how
much we’ve sold. Before, I think
people were very used to going
and buying a whole lamb or half
a lamb, whereas they can just go
to one of these shops and just
buy a package of chops or a leg
of lamb.

“The two things that we
found that increased our sales
is, number one, taking it to the
shops and allowing people to buy
smaller amounts. But the other
thing is, we vacuum-pack a lot of
our lamb, and they can see it. It's
traditional to wrap everything
in paper, but if you don’t know
what it is and you can’t see it,
you're not going to spend money
on something you have no idea
what to do with.

“We've got regular customers
now that come back for it. And
the greenhouse—it's been very
funny because at the greenhouse
people come for plants and they
see the lamb for sale, and then
they try it.”

Jill says they go so far as to cook
things like lamb burgers to allow
people to have a try of the meat.
She says they also are happy to
show people different ways of
cooking lamb.

“We show them how to cook it
and what the easiest way to cook
itis,” she says.

“At the moment it's cheaper
than beef, that also helps us sell
it a bit at the moment. It doesn’t
cost an arm and a leg to buy a
lamb steak.”

Jill says there is Eotential for
more growth in the industry,
especially in Saskatchewan.

“Canada only produces 20 per
cent of its own lamb consumption,
the rest is imported,” she says.

“There’s lots of people going
into lamb production. A lot of the
Hutterite colonies did when pork
went down in price. I know of
some big flocks in Saskatchewan,
which are north of Regina.
And Saskatchewan is a fairly
prominent province as far as I'm
concerned. Saskatchewan has a
very good sheep development
board run by some very go-ahead
people, who do a very good job.
And also there is a co-operative
in Saskatchewan that is very
buoyant. The sheep development
board in Saskatchewan also
markets sheep for farmers.”

Continued on page C13 v
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Gary belongs to two communities.
We're proud to be one of them.

Gary Lerat grew up in a community he loves — the Cowessess First Nation in Saskatchewan. Today, he's also a member

of the PotashCorp community. Thanks to a unique outreach program, we're tapping into the talents of First Nations and
Métis people like Gary. We offered him a career path at our Rocanville mine, and he’s making the most of it. “It's got that
community feel,” says Gary about PotashCorp. “Everyone there is almost like family.” Visit PotashCorp.com/Nourish
to see how we continue to nourish human potential.
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BY JERRY KLASSEN
A look at crop prospects
for 2016:

Canola

Canola prices continue
to be supported by strong
commercial demand.

The domestic crush and
export pace continue to
exceed year-ago levels and
producers should notice
that the May-July canola
futures spread appears to
be narrowing. This sug-
gests that basis levels will
be stronger late in the crop
year because stocks may be
tighter than expected.

The November futures
are trading at a discount to
the July futures, which is
telling farmers not to store
old crop canola into new
crop positions. If trend
yields materialize, Canada
could experience a record
crop in 2016.

Soybeans

Canadian soybean prices

WOLVERINE Q) SUPPLIES

2016 crop outlook

are relatively unchanged
this week.

The South American soy-
bean harvest is progressing
under favourable condi-
tions and in the United
States, soybean exports are
expected to slow down for
the remainder of the crop

ear.

Export demand for feed
barley is virtually non-
existent, as Black Sea and
European prices are at a
sharp discount to Canadi-
an origin.

Analysts forecast a year-
over-year acreage increase
in Canada and the U.S.,
where stocks for 2016-17
will be extremely burden-
some if trend yields mate-
rialize in the U.S.

Durum

World durum values are
grinding lower.

Larger new crop sup-
plies from Mexico and
Europe will come on the
market in May, limiting ex-
port demand from North

-~ KEYSTONE CRICKETT

America.

Canadian crop year-to-
date durum exports are
lagging year-ago levels and
demand will ease moving
forward. Grain traders are
also forecasting a marginal
acreage increase in Can-
ada and the U.S. for 2016.
Barring adverse weather,
the durum premium over
s]}:ring wheat will erode
through the summer and
fall period.

Winter wheat

Unseasonably warm
temperatures in the U.S.
southern plains are caus-
ing the winter wheat crops
to come out of dormancy.

The crop will be vulner-
able to adverse tempera-
tures over the next month
and the market will be ex-
tremely sensitive to weath-
er forecasts.

Canadian  non-durum
stocks for 2015-16 will drop
to historically low levels,
but US. ending wheat
stocks will reach histori-
cal highs. The US. farm-

er will be an aggressive
seller of old and new crop
wheat during the summer
months, which will weigh
on the market.

There are no major crop
concerns in Europe, Rus-
sia or the Ukraine as mois-
ture conditions and tem-
peratures in these regions
are quite favourable. The
wheat markets may experi-
ence a seasonal rally in the
short term due to warmer
temperatures in the U.S,,
however, the market will
function to encourage de-
mand and discourage pro-
duction through the sum-
mer and fall.

Barley

Barley prices have po-
tential to strengthen over
the next month.

Cattle on feed invento-
ries are at seasonal highs in
April. Farmer selling also
slows down due to road
bans and spring seeding.
There is potential for a $10
a tonne to $15a tonne rally
in barley prices.

Export demand for feed
barley is virtually non-ex-
istent as Black Sea and Eu-
ropean prices are at a sharp
discount to Canadian ori-

gimn.

Malt barley demand for
old crop has dried up as
exporters and domestic
processors have their re-
quirements covered until
July. Elevator line compa-
nies and domestic proces-
sors are showing values in
the range of $5.50 to $5.75 a
bushel for new crop, which
is very attractive given
world prices for malt bar-
ley.

Corn

U.S. corn prices are now
competitive on the world
market, resulting in stron-
ger export demand in the
latter half of the crop year.
Prices have potential to
strengthen as demand im-
proves. Corn futures will
be extremely sensitive to
weather during the spring
and summer and the mar-

ket could incorporate a risk
premium due to the uncer-
tainty in production.

Peas

Pea stocks are expected
to be relatively tight at the
end of the 2015-16 crop
year, which will keep pric-
es relatively stable in the
short term.

For 2016, Agriculture
and Agri-Food Canada is
projecting a pea crop of 4.1
million tonnes, compared
to 3.2 million tonnes in
2015.

The surge in production
will result in lower prices
for the 2016-17 crop year
and farmers should not
hold stocks into new crop
positions.

Jerry Klassen is the man-
ager of the Canadian office
for Swiss-based grain trader
GAP SA Grains & Produits
Ltd. He also farms in Mani-
toba and Saskatchewan, and
grew up on a mixed feedlot,
grain and sugar beet farm in
Southern Alberta.
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FCC adding $500 million to Young Farmer Loan

Farm Credit Canada
(ECC) is adding $500 mil-
lion to its ongoing com-
mitment to a loan program
aimed at helping young
farmers become estab-
lished in the industry.

Launched in Marcﬁ 2012,
FCC’s commitment to the
Young Farmer Loan has
grown to $2 billion over
four years, with almost
6,000 loans worth more
than $1.3 billion approved,
as of Dec. 31, 2015.Shawn
and Natalie Paget with son
Oliver

“FCC is proud to sup-
port the next generation
of farmers through every
stage of their career,” FCC
President and CEO Mi-
chael Hoffort said. “Prod-
ucts like the Young Farmer
Loan can make a real dif-
ference for producers look-
ing to enter the industry or
grow their business.”

The Young Farmer Loan
provides qualified produc-
ers, under age 40, with
loans of up to $500,000
to purchase or improve
farmland and buildings.
The loan includes variable
lending rates at prime plus
0.5 per cent, a special fixed
rate if producers choose
that avenue of repayment
and no loan processing
fees.

Shawn Paget, owner of
Riverview Farm Corpora-
tion, used a Young Farmer
Loan three years ago to
acquire more land for his
Hartland, New Brunswick-
area potato farm.

“FCC’s Young Farmer

Loan was exactly what we
needed to expand our op-
erations in order to grow a
wider variety of cash crops,
such as soybeans, corn and
cereals,” Paget said. “Ac-
cess to flexible financing is
very important when you
are starting out or trying to
become more established
in the industry. It's more
than a loan - it's an invest-
ment in the future of farm-
ing.”

Enabling young produc-
ers to borrow with no fees
at affordable interest rates
helps them develop a solid
credit history and build
their business.

“The long-term success
of Canadian agriculture re-
lies heavily on our ability
to attract and retain young,
innovative people to the
business of agriculture,”
said Lawrence MacAulay,
minister of Agriculture and
Agri-Food Canada. “By
helping the next genera-
tion become established in
this vital industry, FCC is
fulfilling an important part
of its mandate and a key
commitment of this gov-
ernment.”

To find out more about
the demographic impact of
young farmers on Canadi-
an agriculture, read the lat-
est Ag Economist blog post
at  www.fcc.ca/ AgEcono-
mist.

The Young Farmer Loan
enhances FCC’s suite of
exxetm products and ser-
vices that support young
producers, such as the
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Family Farm Equipment Leasing

Lease to Own for Business & the Farm
Providing Tax Beneficial leases to many of your neighbors in:
Kennedy, Grenfell, Griffin, Wawota, Wolseley, Estevan, Morden,
Winkler, Brandon, Neepawa, Killarney, Winnipeg
Ag Equipment Division
=Tractors =Grain Bins -Buildings =Trucks & more!--
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Ask your neighbors how happy they have been with their leases!
References are available. Call 204-479-2228 for a quote on any type
of equipment (New or Pre Owned). You can find the equipment
& dealer you want OR ask for our assistance, with our contacts.

Building relationships is our pleasure!
Family Farm Equipment Leasing
204-479-2228 get.equipment@familyfarmlease.com
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FCC Transition Loan, FCC
Ag Knowledge Exchange
events, FCC Publications,
FCC on Campus, and FCC
Management Software for

SAMSUNG

Galaxy Sé edge+ |

both accounting and field
management.

In 2014-15, FCC ap-
proved more than $2.4 bil-
lion in financing to farmers

under age 40, representing
more than one-quarter of
the $8.6 billion in disburse-
ments last year to help
customers expand or start

their operations.

For more information
on the FCC Young Farmer
Loan, visit www.fcc.ca/
youngfarmerloan or pro-
ducers can call the local
FCC office at 1-800-387-
3232.

FCC is Canada’s leading
agriculture lender, with a
healthy loan portfolio of
more than $28 billion. Our
employees are dedicated
to the future of Canadian
agriculture and its role in
feeding an ever-growing
world.

We provide flexible, com-
petitively priced financing,
management software, in-
formation and knowledge
ﬁemﬁcally designed for

agriculture and agri-
food industry. Our profits
are reinvested back into
agriculture and the com-
munities where our cus-
tomers and employees live
and work.
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WWW.GLASSERSTV.COM
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MOOSOMIN, SK = (306) 435-3040

WWW.FACEBOOK.COM/GLASSERSTV

© 2015 Samsung Electronics Canada Inc. All rights reserved. Samsung and Samsung Galaxy are registered trademarks or trademarks of Samsung Electronics
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Benefits of enterprise accounting

Your farm might be mak-
ing money, but are all parts
of it profitable? Splitting
your farm into its compo-
nent parts and then analyz-
ing their individual income
and expenses using enter-
prise accounting is the only
way to know for sure.

Standard vs.
enterprise
accounting

Any standard account-
ing program will quickly
show if your whole farm
made or lost money, but
it won't necessarily show
where you made or lost
it. For example, it might
have been very profitable
to grow canola, corn and
wheat last year. However,
you could have lost some
in your cow-calf opera-
tion. If this was the case,
you were subsidizing your
money-losing cattle enter-
prise with your profitable
grain enterprise.

Good information is the
basis for good decisions as
you make adjustments to
the overall operation.

You assume this is hap-
pening, but as long as you
keep lumping both parts
of your farm together into
one big unit, it's difficult
to know for sure. Dividing
your operation’s income
and expenses into compo-
nent enterprises and then
comparing them using a
farm accounting software
program like AgExpert An-
al{st lets you see at a glance
where you are making, or
possibly losing, money.
Good information is the
basis for good decisions as
you make adjustments to
the overall operation.

Setting up

Setting up to do enter-
prise accounting is rela-
tively simple, says Janet
Nielsen, an accountant and
the owner of JRN Consult-
ing Services in Red Deer,
Alta. It's just a matter of
creating ranges in your
income and expense ac-
counts in such a way that
they are attributed to the
right farm enterprise.

Say you have a grain
and livestock operation.
Nielsen says to assign an
appropriate percentage of
every account in your data
to each enterprise when
setting up your software.
A canola seed purchase, for
example, would be 100 per
cent attributed to the grain

2012 Ford F-350
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enterprise and 100 per cent
of a cattle purchase to live-
stock. Fuel, repairs, interest
payments and any other
fixed and variable costs
used by more than one
enterprise would be split
between them at an appli-
cable percentage.

“Then, if T pull off my
income and expense en-
terprise comparison, I get
a column for livestock, I
%ft a column for grain, and

en I get a total,” Nielsen

says. “I can pull reports

by any date or any quarter
throughout my year. Ag-
Expert Analyst allows me
to pull off these reports in
either the cash or the accru-
al basis; no other software
does this.”

NO APPOINTMENT NECESSARY
OIL CHANGE

ONLY$6 599

@) WE SERVICE & REPAIR ALL MAKES & MODELS!
READY
FOR
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“You're collecting and
entering this data anyway;
it's all there within the
software,” Nielsen says.
It's just a matter of going
through your numbers and
pulling off the reports to
see where you stand.”

Plan a profitable
crop rotation
Enterprise accounting is
a great way to help grain
and oilseed producers as
well as cash croppers ana-
l{ze the profitability of
their crop rotation, says
Nielsen. Normally, pro-
ducers divide their farm
operations into separate
enterprises by splitting out
major revenue streams so
a farm might have dairy,

trucking, custom farming
and grain enterprises. The
same techniques will work
to split apart and analyze
individual components of
an operation.

“A grains and oilseed op-
eration could set up a sepa-
rate enterprise for each of
its oilseed, pulse and cereal
crops,” Nielsen says. “It
would just be a matter of
setting up your chart of ac-
counts to have the amount
of detail you need.”

You could set up a sepa-
rate account for each crop
to keep track of the amount
of chemicals, fertilizer and
seed you used. Then you
can break out the rest of
your operating costs in
whatever percentage that
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you wanted to allocate to
each crop.

That way, at the end of
the year, you would know
exactly what was profit-
able.

This allows you to com-
pare your actual income
and expenses with the pro-
jections you made when
you planned your rotation
at the start of the growing
season. It gives you an-
other tool to help decide
whether or not to keep
growing a particular crop
in the next growing season.
How many
enterprises?

Even though there are no
real limits to how many en-
terprises each farm can be
broken down into, keep it
manageable.

“Only set up specific en-
terprises that are directly
related to your farm’s prof-
it centres,” Nielsen advises.
“For example, you would
definitely set up your dairy
and grain operations as
separate enterprises. But
you wouldn’t want to set
up a poultry enterprise just
because you had a handful
of chickens.”

Whenever Nielsen con-
ducts an AgExpert Analyst
training course, one of her
goals is to have producers
use the information they're
collecting to manage their
operations more effectively.

“The program can give
you valuable information if
you understand what’s in
there and then work with
those numbers going for-
ward,” Nielsen says. “It's
all there at your fingertips.
It's just a matter of making
sure that you fine tune it
for your operation.”
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There are a wide range of pulses, and soybeans and faba beans are starting to make inroads in Saskatchewan.

fabas give growers more options

Soybeans,

BY NEIL BILLINGER

Saskatchewan pulse crop production
is dominated by lentils and peas but two
other crops—soybeans and faba beans—
are providing additional options for some
farmers.

About 200,000 acres of soybeans were
grown in Saskatchewan last year, main-
ly in the southeast. That number pales
in comparison to the 1.35 million acres
planted by Manitoba producers in 2015.
Soybeans are well adapted to the tempera-
ture and moisture conditions in the Red
River Valley. Shorter season varieties have

helped expand the growing area further
west.

“The growing season length can be as
short as 105 to 110 days in parts of Sas-
katchewan and western Manitoba,” says
Kristen Podolsky, production specialist
with Manitoba Pulse and Soybean Grow-
ers. “There are some varieties that are
adapted to the very, very short season, but
we sometimes see a slight yield decline.”

Podolsky speculates a “frost scare” in
2014 may have resulted in more modest
soybean growth in Saskatchewan com-
pared to Manitoba, which has doubled

acres over the past five years.

“There is still more potential to expand
within the primary area, which includes
Yorkton, Regina and south to the U.S. bor-
der.”

A growing number of Saskatchewan
farmers seeded faba beans for the first time
in 2015. The area tripled in size to 62,000
acres, according to Sherrilyn Phelps, Sask
Pulse Growers agronomy and seed pro-

ram manager.

“Faba beans like moisture and are more
resistant to aphanomyces (root rot),”
Phelps says. “These are issues that we

have been facing over the past four or five
years with peas.”

Northeast Saskatchewan and the area
between Saskatoon and Humboldt had
the largest area of faba beans last year. The
crop is also well suited to north-central
and northwest Saskatchewan and is on the
upswing in Alberta as well with 110,000
acres in 2015.

Phelps says faba bean yields were lower
than previous years due to a drier spring
and some hotter weather in July. Tempera-
tures above 27 degrees Celsius can impact
flowering and result in pod abortion.
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STOCK#16069A STOCK#15201A STOCK#16115A L- STOCK#16068A
33,000 KMS $26,975 29,000 KMS $25,975 22,000 KMS $20,975 |* 23,000 KMS $19,975
2012 Buick Enclave 2012 GMC Acadia 2010 Chev Traverse 2010 Dodge Journey
STOCK#15312B STOCK# 16054A STOCK#15249A STOCK#16093B
74,000 KMS $28,975 116,000 KMS $24,975 80,000 KMS $16,975 . 112,000 KMS $15,975

“We Want To Satisfy You” 1 -800-209-4628
L t d 4 1102 PARK AVE. « MOOSOMIN, SK * PHONE 306-435-3367

| d le g & s on i AFTER HOURS SALES: Murray Gray 306-435-9062 e Jeff McGonigal 306-434-7919
- @ == WWW.BRADLEYGM.CA
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Choosing Your Forage. Managmg Your Rusk

BonnNiE ManDziak PAG, AEGP TecHNICIAN
CALLING LAKES FARM STEWARDSHIP GROUP

It’s March and if you are planning to seed forages this spring you should be think-
ing about the variety and blend that works best for your operation. You may have
marginal land that is prone to flooding or salinity and would better serve you in
perennial forage. Perhaps you have expanded your herd and require more pasture
or hayland. Maybe you are retiring and are considering leasing outstanding hay as a
way to generate revenue. .

Some of the factors that need to be considered are:

. Use — What is the intended use of the forage? Will it be used as hayland,
silage, stockpile grazing or pasture? If pasture, will it be rotationally grazed or con-
tinuously grazed?

