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Conner’s Corner - March 2013 
Back to the Basics 

by Rod Conner, AgGateway/CEO

n this space last month I talked about what’s on deck for AgGateway in 2013 and how that fits in 
with our four strategic objectives to: 1) increase awareness of eBusiness and AgGateway, 2) break 
down barriers to implementation, 3) expand the scope of collaboration, and 4) strengthen the 
AgGateway organization. If you missed that edition of the newsletter and want to see what’s in the 
works, you should click here to read the article. There is a lot happening in AgGateway the can ben-
efit your company. We are making great progress. 

In future editions of the newsletter I’ll drill down into each objective and get more specific about 
what we’re doing and why these actions are critical to successfully achieving our vision that “Ag-
Gateway will be the recognized international source for enabling the use of information and com-
munication technologies for agriculture.” 

Because approximately 30 of our members have been in the organization for six months or less, and 
we all could use a reminder, it might be a good idea to get back to the basics to rediscover why over 
170 companies have joined together to promote, enable and expand eBusiness in agriculture. 

AgGateway was formed to help enable members’ implementation of eBusiness technologies so 
they could more effectively address business pressures caused by increasing operational complex-
ity, increasing regulatory requirements, and international and domestic market pressures in agricul-
ture. 

AgGateway member companies recognize that eBusiness is one of the key elements for long term 
sustainability and productivity in agriculture. It’s hard to imagine that agriculture could be sustain-
able or productive without the use of information and communication technologies applied to all 
aspects of the business in a standardized way. Think precision agriculture, supply chain manage-
ment, and the like. 

AgGateway member companies know that for eBusiness to have a positive impact on agriculture 
there must be broad-based participation, collaboration and support from the stakeholders. This 
can’t be accomplished one company at a time, or even by one ag industry segment. It takes a lot of 
collaborative effort by a wide variety of people to make it work for everyone in the ag community.

AgGateway provides the collaborative framework for expanding the use of eBusiness -- AgGateway 
is where collaboration comes alive. AgGateway is dedicated to making our members more produc-
tive. No one else makes it happen the way AgGateway does. Our members frequently tell me that 
they can’t afford not to be involved. 

My advice hasn’t changed – integrate the use of information and communication technologies into 
your business’s strategy using AgGateway’s standards and guidelines. Start now. Give this a high 
priority in your organization. Increase productivity and get the operational and financial benefits 
that come with implementing eBusiness. Don’t be left behind. Collaborate for eConnectivity! 

Rod 
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New Members, Welcome!
Welcome New Member OnFarm Systems
By Nancy Appelquist, Entira

Running a large farming operation can be complicated. To 
maximize profits many growers turn to technology for help. 
Yet the vast array of technology and information about their 
equipment, operations, labor, soil moisture and everything in 
between can quickly become overwhelming, creating informa-
tion overload. Until OnFarm Systems came along; now growers 
have a powerful tool to view all their information in one simple 
place, and make quick operational decisions from any location. 

OnFarm’s mission is to advance the use and usability of infor-
mation by growers, simplifying their hardware adoption and 
maximizing their bottom line. To date they’ve successfully 
partnered with seven leading ag-tech companies, integrating 
the data, where it is hosted and displayed on OnFarm’s premier 
web-based platform. Better yet, the partner’s information is dis-
played in a fully branded manner. OnFarm not only benefits the 
grower, but also their hardware or software company partners. 

Furthermore, the grower decides who sees the information 
and also what they can see. Growers can now offer their crop 
consultant and their ranch manager different sets of informa-
tion based on their needs. “We’ve created the platform, but 
also want to give partners the ability to have the information 
displayed how they want it, branded even, without having to 
spend the time and money developing a new piece of software 
that will only add to the growers’ information overload,” said 
Lance Donny, CEO of OnFarm. “Bringing everything together in 
one place makes great sense for growers.” 

Joining AgGateway was a simple decision for Donny as he 
hopes to gain a better understanding of what other precision 
agriculture companies are doing and to collaborate to move 
the industry forward. 

“The key to both AgGateway’s vision and that of OnFarm is 
to increase use of information and ultimately to help grow-
ers make better, more informed decisions,” said Donny. “It’s a 
natural fit for us.” 

AgGateway welcomes OnFarm Systems to its member family. 

Mid Year Meeting 
Five Reasons You (and your colleagues) Should 
Register Now for the Mid-Year Meeting! 
By Wendy Smith, AgGateway Executive Vice President/COO 

Running a large farming operation can be complicated. To 
maximize profits many growers turn to technology for help. 
Yet the vast array of technology and information about their 
equipment, operations, labor, soil moisture and everything in 
between can quickly become overwhelming, creating informa-
tion overload. Until OnFarm Systems came along; now growers 
have a powerful tool to view all their information in one simple 

place, and make quick operational decisions from any location. 

OnFarm’s mission is to advance the use and usability of information 
by growers, simplifying their hardware adoption and maximizing 
their bottom line. To date they’ve successfully partnered with seven 
leading ag-tech companies, integrating the data, where it is hosted 
and displayed on OnFarm’s premier web-based platform. Better yet, 
the partner’s information is displayed in a fully branded manner. 
OnFarm not only benefits the grower, but also their hardware or 
software company partners. 

