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Total oilseed  
production eases back
REDUCTIONS  | USDA sees major drop in some production 
areas, but stays steady on Canadian canola

P roduction of the world’s oilseeds was 
trimmed back by the United States 
Department of Agriculture last week, 

which forecast 625.38 million tonnes for 2022-
23 in its world markets and trade report.

In March, the USDA pegged global produc-
tion at 629.89 million tonnes. But despite 
the reduction in April, it’s still a significant 
increase from the 609.21 million tonnes of oil-
seeds the world produced in 2021-22.

The lion’s share of oilseeds belongs to soy-
beans at 369.64 million tonnes, of which about 
42 per cent will come out of Brazil in 2022-23. 
Rapeseed (and canola) are second at a distant 
87.16 million tonnes, followed by sunflower 
seeds at 50.44 million.

There’s little doubt the abundance of oil-
seeds in the world will weigh on prices. How-
ever, that would be slightly mitigated as total 
global ending stocks will continue to remain 
well below 20 million tonnes. In March, the 
USDA placed ending stocks at 17.01 million 
tonnes, which were later bumped to 17.45 mil-
lion.

The massive soybean crop being harvested 
in Brazil, which the USDA pegged at 154 mil-
lion tonnes, is not only a record but it more 
than makes up for the losses incurred by 
Argentina.

The Rosario Grain Exchange once projected 
the 2022-23 Argentina soybean production at 
47 million tonnes. Since then, a devastating 
drought has wrought havoc on soybeans as 
well as corn. On April 13 alone, the exchange 

hacked off four million tonnes, bringing its 
estimate to 23 million.

The recent USDA report was somewhat 
more optimistic at 27 million, but there’s a 
good chance that number will be cut in May.

As for rapeseed and canola, the USDA 
remains steadfast that Canadian production 
for 2022-23 will be 19 million tonnes when all 
is said and done. That’s second place in the 
world, exceeded only by the European Union 
at 19.54 million tonnes.

Agriculture and Agri-Food Canada has been 
sticking to 18.17 million tonnes in its supply 
and demand reports. That’s unlikely to change 
until Statistics Canada issues a new set of pro-
duction estimates.

In the meantime, eyes are turning to spring 
planting. On the Canadian Prairies it’s becom-
ing a question of how much moisture there 
could be when farmers start making their 
rounds. Parts of the region still lack adequate 
soil moisture, while a few other areas should 
be all right. Farmers in the Red River Valley 
of southern Manitoba are likely to be delayed 
because of a flood that’s about to occur.

Glen Hallick writes for MarketsFarm, the grain and 
commodity market analysis and reporting division of 
Glacier FarmMedia. Visit Marketsfarm.com for more 
information.
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FARMERS HAVE SPOKEN:

Mike and Bruce 
know their stuff.

Mike Jubinville and Bruce Burnett are obsessed with markets. Between them, they have  
over 60 years of experience covering agriculture markets, commodities and weather,  
which makes them the go-to guys when it comes to informed markets advice.

For more of the top markets insights provided by Mike and 
Bruce and the rest of the MarketsFarm team check out our 
Essentials and Pro subscriptions.  
For a quick and powerful weekly markets hit, subscribe  
to our $1 per week newsletter. 

Visit marketsfarm.com or call 1-800-665-1362

Every day Mike and Bruce and the whole MarketsFarm team bring  timely insights to  
thousands of farmers across  Canada via newsletters, emails,  posts and texts.  
They have been there as a trusted partner to help farmers make big and small  
decisions related to their crop sales.  

Star Wars and grain markets
INSIGHT  | Divergence from established patterns isn’t 
common, but it happens

This is the way.” 
If you’ve watched The Mandalorian, 

you’ve heard the phrase many times. I 
can’t speak to all the Star Wars lore, but it’s an 
enjoyable program perhaps best described as 
cowboys in outer space.

The central Mandalorians of the show follow 
their own strict honour-bound creed, centred on 
the armour they wear and their relationships 
with outsiders. Why they do what they do is not 
always clear. Actions are explained because ‘this 
is the way.’ This is how things have always been 
done and will continue to be done.

A ‘this is the way’ attitude can often be found 
when trying to make sense of agricultural mar-
kets. Prices go up or down based on predictable 
patterns. But anyone who’s ever followed grain 
markets knows they can be far from predictable.

Canola/soyoil
Generally speaking, where the Chicago soyoil 
futures go, canola will follow. However, the rela-
tionship is far from one to one, and the two com-
modities were showing divergence at the time 
of this writing. 