. Forage Timing — What time of year does the forage need to be available?

. Soil Type - What is the soil like? Clay, Loam, Sandy? Does it drain well? Does
it have salinity problems?

. Soil Condition — What is the soil fertility? How much organic matter is pres-
ent? What were the previous herbicide treatments?

Once the intended use is determined, a producer can sit down and determine the
best blend that works for them.

Common species that are used:

Species Best Timing Salinity Tolerance to
Use Tol Flooding
Alfalfa (early /medi- | Both Spring - fall Low to moder- |Low
um maturity)* ate
Creeping Rooted Hayland |Spring — fall Low to moder- | Moderate
Alfalfa” ate
Cicer Milkvetch Grazing |Late spring— | Low to moder- |Low
fall ate
Meadow Brome Hayland |Early spring — |Low to moder- |Low
late summer | ate
Hybrid Brome Both Spring — late | Low to moder- | Moderate
summer ate
Tall Fescue Hayland |Spring — fall Moderate to Moderate to High
High
Creeping Red Grazing | Spring - fall Low to moder- | Moderate
Fescue ate
Pubescent Both Spring — sum- | Low to moder- |Low
Wheatgrass mer ate

*With all alfalfa varieties the possibility of pasture bloat needs to be taken into con-
sideration when grazing livestock.

** Specific characteristic are determined by variety, please refer to variety specific
guidelines.

When selecting forages it is important to use Certified Seed whenever possible.
Although the cost of seed is higher, the overall benefit provided by variety purity out-
welghs the cost. Try to avoid using varieties that have invasive characteristics. Variet-
ies such as Smooth Brome and Crested Wheat, although popular and low cost, have
a tendency to spread easily throughout the landscape and choke out native species.

Over the past 5 years we have received above normal amounts of precipitation.
For forage producers this has been a great benefit with many producing phenomenal
stands. Then came 2015 and we had below normal precipitation early on causing fear
there would be a feed shortage. This early drought was a reminder to better manage
risk and plan for dry years. Producers should consider stock piling feed rather than
pushing their stocking rates to higher levels. Use cross-fences to create paddocks to
utilize rotational grazing and provide better control of season use, grazing intensity
and distribution. Resting forages and not overgrazing are important things to con-
sider for many reasons. Rested forages have increased vigor, forage yield and sus-
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306-786- 4682 |
866 .730 4682
Vmcernall ext 520

"66‘786 6733

Cicer Milk Vetch - photo by Bonnie Mandziak

tainability. They are better at tolerating unfavorable environmental conditions such
as drought or flooding. Without rest, desirable forage species will reduce and overall
pasture health will decline.

For more information on forage selection contact Bonnie Mandziak with the Call-
ing Lakes Farm Stewardship Group and the Lower Qu’Appelle Watershed at 306-
795-7279 or Shawna Green with the Eastern Lower Qu’Appelle Agri-Environmental
Group Plan and the Lower Qu’ Appelle Watershed at 306-434-8690 or contact a Minis-
try Agriculture Regional Forage Specialist Representative or the Agriculture Knowl-
edge Center at 1-866-457-2377.

Dr. Robert Kitchen, MP

Souris-Moose Mountain

Toll Free; 1-866-249-4697
Email: robertkitchen.cl@parl.gc.ca
www.drrobertkitchenica |/

In the field, on the road, or at home
We are right there with you.

Stop in to see our new and improved
showroom with over 600 sq. feet of
water fittings, pumps, hoses, parts and
accessories.

We have what you need
for any application.

flaman.com Moosomin 306.435.4143




| From the wicked windchills
of winter to the humid hazy
days of summer. ..

SURROUND YOURSELF

WITH THE INSULATION
THAT OFFERS YOU MORE!

RERNVIGRE WORE
SAVINGSJNCOMEORTANINSAEETY;

* Reduce your heating system o Excellent acoustics — * Fire resistant
by 30-40% a quieter environment * Does not impose a health risk
* No condensation problems o Adraft-free environment e No “possible cause of cancer”
* Mice and rodent resistant * WallBAR in-wall and attic labels
* Higher R value per inch insulations * First building product to carry
the “Environmental Choice” logo

Lifetime Guarantee e Fast & Efficient ¢ Free Estimates
N OT AL L Investing in a quality insulation product
results in long-term benefits and savings.

INSULATION  You only have one
IS EQUAL! chance to get it right!

—
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o

e -
PRAIRIE INSULATION
June 15-17 - Regina Farm Progress Show

Contact Fervel Horn — Wapella » Moosomin - 306-435-2420 » 306-435-7778

@ SERVICE LTD.

AGRICULTURE e HEAVYDUTY o PERFORMANCE

Repairs and maintenance
on all ag & industrial equipment

Aftermarket parts available
Mobile service

EGR, DPF &
Urea deletes on
most diesels

306-435-5800 « Moosomin, SK ¢ rick@rpmserviceltd.com
www.rpmserviceltd.com
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MITH
X

Hwy #52 West | Yorkton, SK | Fax: 306.786.6044

306.783.6122

Open Monday - Friday: 8 a.m. - 12 Noon
& 1 p.m. - 5:30 p.m.

o Steel
e Scrap Metals
e Fasteners * Chain
o Trailer Parts  © Cable
o Industrial Gases ® Pipe Fittings

e Welding
Supplies

www.smithsteelservice.com

A lot of exciting changes are happening!
Come in and talk to the staff for more details.

® |Intriguing customer programs for both grain and
crop inputs

e Offer top canola varieties from: Canterra, Bayer,
Dekalb, Brett Young, Syngenta

e Ask about our available soybean varieties

e Need fertilizer? Talk to the team today

e Taking bookings for all plant nutrition,
micro-nutrients, and chemical

e Interest free, O.A.C until October 2016

For more information, call the
Crop Inputs Team at (306) 435-4905

~ MOVING
TRADITION

PARRISH & HEIMBECKER LTD. st
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Important to keep up with books even during seeding and harvest

It's easy to let your books
get behind when busy
times hit and getting the
crop planted or harvested
takes top priority.

Unfortunately, this is
probably when timeliness
is most important, because
it's when big dollars are
rolling in and out of your
bank accounts.

“If you aren’t staying on
top of things, it's easy to
miss something like a fuel
payment,” says Mike Arm-
strong, a financial planner
with Richardson GMP in
Saskatoon who farms near
Rouleau.

“Sadly, things like this
happen far too often and
they can have a significant
impact on your operation.
In the worst case scenario,
they can bring your opera-
tion to a grinding halt.”

On the other hand, being
timely with your financial
management tasks offers
bonuses, Armstrong says.

Some vendors offer dis-
counts and better terms if
you pay your bills before
they’re due.

Some banks let you de-
posit cheques with your
smartphone.

USE THE
QUADRANT METHOD

How do you stay on top
of all the little details? The
trick, Armstrong says, is to
sit down at either the start
or the end of the day and
make a list of important
upcoming tasks that need
to be done. Then set your
priorities.

“I'm a big proponent
of Steven Covey’s Seven
Habits of Highly Effective

People, especially Covey’s
quadrant method.

Organize your tasks into
a list with four quadrants:

e Urgent and impor-
tant — those that have to be
done right away

¢ Urgent but not impor-
tant

® Seem urgent but are
relatively unimportant

e Neither urgent nor im-
portant

Once categorized, it's
easy to tell which tasks
you need to deal with right
away, what can be del-
egated to someone else,
and what can be put off for
later.”

Armstrong cautions that
while this sounds straight-
forward, it’s easy to get so
caught up with quadrant
three — tasks deemed ur-
gent that are actually rela-
tively unimportant to your
operation — that you don’t
get around to doing the
quadrant one priorities.

SIMPLIFY
FINANCIAL LIFE

Not that long ago, if you
wanted to deposit a cheque
or pay a bill, you had to
drive into town to visit
the bank or the post office.
Now you can do both right
from your tractor.

“When we received a
fuel bill that was due in 30
days at our family farm,
my mother used to make
a note on the calendar of
when it had to be paid,”
says Armstrong. “Today,
you log into your bank
account and schedule the
system to pay it automati-
cally when it comes due.
It’s been taken care of in

603 Park Avenue
Moosomin, SK
306-435-4188

Complete body
repairs on all
makes and models!

Wmdshleld repair & replacement

Two Way Radio Communications

Farmers - Truckers - RM'S - School Div - Fire Dept

Save fuel, time
and wages with
good radio
communications.

~ Complete systems, add-ons,
portables, antennas, towers
~ Tune-ups, repairs, parts
~ We have Midland 4 Pin Mics

9]
ICOM

KENWOOD
W% lertex Standan

Muoeansl]

INKINEN

RONALD >

L LVATAS LA TE A TFTONS

1-800-797-7234 radios@ronaldcom.ca

Russell MB 204-773-3038  Yorkton SK 306-786-4200

We provide radios and service to more than
2500 farms, serving the Prairies since 1980.

PREMIUM QU LITY MOBILES - $395

OR ANTENNA DISCOUNT WITH RADIO

CALL IN AND USE St

PREMIUM QUALITY FULL POWER PORTABLES - $275

with easy care lithium batteries and rapid chargers

one quick step. You can put
that job behind you and
move on to the next.”
Some banks let you de-
posit cheques with your
smartphone. Just take a
picture of it with your
phone’s camera and up-
load the photo into their
system to document the
deposit. No need to make
the 45-minute drive from
the family farm, which will
save time, fuel, wear and
tear on your vehicle — and
all the other expenses that
go with it, Armstrong says.

how sophisticated the app,
technology’s effectiveness

STREAMLINE YOUR
BOOKKEEPING

Manually entering every
transaction you made at
your bank into your book-
keeping program is an ex-
acting, time-consuming
task. Today, you can down-
load all your transactions
directly from your bank
account into your book-
keeping program or onto a
spreadsheet.

There are smartphone
apps that let you use your
device’s camera to capture
a picture of your receipt
and enter the transaction
details. AgExpert Mobile,
for example, works in tan-
dem with AgExpert Ana-
lyst accounting software
to wirelessly transfer mo-
bile transactions to a home
computer, saving time.

Tools to streamline your
bookkeeping  tasks ~are
steadily improving and
will become ever simpler
to use. However, no matter

Farmers often have
more important things
to worry about than
keeping on top of their
paperwork

TRANS LANADA

BEARING q MACHINE

Our staff is ready to serve all your welding, machining and
parts needs in farming, commercial and oilfield repair.

Retailer of bearings, belts, bolts, steel and welding supplies.

Phone: (204) 748-3833 Fax: (204) 748-3835

373 King Street, Virden, MB
Owner: Murray Davies

SHANDO VENTURES

Grain Storage
Problems?

Phone us to order grain bins now while
bins and crews are still available.
We can also provide fertilizer bins.

We sell Keho, Grain Guard and
Caldwell aeration, Bin Sense systems,
Opi systems, replacement bin lids,
stairs & ladders and parts for Chief,
Westeel and Sakundiak/Behlen

Don’t delay ‘til it’s too late
for the 2016 season!

204-734-5581

shandoltd@hotmall com

Swan River, MB |

=

will still depend on how
well you manage your pri-

orities and stay on top of
your business.

MMATT CREEK

RANCH

REDJANGUSIBULLSIFORISALE{OERITHEIFARM Y

Mark, Pamela, Matthew & Emily Wushke

Whitewood, SK
H: 306-735-2805 C: 306-735-7980

wushkemd@yahoo.ca

Custom Cutting & Slaughtering
Curing & Jerky
Wild Game & Sausage Making

Deluxe Pack - -
o 489  Mini
* 10 Ibs. Rib Eye Steak S = 1
« 10 Ibs. New York Steak
« 10 Ibs. Boneless Pork Chops peCIa s
+ 10 Ibs. Baby Back Ribs
20 Ibs. Lean Ground Beef (OUR OWN PRSODUCTS)
. Lean Side 15

Variety Pack 6
(75185 $450 Bacon /ib.
« 10 Ibs. New York Steak
« 51bs. Sirloin Steak ) $ 4'15
« 10 Ibs. Beef Round Roast Smokies /b,
* 10 Ibs. Bone-In Pork Chops
« 10 Ibs. Boneless Pork

Butt Roast )
« 8 Ibs. Boneless Skinless g:::::r: sszsllb

Chicken Breast 9 .
* 41bs. Lean Side Bacon
« 3 Ibs. Farmer Sausage s525
« 151bs. Lean Ground Beef Wieners /b,

Economy

wimsy Pk 5200 Beef Burgers $50
« 101bs. Sirloin Steak Deel purg
+ 101bs. Boneless Pork Steak  your Choice: 4 oz or 6 oz. Patties
«  101bs. Lean Ground Beef
. 5 Ibs. Smokies Sale March 21 - April 30
. 10 Ibs. Beef Round Roast

306-646-2181 * Open Tues. to Fri.

Closed Monday for Butchering
Maryfield, SK
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Canada Safety Council is reminding Canadian families

Farming is a very re-
warding, important and
invaluable industry in
Canada. But for all of its
benefits, it is also one of
the most dangerous indus-
tries, and the reality of the
profession is that children
are often around the work-
place. This means exposure
to hazards including toxic
chemicals, unpredictable
livestock and potentially
dangerous machinery. This
exposure makes it abso-
lutely crucial that children
be taught about the poten-
tial dangers around them
and how to avoid putting
themselves at risk.

March 14 - 20 is Nation-
al Farm Safety Week and
this year, the Canada Safe-
ty Council is reminding
Canadian families to take
precautions while on the
farm, ensuring the safety
of children by understand-
ing the concerns and pay-
ing attention to detail.

According to a study by
Canadian Agricultural In-
jury Reporting (CAIR), 272
Canadians under the age
of 14 died between 1992
and 2012 in agricultural-
related fatalities, with ap-
proximately 45 per cent of
those being four years of
age or younger.

The  most common
causes of death among chil-
dren are machine runovers
(41.9 per cent,) followed by
drownings (15.2 per cent,)
machine rollovers (11.1 per
cent,) animal-related inju-
ries (6.5 per cent) and be-
ing crushed by or under an
object (5.1 per cent.)

Often, bystander run-
overs occur when children
are playing on the farm
Oor near a worksite, The
farm vehicle is usually in
reverse, and the adult is
not expecting the child to
be there. This fact alone
makes it crucially impor-
tant to set aside an area

reserved for playing in the
yard. A fenced-in area with
self-locking gate closures
will ensure that the child’s
exposure to runover-re-
lated danger is greatly re-
duced.

It’s important to remem-
ber that what may seem
to be an obvious safety
measure isn't always so
obvious, especially  with
younger children. Teach
them which areas are off-
limits or dangerous. As
they get older and start
helping out around the
farm, take the time to teach
them the proper way of
doing things, explaining
and enforcing safety as
the primary goal. Keep in
mind their limited experi-
ence and strength when as-
signing tasks, giving them
age- and size-appropriate
responsibilities.

That being said, it's not
enough to tell children
how to do things safely.

Especially when it comes
to work-related  tasks,
children are driven to fol-
low examples set by their
parents and other adults.
Farmers and workers have
to make sure that they're
following safety protocols
and being careful, or the
message will ring hollow
to children and they will
not see it as important.

Take the following pre-
cautions to ensure that
your farm is safe for chil-
dren:

e Inspect your farm
with your children for any
areas that contain hazards.
Make sure to not only
identify the hazards, but
also to explain why they’re
dangerous to the children
and, if possible, take steps

to take precautions while on the farm

to mitigate the danger.

® Before setting children
to work on age-appropri-
ate tasks, check local laws
to ensure that they are of
legal age to operate farm
machinery.

e Train older children
before setting them to
work on anytl%mg. Ensure
they understand the prop-
er operation of machinery
they’re being asked to use,
and that they know what
to do at all times.

* Never allow extra
riders on any equipment.
Extra rider runovers are a
very common cause of in-

jury.
¢ Drownings on the
farm  occur,  especially

among children six years
old or less. Fence farm

ponds, manure pits, and
any other source of water
that could pose a drown-
ing risk.

* Designate a specific
fenced-off area that is sole-
ly for playing. Ensure that
it is kept far from animals,
as even calm and normally
docile animals can become
dangerous if they feel that
either they or their off-
spring are threatened.

¢ Keep all farm chemi-
cals out of the reach of chil-
dren and locked away in a
cabinet, room or building.

e Keep grain bins off-
limits for children — it
takes only a few seconds
for a person to become
helplessly trapped under
flowing grain, where they
could suffocate.

Setting

New

MULLETT’S "“Siomon o 5o " Standards st
Moosomin, SK podded

6074 RR & 6080 RR

Greatyield
Ro N 306-43 5-3919 Industry-leading yield and
www.rona.ca harvestability
DOI ng |t I’Ig ht Hand Tools Introducing 6074 RR and 6080RR - the NEW/standards in
Genuity® Roundup Ready® Canola performance. 6074 RR was the
Power Tools highest yielding GENRR in the 2014 Canola Performance Trials’.
6080 RR h: ll the Id tial of 6074 RR an i rity
NEED Hardware
Work & Mud Boots Be sure to get your orders infor these two exceptional varieties.
Gloves Just another example of world-class products, provided to you Keeps the plant
Jackets from your local seed company. upright under a high
0 1l TELLUS ABOUT YOUR EXPERIENCE WITH BrettYoung CANOLA: vieldload
I N TH E 'veralls ¥ @BY_Seeds | #BYCanolal5
Workwear: CARHARTT,
TOUGH DUCK, RED WING, BAFFIN
FIELD THIS &y Breomg || s
Electric & Gas e stalk

Home Grown,

Excellent

Pressure Washers harvestability

?
s P RI N G * Special Orders Available
ti [l e vt 3

Lo ]
ROUNDUP REAI
CANOLA

Visit brettyoung.ca | 1-800-665-5015

ANE REALTY e e N e e,
* Tire Sales & Repairs FLAMAN &
When it’s time to sell the Farm, oF T Ti P %
get the best price & exposure you arm & ractor lires In the field, on the road, or at home :
\ . We are right there with you. |
deserve by calling e Batteries N
Lane Realty, .
. pe_e . L] H H
Specializing in Quad Tires Spring Bookings!
Farm & Ranch property e Automotive Spring is on the way and Flaman is here to
Call your local agent Repair . make your field work easier.
Jason Beutler (306) 735-7811 | |, Wheel 1 ;"é.e.f?‘,gnﬁiﬁt'r”e'l,'éﬁé"ré‘% :
including:
Alignments S isbeont =
To view full color feature sheets for Lo Speed e
all of our CURRENT LISTINGS e SGI Safety |+ Ag Shield Land Roller
Visit our web site at Inspections & So Much More!
www.lanerealty.com

3 24-HOUR MOBILE
TIRE SERVICE

TIRE

LANE REALTY

Saskatchewan’s Farm & Ranch Specialists™
WITH OVER 30 YEARS
IN THE BUSINESS
139 REGISTERED SALES IN 2015‘

1. Representing purchasers from across |

& & (1
AR
ERRRRILIRY

We'll help you get the job done right, and on time, every time.
Visit us today in store or online at www.flaman.com/rentals

Yorkton 306.783.1689

Y Canada, and around the world!
www.lanerealty.com

(306) 435-2220

505 MOOSE ST. »

MOOSOMIN, SK.

www.flaman.com

Moosomin 306.435.4143
Swan River 204.734.9999
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Denmark supermarket selling expired food products
The store’s aim is to reduce waste, repurpose unwanted food and
raise funds for regions of the world where food supply is an issue

BY SyLvaIN CHARLEBOIS
COLUMNIST

Apparently  Copenha-
gen is home to the world's
first supermarket to inten-
tionally sell expired food
products. It's about time.