Furthermore, the grower decides who sees the information and 
also what they can see. Growers can now offer their crop consul-
tant and their ranch manager different sets of information based 
on their needs. “We’ve created the platform, but also want to give 
partners the ability to have the information displayed how they 
want it, branded even, without having to spend the time and money 
developing a new piece of software that will only add to the growers’ 
information overload,” said Lance Donny, CEO of OnFarm. “Bringing 
everything together in one place makes great sense for growers.” 

Joining AgGateway was a simple decision for Donny as he hopes to 
gain a better understanding of what other precision agriculture com-
panies are doing and to collaborate to move the industry forward. 

“The key to both AgGateway’s vision and that of OnFarm is to 
increase use of information and ultimately to help growers make bet-
ter, more informed decisions,” said Donny. “It’s a natural fit for us.” 

Awards Promotions
Awards Foster eBusiness Innovation
By Susan Ruland, AgGateway Marketing Communications Coordinator 

TOne way to broaden adoption of eBusiness is to recognize IT tech-
nology advances within the sectors in which AgGateway works – be 
it seed, feed, grain, crop protection, etc. That’s why AgGateway has 
been working with its trade association members to establish awards 
programs that highlight technology achievements. 

We currently support such programs at three of our member associa-
tions: Agricultural Retailers Association (ARA), CropLife America (CLA) 
and the American Feed Industry Association (AFIA). We hope to add 
more associations to the mix in 2013. 

Each association creates its own award, with its own rules, and 
selects its own winners. AgGateway then promotes and sponsors the 
awards, and makes a donation to a charity of the award recipient’s 
choosing. This year AgGateway will also invite all the award winners 
to present their innovations at our annual conference in November, 
where we’ll confer the “grand prize” – the AgGateway North Ameri-
can Award for Innovative Technology, sponsored by CSC. 

“Our goal is to highlight to the agriculture industry – and the 
community as a whole – what is being accomplished with current 
innovative technologies, with the hope that these innovations 
will stimulate an even greater use of technology,” said AgGateway 
President and CEO Rod Conner. “Agriculture is facing the challenge of 
producing a safe, reliable, sustainable food supply for a rapidly grow-
ing world, so the awards are not only about improving agricultural 
productivity but also about demonstrating social responsibility.” 
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ARA, CLA and AFIA have each presented the awards within 
the past few months. CLA just presented its “CLA IT Innova-
tion Award” to WinField on February 5 for the company’s Spray 
Analysis System. The system simulates real-world performance 
of crop protection application equipment and products to 
help growers reduce waste and off-target applications. ARA 
gave its award at the same time, also to WinField, for the com-
pany’s R7® Tool, a comprehensive precision farming solution 
that enables variable-rate prescriptions for seed, crop protec-
tion and crop nutrient applications. 

Last summer, AFIA awarded its IT Innovation Technology 
Award to Southern States Cooperative Inc. for integrating the 
use of mobile handheld technology into its existing Bench-
mate Systems’ Computerized Maintenance Management 
System (CMMS). Ridley, Inc. was the runner-up for its “Beef Cow 
Body Condition Score” application. 

We look forward to the associations’ 2013-14 competitions and 
to helping recognize the very best in technology innovations 
for agriculture! 

AGIIS Update
AGIIS: Entity Verification Recommendation

By Matt Weeks, AGIIS Product Manager

As we continue to work through the defined AGIIS Task Force 
Recommendation Road Map and implement recommenda-
tions from the Entity Rules, Product, and Dun & Bradstreet 
Transition Task Forces, we are slated to launch the improved 
Entity Verification process next. 

Currently, entity verification by Member Services is performed 
automatically based on identifier (EBID) with the Entity Types 
Industry Providers, Manufacturers, Distributors and Retailers. 
Both the Entity Rules and Dun & Bradstreet Transition Task 
Forces reviewed and analyzed the current verification process 
and concluded that entity verification processes continue 
to be needed by some AGIIS subscribers, but should only be 
performed on an “as requested” basis. 

Moving forward, the task forces determined that Member Ser-
vices verification should be available as needed but verification 
options should also include the addition of Subscriber Verified, 
entity Self Verification or no verification. 

AGIIS subscribers will have the option to request Member 
Services verification (verified for a fee), and if so, they must 
select the level they prefer; Tier 1 verification requiring indirect 
contact with the entity such as web searches or Tier 2 requiring 
direct contact with the entity by phone or email. When Mem-
ber Services verification is requested, the Name, DBA Name (if 
applicable), Physical and Mailing Address, and Entity Status will 
be verified.

The verification options that will be available are defined as: 

•	 Member Services Verified - Entity information is verified, 
at the request of the subscriber, by Member Services team 
using established tools and resources.

•	 Subscriber Verified - Subscriber submitting the request 
has verified the entity information being submitted. 