Speculative traders holding large short posi-
tions in canola were busy buying back those 
contracts or rolling into more deferred months, 
propping up the front month canola contract. 
Meanwhile, soyoil was being pressured by its 
own spread trade relative to soymeal, with meal 
rising at the expense of oil on concerns over 
declining export prospects out of South Amer-
ica. That combination cuts into Canadian crush 

margins, and time will tell what that means for 
prices.

Seasonals
The basic laws of supply and demand would see 
lower bids for most commodities at harvest time, 
and rising prices in spring and summer when the 
cupboards start getting bare. 

Looking at the canola futures once again, prices 
in April are running about $30 per tonne below the 
harvest lows hit in September. Both exports and 
the domestic crush are running at a solid pace, 
well ahead of the levels seen during the previous 
drought-stricken year, so there will likely be some 
demand that needs rationing before the next har-
vest. However, weather through the growing sea-
son will have a say.

Wheat spreads
Minneapolis hard red spring wheat typically 
trades at a premium to Kansas City hard red win-
ter wheat, with a spread of about 50 cents at this 
time a year ago. Occasionally that spread moves to 
an inverse, which was the case during the week of 
April 10 when the Kansas City price moved above 
Minneapolis for the first time in nearly a year. 

U.S. winter wheat condition ratings have dete-
riorated to some of their worst levels on record for 
this time of year, as lack of moisture hurts emerg-
ing crops. Spring wheat was dealing with issues of 
possible seeding delays due to heavy snow in the 
Red River Valley, but in the long run the moisture 
there will be beneficial to crops and leading to the 
divergence.

MarketsFarm follows these topics and more, 
providing insight throughout each trading day to 
help you keep on top of the agricultural markets. 

Phil Franz-Warkentin is an associate editor/analyst with 
Glacier MarketsFarm in Winnipeg.
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Big genetic data and the 
future of beef marketing

By Geralyn Wichers
CO-OPERATOR STAFF

C ow-calf producers may miss out on mar-
keting opportunities if they’re not able to 
harness genetic data to improve and sell 
their cattle.

Big data is the future of beef, industry and tech 
leaders said at a recent webinar hosted by the Beef 
Cattle Research Council, and it’s a future that some 
ranchers are tapping for competitive advantage. 

■■ WHY IT MATTERS
The cow-calf sector could take a leaf from the 
purebred producers’ record-keeping handbook to 
get the best value for their cattle.

Alberta producer Bruce Niznik uses his herd’s 
genetic track record to market his calves. He and 
his family run a cow-calf and backgrounding oper-
ation near Brooks. They breed 60 per cent of their 
herd to certified Angus and the rest to a Wagyu 
program.

They use genetic records to give feedlot operators 
information on how cattle will perform in the lot 
and what qualities to expect from carcasses, Niznik 
said. The data can help feedlots sort cattle into spe-
cific grids and indicate a level of performance. 

They convey the data through a performance 
endorsement from the Canadian Angus Associa-
tion. Niznik described this as a feeder calf index 
with traits important to feedlots, such as marbling 
and carcass weight.

They do all this to get more for their calves. 
“You need to market your calves, not just sell 

them,” he said.
It’s taken a fair bit of detective work with breed-

ers and auction mart representatives to find buy-
ers interested in paying a bit more for data-backed 
beef. 

At the same time, Niznik has an advantage. His 
foothold with purebred registration means his 
herd stands on years of robust genetic data, and 
he’s got the infrastructure from breed associations 
to help make it happen. 

How could the average commercial producer do 
the same?

Connecting the dots
A group of breed associations, producer groups, 
packers and retailers say they have an answer.

The Canadian Beef Improvement Network 
(CBIN) is developing a platform to share genetic 
data from the producer all the way to the packer 
and back again. That information, when analyzed, 
can be used to build better cattle.

“If consumers want superior T-bones, we can 
deliver that, but we have to apply those genetics at 
the [beginning] of the value chain,” said then-CBIN 
chair Dave Sibbald in a 2021 Livestock Gentec post.

It involves standardizing data collection from 
the purebred sector; linking genetics to produc-
tion metrics that are important to various points 
of the supply chain; developing analytical tools to 
help producers understand genetic information; 
and linking everyone in the flow of this data, said 
Sandy Russell, CEO of the Canadian Beef Breeds 
Council and former director of business develop-
ment for CBIN.