WeFood stems from a
community-led effort. The
charitable organization
officially opened in Feb-
ruary after a successful
crowd-funding effort and
is operated by volunteers.

Tﬁe store's aim is to re-
duce waste, repurpose
unwanted food and raise
funds for regions of the
world where food supply
is an issue.

What is most powerful
about 's model is its in-
tent to serve the broader
public. The Danish super-
market hopes to attract
consumers WhO are en-
vironmentally conscious
and individuals with less
means. But, ultimately,
WeFood will do business
with anyone.

Pressure to reduce waste
is coming from all fronts.
The European Union has
pledged to reduce food
waste by 50 per cent by

Justin Cleaver, Dip. GISET
AGRI-TREND® Gec

Cell: 1.306.743.3300

jcleaver@AGRI-TREND.com

2025 - and research has
shown that food waste is
brought about by several
avoidable causes. Mainly,
we know that food waste
is essentially the negative
outcome of highly inef-
ficient food distribution
systems and detrimental
consumer habits. WeFood
attempts to address these
two main failings at once
by offering recoverable
food products to progres-
sive consumers.

The initiative is sup-
ported by the Danish min-
ister for food and environ-
ment. The government
actually lauded the orga-
nization's effort to make a
difference. Officials were
present when the store
opened, sending a clear
signal that such a project
is morally acceptable and
economically necessary.

But the project still car-
ries risks, which are linked
to two main issues: food
safety and procurement.

Selling expired food
products can increase the
risk of food-borne illness-
es and outbreaks. WeFood
makes it explicit that buy-

Celina de Kock
AGRI-TREND

Cell: 1.204.821.5818

cdekock@AGRI-TREND.com

Professional. Agricultural. Coaching. | www.AGRITREND.com

SURE GRCMTH

1

%

23:26c

ional health

A shopper’s cart at WeFood. The supermar-
ket sells items once destined for the trash bin

at a discount.

ing anything in its store
warrants better risk man-
agement practices at home
by the consumer. Encour-
aging the consumer to re-
duce risks when prepar-
ing meals is key to a sound
communication plan.
Getting consistent sup-
plies is also a challenge
for a store like WeFood.
To make sure shelves re-
main filled, unwanted but
perfectly edible food must

come from a broad net-
work of businesses: local
supermarkets, butchers,
produce importers and
even food processors are
engaged. These groups
must be continuously in-
volved so WeFood can
rely on a steady flow of
store traffic. This is critical
to make WeFood's model
sustainable.

Denmark has reduced
its food waste by 25 per

Open May to July
306-728-0208

Owned and Operated by:
Cory and Judy Kraushaar
Grayson, SK

MooseBay Greenhouses

Monday to Friday 10 a.m. to 5 p.m.
Saturday & Sunday 10 am. to 8 pn.
Evening appointments available

We offer: Annual Flower and Vegetable Bedding Plants, Basket Stuffers,
Hanging Baskets, Perennials, Patio Containers, Personal Container Services,
Gift Certificates, Gift Ideas, Trees, Shrubs, Water Plants, and Succulents.

X

Visit us on our website at
www.moosebaygreenhouses.com

More and more firms just calculate numbers.
We help calculate your next move.

MNP

MNP Understands Agriculture.

In fact, it is both a specialty and a passion. Our
business consultants, financial advisors and
professional agrologists are intimately familiar
with all aspects of the agriculture industry.
Which means not only can we help you make
sense of the now, but we can also help show

cent in the last five years,
which signifies how the
community has evolved
in recent years, at least in
Denmark.

The  United States
wastes 50 per cent more
food than in 1990. In Can-
ada, $31 billion worth of
food is wasted every year,
indicating there is defi-
nitely room for improve-
ment. Some Canadian en-
terprises are attempting to
stop the waste. Canada's
Second Harvest repur-
poses food, but it only ca-
ters to residents who are
chronically short of food.

Although it is evolving,
Canada is nowhere near
where Europe is when
it comes to minimizing
waste of all kinds. To simi-
larly reduce food waste
in Canada, our approach
to food-related risks will
need to change.

That kind of effort in
Canada would pay off, be-
cause what WeFood is do-
ing is very transformative.

Reducing food waste
is not simple, and can
be used by governments

looking to garner more po-
litical support. This grass-
roots-based approach has
more merit than France's
decision to force super-
markets to donate unsold
food to charities or to re-
direct products for animal
feed. Most large super-
markets in France already
do what the law now re-
quires them to do.

The Copenhagen initia-
tive is not about getting
more votes. WeFood not
only captures the essence
of a group's will to reduce
waste and assist those in
need, it democratizes im-
portant issues like food
insecurity and waste. Re-
ducing food waste can
easily unite the poor and
the rich, the left and the
right.

To make food systems
more efficient, from farm
to fork, and to make food
waste everyone's busi-
ness is the right call. Add-
ing value to products that
would have been other-
wise rejected by food re-
tailing ~conformists only
makes sense.

plus Wi

A A
TRANSPORT

Hauling Grain, Fertilizer,
Equipment, Potable Water/
Water and Gravel,

Ph: 306-645-2032
Rocanville, SK

e Large Animal Mobile and/or In-Clinic Services

o Offering complete medical and surgical
services for all your livestock, pets and horses

R ROURSERUICE

ALL THE BEST THIS CALVING SEASON!

We look forward to servicing
your agricuiture industry! _

Dr. Justin Noble, DVM
424 Maple 5t
Esterhazy, SK

Phone (306) T45-6642

you what's next.

Contact your local MNP office or
call 306.435.3347

We specialize, you capitalize.
Visit MNP.ca to learn more.

ACCOUNTING > CONSULTING > TAX

%o, ﬂ.‘)ﬂ
FIRST LIGHT

CROMER, MB
Local commercial hauler offering
custom grain hauling with newer model
tri-axle trailer, 32 tonne capability.
Step deck trailer also available for
moving hay or equipment.
Prorated and legal for travel across Canada/US

If you want affordable, courteous and professional service,
call Larry & Dora at First Light Motoring Ltd.

Serving All local areas!
Call for a quote today!

We also operate a repair shop. Anything from
minor repairs to major overhauls.
We have an Electronic Service Tool to service
most makes. Certified Technician on duty.

Located in Cromer, MB ¢ 204-556-2482
Larry: 204-856-9933 (cell) ® Dora: 204-871-3494 (cell)
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The business risk you can’t ignore—but probably do

It's the biggest threat you face on the
farm — and the one you're most likely to
ignore.

But anyone who doesn’t take workplace
safety seriously should sit down with
Dean Shaver.

It will not be a comfortable conversa-
tion. The CEO of CSI Canada Safety has an
inexhaustible supply of tales of terrible ac-
cidents from the oil patch, farms, and else-
where. And he doesn’t pull his punches.

“If you hate people, fine, then go ahead
and hurt yourself or get yourself killed,”
says the 62-year-old Albertan. “But if you
love your family, then you’d better start
thinking.

“Whether you own the farm or you're
a farm hand, your job is not worth dying
for.” - Dean Shaver

“When you talk about someone getting
hurt, it isn’t about breaking a finger or a
wrist. Because we have such big equip-
ment, you're either dead or crippled.”

Shaver grew up on a farm, ﬂad a pig
operation in his younger days, and spent
years working on oil rigs before he suf-
fered a serious workplace accident in 1997.
Although told he would be in a wheelchair
by age 50, he quickly returned to work and
in 2006 founded CSI Canada Safety.

TRAGIC TALES

In the safety business, the number one
question is always: How do you get people
to listen? Shaver’s answer is to tell stories
about “guys not thinking.” He provides
names, dates, and horrific details.

Many are from the oil patch, but he’s
got lots of farm stories, too. The kid who
slipped off the fender and fell beneath the
wheel of the tractor his dad was driving.
The father overcome by hydrogen sul-
phide while cleaning a manure reservoir
and the son who went in to check on him
and died, too.

It’s the details that stick in your mind.
Here’s Shaver’s description of his 18-foot-
fall from a derrick.

“As I'm falling, I see a crowbar stuck
in the ground and I'm going to land right
on it. A fall wouldn’t have been bad, but
because I had to twist like a cat trying to
avoid being impaled, I ended up landing

completely cockeyed, on my feet back-
wards.”

One heel plate broke in 13 parts, the oth-
er 11. “It was like dropping a dinner plate
on a concrete floor from eight feet above,”
said Shaver, whose recounting of his med-
ical treatment and years-long recovery is
no less graphic.

REAL-WORLD APPROACH

Of course, every farmer knows grim
details of farm accidents affecting people
they know ... or knew. But a safety-first
attitude remains a rare one in occupations
like farming, where time is short and the
list of must-do jobs is long.

Shaver gets that. He was never fond
of safety officials. “My attitude was: We
don’t have time for this.”

It's not that he didn’t take safety seri-
ously, it was he didn’t respect the people
delivering the message. Most, he says,
never worked on the rigs and their well-
intentioned safety protocols didn’t mesh
with the real-world necessities of getting
the job done.

So every safety specialist he hires has
extensive experience on a rig, pipeline, or

WRUST in us for all your
crop productton“_needs! ,

.
Pkt B Servgges: s

. Liquid Fertilizer

. Dry Fertilizer (9 base products) )

. Certified Seed

. Seed Primers & Jumpstart
. Mobile USC Seed Treating

. Micronutrients
-Keg Delivery Systems

. Crop Protection Products

e - Field Scouting
-4 . SoikSampling
g +EquipmentRentals

Proud to Serve our Local Ag Producers!

. Aerial Custom Applications

435.23

0 mi

other oil patch job.
“It’s all about the mindset,” he says. “If
you haven’t done the job, who’s going to
listen to you?”

That approach fuelled his company’s
success — more than $50 million in rev-
enues since 2009.

PLAN TO BE SAFE

Of course, farms don’t have dedicated
safety specialists, so Shaver says the farm
owner needs to play that role. That means
starting every morning with a discussion
of the day’s work plan and the safety haz-
ards of that work.

“How many farmers do that?” he asks.
“They get so used to working with their
sons or wife or a couple of hired guys, they
figure they don’t need to plan. But you do
and it's not complicated.”

A simple set of questions will do, he
says. What equipment will you be using?
Is it in good shape and set up properly?
What are the tempting ‘shortcuts’ you

Teaching
students
about
farm safety

need to avoid?

“It's called taking responsibility and
that needs to come from the farmer first.
If he doesn’t make it a priority, then who
will?”

Part of that is spending money to make
the workplace safer — things like 80-foot-
long augers and overhead wires in the
yard are a poor mix — but it's mostly
about attitude, Shaver says.

“It's a myth that people get into acci-
dents because they’re trying to save time.
It's because they don’t think it will happen
to them.”

But it will happen to some farm families,
and the best cﬁance of avoiding it is the
farm owner taking a few minutes every
day to think — and talk — about safety,
says Shaver.

“Whether you own the farm or you're
a farm hand, your job is not worth dy-
ing for,” he says. “Take your time, think
it through, and talk about what could go
wrong before it does go wrong.”

“Now if our margins were increasing as fast as our yields...”

The Agriculture Practice at BDO

People who know Agriculture, know BDO.

Changes throughout the industry have placed an entirely new set of demands on agricultural businesses, from
family farms to national producers. BDO provides a partner-led, personal approach backed by the experience and
resources of our national Agriculture Practice. We offer assurance, accounting, tax and advisory services on a wide
range of issues, including succession and estate planning, supply chain efficiency, tax burden, and more.

255 Wellington St W, Virden Manitoba
204748 1200

Assurance | Accounting | Tax | Advisory

www.bdo.ca/agriculture

IBDO

lemecio Nechay

Box 85 * Maryfield, SK * SO k

Cell: 306-646-7977 Cell (Lynda): 306-646‘7918
- nachosflyingservice@gmail.com
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“We sell quite a lot of our
sheep in Saskatchewan. We
show at Agribition each
year and then there’s a sale
after the show. And then
the Saskatchewan Sheep
Breeders’ Association also
have a big sale.”

Jill says the meat that is
destined for Winnipeg is
shipped on the hoof, but
they also butcher their own
lamb locally in Manitoba
and Saskatchewan. She says
a lack of processing facilities
for lamb can be a bit of a
problem.

“Everything is shipped
live to Winnipeg apart
from the stuff we butcher
ourselves. That's one of
the big problems with it
there’s nothing in between,
it's either a big processing
plant or it's your local
butcher. There’s not much in
between,” she says.

Jill says there is a market
for breeding stock.

“We breed pedigreed
Suffolk and  pedigreed
Texel,” she says. “So we sell

There has never been
a better time to get the
farm tires you need to

be ready for spring.

OFF

on rear radial
farm tires
38”and up

4 rom Vrch

GOODFYEAR TITAN

OFF

on rear radial
farm tires
26" to 36”
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the best of the pedigrees to
other flocks.

“We want to stay the same
in size and just improve in
quality. It's very difficult
finding good quality
pedigreed stock. The sheep
population in Canada is
only the size of one of the
American states. So it's a
very small number of sheep
in Canada. And so when
you're trying to improve
your bloodlines, it's not
easy.”

Jill says one of the benefits
of raising lamb is that it's
something  that  young
families can get into, and
the animals are easy for
children to handle and help
raise.

“Young families can get
into it, whereas if you were
handling cattle your little
ones wouldn’t be there,
they’d have to be strapped
somewhere out of the way.
Your whole family can get
involved with sheep. Our
kids from a very early age
have been used to herding
them and seeing to them.”

+*
Fountain Tire &
Come and see Henry, Mandy, John and Staff for all your farm tire needs!
24-Hour On-Farm Service
15 GOODRIDGE ROAD e« VIRDEN, MB

(204) 748-2466

Mon-Fri: 7:30 - 5:30 * Saturday: 8:00 - 12:00 * Sunday: Closed

www.fountaintire.com

L.C. Auto & Ag Ltd.-Langenburg * 306-743-2332
L.C. Auto & Ag Ltd.-Rocanville * 306-645-2112

has the largest paid circulation
between Regina and Brandon!

Ph: (306) 435-2445 Fax: (306) 435-3969
world_spectator @sasktel.net
www.world-spectator.com
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WARRANTY **

ON ALL COMPACT UTILITY TRAC

1 FAMILY

* 22.4-24.2 hp* Tier 4 diesel
engines

* AutoConnect™ Drive-over mower
deck compatible

* Quik-Park™ Loader attaches and

detaches in minutes

0% APR FOR 60 MONTHS!
AND $1,050 OFF*
WITH PURCHASE OF 2

JOHN DEERE FOREVER.
BUT ESPECIALLY
RIGHT NOW.

3ESERIES

4044M/4052M TRACTORS

+ 31.1-37.3 hp* Tier 4 diesel engines
« Category One 3-point Hitch compatible
with dozens of implements

0% APR FOR 60 MONTHS' AND

* 43.1-65.9 hp* diesel engines
* Hydrostatic and PowrReverser™ transmissions

0% APR FOR 60 MONTHS' AND

$1,960 OFF> WITH PURCHASE
OF 2 IMPLEMENTS

VISIT OUR DISPLAYS AT

MELVILLE SPRING TRADE SHOW YORKTON SPRING EXPO
APRIL 157, 2V & 3P APRIL 8™, 9™ & 10™

$1,400 OFF> WITH PURCHASE
OF 2 IMPLEMENTS

Offers valid February 2, 2016, until May 2, 2016. 10% APR purchase financing for 60 months on new John Deere 1 Family Sub-Compact Tractors; 3E Series; 4 Family compact utilty tractors. Down payment may be required. Representative Amount
Financed: $30,000, at 0% APR, monthly payment is $500 for 60 months, total obligation is $30,000, cost of borrowing is $0. Monthly payments/cost of borrowing will vary depending on amount borrowed/down payment. MSRP cash price based on
highest priced product in series as of February 1, 2016: $38,140 (includes $50 documentation fee). Cost of borrowing based on Representative Amount Financed, not MSRP cash price. Taxes, setup, delivery, freight, preparation charges and a $50
documentation fee will apply. Minimum finance amount may be required; representative amount does not guarantee offer applies. The charge for amounts past due is 24% per annum. Dealers are free to set individual prices. Additional dealer fees
may apply. Financing on approved John Deere Financial credit only. See dealer for details. Limited time offer which may not be combined with other offers. Discounts or other incentives may be available for cash purchases. By selecting the purchase
financing offer, consumers may be foregoing such discounts and incentives which may result in a higher effective interest rate. Prices subject to change without notice at any time. 2Get $1,050; $1,400; $1,960 off the agreed upon purchase price of
anew John Deere 1 Family Sub-Compact Tractor; 3E Series; 4044M/4052M Compact Utility Tractor when two or more qualifying John Deere or Frontier implements are purchased at the same time. Attachments and implements sold separately.
Some conditions apply. See your participating dealer for details. Offer subject to availability and may be discontinued or modified. Taxes, setup, delivery, freight and preparation charges not included. +The engine horsepower and torque information
for non-Deere engines are provided by the engine manufacturer to be used for comparison purposes only. Actual operating horsepower and torque will be less. Refer to the engine manufacturer’s website for additional information. **Beginning
January 1, 2016, all compact utility tractors purchased new from an authorized John Deere dealer come standard with a 6-year/2,000-hour (whichever comes first) powertrain warranty. See the LIMITED WARRANTY FOR NEW JOHN DEERE TURF
&UTILITY EQUIPMENT at dealer for details. John Deere’s green and yellow color scheme, the leaping deer symbol and JOHN DEERE are trademarks of Deere & Company. AODO30ECC2F66727-00018967

FOAM LAKE, SK MOOSOMIN, SK PREECEVILLE, SK  RUSSELL, MB
306-272-3345  306-435-3301  306-547-2007 204-773-2149

@ JOHN DEERE

BALCARRES, SK
306-334-2492
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306-554-2536  306-783-9459
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Differentiation drives growth in agriculture

There’s room in the global marketplace
for almost every type of agricultural and
food product, and the trend toward differ-
entiation is strengthening. Just walk down
the aisle of any Canadian grocery store. You
can see a wide variety of claims about the
food on the shelves: heart-healthy Omega 9
oils, gluten-free rolled oats, antibiotic-free
pork, GMO-free breakfast cereal, locally
produced milk, organic produce - the list
goes on.

