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Fertilizer Marketing – (Past)

1. Basic fertilizer products same last 40+ yearsp y
2. Most view these products as commodities
3. Multitude of “free” information on using fertilizer from 

internet and universities
4. Farmers have been too comfortable on products, rates 

and economics of fertilizer managementand economics of fertilizer management.
5. Dealer surveys indicate don’t need help selling this 

“commodity”.

October 30, 2009 2



US Phosphate Use
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US Potash Use

U.S. Potash Use
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Fertilizer Marketing Since Sept. 2008

1. “Normal” pricing trends, supply and use of 
commodity fertilizer in state of fluxcommodity fertilizer in state of flux.

2. Farmer buying habits based on economic, trust, 
agronomic and historical decisions have changed g g
with world economics.

3. Record crop again with large nutrient removal 
amounts and flat to reduced fertilizer applicationsamounts and flat to reduced fertilizer applications

4. Market has returned asking for help in selling 
commodity fertilizersy
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Information As A Differentiator

1. Customize information for each farm unit goals and g
soils

2. Turning information / data into management / risk 
t ltools

3. People skills by retailer staff
4 Value to retailer: If you are the hub/source of crop4. Value to retailer: If you are the hub/source of crop 

nutrition information, databases, response curves 
and crop models for customers, why would they go 
t titto a competitor
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Information Challenges

1. Free Issue
2. Getting Paid
3. Farmer recognizing value
4. Updates – speed of change
5. Mass amounts
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Three Examples Today

1. GIS nutrient balance

2. Fertilizer recommendation and soil draw downs

3 Multiple factor recommendations model3. Multiple factor recommendations model
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Why Nutrient Budget Maps

- Removal can be combined with soil tests, yield goals 
and economics to develop superior fertilizerand economics to develop superior fertilizer 
recommendations.

- Tool used to re-energize P and K markets

- Get ready for “300” bu/ac challenge

R il i i t d- Reverse soil mining trend
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How the Maps Were Created

- Data Sources: USDA, ESRI, NASS, AAPFCO and IPNI

- Data base developed and supported by IPNI

- Yields from ’06 – ’08

- 5 crops / county5 crops / county

- Dealer maps send to 1100 dealers in corn belt

- 1500 U.S. nutrient maps to influencers (bankers, crop consultants, 
farm managers)
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Mosaic Custom Nutrient
Recommendation System



Today, fertilizer recommendations are:

Art Soil Lab ServiceArt
Science
Guess

Soil Lab Service
Too complex
FastGuess

Sales Tool
Very Accurate

Fast
Pain
FunVery Accurate Fun
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Objectives of Mosaic’s Custom Nutrient 
Recommendation System

1. Improve farmer profitability with custom 
recommendations.

2. Develop a continued trust and business link between 
farmer and dealer using Mosaic program.

3 Fast and flexible3. Fast and flexible.
4. Incorporate other factors beyond crop and soil test 

levels.
5. Protects the environment from excess nutrients
6. Science based and provides recommendations that can 

be justified based on sound management principlesbe justified based on sound management principles.
7. Moves making fertilizer recommendations to a new 

level and approach.
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Equation Inputs

Yield “potential” Fertilizer costs
Available Capital
Soil tests

Accept return on 
investment

Relative soil buffer
Target soil test level

Nutrient recovery 
ratesg

Build rates Land tenure
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Example 1

Equation Inputs: Land tenure - Variable
Corn / Corn – 200 bu/AcCorn / Corn – 200 bu/Ac
100 bu w/o Nitrogen
10 soil test P
110 soil test K0 so test

Results:     Land Tenure    Mosaic
(Years) Recommends Univ of MN

1 182+97+58 139+70+58
2 182+102+109 139+70+58
5              182+116+166 139+70+58

10 182 130 198 139 70 5810 182+130+198 139+70+58
15 182+130+200 139+70+58
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Long Term Effects on Soil Test Levels
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Summary

1. Opportunity is there for crop nutrition business to 
“market” fertilizermarket  fertilizer.

2. Need to reverse flat application rates of past 30 years.2. Need to reverse flat application rates of past 30 years.

3. 300 bu/A goals.

4. 40 – 60% of yield increases are result of crop nutrition.
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