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Bayer CropScience – Western Australia 

Formal grower group interactions

• Northern Agri Group

• Mingenew Irwin Group

• Liebe Group

• West Midlands Group

• WANTFA

• Corrigin FIG

• Southern DIRT

• Stirlings to coast

• SEPWA

National programs we sponsor

• CSIRO Carbon Kids

• CSIRO Plant Industry undergraduate program

• Future Farmers Network
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Engaging with a commercial partner

Background of the group. No. members, hectares, crop rotations and it’s key 

aims.

Clarity around Sponsorship  Agreement

 What is the total dollar value inc GST?

 In-kind components

 Is trial work considered part of the total $ of an 

agreement? Products / services?

What does a Sponsorship agreement entitle the partner to?

 Newsletter articles, trial signs, mail outs or other promotional activity

 First choice of trial sites or access to growers for on farm demos

 Speaking slots at events or field days

What the commercial partner wants to know
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It’s a partnership - Let’s work together

Communication
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Benefits from the grower group relationship 

Interaction: Nothing beats being involved with a passionate group of growers.

Knowledge sharing between the partner and the group.

 The groups members get early insights into new technologies or use patterns 

in their backyard. These are often complementary to NVT or DAFWA trials.

 Increased access to industry experts (national & global) through the partner’s 

network.

Grower education

 Stewardship and support of products to manage resistance and reduce poor 

product performance.

Commercial benefit

 Increased product sales or a reduction in performance enquiries.
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Things to avoid – from the partner perspective

Nobody has endless resources, partners included.

 If additional $ or support is required it helps to know what it’s for or why, and 

potential benefits.

Avoid treating partners like a transactional arrangement.

 Sustainable partners like long relationships with a group and feel it is where the 

true value lies i.e. trials, guest speakers, BBQ’s etc.

 Partners that bring “knowledge and information” to members provide tangible 

value – therefore don’t like being treated the same as a cash only sponsor….!

Unrealistic timelines.

 Give people time to get organised i.e. a few weeks notice so they can attend 

events or provide relevant material.
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Building better partnerships

Some examples of what works

MIG – Bayer CropScience European Tour 2015

Opportunities to foster new relationships that

enable open and honest communication are valuable.



Page 9 • BCS AU Broadacre PPT Template 4:3 • August 2013

Building better partnerships

Key to success is the quality of the interaction 

Quality collaborations between grower groups and commercial partner/s to Advance Australian 

Agriculture allow better use of resources with beneficial and relevant outcomes for all stakeholders.

 Eg Bayer CropScience and the GRDC’s agreement to jointly fund future herbicide 

research in Australia.

Talk to your partners about the trials you are looking to conduct.

 Sometimes you don’t need to reinvent the wheel but can leverage off prior work.

 The standard “squirt” or variety demos have a place…HOWEVER challenge the group to 

work on systems or long term trials that involve multiple partners (DAFWA and industry) 

and growers working together.

Break down the us (commercial) and them (growers) mentality, get everyone engaged.

 Study tours or trips locally or overseas where growers get to spend time with partners and 

get to know them as well as having more time to share ideas.

 Social events or gatherings….it’s about having fun too!
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Questions?