Nestlé, one of the world’s largest food
and beverage companies, has animal wel-
fare requirements for its meat, poultry, egg
and dairy product suppliers.

A&W guarantees its restaurants serve
beef “raised without the use of hormones
or steroids” only, eggs from hens fed a veg-
etarian diet and chicken produced without
antibiotics.

If your product is different, it's critical to
communicate those differences to buyers.

After years of auditing the production
practices of potato growers supplying their
French fries, McDonald’s will also begin
sourcing “sustainably produced” beef in
2016.

For direct-to-consumer businesses look-
ing to set themselves apart in the market-
place, it’s essential to offer a product con-
sumers want and communicate product
differences along the value chain

'UNDERSTAND THE CONSUMER

As incomes rise so do consumer expecta-
tions for food, according to recent reports
by the Canadian Agri-Food Policy Institute
(CAPI). For the middle class, food safety,
affordability and convenience remain a ne-
cessity. Nutritional and ethical concerns, in-
cluding how food is produced, are of grow-
ing importance.

“While price remains a key driver, the
consumer is increasingly focused on other
factors: is my food safe, how was it pro-
duced, is it good for me and does its pro-
duction cause harm? This is all about
consumer trust in what one eats and the
product’s perceived and actual authentic-
ity,” CAPI writes.

What today’s consumers want can chal-
lenge mainstream production methods. Just
as often, though, sustainable, environmen-
tally friendly and animal welfare-oriented

practices are already in place on Canadian
farms and practiced by Canadian food pro-
Cessors.

“The consumer market is more fragment-
ed than ever before,” says Dr. Sylvain Char-
lebois, professor of food distribution and
policy at the University of Guelph. “But if
consumers are asking for specific informa-
tion on food labels, they know the industry
can produce it. The entire food industry will
need to deliver on these expectations — in-
cluding farmers.”

“If we implement the right strategy, social
concerns can become great opportunities
for food producers,” he adds. “If consumers
are increasingly concerned about sustain-
ability and animal welfare, it’s important to
make sure they know how food is produced
on farms. Then the business case must be
built, compelling them to pay more for that
feature.”

“Know what your customers value, and
know even better what your customers’
customers value. For what attributes are
they willing to pay? You're not just looking
at two links in the chain then — the more of
the chain you can involve in a strategy, the
more powerful you will be,” advises Dr.
Martin Gooch, CEO at Value Chain Man-
agement International. “The days of dog-
gedly believing independence is best are
long gone.”

COMMUNICATE PRODUCT DIFFERENCES

If your product is different, it’s critical to
communicate those differences to buyers.

Businesses at all levels of the agri-food
sector are already keeping detailed records
of their production practices. Crop manage-
ment software (such as Field Manager PRO)
and herd or flock management systems ef-
ficiently record valuable production data,
input use and health records. Suppliers of
crop inputs and livestock feed must keep
detailed inventory and procedural records,
as do slaughter facilities, grain elevators
and food processors.

The challenge is sharing this data with
supply chain partners. This means more
than just traceability of agricultural and
food products.

“Traceability is an outcome of an effective
information management system,” Gooch
says. “An effective value chain communica-

Borderland Co-op
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tion system is one that all participants can
rely on to make informed business deci-
sions and monitor the effectiveness of those
decisions.”

When all players in the food production
chain — from input suppliers to retailers —
have access to accurate information, every-
one benefits.

“Producers have more assured markets,
more consistent income, more opportunity
to increase profits and a greater feeling of
Eersona] reward,” Gooch says. “Processors

ave more consistent supply and markets,
more stable income and greater profitabil-
ity. Retailers have greater ability to reduce
costs and adapt to changing consumer de-
mands. Consumers have more consistent
products and greater loyalty.”

While Gooch maintains that fully inte-
grated value chain collaboration is the ideal
means of communication between produc-
ers and consumers, there are other ways to
improve.

Third-party audits can convey value, es-
pecially if there isn’t an established brand
name for the product, Gooch says.

According to Charlebois, public health
concerns, such as guaranteeing that food
products are free of common allergens, and
food authenticity — what it says on the label
is what's in the package — make the case for
traceability systems and third-party audits
of labelling claims.

'VERIFY PRODUCT DIFFERENCES

In North America alone, dozens of pro-
duction protocols exist, offering producers
all along the supply chain the opportunity
to guarantee their product claims to con-
sumers.

Examples of third-party audit systems in-
clude organic certification, Non-GMO Proj-
ect verification, SPCA certification and glu-
ten-free certification. Some private brands,
such as President’s Choice Free From prod-
ucts and McCain Good Agricultural Prac-
tices, also require standards be adhered to
throughout the production cycle.

“It's not about self-regulation, it's about
making the industry accountable to itself
and serving consumers better,” Charlebois
says. “Farm level verification is inevitable.
If we're not imposing it on ourselves, some-
one else (a trading partner such as the E.U.

or South Korea) will.”

“The success of a third-party verifica-
tion system depends on its relevance with
consumers. What value does the protocol
create in the mind of the consumer?” adds
Gooch.

Of course, one size doesn’t fit all.

“Differentiation and market segmenta-
tion are important, but product attributes
aren’t the only basis for differentiation,”
says Dr. Al Mussell, senior research asso-
ciate at Agri-Food Economics Systems, in
Kitchener, Ont. “For example, a supplier
with large volumes of product has a com-
petitive advantage when a buyer seeks
large quantities.”

“We must have an efficient means of com-
municating compliance and verification,”
Mussell adds, acknowledging producer
fears of having to keep separate audit re-
cords for each of their customers.

Integrated Traceability Solutions (ITS)
Global, an international company with Ca-
nadian operations headquartered in Alber-
ta, is seeking to calm those fears.

As a provider of traceability systems and
livestock management software, ITS Global
is already authorized to audit livestock age
and source claims in the U.S. Now, they’re
launching a customizable verification sys-
tem for agricultural products.

Yancy Crosier, international sales man-
ager for ITS Global, says the system is a
one-stop production management record-
keeper for farmers, processors and retailers.
A third-party audit service is also available.
The system will act as a communication
mechanism along the supply chain, allow-
ing data to be securely exchanged with ex-
perts such as agronomists, nutritionists and
veterinarians.

Regardless of whether sales are into com-
modity or niche markets, it’s important for
farmers, input providers and processors to
understand their customers and work to-
gether if they're to meet consumer needs.

“Product differentiation will be a key
driver of growth for the Canadian agri-food
industry in the future,” Charlebois says.

Keeping an eye on product differentia-
tion and process verification offers another
way to maintain consumer trust in Cana-
da’s high-quality safe food and agricultural
products.
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Agriculture and

A host of next-generation
intelligent, wearable devices
are hitting the market today,
but I'm most excited about
how agriculture might take
advantage of optical head-
mounted displays. That's
nerd-speak for products like
Google Glass: essentially a
pair of glasses with a built-in
visual display, camera and
processor. Instead of looking
at the screen of your smart-

FULL STEEL
SUPPLY

Bale Feeders
Panels

phone or tablet, you see the
content in the upper corner
of your lens.

Sound far-fetched? It's
not. When we say next gen-
eration, we're talking two
years —or less!

Google Glass has been
around for a few years, but
hasn’t achieved the market
share envisioned. The chal-
lenges are mainly cultural.
It's too easy to collect video
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and other information in a
very unobtrusive way, and
there are legitimate ques-
tions about how we should
use them in day-to-day set-
tings. But for agriculture, T
see huge potential.

Instead of looking at the
screen Df your smartphonc
or tablet, you see the content
in the upper corner of your
lens.

MAKING THE CASE FOR
GooGLE GLASS

Imagine a hog producer
walking along a row of far-
rowing crates. He stops
in front of a sow and, us-
ing voice commands and
Google Glass, pulls up the
production records for that
specific animal.

RESTOCK YOUR
BOLT BIN

Order anytime at
your convenience at

www.scotsmunsteel.com

(204) 748-2319 e info@scotsmunsteel.com
510 Frontage Rd W, Virden, MB ROM 2C0

tf we don't have it, you don't need it
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PRE-OWNED VEHICLE CLEARANCE!

2014 RAM
2500 Laramie
STOCK #: 15-94AT

40,517 KMS

$48,995

2013 RAM 150 2014 Jeep Grand Cherokee For
Big Horn Laredo Edge Limited
STOCK #: 16-10AT STOCK #: 14-U010 STOCK #: 14-1958T
38,780 KMS. 65,000 KMS 73,123 KMS

2014 RAM

$38,995

$30,995 $32,995

-]

1500 SLT 1500 SLT
STOCK #: 16-67AT STOCK # 15-114AT
46,400 KNS 15,000 KMS

2015 RAN

$42,995

2011 Ford

$24,995

2012 RAM 1500 Laramie
Longhorn 4x4 Crew Cab
STOCK #: 16-29AT
77,764 KM

$35,995

2013 GMC
Terrain SLE-2
STOCK #: 15-71AT
52,360 KMS.

$24,995

Without  touching a
phone, tablet or heaven for-
bid, a paper-filled binder,
he sees all that he needs to
know.

For a crop producer,
Google Glass could be used
to pull up yield or fertility
maps for a specific location
while in that field. Pest ID
apps and product selection
tools could also be accessed.
Schematics and user manu-
als could be viewed while
actually working on equip-
ment.

FAMILIAR FUNCTIONS ON A

NEW DEVICE
Google Glass is really not
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optical head-mounted displays

doing anything that you
can’t do with a smartphone.
1t’s just shifting the interface
from a device you hold in
your hands and touch to
glasses you wear and talk to.

Microsoft HoloLens,
Jlaunched last November,
is another device you wear
like glasses. In this case,
they're more like goggles.
This device integrates Elgh
definition holograms into
the real space around you.
You direct the functionality
using voice, hand gestures
and gaze recognition (it de-
tects where you're looking).

Apotential use mightbe to

view and learn more about
a new piece of equipment.
The hologram would be full
size and 3-D and appear
very real viewed through
the goggles. You would be
able to walk around the vir-
tual machine and use hand
gestures to learn about vari-
ous features.

There will be even more
exciting ways for us to take
advantage of these tools
in agriculture once we get
broader access. Keep an
open mind and start think-
ing about how you might
use them.

JOHNSTON'S

Call Your Grain Marketing Experts!

We buy ALL grains and have some
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We have a good supply of 9
and 10" grain bags (9.5 mil).
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2011 Chevrolet Silverado 2013 Chevrolet 2010 Dodge 2012 Dodge Grand Caravan 97016 HNAGL)L AL rghts reserved.(CT3951-02/16)
1500 LT Cruze LS Journey R/T SE/SXT
STOCK #: 16-03AT STOCK #: 14-202AT STOCK #: 15-96AT STOCK #: 15-04AT .
110,000 KNS 89,187 KNS 99,529 KMS st Lazare T“-e Ltd

$21,995 $14,995 $15,995 $15,995

306-735-2604 / 866-RAM-HEMI

Monday-Friday 8 a.m. to 5 p.m. ¢ Saturday: 9 a.m. to 3 p.m.

354 Main St N (204) 683-2290

Committed to quality « Known for our service

www.example.com

Your premier retailer of new & used!
Home Page: www.whitewooddodge.com

Hours of Operation Mon-Fri 8:00am - 6:00pm
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Youthful energy leads to innovation

High grain prices haven’t just strengthened the bal-
ance sheet, but brought an infusion of youth into a sector
where 40-year-olds are considered young farmers.

But with prices down, will ambitious young people
find dad and mom aren’t so open to new ideas?

Mike Fata hopes not.

“Farming is no different than any other business —
innovate or perish,” says the CEO of Manitoba Harvest
Hemp Foods. “The younger generation isn’t intimidated
by change and are willing to try new things and innovate.
So it's good to see farmers in their 20s and 30s being ag-
gressive in pursuing growth opportunities.”

APPLICATORS

CROP

CARE BY AIR

Providing all your ae;iél
& ground spraying needs
“=  PHONE JOE or JAN AT:
P: 306-435-2080
C: 306-435-7243

—_—

AGRONICS
Soil Smart SOLUTIONS

Bridging the gap of science to
to practical on farm use

38 years experience on SK. soils

BioAgronics is working with

farmers in your area

We offer a crop input program
specific to your soils and
farming operation.

Dealing with issues of

moisture management,
hard pan, salinity, disease, etc.

It's not just about NP K S

Healthy Soils = Healthy Crops =
Healthy Profits

www.bioagronics.com

David Herperger

Senior Field Advisor

306.745.8032

Aggressive is easier in prosperous times. These days
the next generation’s ambitious plans to expand, acquire
cutting-edge technology, or move into new ventures or
crops may elicit a curt ‘not now” from the parents.

A PERSONAL PASSION
Fata faced similar scepticism when he was a passion-
ate, but totally inexperienced, 21-year-old bent on mak-
ing hemp the next big thing. Seventeen years later, Mani-
toba Harverst Hemp Foods is indeed big, with annual
sales topping $50 million and still growing by leaps and
bounds.

His experience holds lessons for any ambitious young
producer wanting to push the envelope and facing resis-
tance.

Passion is always key, and Fata had more than most.
As a teen, he Weig{\ed nearly 300 pounds and “not fitting
into the social scene at high school” was a big reason why
he dropped out after Grade 10. In his bid to lose weight,
he went on fad diets with no fat allowed, exercised like
crazy, and promptly suffered serious health problems.

BOLD UNDERTAKING

That's when he learned about good fats, and that hemp
was an excellent source of Omega-3 and Omega-6 essen-
tial fatty acids. Hemp seed became a key part of his diet,
and fuel for an exercise program that allowed him to get
— and keep — his weight under 200 pounds.

Cue the creation of Manitoba Harvest Hemp Foods,
which Fata started with two partners, and critically, the
support of his mom. But others figured it was doomed to
fail. After all, Fata wasn't just launching one business but
three — a hemp processor, food manufacturer, and mar-
keting company trying to create demand for an obscure
product (wrongly) linked to its cannabis cousin.

“As I look back, I wonder if I had had a business de-
gree and understood what a challenging landscape we
faced, whether we would have taken the risks we did,”
says Fata. “I don’t know. But I guess there’s value in being
young and following your passion instead of worrying
about the odds.”

‘REAL WORLD' LESSON

Today, products such as Hemp Hearts (raw shelled
hemp seed) and Hemp Protein Powders are in the big
grocery chains, but Fata started out with hemp oil and
cold-calling small health-food stores in Winnipeg.

“I wandered around with some taster spoons and a
bag with the hemp oil and some sales literature,” he says.
“My pitch was “You've got to try this. It's nutritious and
tastes really good.”

It was a start but wouldn’t have been enough if Fata
hadn’t taken it to the next level. And that's his first piece

Wednesday, March 30
Credit Union Family Day

with Toopy & Binoo 6‘1 o~

x.

Mike Fata, left, checking hemp fields in Manitoba

of advice: Turn your vision into a business plan.

“After those first couple of years when we went from
credit cards and loans from friends and family out into
what I call “the real world,” I was able to speak with ease
about where we were going and the opportunity,” he
says. “You need a strong story, but also a strong financial
story. What are the costs? What sales levels do you have
to reach? How much cash will you burn?”

BUILDING TRUST

Next up should be “small wins,” he says.

“Young entrepreneurs need to prove themselves. Then
people — whether that’s your parents or mentors or lend-
ers — are going to have more trust in you.”

The two things are intertwined. A key milestone for
Fata was convincing 20 Manitoba hemp growers to be-
come shareholders, each putting up $20,000 towards the
company’s first processing plant (it had been producing
batcﬁes at a food development centre).

PLUGGING THE GAPS

Finally, he says, know your strengths and weaknesses.

“Sometimes ego gets in the way and so it's important
to identify those things you're not good at and build sup-
port around you,” says Fata. “I don’t have a university
degree, but I 'had a lot of professors — it’s just that they
were people in the industry that I could ask for help.”

That group included other young entrepreneurs in the
health food sector, and Fata is quick to add you need to
share your learnings, contacts, and experiences to make
it a win-win.

THE BOTTOM LINE?
Sure, your parents might be risk-averse. But if you
don’t have a sound business plan, some sort of track re-
cord, and a strong support network, can you blame them?

\FREE CHILDREN"S'TICKETS AVAILABLE ONLINE
- ,L'-Cbi/drm 1 _2 mifl m%r, available /mlii J‘zfnd@r, Maich ; -y
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&  BMO Kids Day
with Fred Penner

SHOW JUMPING * HEAVY HORSES * BARREL RACING  HACKNEY « SCRAMBLES
ROYAL FARM YARD < ROYAL PETTING Z00 < AG-TIVITY ZONE - TRADESHOW

Major Sponsors:

Manitoba
@ Public Insurance

™ Produced by:
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(co-0P}  Valleyview Consumers Co-op Ltd.

£ 4 |4

David McAulay James Rolfe Wayne Matthews Susan Chapman

Agro Division Manager Petroleum Division Manager Hardware Manager - Virden Agro C;:‘;:Dﬂanagﬂr

Erad Hunter Joel Boulton Derak Fenty : Th'.rd Party

Agronomist Jr. Agrenomist Farm Egquipment Sales Rep 1

| i Financing
+ Available

C0-0P AG TEAM

Dava Dryden s
Feed/ Animal Health / Pau:fmksou"m?viw
" Sales Rep - ¥

Bins & Farm Equipment Petroleum Crop Protection Feed & Animal Health :
Valleyview Co-op has the largest bin inventory in South- Qur 2016 Spring Bulk Fuel Delivery Program is on now! High Clearance Spraying Valleyview Co-op proudly pmides;nutrhionally e
. westemn Manitoba, offering a wide variety of Meridian "©rder our EP 3000 Premium Summer Dyed Diesel fuel Custom Floating Application |-Aaﬂ'§| Spra)nng Services - complete Belafiettaan and top Ifuality s ;
and Westeel bins, bin accessories and augers. Delivary, and don't pay until May 30, 2016. Offer ends April 30, Field Scouting | Soil Sampling y pibdncts : 3 Va
set up, ‘anﬂ financing available. 2016.Ask us about our 0% interest tank pragram! Fertilizer | Chemical | Seed FEAT . »

-

g
S

Virden Agro Centre (204) 748-2843 | Pierson Agro Centre (204) 634-2328 | www.valleyview.coop
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T BAR K RANCH

8th Annual Bull Sale - On The Ranch

Garden Centre

Westwood Lamb is now available at
Moosomin Asian Food Mart
and Virden Hi-Way Grocery

306-435-2518
* Home grown from Westwood Ranch’s Top Class Flock
e Locally butchered
* Not an exotically priced meat anymore

« Full selection of cuts from Lamb Chops to
Ground Lamb to Patties.

