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WHO IS THE AGRONOMIC ADVISOR?

• Agronomist = crop scientist. Two types:
• Production agronomy

• Reactive
• Consultant agronomy/Advisor

• Full farm planning
• Proactive agronomy

• Trusted Advisors
• Planning
• Strategy
• Curated advisory

• Systems thinking



WHO IS THE PRECISION AG SPECIALIST?

• Not an agronomist but needs to understand the 
agronomy.

• Responsible for collecting, managing and understanding 
the data – finding opportunities.

• Technical Role but still all about people and 
relationships.

• PA is not about saving money.
• Our unique approach

• Practical PA
• Regional based – relationships
• Long-term strategic involvement



ON-FARM DECISION MAKING

• The farming system is the strategy to manage the on-farm 
challenges.

• Strong relationship between the machinery and what is 
possible agronomically.
• Machinery must fit with the system or the system must 

change – time, expertise, mistakes, learning.
• PA Technology gives us opportunities, but just because you 

can, doesn’t mean you should.
• Unintended consequences can be severe.
• Two roles of the advisor:

• What’s possible vs what’s practical.
• Linchpin to connect them with other growers – peer to 

peer learning.



HOW INVOLVED ARE WE?

Yes
93%

No
7%

Advisor Interested?

Yes
40%

Occasionally
50%

No
10%

Questions About Machinery?



WHAT ARE GROWERS ASKING ABOUT?
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WHERE IS THE FUTURE GOING?

• Agronomist excited about spray and seeding technology 
(hardware and software)

• PA Team – interested in optimizing agronomy using the 
new technology. Technology for the sake of technology is 
not exciting.

• Automation – greater value for operations than 
agronomy – concerns about setup, calibration and 
monitoring.

• Higher Res (PA Tech) – not exciting – excess resolution.
• AI – obvious – but miles away from commercial reality in 

agronomy – too many nuances.
• Data collection/cloud systems – don’t know when it will 

become useful, but need to have it available.



HOW TO BE FUTURE READY

• Improve the support (hardware, software and 
operational) for the existing tech before getting excited 
about new tech.

• As the technology develops, complexity of setup, 
maintenance and operation increases.
• Increase demand on advisors – more opportunity and 

complexity in the agronomy. Novel approaches.
• Nail the past technologies. 

• Still unrealized value from VR (available for decades)
• Agronomy not solved for spot spraying. 

• Build the quality of support teams. Build a reputation.
• Service teams are the face of the business.
• Word of mouth better than any marketing budget.

Yes
29%

Somewhat
69%

No
2%

Well Supported?
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