•	 Self Verified - Entity has verified their own information in 
AGIIS

•	 No Verification 

Verification selection will be available through the AGIIS web-
site, batch processes and web services. If you are interested in 
submitting verification requests using batch processes or web 
services, please contact Member Services for additional details 
and assistance in getting set-up to submit entities for verifica-
tion to AGIIS in an automated fashion. 

This new enhancement is scheduled to launch soon. Addition-
al information about verification pricing and implementation 
will be available soon along with opportunities to learn more 
via webinar sessions.

Information on the process, as well as links to Frequently 
Asked Questions and a full list of the scheduled working group 
sessions is available on the AgGateway website at:  AgGate-
way/WorkingGroups/TaskForces.

For more information or if you have any specific questions on 
the conversion process, please don’t hesitate to contact me, 
Matt Weeks or Member Services. 

Contact  

Member Services

Member.Services@AgGateway.org

1.866.251.8618

Matt Weeks

Matt.Weeks@AgGateway.org

1.913.469.8700 Ext. 3969

Council Updates  
Ag Retail Council Update

By Randy Beard, River Valley Coop and ARC Council Chair

The Ag Retail Council is starting the New Year getting our 2013 
goals in place and clearing up loose ends from 2012. Several of 
our council members are also involved in current projects and 
other AgGateway council and committee activities.

Highlights from 2012:

•	 Finalized the Ag Retail Council’s “sell sheet” to be used in 
trade shows and other AgGateway promotions

•	 Several of our member organizations are actively partici-
pating in the Seed Connectivity II Project 

•	 Some member companies actively participate in the 
SPADE project

•	
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•	 Worked with the Precision Ag Council to identify missing 
terms for the ag glossary

•	 During our face-to-face meeting last summer we identi-
fied other opportunities in AgGateway for our council 

•	 Made presentations to other councils at the AgGateway 
Annual Conference

•	 Developed a prioritization mapping matrix to help guide 
the group forward

Coming in 2013:

•	 Task Force and working groups are finalizing Ag Retail’s 
2013 goals 

•	 The overall goal of the Ag Retail Council is to identify areas 
where standardization will benefit all the stakeholders 
involved. 

•	 We, along with the Precision Ag Council leadership, are 
busy identifying data standardization gaps that may exist 
beyond the scope of the SPADE project. We plan to pres-
ent our findings at the Mid Year Meeting.

•	 Another priority identified last year was to find solutions 
to reduce the tremendous amount of effort that is re-
quired by retailers to fulfill reporting requirements in seed, 
crop protection and crop nutrition. The current effort un-
derway is to identify reporting requirement variances and 
gaps required by suppliers and manufacturers. The results 
will be used to find common ground for all. A survey has 
been developed and will be sent in the near future to Ag 
Retail Council members to identify the reporting capabili-
ties of retailers today. 

•	 Our council has been growing as of late and we continue 
to look for other retailers to recruit to AgGateway.

Seed Connectivity II 
Seed Retailer Challenges Improved by Seed Connectivity II 
Project 

By Greg Erler, Monsanto Co., Seed Connectivity II Project Chair  

The complexity of today’s seed business is driven by the 
proliferation of product SKU’s, geographic zone pricing, 
product changes from year to year, grower level seed orders, 
increasing value of a bag of seed, need for accurate inventory 
management and required grower point-of-sale reporting. 
The AgGateway Seed Connectivity II project’s purpose is to 
streamline the seed supply chain by implementing “eConnec-
tivity” between seed suppliers and retailer computer systems 
to deliver higher quality and more timely information. Technol-
ogy is revolutionizing crop production, enabling seed retailers 
to navigate an increasingly complex seed marketplace while 
streamlining and simplifying their business processes.

Seed eConnectivity has the capability to simplify the retail 
seed business, ensuring timely information exchange and a 

more accurate inventory. Much of the data entry process be-
comes more of a review for accuracy.  Retailers no longer have 
to worry throughout the season that a mis-keyed lot number 
or product description will come back to haunt them at the 
end of the season. Farmers know that when they call their seed 
supplier, the retailer will have accurate inventory counts and 
will be able to provide them with the product that they need, 
when they need it. 

Ultimately, growers need more and better information to 
ensure that the correct products are planted where intended, 
at the right price, and that billing is handled in a timely and 
accurate manner. Seed eConnectivity enables growers to have 
a higher degree of trust and confidence in their retailer. As 
farms continue to grow in size, information accuracy will gain 
importance as purchasing decisions become more sophisti-
cated. Growers see how technology is transforming their own 
operation and other aspects of their consumer lives and they 
are demanding this same level of digital sophistication from 
their suppliers. 

Seed retailer eConnectivity resulting from the Seed Con-
nectivity II Project will change the way retail employees do 
business,and enable them to provide accurate information to 
their sales and marketing counterparts in a timelier manner. 
Retail employees can be stronger business partners and spend 
more time building relationships. The Seed Connectivity II 
Project will enable more time for selling, require less time for 
managing paperwork, and help retailers run a more profes-
sional seed business. 
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