 Vacuum packed

Ak

April 7th, 2016 at 2 p.m.

Kevin & Kim Dorrance
Phone: (306) 739-2944
Cell: (306) 577-9861
Box 389 Wawota, SK

» 31 Red Angus Yearlings

» 20 Red Angus 2-Year Olds

» 13 Horned Hereford Yearlings

» 14 Horned Hereford 2-Year Olds

westwoodranch@rfnow.com
www.westwoodgardencentre.com

204-845-2002

We are a full service law firm practicing in the areas
of real estate, business law, estate planning and
estates.

We have specific knowledge to assist you with all of
your agricultural needs including land transactions,
financing and mortgages, estate and succession
planning and the business of farming.

We believe in quality work and client satisfaction.
We are proud of our team and our team approach in
handling legal matters.

Our lawyers work together along with our professional

support staff to ensure co-ordinated, time saving and
cost effective strategies.

We would be happy to serve you at our main office
located in Moosomin or one of our branch offices in
Kipling, Redvers or Wawota.

PLEASE CONTACT OUR MAIN OFFICE
FOR AN APPOINTMENT

Moosomin
306-435-3851
1103 Broadway Avenue

www.tbarkranch.com

Call for DVD & Catalog of Bulls

11 miles West of Wawota Highway #48,
1/2 mile North on Highway #9, East Side

HOUSEHOLDS

} ,P.\l in Southeast Saskatchewan and Southwest Manitoba!

NEXT ISSUE: APRIL 8

DEADLINE: MARCH 30

CALL KARA, BARRY OR KEVIN TO FIND OUT MORE — 306.435.2445
WWW.PLAINANDVALLEY.COM
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Canadian fed and feeder cattle prices are
expected to trend lower into the summer timeframe

Alberta fed cattle prices reached up to $178 in early February, but have started to
soften as the market factors in a year-over-year increase in United States quarterly beef
production.

Consumptive demand is expected to ease because economic uncertainty has lower
consumer confidence. Restaurant and retail beef demand moves through a seasonal
high in late February and March but then erodes into the summer months. Feeder cattle
prices have come under pressure due to the negative margin structure for finishing
feedlots.

Larger frame medium flesh 800-pound steers were readily trading from $208 to $212
in Central Alberta in early February and it will be difficult to justify further strength
based of forward contracts for fed cattle.

U.S. beef production for 2016 is expected to finish 900 million pounds above 2015.

So far this winter, U.S. cattle on-feed numbers have been running at similar levels as
last year. However, feeder cattle outside feedlots as of Oct. 1 2015 were one million head
above year ago levels. These feeders will likely be placed when the small grain pasture

Parrish & Heimbecker
would like to welcome,

— ]

.Cory Woywada
NEW General Manager

My name is Cory Woywada and | am the new General Manager of Parrish & Heimbecker in
Moosomin. My wife Kelly and son Chad and | are very pleased to be joining the community.
| have been involved in agriculture since | was a child, growing up
around the Glossop elevator at Strathclair, Manitoba, which was run by
my father. | started as a facility assistant with Parrish and Heimbecker
* at Glossop in 2007 and was operations manager at Glossop before
moving to Moosomin. | like camping and watching hockey.

Please stop in to say hello and let us
help you with all your agricultural needs!

306-435-4905

(v] £
ésom SERVICES LTD.

Ny,

Moosomin, SK -
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_,4(.) Cruiser'Vibrance Quattro
It Just Doesn’'t Make Sense..... NOT TO

PROTECT YOUR SEED

* 4 FUNGICIDES, 1 INSECTICIDE, & the added
benefit of Vigor Trigger® and Rooting Power™

* SUPERIOR CONTROL of Fusarium & Rhizoctonia

* CONVIENIENT, Ready-To-Apply (RTA) premix

A attrolsa ® Liquid, water-based fomulation = O EUILD UP
Vibra " solation
lf':h:;zai gmmeﬁ‘ Sy ng’enta e e
T

TRUST IN US
Moonom
Wapella

Angu
Rocan

comes out of dormancy.

U.S. quarterly beef production is expected to experience sharp year-over-year in-
creases in the second and third quarters of 2016. Overall, U.S. beef production for 2016
is expected to finish 900 million pounds above 2015. Larger beef production will keep
pressure on the market.

us. Quarterly beef productlon (million pounds)
15

Quarter 2013 2014 Estimated 2016
1 6,172 5868 5664 5885

2 6517 6183 5885 6,115

3 6,608 6,179 6,066 6,365

4 6,420 6,021 6,105 6,215

Total 25,717 24,251 23,690 24,580

Source: USDA

Alberta and Saskatchewan feedlot inventories have been running three to five per
cent above year-ago levels this winter. Larger anticipated production will cause the Ca-
nadian market to rely heavily on the U.S. to absorb the larger supplies later in summer.
During January, Canadian beef production was up 12 per cent from January 2015 and
this trend is expected to continue for the first half of the year.

As a rule of thumb, a one-per-cent increase in consumer spending results in a one-
per-cent increase in beef demand. Approximately 78 per cent of Canadian production
is consumed domestically and lately consumers are Eulling in the reins on spending.
Consumer confidence is weakening on both sides of the border and restaurant traffic is
starting to ease.

At the same time, at-home food spending is not increasing sufficiently to offset slower
restaurant demand. Sharp year-over-year increases in U.S. pork and poultry production
will also pressure beef prices.

Fed cattle prices are expected to hold value over the next month, but then trend lower
into late summer. The year-over-year increase in beef production and softer demand
will result in softer prices for fed cattle.

From Jan.1, 2015 to Jan. 1, 2016, the U.S. cattle herd expanded by a whopping 2.9 mil-
lion head. The U.S. 2015 calf crop was 800,000 head above 2014; the number of beef cows
and heifers that have calved as of Jan. 1 were one million head above last year.

The U.S. cattle herd is in an aggressive expansion phase, which will likely increase
production for the next two years.

Canadian feeder cattle exports during 2015 experienced a sharp year-over-year de-
cline and this trend has continued into 2016. Despite the weaker Canadian dollar and
the repeal of country of origin labelling, it appears Canadian feedlots will have larger
feeder cattle supplies to absorb this year.

Currently feedlot margins are in red ink on unhedged cattle and margins are extreme-
ly tight on replacements coming into the feedlot. Therefore, market environment is con-
ducive for softer feeder cattle prices moving into the summer period.

SHIFT INTO
~“SAVINGS

$

MAIL-IN REBATE WHEN YOU
BUY 4 MICHELIN® TIRES

From March 18 to May 15, 2016

COMMAI\{IL': THE ROAD
with the pew
MICHELIN'® PILOT® SPORT A/S 3+ tire.

© 2016 Michelin North America (Canada) Inc. Al rights reserved. The “Michelin Man"
is a registered trademark licensed by Michelin North America, Ic. (C14017 - 02/16)

@ MichelinCanada @ @MichelinCAN

St Lazare Tire Ltd

354 Main St N (204) 683-2290

Committed to quality » Known for our service

[

www.example.com

Hours of Operation Mon-Fri 8:00am - 6:00pm
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Up to 130% of black book
value on trades
2015 Chevrolet Cruze LT
029 kms
STDC;( #3641
WAS $17,723
$16,723 :
2015 Chevrolet Cruze LT
30,284 kms
WAS$17.723
’ $16,123
2015 Chevrolet Malibu LT
24,941kms
WAS $20.725
7
$19,723
2[]15 Chevmlet Camaro 2LT Convertible :
00 kms
STDSC;( # 3637
WAS $35,723
$34,723
2014 Chevrolet Impala LT Sedan
57,296 kms
WAS $20,128
WAS $24,
$23,723
2l]14 Chevrolet Cruze 2LT Turbo Sedan
23 kms
STDC;( # 16153A
WAS $18,723
$17,723
2014 Chevrolet Sonic LT 5-DOOR
49,286 kms
STDSC;( #16159A
WAS $14,723
$13,723
2013 Chevmlet Cruze LT
48,494 k
]
WAS
$14,723
2l]12 Chevrolet Cruze LT
28,011 kms
STDC;( #15671A
WAS $10,723
$9,723
2l]12 Chevmlel Cruze LT
4,206 ki
\ilTADSC;( # 15453A
2 $11,723

2l]1a220hevrulet Camaro 2SS Coupe
STDC;( # 154!165
WAS

$28,723
2011 Chevrolet Cruze Eco
114,310 kms
STDCK # 15451A
WAS $13,723
ZIJDG Chevrolet Cobalt SS Supercharged :

32,725 kms

STDCK # %BZA
WAS $10,723

2015 Buick Enclave AWD
37,296 kms

$9,723

smscg {50
WAS $44,723
$43,723

2015 Chevrolet Trax AWD LT
,585 kms
STOCK # 3640

WAS §25,723
¢ $24,723

: 63,

$11, 7235

: 2015 Ford Edge SEL AWD
: 38,479 km

1105
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: 2011 GMC Acadia SLT-2

© WS $29,723

Sask.
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and get entered to

win SB000
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Purchase any pre- owned vehicle

: ZI]14 GMC Sle"a Short Box Crew 1500 4WD :
: 36,299 ki

§26,723 |

ZD12 Ford F 150 FX4
4,100 km:

: WAS $21,723

: lensChevmlemvalanche15004WD b
1 172,225 kms

: : 71,363 kms : : :
smcgsaﬂ : STheptetzen : ‘s'};]sc&a;wzzsazt\ ; a}fscgszmzoaoﬁn : 3}3&1”%“
§ WAS $33,723 © WAS'$29,723 : 7 7 : 5,7
$32,723 : $26,723 : $48,723 : $31,723 : $14,723
§ 2015 GMC Acadia AWD : 2011 GMC Yukon 1500 4WD : 2014 GHC Sera LT 1500 4D Crew : 2012 GHC S 1500 LT : 2005 GHG Sia K1500
22,745 kms : 135,675 kms : : :
; STocics 3o oaLL | SIS TeTe : smscamswn : smscgmasa;\ ; SidcK s To2en
© WAS $38,723 : 2,72 ¢ WAL § WAS $12,723
: $37,723 : $41,723 : $30,723 : $10,723
2015 MG Yukon AWD : : : :
i 28, + 2010 Chevrolet Equinox LT AWD : ZU1AGMC S|evra Denali 1500 4WD CR ED12hRam15(]0 Longhorn Laramie  : %ggtlschekvroletl\ualanche K1500
S0k 118,039 kms : ¢ Longhorn {
| WAS'§77,723 © STOCK # 160538 {3100 £ Toteta 108,034 kms : STOCK # 156268
: $76,723 | WAS$20,723 | WAS $57,723 § STOCK # 15641A © WAS $14,723
: $15,723 $56,723 | WAS $36,723 : 13,723
2015JeepWranylerUnllmnedSahara5 2010 Honda CR-V : 2014 GHC Sierra Crew 1500 44D : $35,723 :
: 27,275 kms : 2010 Honda CR-! : ierra Crew : :
smcusm © 93,004 kms 74,280 kms 2011 GMC Sierra K150 SLE : QRUCKS2500)
 WAS 40,123 $39,723 | WA seates R ) ; 2014 Chewrolet Silverado 2500 4WD
5 : ' $21,723 | ' $41,723 | Was 530,723 7503 ms
2014 l:hevmletTahoe LTZ 4WD i : : $29,723 | STock 156674
: 2009 Ford Edge SEL AWD 2014 G Sierra SLE 1500 4WD Double | ! § RS 40T
: STUE;(HBQU\ : 122,058 kms : 23.0532 kms66 : %ﬂﬂlchevrnlet Silverado 1500 4WD : v $48,723
© WAS $61,723 § STOCK # 155498 © STOCK # 156608 ¢ Crew :
$60,723 © WAS'$15,723 © WAS'$35,723 § 94177 kms :
) T $14,723 : $30,723 : STOCK # 155750 gt fam 2500 ST
: 2013 Cadillac Escalade AWD H : i : WAS §30,723 : STOCK # 9685
74,187 kms i 2009 GMC Acadia FWD : 2013 Chevrolet Silverado LTZ 1500 Crew C : $26,728 : yas's3r 723
: STOCK # 9683 © 131,901 kms 65,473 kms : : : 35,723
© WAS'$61,723 sB0,723 | LlUcKp e ; ScKstotzzA 2010 Chewrolet Silverado KI500LT ’
: : WAS $12,723 ¢ WAS'§38,723 § 177,714 kms :
s rod e T $11,723 | $37,723 | Siohc el oo
B ord Explorer B : B 19,7 H f
389 kms ¢ 2008 Pontiac Torrent AWD : 2013 Chevrole Silverado LT 1600 Ext Cab $18,723 | (s iz
STOCK 4 36228 ¢ 162,921 kms 85,046 kms : ) : ’ $31,723
:WAS'$24,723 s21.728 | smc;(mmzs ; STOCK S Ta0T0A £ 2010 Chewrolet Siterad KISOOLTZ
: © WAS'$10,723 : ; 100,561 kms :
o B T 172 A ’ : $9,723 | $28,723 | STUSC;(HEWEA : ZI]113Chekv"r10IelSllveradoKZSUUhnLTZ
errain SLT- : : - WAS $29,723 :
6,937 kms 2007 Pontiac Torrent AWD ¢ 2013 Chevrolet ilverado k1500 $28,723 | (e
: STOCK £ 16030R © 142,970 kms 38,728 kms : ) : $44,723
: WAS $29,723 s28.7%3 | smc;(mmc | ek setza ; 2010 GHC Sena 1500 51T : g
: © WAS'$11,723 : 7 104,102 kms :
: s s )23 $10723 | 25,723 | ST o ; 2011 Chovoll Siterato 2500HD
: errain : © WAS $31,723 :
58,024 TRUGKSY 1500 BT RE L : $26,723 | \inssasns
SO ETB10an : : : : 4T
| WAS'$27,723 526,723 | 201 Chovole Sikerado 271 500 £ STOGK #9689 gaLL | 208 CatilasEsalde EXT S Kzsunsusm,na
£ 2012 Chowolt Traverse 217 T et £ 2013 GG Sima 1500 LE AL CiR0Tkms
: evrolet Traverse i STOCK # 16079A : ferra i WAS $31,723 ¢ STOCK 161618
73,930 kms © WAS $52.723 58,001 kms : $30,723 | yag'saa 123
+ STOCK #16189A H ’ $51,723 : STOCK # 16088A : : ’ $33,723
© WAS'$26,723 i »1E% 1 WA $35,723 2009 Chewrolet Avalanche 1500 4WD ’
$26,723 015 Chevrolet Silverado Crew 1500 $34,723 §%3ﬁ'§“§§4ﬂ éﬂﬂGMC Sierra Crew Cab 2500 4WD
{ 2012GMC Yukon XL1SO0AWD | gpiave e £ 2013 GG Sierra 1500 SLT © WAS $21,723  Slantan Sox
¢ 122,113 kms < 25,308 kms : $18,723 : 17
: STOCK# 1631A s 0728  STOCK # 161768 : RS Sap aa oA
© WAS $51,723 $50,723 : ! $39,723 : WASS$42,723 41,723 : 3009 Chelzlrnlet Silverado K1500 : ’ $31,723
M 'y i H ’ H H
: : ' : : STOCK # 3626A :
| 2012 6MC Teran LE : 2015 Chevrolet Silverado Crew 1500 5013 gy iona LT 1500 Crew Cab  © WAS §21.723 i 2010 hevolet Siverado KZS00HD LT
: 105,978 kms § 25,416k ;86,285 kms : $20,723 : ek ¢ 9660
: S"]“?""’"”“ | Stook 36 C s sanzs £ 2009 Chewrolet Silverado K1500 ; WS 29,723
© WAS $18,723 N . N M evrolet Silverado :
: $17,723 | WAS$40.723 $30.723 | $39,723 Esmch :mzm\ : $28,723
: : : . ' : i 2010 Chevrolet Silverado 2500 4WD
; 2012 GMG Acadia SL- § 2014 ChewroletSiverado Crew 1500 ; 2013GNC e K1500 Denai § WS 25,723 s24723 | CrowGab
H swcgammszz\ s ks i SThsc&’?;ﬁﬁaA : S K15[ll]' .
: WAS $33,723 ST : WA ,723 B evrolet Silverado H
: $30,723 | STOKII0A oa 43,723 | s "'(1 s § WAS $34,723 s33.723
i Z012AMC Acadia SLTT AWD ¢ 2014 Chevrolet Silverado LTz 1500 2013 8MC Sierra K1500 Denali : WAS $22,723 £ 2009 GIC Sierra K2500
: : awD CR ] : $21,723 : 177,430 kms
: smcugsaa © 1316 Kms : S0tk £ 1g2n : U,
© WAS §32,723 L iy T © WAS $44,723 2009 GIIC Sierra 1500 4WD EXT CAB © yuxs 527,723
sz | W sao1z3 $35,723 : $43723 é 5?:?3;(51535“ : , $26,723
1?[1'20‘11;1%5 Terrain SLE : ’ : ZU1Z7ChkevroleIS|lverat1u15I]U 4WD : WAS $26,723 22,723 * 2004 Chevrolet Silverado 2500 EXT 4WD
,O01 kms i 2014 Chevrolet Silverado LTZ 1500 © 3 STOCK #Tsugm : : 291,345 kms
; STOCK #16138A i 4WD CR : : § STOCK # 155428
: CALL : 53,572 kms  WAS $33,723 + 2008 Chevrolet Silverado 1500 4WD WAS $13,723
: © STOCK # 15673 : $32,723 : 256,000 kms : . $10,723
: 32355‘3&“"’" Santa Fe 6L ¢ WAS $45,723 5 2012 vl Siverado kiS00 LS : ST“&‘”“““ 5 '
: : » $44,723 : evrolet Silverado : WAS §11,723 :
§ STOCK # 9680A : © 47,008 kms : $10,723 : FTRUCKSY3500)
i WAS'$17,723 : y : smcxmnu : : !
: $16,723 | Jj ohovrolel Siverado LIZ 500 Cew s ypg'saa 723 saa.7zs | T Sovolet Sibeado 1500 LT Crew ¢ 000 Chevrolet ikerado 500 4D
: ST : : 824 kms :
£ 2011 Bick Eclave X2 AWD : ﬁ}‘{’scmyﬁzzaz"“ : : TS £ 210,627 kms
: 135,794 kms : ’ $46,723 | Zl]1§60hkevruleIS|lveradu KISOOLT & WAS $21,723 $20723 | 3}%;(3‘2175223?50
STk o : : : 723 ;
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Above: Tarijmana preparing vegetables for the women’s group gathering, Tarijmana and Rukaya, nurse weighing a baby after the mothers have

finished their breakfast,

AMANDA THORSTEINSSON,

It’s only 8:30 a.m., but the temperature
in the Sundarbans region of India is al-
ready hovering around 35 degrees Cel-
sius.

