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5 Things That Can Keep
Ag Retailers Relevant



Introduction: The New
Reality of Ag Retail

Ag retail is at an inflection point. Margins are under
pressure, digital challengers are moving in, and the way
farmers buy inputs is fundamentally shifting.

Traditionally, ag retail thrived on relationships, product
expertise, and access to key brands. But today, that's
no longer enough. The largest farm operators—who
will control over 70% of North American farmland by
2040—expect data-backed decisions, seamless digital
interactions, and advisory services that go beyond
product sales.

Retailers who don't adapt to this new model of value
creation risk being cut out of the equation. This paper
breaks down the five defining strategies that ensure ag
retailers don't just survive, but thrive.

Farmers don't just want inputs—they want insights that protect
their margins.
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STEP 1

Digital Enablement: The New
Standard in Ag Retail

The way farmers make decisions has fundamentally changed.
The era of gut-feel agronomy and back-of-the-napkin input
calculations is over. Farmers now expect data-backed,
real-time recommendations that account for hyper-local
weather, input cost volatility, and precise field variability.

They don't have time for generic advice—they need
quantifiable ROl and insights that directly impact profitability.

Winning retailers are embedding digital agronomy and
Al-driven decision tools into their service models. The ability
to instantly access historical yield data, run input efficiency
models, or optimize nitrogen rates based on predictive
weather analytics is becoming the baseline expectation.

It's no longer just about selling a herbicide—it's about proving,
with data, why it is the most cost-effective option for that
specific farm at that specific time.
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Retailers that lead in this space are:

2 Offering automated field reports and predictive input
models rather than manual recommendations.

/\ Using Al-driven agronomy tools that provide
on-demand risk analysis and prescription
recommendations.

Providing a seamless, omnichannel experience
where farmers can order, consult, and analyze their
farm performance from any device.

=X

The future of agronomy is not about replacing the agronomist—it’s
about equipping them with tools that make them indispensable.
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STEP 2

Expanding Beyond Inputs:
Service-Based Agronomy
is the Competitive Edge

Selling crop inputs alone is no longer a viable strategy

for long-term relevance. The largest and most sophisticated
farm operators are willing to pay for services that improve
efficiency, reduce operational risk, and enhance sustainability.
These farmers don't see value in a discount on fertilizer if
they arent confident in how much they actually need.

Retailers that are thriving in this new environment are
expanding into fee-based advisory services, precision
agronomy packages, and variable-rate technology support.
Their role is shifting from simply selling inputs to optimizing
every dollar a farmer spends on crop protection, fertility,
and seed.
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The most effective
strategies include:

@ Charging for custom agronomic planning,
variable-rate application services, and data
interpretation.

Y= Providing independent, field-level profitability !f’ I.I III'I '.
analysis to guide purchasing decisions rather D : ﬂllllw‘{\\
than pushing products. o T —

][]

C0z  Integrating long-term sustainability consulting
into their service offerings, helping farmers
maximize carbon credit eligibility and lower
environmental impact.

Farmers don’'t need another input dealer. They need a data-driven
partner who ensures every input dollar is delivering maximum ROI.
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STEP 3

E-Commerce & Digital
Transactions: Frictionless
Buying Wins

Farmers no longer tolerate inefficiencies in the purchasing
process. They expect real-time pricing, seamless financing
options, and the ability to order whenever and wherever
they need. Retailers that rely on in-person orders, outdated
invoicing systems, and slow credit approval processes

are already losing business to digital-first competitors.

Modern retail success is built on a frictionless buying
experience. This means that farmers should be able

to compare pricing, check inventory, apply for financing,

and execute a purchase in minutes, not days. Even if the final
sale happens in person, the expectation is that the research
and decision-making process happens digitally.
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The best retailers are:

Providing full e-commerce capabilities with
seamless order tracking and fulfillment.

Offering flexible financing solutions that let farmers
manage cash flow without delays.

5 Using automated pricing and inventory management to
eliminate stock shortages and price inconsistencies.

Price transparency, convenience, and speed will define who retains
market share in the next five years.
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STEP 4

Sustainability

& Traceability: Moving
from Compliance to
Competitive Advantage

The push for sustainability in agriculture isn't a temporary
trend—it's becoming a core requirement for market access.
Buyers are demanding verifiable data on carbon footprints,
regenerative practices, and soil health improvements.
Farmers who can't meet these expectations risk losing
premium pricing opportunities, financing advantages,

and long-term supply contracts.

Retailers that are securing future business are actively
helping farmers integrate sustainability into their operations.
Instead of treating sustainability as a regulatory burden,
they are turning it into a profit center—offering services that
help farmers meet compliance thresholds, unlock financial
incentives, and optimize resource efficiency.
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The most forward-thinking
retailers are:

~ Tracking and reporting sustainability metrics to help
farmers qualify for low-carbon programs.

Qp Guiding fertilizer optimization strategies that improve
efficiency while reducing environmental impact.

&4 Helping farmers monetize carbon sequestration
and regenerative practices by connecting them
with market opportunities.

ones that maintain access to premium markets and financial

‘ Retailers that can provide verified sustainability data will be the
incentives for their customers.
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STEP 5

Al & Automation: The Next
Frontier in Agronomic
Decision-Making

The complexity of modern farming has outpaced human
capacity for manual decision-making. There are simply too
many variables—weather, soil conditions, commaodity pricing,
disease pressure, and sustainability regulations—for farmers
to manage without Al assistance.

Retailers that are leading in this space are using Al to
automate complex agronomic calculations, provide predictive
analytics, and optimize decision-making at scale. The result?
Faster recommendations, increased efficiency, and higher
profitability for both farmers and retailers.
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Retailers leveraging Al
effectively are:

@ Deploying Al-powered agronomic models that
process real-time field data and generate optimized
recommendations.

(g Using predictive analytics to anticipate farmer demand,
ensuring the right products are in stock at the right ;
time. 5

Automating repetitive tasks, from CRM interactions
to invoice generation, freeing up time for high-value
agronomic advising.

Al isn't replacing agronomists—it's making them far more effective,
scalable, and indispensable to their customers.
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Conclusion:
The Ag Retailer’'s New
Playbook for Relevance

The ag retail landscape is changing fast, and the retailers
who adapt will define the next decade of industry success.
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Retailers who lean into digital enablement, expand into
advisory, streamline transactions, support sustainability,
and adopt Al will:

1| Stayahead of farmer expectations.
&% Build recurring revenue streams beyond input sales.

2. Differentiate themselves from pure-product
competitors.

The question isn't whether ag retail is changing—the question
is whether you're adapting fast enough.

The ag retailers who evolve will thrive—the ones who don't will be

left behind.
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