
	///	Spring	2011	 23

Marc DuranD is one of an enDangereD 

breeD. A pedigreed seed grower in southern 
Manitoba, he and his family have managed to weather 
a lengthy period of consolidation, in which many 
smaller operations like his have been absorbed into 
larger farms. 

 “Tere are only a few small players lef in the 
business,” says Marc, who manages the wholesale 
and retail business for Durand Seeds, his family’s 
2,100-acre farm that grows seed for wheat, barley, 
oats, flax and buckwheat. “Te farms are geting 
bigger, and there are fewer smaller farmers. And 
there are a lot of private seed companies that have 
taken over [some operations] and taken business 
from smaller seed growers.”

Since his father, Gabriel, started the business some 
45 years ago, the number of Canadian pedigreed seed 
operations has dropped from near 5,500 to about 
3,500 today. Yet, the size of the average operation has 
almost tripled in the past 30 years, according to the 
Canadian Seed Growers’ Association. 

Such a trend is, of course, reflective of ag operations 
on the whole. Marc’s customers have goten larger, too, 
and as a result he’s had to change the way he operates, 
both catering to a need for bigger orders, while still 
offering knowledgeable, personal service. 

 For instance, instead of selling seed in the 
50-pound, 40-kilogram and 25-kilogram paper bags 
that were once a mainstay of the business, most of his 
varieties are now sold in 1-ton tote bags. In addition, 
there are greater price pressures, as some of the larger 
operations try to sell their seeds at lower prices than 
smaller farms. Marc also notes, that “as Canadian 
farms grow larger in size, more and more farmers tend 
to grow their own seed.”

According to Marc, sales continue to be up and 
down, but he says he competes by knowing his 
customers and their operations. “Since we grow the 

seed crop right 
here in the area, we 
know how it will 
perform in the local 
climate and in our 
soil types,” he says, 
noting that most of 
their seed is sold to 
neighbors and other 
farmers within 
Manitoba. “We also 
grow more than 
one variety of every 
crop, and we talk 
to customers who 
are growing our 
seed. Consequently, 
we’re able to predict 
how most varieties 
will perform under 
different cropping 
conditions.”

Tat personal 
service began 
almost by accident, 
says Marc, when 
his father purchased a grain elevator almost 50 years 
ago. “Te irony is that Dad never set out to be a seed 
producer. He had actually bought a local elevator and 
moved it to the farm for the purpose of storing grain. 
It wasn’t long, though, before other farmers began 
asking him when he was going to start cleaning seed, 
since there seemed to be quite a need in the area,” he 
adds. “So that’s where it all began.”

Today, Gabriel still helps with seeding and 
harvesting, while Marc spends much of his time 
transporting seed, fertilizer and harvested grain, and 
filling customer orders for seed. “I’m the one who 

Tomorrow’s Crops Today
A Canadian seed grower discusses 
the challenges of running a small 
operation and the benefits of 
knowing your customers’ needs.
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