If Tarijmana Bibi, 20, is bothered by the
heat she isn’t showing it. She’s crouched
low to the ground in the shade of her fa-
ther-in-law’s compound, humming as she
chops a mix of fresh vegetables with an
old knife, pausing every few minutes to
stir a large metal pot of boiling rice.

Preparing a meal with fresh vegeta-
bles might not seem unusual to North
Americans. But where Tarijmana lives,
vegetables are expensive and not readily
available. And when they are available,
it’s usually women like Tarijmana and her
two-year old daughter, Rukaya, who are
the least likely to get any.

In the traditional Bengali culture of the
Sundarbans region, it's the men of the
house who are the priority at mealtimes. If

Thanks to Canadian Foodgrains Bank:

Growing up strong and healthy in India

the husband isn’t around, the wife has to
wait until he comes home before she can
eat—even if she is pregnant or breastfeed-
ing.
“Sometimes it’s a struggle to get enough
to eat,” says Tarijmana.

It’s especially hard now, as a flood dur-
ing the monsoon season damaged many
rice paddy fields in the community. Food
is expensive and hard to come by.

That’s why Tarijmana is grateful for the
vegetables supplied by Mennonite Central
Committee (MCC), with support from the
Canadian Foodgrains Bank. They are part
of a nutritious breakfast and education
program for about 20 pregnant and breast-
feeding mothers in the community, imple-
mented by MCC’s local partner Samaj Un-
nayan Kendra.

In Tarijmana’s community, over 90 per-
cent of the children under five are consid-
ered malnourished, and many mothers,
who are underweight themselves, give

Spring is here!
WANTING TOV:'/IER(éAS'\(I)I\[zEOEEA'Il:(I)_ !DO THE JOB?

We have a CONTRACTING DIVISION to assist you.
No project is too small or too big!

FREE QUOTES ARE AVAILABLE
| Other products we offer are:

« Gravel, crushed rock,
and sand.

* Logix (Styrofoam)
blocks and
accessories.

* Rebar.

* Curer and densifier
for concrete finishing.

« Sealers for concrete
finishing.

I WANT TO BE YOUR CONCRETE SUPPLIER!
Contact us at:

Esterhazy, SK Moosomin, SK
1-306-435-3860 1-306-697-3355

1-306-745-6671

Grenfell, SK

birth to babies with low birth-weight.

According to Foodgrains Bank Interna-
tional Programs Director Barbara Macdon-
ald, malnourishment in children in many
parts of the developing world is alarming.

“From the moment a baby is conceived,
and for the next 1,000 days, a child’s body
and brain develop extremely quickly,” she
says. “Damage suffered from not receiving
enough of the right food during this time
can be irreversible.”

The potential damage includes things
like having a lower IQ level that affects
school performance, being more suscepti-
ble to illness and early death, or bein%lper-
manently stunted in weight and height.

After learning about nutrition from the
nurses working with the program, Tarij-

mana is keen to make sure Rukaya has the
best start to life possible.

She breastfed Rukaya for six months,
and was one of the mothers who received
the nourishing breakfast.

Although no longer eligible for the free
meals, she has now she has been hired to
prepare the group meal from her home.

As Rukaya grows, the nurse working
with the program continues to monitor
her and provide advice to Tarijmana on
proper nutrition.

“I learned to think of the Indian flag
when feeding her,” says Tarijmana. “She
needs some red, which is proteins like
lentils and meat. She needs some green,
which is vegetables, and she needs white,
which is starches like rice and bread.”
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Pat Beaujot named to Ag Hall of Fame

BY KEVIN WEEDMARK

Langbank’s Pat Beaujot has
been named to the Saskatchewan
Agriculture Hall of Fame.

Beaujot will be inducted on
July 30 in a ceremony at the
Western Development Museum
in Saskatoon.

He doesn’t know who nomi-
nated him. “Whoever nominated
me has done it pretty quietly,” he
says. “I didn’t know I was nomi-
nated until I got a call that they
were going to announce the nom-
inees and I was one of them.”

Beaujot says he is proud to be
named to the hall of fame.

“I was pretty honoured,” says
Beaujot, whose name is syn-
onymous with Langbank’s Seed
Hawk manufacturing.

“I felt really honoured, and
surprised. I've been in the busi-
ness for a long time and it's good
to be recognized.

“I've got a lot of friends that
have done lots in the industry
and for the industry, so I don’t
know if I deserve it completely,
but I've been in the business a
long time and I've done my best
to promote soil conservation.”

Beaujot says that soil conserva-
tion is the reason behind what he
does.

“My whole career, soil conser-
vation has been my passion, right
from the start,” he says. “I've al-
ways felt that I've been more in-
terested in soil conservation than
1 have been in selling iron, and I
think our staff and our custom-
ers see that in me and they know
that, to me, business is more than
just selling a piece of equipment.”

Why is soil conservation im-
portant to Beaujot?

“I grew up in the ‘70s on the
farm, and back then it was half
summerfallow, half wheat ba-
sically. Mom and dad bought
a piece of land just across the
road from our house and there
was a really sandy spot in it. In
the spring and fall, if it was at all
bare, it would blow on a windy
day, and it would stress dad
out—it wasn’t very nice to watch.

“As I got into high school I re-
ally liked farming and agricul-
ture, and you would hear people
talking about soil erosion and
how we were turning the prairies
into a desert the way we were
farming.

“When I went to university it
really hit home. I ended up most-
ly taking soil science. Dr. Don
Rennie was head of soil science
at the time and he really taught
us how damaging summerfal-
low was, and tillage, and that if
we didn’t change our practices
we would destroy the soil by the
end of the '70s. We had destroyed
about half the organic matter
within the soil from when we
broke the land.

“The good thing about Dr. Ren-
nie was he taught us that if we
started to grow crop year after
year, continuous crop instead of
summerfallow, and we started to
use fertilizer to do that, and leave
the stubble standing, we could
stop all this destruction we were
doing, and actually improve the
soil. That was really revolution-
ary at that time. It's common
now, but back in the late ‘70s and
early ‘80s that was pretty un-
usual. Most people actually got
emotional about it and insisted
that they needed to summerfal-
low. They would get worked up
about that.

“I came out of university with
a real passion for soil conserva-
tion. Guys like Dr. Rennie and
Les Henry really taught us that
we need to do something about
it, and I think the industry in gen-
eral by the mid to the end of the
‘80s felt the same way, that it was
Eretty obvious that something

ad to be done.

“After I learned about soil con-
servation, when 1 saw a black
field, totally exposed to wind and
water erosion, it looked like an
open wound in the earth to me.
I could see that this was just not
the way it was supposed to be.
Every time wind or heavy rain
came along you’d lose a bunch of
topsoil, and I knew that couldn’t
be good.”

Beaujot began his career work-
ing with a fertilizer company.

“When I got out of univer-
sity I worked for Simplot, and
spent eleven years working with
them,” he says. “Part of solving
the problem of summerfallow
was to learn how to use fertil-
izer properly and grow your crop
year after year and stop summer-
fallowing.

“In 1986 my brother and I took
over mom and dad’s farm, and T
really wanted to switch to no till.

“We did what we could with
the equipment dad had. He had
an old air seeder and we switched
to somewhat less tillage.

“At that time Roundup was
just coming off patent, so it was
becoming more affordable to ac-
tually spray instead of till. That
changed things significantly.

“It was so dry in the late ‘80s
and early ‘90s, and such poor
grain prices, that everybody was
looking for ways to spend less
money. And so the movement
was on across the whole Prai-
ries. My brother was an engineer,
and I was an agronomist and I
thought we’ve got to try to find a
tool that can do this.”

“There were many small com-
panies trying to find ways to do
it, but there wasn’t really any-
thing that could seed shallow ac-
curately enough, and that was the
key. We had such cold, wet soil in

Pat Beaujot

the spring that the crop wouldn’t
come up quickly enough if it was
just left with stubble on it. If we
could seed shallow accurately, it
would allow the crop to emerge
quicker. Before that, we were
taught to seed wheat an inch and
a half deep. If we did that in no
till, it would take forever to come
up. If we could switch to seed-
ing it half an inch deep, it would
come up ahead of the weeds. But
the seeding equipment back then
wasn’t accurate enough—it had
terrible depth control.”

So how did he build his first air
seeder back in 1992?

“There was my brother and
I and a guy named Brian Kent
who was a machinist. We kicked
it around. I knew we needed to
side band the fertilizer, I knew
we needed to get a lot more ac-
curate with the seeding and pack
it at the same time. The three of
us were kicking around how this
‘was going to happan

“My brother was trying to
think of ways to have sections of
the machine float or follow the
ground better, and Brian Kent
suggested why don’t we have
each opener independent. My
brother figured out if we put a
hydraulic cylinder on each one
it would do what we're looking
to do.

“One thing led to another and
my brother built a small opener
prototype and it looked good,
so we said let’s build a machine
and seed our farm with it. If it
worked, I knew everybody in the
industry was looking for some-
thing better, so I thought here’s a
business opﬂortunity for us if we
can do it right.”

How quickly did the group go
from a prototype to production?

“We basically built that first
one for the farm only. We got it
built by the spring of 1992, and
seeded our farm with it and it
worked fairly well. We had some
fixing to do, but it worked. I was

pretty excited about it. I knew
that ‘the market was ready for
something like this, and it wasn't
going to be the big companies
making it, because they were sell-
ing tractors and cultivators and
everything else, so none of those
guys were all that excited about
no till, believe me. So I quit m;
job. I had a really good job witﬁ
Simplot, but we decided if we
were going to make this work, I
was going to have to sell them,
because I was that type of person,
and my brother was more of the
design and build type, and the
same with Brian Kent.

“We agreed to form a compa-
ny that spring and called it Seed
Hawk. I hit the road with the
opener and a table top display
and went to every show I could.
1 sold five machines that winter,
and we built six—one new one
for ourselves and the five we
sold. We put a lot of sweat equitﬁ
into it and we didn’t expect muc
out of it.

“We built 15 for the spring of
‘94 and it just kept growing from
there. We only had two hired
people for a few years. It was
just three couples who did most
of the work at first, and it grew
from there.”

Did he expect the company to
grow as quickly as it did?

“Maybe 1 was naive, but I
thought we had something really
exciting, and I pictured it getting
big fast, to be honest with you,”
says Beaujot.

“There are tens of thousands
of farmers on the Prairies, so we
didn't have to get everybody’s
business, we just needed a small
part of it. I knew the industry
was ready for something, and T
knew if we got it right it would
take off. It took a little longer
than I thought, but you're asking
farmers to spend a lot of money
on some company they’ve never
heard of or seen before.”

Is he happy with the way the
company developed?

“I was quite happy. It was a
struggle when we had to split
with my brother, but that hap-
pens in business. When you have
a family business, whether it’s
farming or equipment, that can
happen. It was a difficult time
when we split up in 2002. At that
time, Brian Dean became my
main partner in the business—he
was one of our first employees.
But since that happened we've
grown a lot, and we’ve done it
the way we wanted to do it.”

Pat’s brother, Norbert Beau-
jot, went on to form SeedMaster,
another air seeder manufacturer,
then Swedish implement manu-
facturer Vaderstad purchased
49 per cent of Seed Hawk and
opened up new markets for the
company.

“To be able to partner with
Vaderstad was great,” says Pat
Beaujot. “In 2006, we formed
that “partnership because they
wanted to bring our product to
other parts of the world and we
weren’t big enough and didn’t
have the resources to do that.
That turned into a great partner-
ship.”

How has that changed the
business?

“They really helped us get into
Australia and eastern Europe and
they helped us with expansion,”
says Beaujot. “They owned 49
per cent of the company in 2006,
and from that year to 2013—
which was when we sold the rest
of the company to them—we had
grown eleven-fold, so it really
did help us. We did some right
things in there, too, but their sup-
port and their backing helped us
grow quickly.

“After the split with my broth-
er I think we did a few other
things right.

“In 2004, right after we split
up, we started workinﬁ onalarge
tank because I knew that farmers
were trying to put all their seed
and fertilizer on at the same time
and they needed bigger capacity.
The largest tanks out there at the
time were around 400 bushels.
When we decided that we were
going to build our own tank, we
designed an 800 bushel tank—
it was double the size of John
Deere’s biggest one. It turned
into one of the best moves we
made, because it really attracted
a lot more people to us. We were
able to improve our distribution
because we were able to attract
dealers. We had equipment deal-
ers coming to us asking to handle
our product, and that's a great
position to be in. Before we were
selling everything direct, which
is not going to let you grow too
fast. That big tank line really
helped us.

“The next thing we did for
the industry was section control
technology, which we introduced
in 2008, which was a part of our
tank line development.

“When we were able to take an
80-foot seeder and shut off 10-foot
sections of it and lift the openers
on 10-foot sections, so farmers
didn't overlap when they were
seeding with big equipment, that
really changed the whole indus-
try again.

“I'think after the split up we
were still innovating and bring-
ing new things to the market
that were helping farmers quite
a bit.

“I think we’ve been leaders in
the industry in many ways.”

The company is up to 200 em-
ployees after a series of expan-
sions.

Continued on page 33 v=
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Young farmers looking to bright future

Canada’s young farmers are looking to
a bright future in agriculture, despite the
general trend of an aging industry. They
often count among the country’s most suc-
cessful producers and lead the charge to
innovate and capitalize on new opportu-
nities.

SOBERING FARM DEMOGRAPHICS

Between 1941 and 2011 (the last Cen-
sus data available), Canadian operations
declined from more than 700,000 farms
to just over 200,000 farms. Between 2006
and 2011, 23,643 operations (10.3%) disap-
peared. We also see fewer producers enter-
ing the industry for each five-year census
period than the one preceding it.

Canada’s farm population is aging, with
the average farmer now 54. Here’s some
interesting history:

In 2001, the average age for a Canadian
farmer was 49.9

In 2011, there were more producers 55+
than other age groups (48.8% of the total
Eopulation), for the first time in Census

istory

The proportion of young producers
has shrunk since 1991 by more than half.
In 1991, producers under 35 comprised
19.9% of the total population. In 2011, they
made up 8.2% of the population.

CANADIAN AG ATTRACTS
NEW, YOUNG PRODUCERS
In 2006, 30% of entrants were under 40
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Producers under 40 are among those with highest revenues
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These figures may reflect the well-
own barriers to entry for young produc-
ers, but it’s also the case that of all entrants
in 2006, more were under 40. There’s cause
for more optimism in this figure as well,
although it may not be obvious at first
glance.

NoT A SIMPLE STORY
The 2006 Census showed just as many
producers under 40 exited the industry as
did producers who counted in the older

age categories. As well, fewer young pro-
ducers stayed in the industry for more
than five years (71% compared to 81% of
all established producers).

\This high rate of ‘churn” among young
farmers - lots of entries and lots of exits in
one five-year period — con-trasts especially
with producers over 60 who experience
the least churn (a high exit rate from the
industry but low entry rate).

What are we to make of this? The high
turnover of Canadian young farmers
could indicate internal turmoil and insta-
bility. It may however indicate something
else altogether.

YOUNG ESTABLISHED PRODUCERS
FIND REAL SUCCESS

In an industry that continues to attract
young producers, a number will exit
quickly after entry as the majority estab-
lish themselves on successful operations.
If the young established producers were
struggling, it would be a different story -
but they often out-perform the rest of the
industry. In 2006 and 2011, they were both
more likely to appear in the producer class
with the highest revenues and least likely
to appear in the class with the lowest rev-
enues (Figure 1).

The churn of young producers entering
and exiting agriculture may be a residual
of experimentation and inno-vative en-
trepreneurship. It's this kind of entrepre-
neurship that sustains a complex industry
as it responds to new and varied consumer
preferences and opportunities in techno-
logical innovation. It can signal necessary
structural change within sectors and spur
industry innovation as older, established
operators adopt new ideas to compete
with those newly arrived.

Competing in a challenging environ-
ment, young producers can help to change
the game and inspire vitality and growth
in Canadian agriculture.
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Accidents always happen
to somebody else.

A least that’s what Réjean Pommainville thought until
that summer afternoon in 2009 when he fell from the top
of a loaded hay wagon and shattered his left heel on the
ground. “It changed my life,” says the third-generation
farmer, who was 54 at the time.

Still dogged by chronic pain from the injury, which re-
quired metal plates and 14 screws to fix, he was forced
to quit dairy farming and take up cash crop production,
which is less physically demanding.

That's why Pommainville puts so much stock in initia-
tives like Canadian Agricultural Safety Week (CASW).
Held in mid-March since 1986, CASW features a mix of
live and online activities that highlight farm safety ac-
cording to a particular theme.

When you've done something all your life, you don’t
stop to consider the danger.

This year launches a new three-year campaign, dubbed
Demographics.

Safer farms for all

There are a host of people who live on, work at or vis-
it farms, from family members and friends to suppliers
and service providers,” says Marcel Hacault, executive
director of the Canadian Agricultural Safety Association
(CASA). “For the next three years we’ll drill down deeper
on the dangers these individuals face, using data and per-
sonal stories of injuries and fatalities on Canadian farms.”

Headquartered in Winnipeg and funded by various

Spray Insulation
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DODGE CHRYSLER JEEP

Employment Opportunity

SERVICE MANAGER
PARTS MANAGER

Woodworth Dodge Chrysler Jeep Ram is seeking a moti-
vated, goal-driven service manager and parts manager who
can help build and lead a strong service team to provide the
best automotive service in the area.
The successful candidate will be responsible for:
* Leading a profitable department that provides excellent
customer service, integrity and quality of work
* Commitment to customer service and willing to be
hands-on to deliver the best customer experience
possible.
Qualifications: Proven track record in a dealership in
Service Management/Parts Department. Chrysler dealer-
ship experience considered and asset. Excellent leadership
qualities and commitment to the team, we are looking for a
long-term fit.
Woodworth Dodge has been serving the Westman area for
over 30 years and we are proud of our past and excited
about our future.
Woodworth Dodge has two locations:
Kenton and Shoal Lake

E-mail resumes to Don Carter at

wwdodgesales@inetlink.ca
204-838-2240

supporters, notably Agriculture and Agri-Food Canada
and Farm Credit Canada, CASA co-ordinates, develops
and runs a variety of safety training and awareness pro-
grams across the country. CASW is both a cornerstone and
the marquis event in the organization’s efforts to help Ca-
nadian farmers recognize and manage safety risks.

As in past years, the 2016 campaign will feature two of-
ficial launch events with safety workshops, and Internet-
driven activities dealing with safetﬁ and demographics.

“It helps get our message out in the media and on social
media,” he says. “And it'’s a good time of year to raise
awareness and get safety on people’s minds, because the
farming season is just getting going.
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Advantages to structuring farms as corporations

Structuring farms as
corporations  offers lots
of tax advantages. Since
most farms qualify for the
federal small business tax
credit, the federal rate is
only 11 per cent. The maxi-
mum provincial corporate
tax rates vary from 11 per
cent in British Columbia to
16 per cent in Nova Scotia
and PE.I

This is a fraction of most
farmers’ personal tax rates.
It's no wonder many farm-
ers try to keep as much of
their economic activity as
they can inside a corpora-
tion.