Russell described CBIN as a “very transactional” 
system where each member of the chain inputs 
data. When the animal reaches its end product, 
members get data back — metrics like carcass 
data, which can be difficult for producers to access 
on their own.

“I’d like to know that the breeding decisions that 
I make and those calves that I’m putting on the 
ground are meeting the needs of the consumer at 
the end of the day,” said Russell, who is also a beef 
producer.    

Increased efficiency is a major CBIN goal, which 
leads to a more sustainable beef sector, Russell 
said. The data could also be used to verify sustain-
ability claims.

“This isn’t, for us, about us chasing the perfect 
cow or finding the ideal cross-breed that works,” 
she said. “This is about eliminating the inefficient 
animals so our environmental impact is less.”  

Skepticism
Some aren’t convinced.

“Previous efforts failed,” CBIN’s strategy docu-
ment from 2015 acknowledged. “There is an 
amount of concern about the failure of previous 
effort and this is a weakness.”

That document references programs like Canada 
Beef Improvement, a performance and bull-testing 
program undertaken in the mid-to-late 1990s.

Previous data-sharing systems have struggled 
for buy-in.

The Beef InfoXchange System (BIXS) was built 
in 2008 by the Canadian Cattle Association to sup-
port the Canadian Beef Advantage branding initia-
tive. It shared some genetic data, but its focus was 
on sharing information for management and mar-
keting purposes.

When the CCA handed BIXS to a private com-
pany, enrolment was below 1,000 users. 

BIXS paid packers to submit carcass data. When 
grant funding dried up and the CCA stopped pay-
ing for the data, the packers stopped sending it, a 
2016 article from Canadian Cattlemen reported.

You need  
to market 
yourcalves,  
not just  
sell them.”
Bruce Niznik

It will take 
years to 
prove the 
benefits 
of carcass 
data being 
shared  
with CBIN.”
Deborah Wilson
TRUSTBIX

DATA  | While a genetic data-sharing 
system is in the works, some fear the 
cow-calf sector isn’t ready to buy in
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It may be difficult for packers and feedlots to see 
value in providing carcass data to producers, said 
Deborah Wilson, a beef producer and chief indus-
try engagement officer with TrustBIX, the private 
company that formed around the old BIXS system.

TrustBIX provides chain of custody, verifica-
tion and reporting platforms for programs like the 
Canadian Roundtable for Sustainable Beef Certi-
fied Sustainable Beef Framework. 

Wilson said feedlot operators have told her that 
carcass data doesn’t mean much to the industry 
because they can achieve whatever attributes they 
want through feeding regimens. 

That isn’t entirely true, said Wilson, but some 
feeders think so.

Feedlots may also think that if cow-calf produc-
ers know their cattle perform well, they’ll want 
more money for their calves, a concern that webi-
nar presenters also noted.

Without carcass data, cow-calf operators may 
not see the value of CBIN, Wilson said. 

“I’m not sure what the financial benefit is to the 
cow-calf producer... other than greater efficiency,” 
Wilson said. “It will take years to prove the benefits 
of carcass data being shared with CBIN.”

Russell said some packers, large and small, are 
already on board with CBIN.

Whether cow-calf producers will be open to 
investing time and resources into more sophisti-
cated, digital record-keeping is another question. 

Many producers still keep paper records, Rus-
sell said. To leverage data, “you do have to have it 
digitized.” 

In her experience, cow-calf producers aren’t 
overly concerned with genotype. She and her hus-
band have sold more than 5,000 bulls, she said. 
Buyers gravitate to breed, phenotype, calving ease, 
birthweight, eye appeal and body condition.

“I have never yet had anyone drive on my yard 
and say, ‘Could I see the EPDs on this bull?’” Wil-
son said.

Yet some buyers are starting to look for cattle 
with data to back them, said Virgil Lowe. He is 
president of Granite Cattle Inc., and Sendero Cat-
tle, and has also been involved with CBIN.

Lowe buys cattle based on production data, and 
told the webinar audience that some purchasers 
find that more data can improve health outcomes 
and help with sorting into different feeding pro-
grams. 

The current environment makes it difficult to do 
this at scale, he said. It will be a challenge to expand 
these systems, but he believes it’s the future for the 
cattle business.

Gwichers@farmmedia.com  @geralynwichers
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On the Canadian Prairies,  
it’s becoming a question of 
how much moisture there 
could be when farmers start 
making their rounds.
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