However, sooner or later
everyone has to withdraw
money for personal use.

There are several ways
you can do this, says Kel-
vin Shultz with Wheatland
Accounting in  Fillmore,
Sask.

The two most common
are wages and corporate
dividends. Both come with
advantages and disadvan-
tages.

Any land or tax-paid
assets you roll into the
company at time of incor-
ﬁoration qualify as a share-

older loan— which isn’t
classed as income when
repaid.

“Taking money out of
your corporation as wages
allows you to build up RSP
(retirement savings plan)
room at a rate of 18 per
cent of your gross salary,”
Shultz says. “It also allows
you to pay into Canada
Pension Plan.”

Aless obvious but signif-
icant advantage is that the
corporation calculates the
tax you owe and submits it
to Canada Revenue Agen-
cy (CRA) on your behalf.

This is an advantage,
because if you take money
out of the company in any

other fashion, you have to
calculate and submit your
personal taxes, and ac-
counting fees are paid per-
sonally.

Up until a year ago, pro-
ducers who took money as
dividends instead of wages
paid about two per cent
less tax, Shultz says.

However, due to recent
tax rate changes, that's no
longer the case.

While every province’s
rates are still a bit differ-
ent, there’s now so little
variance it hardly matters
which method you choose.
The only reason you would
choose one over the other
comes down to wheth-
er you want to pay into
CPP and build RSP room
through wages.

MANAGE YOUR DIVIDENDS

Dividends can be used
to transfer money out of
the corporation to any eli-
gible shareholders, Shultz
says. However, you have
to remember that every
shareholder who has the
same class of share must
be paid the same dividend
per share.

“Most producers struc-
ture their corporations so
that each spouse, child or
other shareholder is is-
sued a different class of
shares,” Shultz says. “One
will receive Class A shares,
another will receive Class
B shares and so on. Each
share type might have ex-
actly the same attributes,
but having different share
classes allows you to pay
dividends to everyone at
different rates.”

Corporations do pay a
higher tax rate on certain
types of income, Shultz
cautions. So if your corpo-
ration receives dividends
or capital gains income,

e (™ I~

you will almost certainly
want to take money out
of your company through
dividends instead of wag-
es.
These types of income
go into something called
a refundable dividend
tax-on-hand account, bet-
ter known by its acronym
RDTOH. If you pay a divi-
dend while you have an
RDTOH balance, about 33
per cent of it will qualify as
a tax credit to the corpora-
tion. So if the corporation
paid a $10,000 dividend,
it would receive about a
$3,333 refund. If you are
sitting on a sizeable bal-
ance in RDTOH accounts,
it’s likely advantageous to
pay dividends rather than
wages.

OPTIONS WITH BENEFITS

CRA does offer farm-
ers a few other options,
Shultz says. These include
rental income and a vari-
ety of benefit options, like
medical plans, that are tax
deductible for the corpora-
tion but don’t have to be
declared as personal in-
come.

“It's quite common for
producers to charge their
company rent for farm-
land they personally own
outside the corporation,”
Shultz says. “Of course,
this becomes income to
you personally and does
attract GST or HST. Rental
income also can be used to
build up your RSP room,
but it doesn’t qualify for
CPP”

You can also claim a tax-
free mileage allowance on
your vehicle. If you keep
track of the kilometres
you are using for business,
CRA will allow a per-kilo-
metre claim on that vehicle
the corporation can deduct
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Hall at 1pm

Sale Morning: Viewing of bulls
at Batho Farms located 3 3/4
miles south of Oak Lake on
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¢ 5 Sale) at Oak Lake Community
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and you don’t need to in-
clude in personal income.
Any land or tax-paid as-
set rolled into the company
at time of incorporation
also qualifies as a share-
holder loan. The company
can pay this value back any

time without it being clas-
sified as income.
Producers shouldn’t take
money out of the corpora-
tion by charging a manage-
ment fee, Shultz cautions.
CRA now frowns on this
once-common practice. Its

position is that manage-
ment fees should be con-
sidered wages, and the
corporation should have
withheld and submitted
the taxes and statutory de-
ductions owed on it at the
time of payment.

Apply
online by
April 18

From our heart to your community
Apply now for the FCC AgriSpirit Fund
Since 2004, we've given $9.5 million for nearly

950 community projects across Canada. Could
your project benefit from a financial boost?

FCCAgriSpiritFund.ca

/(é“ Farm Credit Canada

Community
matters

* Loans
* Mortgages

* Insurance

1.800.667.7477
conexus.ca

* Agriculture Accounts

* Farm Succession Planning
* Retirement Savings

~ Grow Your Business

Letus Mla with wortgages, {ines of credit and vther solictions.

conexus

Credit Union
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Farm accounting software is evolving

Karen D. Wright, software expert and farmer, explains how
farm accounting software is changing and evolving to keep up
with the demands of modern farms, and suggests ways you can
maximize your investment.

What are the biggest changes you’ve seen in farm ac-
counting software and the use of that software?

Software programs like AgExpert Analyst have im-
proved exponentially over the years. Functions such as
GST and HST reporting are integrated. Inventory track-
ing is an essential feature.

The program can handle payroll processing, and it's
much easier to drill down to cost of production.

“There are many factors in farming over which you
have little or no control, but with good accounting you
can at least be prepared.”

It's also great to see producers who are fully invested
in the program and excited by new features. These are
often features that have been suggested by customers
themselves.

For the younger generation of users, computer use isn’t
abarrier like it was with some of the users who converted
from manual accounting. That's gratifying for trainers
like me.

The new trend is mobile apps so that data can be en-
tered on the go. This reduces the chance of lost or mis-
placed receipts and keeps everything up-to-date.

Are there any patterns as to how the farm accounting
task is handled within family farms?

Keeping the books up-to-date is still a struggle on many
farms.

The farm office is usually in the home and people have
many other tasks and numerous distractions, especially
during busy times of the year.

But there’s an increasing recognition of the importance
of up-to-date financial records. They're critical to farm
management.

It isn’t just to keep track of how much tax you have to
pay. Organized records assist in prompt bill payment and

L Penner Lumber Co. Ltd.
KOLA, MB ¢ 204-556-2672
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accurate recording of all your business activities.

That can assist in obtaining financing, minimize your
accounting fees and make budgeting and cash flow plan-
ning much more accurate.

Having one person focused on the farm accounting
function is usually helpful.

One person responsible for making entries typically
means better continuity. Dedicated office space within the
home is important.

It’s interesting to see how the job is transferred from
one generation to the next. Sometimes this is a grudging
transfer with tension and apprehension. Other times, the
older generation is pleased to be passing along this criti-
cal aspect of the farm business.

Do many farms outsource their bookkeeping?

Yes, this happens on some farms and I do that for a
number of clients. Some farms don’t have anyone with the
time or interest in accounting. Plus, farms have become
larger and more complicated. If the job is outsourced, at
least it's done and the work doesn’t pile up.

However, the bookkeeper still needs the paper records
to work from.

There still needs to be a good flow of information. The
days of shoebox accounting are all but over. Many ac-
countants require records in a software program.

1 encourage producers to do their own bookkeeping if
possible.

You can start with the basics and become more ad-
vanced as you grow with the functions of the accounting
progr am.

With AgExpert Analyst, training classes are offered
throughout the year and one-on-one help is readily avail-

LYNNETTE BOCK
BA. J.D.

ROCANVILLE
BRANCH

FRIDAY AFTERNOONS

306-645-4552
ANDREW AGENCIES
BUILDING

Froud s serve the
leal, a/«n’aaﬁ‘ara/

w/r(m/(/?/y/

able.

If you don’t understand some of the basics of account-
ing, it's more difficult to make sense of your financial
statements.

However, doing your own record keeping puts you in
the driver’s seat.

Farms with good records and good analysis of their
records have reduced stress and are better able to react
to whatever happens with the markets and the weather.
There are many factors in farming over which you have
little or no control, but with good accounting you can at
least be prepared.

What advice do you have regarding the selection of
professional accountants?

With the farm bookkeeping function, analysis some-
times takes a backseat to data entry and the ongoing as-
pects of running a business.

Payroll needs to be maintained, income tax instalments
must be current and taxes must be filed on time.

But there are many ways to use the records for analysis
of a farm’s financial strengths and weaknesses.

A good accountant can be key in that regard.

There’s a wide variation in what accountants charge
and the services they actually provide.

It’s important to have a strong working relationship
and if you're not getting valuable and timely advice, it
may be time to move your business to another firm.

Of course, you'll need to do your homework and see
what different firms provide and how their fees compare,
but it's important to have a good relationship with an
accountant who can provide good service and valuable

advice.

Livestock Services

BOX 340 e VIRDEN, MANITOBA
TEL:204-748-2809  FAX: 204-748-3478

TOLL FREE: 1-888-784-9882
EMAIL ADDRESS: VIRDEN.LMC@HLS.CA
— 2016 SPRING SALE SCHEDULE —

MARCH

21 MONDAY BUTCHER SALE 9AM.
23 WEDNESDAY PRESORT FEEDER SALE 10AM.
25 FRIDAY COW-BOYS ANGUS BULL/FEMALE SALE

30 WEDNESDAY REGULAR FEEDER SALE

SATURDAY TRI-N CHAROLAIS FARMS
& GUESTS BULL SALE
4  MONDAY BUTCHER SALE
6 WEDNESDAY PRESORT FEEDER SALE AM.
8  FRIDAY BRED COW & C/C SALE 5
11 MONDAY BUTCHER SALE 5
13 WEDNESDAY REGULAR FEEDER SALE 9AM.
PEN OF 5 REPLACEMENT HEIFER SALE 1PM.
MONDAY BUTCHER SALE 9AM.
WEDNESDAY REGULAR FEEDER SALE 10AM.
THURSDAY SHEEP SALI NOON
MONDAY BUTCHER SALE 9AM.
WEDNESDAY REGULAR FEEDER SALE 9AM.
FRIDAY BRED COW & C/C SALE 11:30AM.

MAY
26 THURSDAY SHEEP, GOAT & HORSE SALE 12PM.

MONDAY BUTCHER SALES END: APRIL 25,2016
REGULAR SALES EVERY WEDNESDAY STARTING: MAY 4,2016
SKDEALERS LICENSE 171306 MB DEALERS LICENSE 1317. SALE DATES ANDTIMES SUBJECTTO
‘CHANGE. ALL CATTLE MUST HAVE THE CCIA CATTLE IDENTIFICATION TAGS
For any marketing information or questions regarding
our feeder finance program or online auction, please call:

Robin Hill, Manager (c) 204-851-5465 * Rick Gabrielle, Market Rep (c) 204-851-0613
Ken Day, Market Rep (c) 204-748-7713 « Drillon Beaton, Market Rep (c) 204-851-7495
Kolton Mclntosh, Market Rep (c) 204-280-0359
PLEASE PHONE IN ALL CONSIGNMENTS
Check www.hls.ca for current market information.
DLMS INTERNET CATTLE SALES EVERY THURSDAY
AT 11 A.M. AT WWW.DLMS.CA - CALL USTO LIST YOUR CATTLE
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¢ have a great selection of car,
light truck, semi, and ag tires.
Before You Hit The Road or The Field . . .
Come and See Us For All Your Tire Needs
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1004 North Front St. Moosomin, SK 306-435-2949
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Spotting and preventing fraud in

Family businesses are
not immune to internal
fraud from employees
and family ~members.
Here, Carrie Hall shares
advice for spotting and
preventing fraud in your
operation.

Most farms are family
enterprises with family
members as sharehold-
ers or employees. Often,
there are also other em-
ployees.

How common is fraud
in this environment?

While I'm not aware
of any information that
looks  specifically — at
farms, U.S. studies show
smaller enterprises of less
than 100 employees are
more prone to fraud, and
there are actually a num-
ber of factors that make
family businesses more
susceptible.  Procedures
tend to be less formal,
and family members are
often the most trusted
employees. Furthermore,
the perpetrator may not
even realize that his or
her behaviour is inappro-
priate.

Studies show smaller
enterprises of less than
100 employees are more
prone to fraud, and there
are a number of factors
that make family busi-
nesses more susceptible.

Even if it's detected,
fraud often goes unre-
ported and this would
be especially true in fam-
ily businesses where the
family would typically
want to be discreet about
any inappropriate ac-
tions.

Do business owners
often discount the likeli-
hood of fraud?

Yes, especially with
family ~members and
long-term employees.
However, the opportu-
nity to commit more ex-
tensive fraud increases
with a person’s author-
ity, power and degree of
oversight.

What forms can fraud
take?

The misappropria-
tion of assets is the first

to come to mind. This
can be as simple as theft
of petty cash or selling
goods that the individual
doesn’t own. Fraud can
take many other forms as
well — the use of business
fuel in personal vehicles
without anyone’s knowl-
edge, misuse of business
credit cards, inaccurate
reporting of work time or
vacation time.

How large can the
damage be to a business?

Some business owners
tend to discount the size
of losses, believing they
are insignificant. In fact,
losses are often substan-
tial. And depending upon
the circumstances, there
is also the risk of reputa-
tional damage.

How do people com-
mitting fraud rationalize
their behaviour?

Especially in family
enterprises, there can be
a sense of entitlement,
where someone thinks
they are owed more than
their paycheque. It can
also be a misunderstand-
ing unless the business
has clearly defined rules
and policies and has ef-
fectively communicated
them.

Are there any red flags
in behaviour that may
indicate a likelihood of
committing fraud?

The Association of Cer-

Ke

tified Fraud Examiners
has conducted research
into the behavioural red
flags displayed by per-
petrators during the time
of their fraud and has
identified notable trends.
More than 80 per cent of
fraudsters exhibit warn-
ing signs, and not surpris-
ingly living beyond their
means and experienc-
ing financial difficulties
consistently are the most
commonly observed be-
havioural red flags.
People who commit
fraud don't typically
match the “criminal” ste-
reotype. Most have never
been charged or convicted
of a fraud-related offence.
They tend to be employ-
ees who have been on the
job for a number of years
and they are able to com-
mit the crime because

management trusts them.

In addition to financial
pressure, their motives
could be greed or em-
ployee  disenfranchise-
ment. They might believe
they are entitled to more
financial compensation,
and they may rational-
ize that they are just tem-
porarily borrowing the
money.

How is fraud most of-
ten identified?

Sometimes it's found
by accident and some-
times it’s identified in an
internal audit or manage-
ment review, but the most
common method of dis-
covery by far is through
a tip.

It's important for those
with suspicions not to
conduct their own inves-

Custom Built Homes
& RTMs

Built on-site within
75 kms of Kola, MB

Turn-key Finished or
Basic Shell

Garages & Decks

Large & Small
Renovations

A

FRIESEN

ENT. LTD.

¢ KitchenCraft Cabinets
e Armwood Windows

¢ Vinyl Decking

¢ Hardwood & Laminate
.

Custom Finish
Tile Showers

Facade Stone
James Hardie Siding

RED SEAL CERTIFIED
204-556-2301 ¢ wcefriesen@hotmail.com
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Auction Services

See our website for a full
list of spring auctions!

Auction books

available with details
on upcoming sales

CALL US TO BOOK YOUR SAI.E TODAY!

306-452-3815

306-452-7847

auctionkeym@gmail.com

keymauctions.com

For more information on the World-Spectator, go to
www.world-spectator.com
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seed requirements.

4/ SOIL SERVICES LTD

Local & compmiites .

to providing our customers the best offering of canola
seed. Sharpe's also offers a diverse portfolio of
ceredl seed, soybeans, com, pulses, flax and forage.
‘We are proud to work with our industry partners and
local seed growers to find the right fit for your farm.

Al i alke FORAGE MONTH!

SAVE on booking Brett Young & Pickseed forage!
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See your local Sharpe's branch for any of your final
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your operation

tigations. They should
approach the appropriate
person in management
and it should be clear to
all the employees who the
appropriate person is. The

FAIRWAY
SALES

MATTRESSES & AppliIANCES
) Serta Mattresses
) Washer/Dryer Sets
) Fridges
) Stoves

AL AT GREAT PRICES

Fairlight, SK = (306) 646-2272

whistleblower should re-
main anonymous if pos-
sible and should certainly
be shielded from any re-
percussions.

Continued on Page 34 v
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CONTACT US TODAY!

‘ Kirk Sinclair — Owner

306-435-7909

Jason Buchberger — Buyer

306-435-7767

Vern Hall — Buyer
306-435-7411

Prairie Livestock

306-435-3327

Bryn Crump — Buyer
306-435-7381

Darrell McDowell — Buy'
204-729-1867

Marcel Fouillard — Buy _I
306-434 698

oL




The World-S

-M in, Sask.

See us on

f Facebook

fmﬂ”ﬂl‘d CARPETS

I.AZAIIE MB - (204] 683-2293

um@ ears
in busin le,SS

We contlnue to serve you!

We have the largest flooring warehouse in the area!

¢ Carpets, Ceramic, Tile, Vinyl Tile,

¢ Large selection of area rugs
Window Coverings & More!

in-stock

¢ Lots of remnants to clear out ¢ Professional installation available

Visit our location in St. Lazare and
see the selection for yourself!

Sale dates
April 1st to 30th,
2016

Monday, March 21, 2016

We have the best prices on
PREMIUM MANNINGTON|
EQ@QMG PRODUCTS!

2 MANNINGTON.

Beautiful floors for the real world

We have the dlsp|0y_ 4
o) you ‘caniVv |ew anY pro

S Hardwood
“» Laminate
» Linoleum

> Luxury Vinyl Tiles
» Ceramic Tiles

full

St. Lazare, Manitoba « fdsales@mts.net ﬁ Eacenook

Io-OGome

DISCOUNT CENTRE CARPETS LD,
204-683-2416 204-683-2293

SPRING OIL AND
FILTER SALE

Filter and Lubricant
Group

e Save 12% on ALL John Deere Oil

e Save 15% on ALL John Deere Filters

¢ No Payment No Interest options available
when you use your JD Multi-Use Account.
Ask for Details!

e Offer Valid April 1st - April 30th, 2016

FARM EQUIPMENT

BALCARRES -Hwy #10 West 306-334-2492
\ FOAM LAKE -Hwy #16 East 306-272-3345
JOHN DEERE MOOSOMIN -Hwy #1 West 306-435-3301
PREECEVILLE -Hwy #49 N 306-547-2007

RUSSELL, MB -Hwy #16 East 204-773-2149

WYNYARD -Hwy #16 East 306-554-2536

Asiis APLE YORKTON -Hwy #10 East 306-783-9459

www.maplefarm.com
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Seven business management practices
of successful farmers

BY TRUDY KELLY FORSYTHE

Those involved in agribusiness management have long
known the importance of farm business management as a
foundation for farm success. And now, they have proof.

“For years, we have believed the success of any farm, re-
gardless of farm type, geography or production, is directly
related to the farm business management skills and prac-
tices of the farm manager,” says Heather Watson, execu-
tive director of Farm Management Canada. “However, the
evidence has historically been anecdotal.”

As a result, the Agri-Food Management Institute and
FMC commissioned a study to go beyond existing research
to see if there was a measurable link between farm busi-
ness practices and farm financial success, using a national-
ly-representative, cross-commodity sample.

“Truth be told, we did not know whether we would be

3 e O
HOME /,«'HOME €
Tea Room & Gift Shop

Located in the of Downtown Fairlight, SK

306.646.4432

REGULAR HOURS: Tuesday - Sunday: 1:30 p.m. - 5 p.m.
CLOSED: Monday

RE-OPENS FOR THE SEASON:
Tuesday, April 5,2016
[New,This|Spring
ArrivinglDaily!
SLhdies Qlathing

For Sizes L - 3XL

Husbands, dow't you think
it's time to treat your wives?

How about a trip to
Home Sweet Home?

able to establish a measurable link, but we were willing
to take the chance in hopes that having concrete, measur-
able data would help increase the adoption of beneficial
business practices by farmers and increase the promotion
of farm business management by industry stakeholders,”
Watson says. “The good news, we did it.”

Top practices

Dollars and sense: measuring the tangible impacts of
beneficial business practices on Canadian farms reveals the
top seven practices that drive farm financial success:

* Never stop learning

* Make business decisions using accurate financial data

 Seek the help of business advisors/ consultants

* Have a written business plan, follow it, and review it
annually

* Know and monitor your cost of production and what it
means for your profits

o Assess risks and have a plan to manage and mitigate
risk

® Use a budget and financial plan to monitor financial
position and options

Resources

Producers can access many resources for guidance and
to help improve their farm business management practic-

C

It eats

ores

es, including on the AMI and FMC websites.

“Both organizations offer learning opportunities such as
workshops and conferences in addition to resources, tools
and information online,” Watson says. “And many other in
the industry have great resources to offer, including Farm
Credit Canada, the provincial and territorial ministries of
agriculture and a handful of other organizations and in-
dustry stakeholder groups.”

FMC also has an online calendar of farm business man-
agement learning events available for free that is custom-
izable by region and commodity and is downloadable to
Outlook or Gmail accounts.

Moving forward

Now that they have the information, AMI and FMC plan
to get the information out to producers.

“Our next step is to reach out to industry stakeholders
including producers, producer groups, commodity groups,
advisors, academia, government and non-profit organiza-
tions and private industry, anyone with a stake in the sec-
tor, to extend the results of this ground-breaking study as
much as possible,” Watson says.

“We truly think the results of this study will help launch
farm business management into the forefront of conversa-
tions about what we can do to help secure the future of
farming in Canada.”
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| The RX Series is a feat of human engineering. It delivers fuel efficiency and low emission output without sacrificing
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To ol detals

-

£ I01EKOT Tractar Gormpany a v of Laedong.USA “nc.

Your Kioti Tractor Dealer

Universe Satellite....
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Your next vehicle is waiting for you at Virden Ford!
Check out our great savings on used vehicles!

2012 Ford Fusion SE FWD 2012 Chevrolet Impala LS FWD
% T T

'® — %
mmsm R ——— g

$12,995 . $14,995

2014 Jeep Cherokee FWD

JUST JUST
ARRIVED ARRIVED

... — U5222A G614A 0T65C

11,000 kms $26,995 | 45,000 kms $17,995 [ 45,000 kms $33,995
2012 GMC Terrain SLE AWD

JUST
ARRIVED |

98,000 kms $17,995

2014 Ford F-250 Platinum 4x4 | 2013 Ford F-250 XLT 4x4 2013 Ford F-150 FX4 4x4

Supercrew ‘usw —— Diesel, Crewcab Bl ors77a Supercrew P5191A

83,000 kms $40,995 | 112,000 kms $37,995 [ 171,000 kms $22,995
2012 Ford F-150 XTR 4X4 2011 Ford F-150 Lariat 4X4

JusT US| ="
ARRIVED ARRIVED " |7 S5

Supercrew U5247A Ecoboost, Supercrew  usi22a Supercrew U5219A Supercrew I oreon

20,000 kms $35,995 [ 95,000 kms $24,995 | 103,000 kms $29,995 [ 95,000 kms $19,995

Darin Banga -~ Barry Metz . Bob ! Josh
General Manager Sales Manager ; Renwick - Hildebrandt

C: 204-851-5441 Lo 8 C: 306-435-9031 \ T C: 204-522-5045 C: 204-851-5223

IRDEN 173 King Street E. — Box 2710 — Virden, MB
Ph: 204-748-1775 — Fax: 204-748-2065
a R D Toll-Free: 1-888-227-3509
Sales Ltd. www.virdenford.ca
(o)
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Pat Beaujot named

v Continued from C24

“This last partnership
with Vaderstad, where
they bought the rest of
the company, I am happy
with that. The reason it
happened was they’ve got
some products that would
fit the North American
market, such as the corn
market in the midwestern
us.

“They want to build
those products at Lang-
bank. We're just workin}%
on developing a Nort
American version of their
planter and I think that's
going to help grow our
business quite a bit as well.

“We wanted them to
build it here, and they
agreed, but they said
they wanted to own a
controlling interest in the
operation. That had been
the long-term exit strat-
egy, but the timing seemed
right, and it seemed like
the right thing to do for the
community and the staff.

“Those = developments
will drive the next expan-
sion. In the meantime our
own product line is still
driving most of the busi-
ness. Vaderstad are great
people, they’re from a
small town in Sweden and
they think much the same
way as we do.

“They’'re a good com-
pany and they really think
long term so they will
keep investing in the fa-
cility and in the people in
Langbank.”

Is it tough to run a
company the size of Seed
Hawk in a community the
size of Langbank?

“We've got a lot of great
communities around us.
Langbank’s only got a
handful of people, but
because there’s Kipling,
Whitewood, Moosomin,
Wawota, Kennedy, and
Broadview close by, we
can do it—we’ve got peo-
ple coming from all those
places.

“I've been asked a lot

about running the busi-
ness from a rural area, and
I've always felt that people
don’t leave rural Saskatch-
ewan because they want
to, I think they leave be-
cause they have to—to
find a good job. If we can
offer good jobs here lots of
people will stay.

“We've attracted a lot of
people to come here and
work. Obviously some
of the types of people we
needed we had to bring in,
and sometimes that’s hard,
but once you get someone
here they start to really ap-
preciate the area we {1ave
with the lakes and valleys
to the north and south.

“If we had built near Re-
gina we wouldn’t have the
room to grow, and we’'d
be paying millions of dol-
lars for every extra piece of
land we wanted, whereas
now we're on a full quar-
ter-section that we bought,
and it’s easy to grow.

“Part of what makes
me feel good about every-
thing is we did do this in
rural Saskatchewan, and
we’ve kept these commu-
nities alive and growing.
That makes me feel good.”

What does Beaujot see in
the future for Seed Hawk?

“We've got a great in-
novative staff and they all
want to grow, so I think
we'll see that growth con-
tinue,” he says. “The new
products we have coming
from Sweden are going to
help us a lot, too. We set
up a division in Eastern
Canada and in the US.
to start setting up dealers
and growing.”

Beaujot says he feels he
has accomplished what he
set out to do, to encourage
soil conservation.

“It feels pretty good,” he
says. “I've been very for-
tunate to work in a field
I'm passionate about my
whole life, and to have
success. I don’t need an
award to tell me I've been
fortunate and had a good

| |

Lower

QU KUES
LLIRT

SH% E

== CELEBRATING 10 YEARS —

« Providing watershed education

« Restoring wetlands for water conservation
= Promoting beneficial management practices for agricultural producers

* Monitoring of water quality

« Preserving and developing local fish habitat

The World-Sp

-M Sask.

career.

“Our staff has been fan-
tastic. I wouldn’t be get-
ting this recognition if
it wasn’t for my partner
Brian Dean, if it wasn’t for
the staff we’ve been able to
employ.

“I was taught a long
time ago to surround my-
self with smart people,
and good people, and we
have that. They’re very in-
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to Ag Hall of Fame

novative. That's kept us
growing.”

Has it been tough to
keep that culture of inno-
vation alive as the compa-
ny has grown?

“As you get bigger, com-
ing up with something
new is more challenging,”
Beaujot says. “You can’t
change as fast when you're
biﬁ, and it's a higher risk
when you're big. You in-

troduce a new product line
and if you make some mis-
takes it can cost you a lot
of money.

“When you're working
for an innovative com-
pany it sounds cool but
it is challenging, because
change is not easy.

“Our production staff is
always looking at changes,
and our sales staff is sell-
ing something new. A lot

of our staff put long hours
into dealing with new
products, but once we get
an innovative product out
and it works, we grow our
market share, so everyone
knows why we do it, but
it’s not as easy as it sounds.

“Our staff really does
rise to the occasion.

“They’re kind of like me,
they’re proud of what we
do.”

NEVER LOOK
BACK.

Guardian™ front boom sprayers from New Holland allow you to take full control of
your spraying schedule. With the industry’s highest horsepower, largest tank size,
smoothest suspension, highest ground clearance and tightest turning radius,

Guardian sprayers quickly protect more of your acres per hour. Now that’s SMART!

* Four front boom models from 240 to 365 hp

* Now with larger deluxe and luxury cabs for
even greater comfort

¢ Center-mounted tank for 50/50 weight
distribution at all times

* New four-wheel crab steer option available
to follow tracks on headland turns

* Boom widths up to 120 feet

* Stainless steel and poly tank sizes up to

1,600 gallons

=

2012 NH SP.275F

286C

2012 JD 4940

Ag Plastics recycling program
« Grain Bags / Silage Plastic

* Twine

* Netwrap

We are excited to announce...

that the Lower Souris Watershed Committee has recently acquired a Grain
Bag Roller for residents of the watershed to use on their farms free of
charge!

&

To book the roller or for more information contact:
Tyler Fewings, Watershed Manager

w

Lower Souris Watershed Committee Inc.
Tel: (306) 452-3292 * Fax: (306) 452-3293

www.lowersourisriverwatershed.com

2425E, 120" Boom,
1400 Gal Tank,
Auxillary Lighting

$225,750°°

ARBORG, MB
204.376.5600

BRANDON, MB
204.728.2244
CRYSTAL CITY, MB

204.873.2480 3#8023'\5""1368}1( 0
HARTNEY, MB NEEPAWA, MB

204.858.2000

KILLARNEY, MB
204.523.4414

204.476.2364

by or licensed to CNH Industrial N.V., its subsidaries or affliliates.

120'x20" Boom, Autoboom Wheels,
Dual Tires 380/90R46,
Raven Smartrax

$173,000°

MAZERGROUP

ROBLIN, MB
204.937.2134
SWAN RIVER, MB
204.734.9361

Www.mazergroup.ca

©2016 CNH Industrial America LLC. All rights reserved. New Holland is a trademark registered in the United States and many other countries, owned

AutoTrac Activation

$308,900°°

011378

1168 hrs,

SF1 Boom Trac

SHOAL LAKE, MB
204.759.2126
STE. ROSE DU LAC, MB
204.447.2739
STEINBACH, MB
204.326.9834
PORTAGE LA PRAIRIE, MB
204.857.8711
WINNIPEG, MB
204.253.2900
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Spotting and preventing fraud

w Continued from page 29

Are remedies more difficult when it'’s a family mem-
ber?

Situations are all different, so there’s no way to make
a blanket prescription. Communicating expectations is

What preventive measures should family businesses
employ?

Prevention is vital, and that starts with the education of
everyone involved in the business. You need well-defined
policies, and controls must be enforced. There can be dif-

ferent rules for different people in the business, but this
should be clear to everyone. Having the proper prevention
in place is a lot easier than dealing with a serious problem
that arises because policies and internal controls were not
in place.

sometimes all that’s required. In serious cases, the solution
may involve the person leaving the business or there could
be legal ramifications.

1\

YOUR
BEST

WITHTHE ———

Start your expleration at

Heartland

Livestock Services
BOX 340 ¢ VIRDEN, MANITOBA
TEL:204-748-2809 * FAX: 204-748-3478

TOLL FREE: 1-888-784-9882

EMAIL ADDRESS: VIRDEN.LMC@HLS.CA

SPECIAL BRED COW SALE
SATURDAY, MARCH 26,2016 - 1 P.M.
600 TOP END BLACK/BBF COWS

Bred Charolais (Black Simmental Clean-up)
All 3rd, 4th and 5th Calvers
Due to start calving April 8th
60 Day Breeding - Full Vaccination Program
Will be broadcast on DLMS

CALL 204-748-2809 FOR MORE INFORMATION

Thank You to our Customers!
210 Frontage Road * Virden, MB

1-888-877-7623

www.virdenrec.com

ecreation
Watersports

advertise

ROSS TAYLOR
AUCTION SERVIGE

Estate Farm Equipment Auction Estate of Daryl Kay
Maryfield, SK

To be held at the farm located 3 miles north of Lincoln Farm Supplies at Maryfield, SK.

Friday, April 15" at 11 a.m. CST

TRACTORS: 1986 JD 8450 w/ 18.4R38 factory duals, 4 remotes, return line,1000 pto, 5960 hours; 1982 JD 4040 w/ 2
remotes, 20.8 x 34 rubber, quad, 6562 hours; JD 2020 gas w/ 48 loader; Ford 8N w/ 3 pth

TRUCKS: 1994 Ford F150 2 wheel drive 5 speed V8 with 225,000 kms; 1980 IHC F1954 tandem diesel w/ 200,000 km,
12R22.5 rubber, 13 speed Fuller w/ 20" Cancade box & hoist, roll tarp

SEEDING AND TILLAGE: Morris 900 air seeder, 40" w/ rubber packers and Morris 7240 tank SE # 7240401462

HARVEST EQUIPMENT: 2004 RotoThresh 9790 SP combine w/ 4000 Swathmaster header, chopper, hopper
extensions, 1100 threshing hours; MF 760 diesel SP combine V-8 hydro with approx. 3000 hours. With Melroe pickup

Plus a full line of s

farm machinery,
shop equipment and WE 2 RE BETTER
recreational TOG ETH E R.

From R&D to Production to Customer Service and every
department in between, the dedication and passion of
our employees resulted in Seed Hawk being named one
of Saskatchewan'’s best places to work in 2016. Each and
every day, our people rise to the challenges of an evolving
farming and economic landscape, creating state of
the art technology for growers around the world.
To everyone, we say thanks for sharing your passion. ﬂ
You've earned this award. T

Tor fuLoven

FOR FULL LISTINGS AND PHOTOS VISIT OUR WEBSITE

WWW.ROSSTAYLORAUCTION.COM

2016 ©Seed Hank .

SEED HAWK®, 5
being used under lcense. 03/16-49204

B VADERSTAD g
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Phosphorus - Getting Back to the Basics

WEeNDY ScHATz Leeps, PAcg, CCA
LEAD AGRONOMIST, SHARPE’S SOIL SERVICES LTD.

Percent of Samples Testing Below Critical Levels for P in 2015

Mag Procuced by
L
° Oy map 440 P 21208

It seems like in the last few years we have been searching for the magic unicorn to
increase crop yields. Doing this has made us over look the basics — phosphorus (P) in
particular. This essential macro nutrient is at very low levels in our soils. Phosphorus
needs to be intensively managed moving forward to ensure good yield potential in
the years to come.

A-Pethick'Farm 8 ..
& Custom'Ag =

Canada's Seed Pariner

Www.secan.com

- Gount on
| Mchod R2.

Now offering:
CUSTOM SPRAYING
ALSO AVAILABLE:
¢ Custom Seeding
Trucking

(grain and other bulk commodities)
Custom Corral Cleaning
Custom Haying
Custom Swathing
Custom Combining

306.434.9998

apethick38@gmail.com
204.722.2361

.“

Plus morel!

Please
inquire!

Soils deficient in P can lead to slower plant growth, delayed crop maturity and
lower yield. Many soil tests in our area are sitting at single digit phosphorus ppm
levels.” This becomes a bit alarming when you look at the chart below of what our
crops remove in a year.

Crop P Removal Ibs/acre
50 bus Wheat 30
40 bus Canola 42
70 bus Barley 30
40 bus Peas 28
40 bus Flax 26
35 bus Soybean 30

For example, if you were applying 30 Ibs of P in a wheat / canola rotation, you would
have a 12 1b deficiency with t{ne yields above. There is some argument that why spend
money on P when it is so inefficient. Even though P efficiency in the year of applica-
tion is 10-30%, studies are finding 80-90% efficiency over 10 years. Adding more the
right amount now will help production in the long run.

A soil test in the top 6” is tﬁe best way to determine your current soil P level. Once
the P level is determined, follow the below guidelines:

Soil Test (ppm) % Response to P Recommendation
0-5 100 Build - Apply more than removal
5-10 75 Build - Apply more than removal
10-20 50 Maintenance — Apply removal
>20 25 Use a starter P rate
>60 Follow government regulations

The John Harapiuk /Regas Karamanos study in western Canada looked at P place-
ment options. ey researched seed placed, side band and 1/3 -2/3 seed row. In all
cases there were demonstrated benefits to applying P. So the moral of the story is not
how you apply P - but to apply P. Make sure to follow seed placed P guidelines. An
agronomist like myself can walk you through the best option to increase P levels on
your farm.

Happy seeding and best wishes for a productive crop year!

ROUNDUP READY 2 YIELD*
SOYBEANS

107%.-.

in Western Adaptation Trial (Seed MB 2016)

108%....

in Saskatchewan (SaskSeed 2016)

*check - DK 23-10RY

Counton

genes that fit your farm:

Contact: The Heaman Family

204-748-7666

Doug e Brittany ¢ Ken
Bob e Brett  Walter

CcS/ .
LTD! Virden, MB

Genes that it your farm® is a registered trademark of SeCan.

ALWAYS READ AND FOLLOW PESTICIDE LABEL DIRECTIONS. Always follow grain
marketing and IRM requirements, Details of these requirements can be found in
the Trait Stewardship Responsibilities Notice to Farmers.

reaches 23,800 households
and 75,000 people!

Ph: (306) 435-2445 e Fax: (306) 435-3969
world_spectator@sasktel.net
www.plainandvalley.com
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We see

Saskatchewan’s
prosperity rising

to new heights.

e can SEE TOMORROW
FROM HERE

we've been building a legacy together that will stand the test of time.
The work we're doing here will continue to have a global impact and L 4
provide local economic benefits for years to come.

. 3 3 -
We're invested in the future of our province and our people. For decades, Mosa’c
W,

mosaicco.com




