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DEVELOPING A NEW fertilizer technology 
and building a market is not a small lift, but 
Anuvia is making it happen. The Florida-
based innovator announced it has licensed 
one of its products to be sold by Mosaic 
in the United States, and Anuvia’s � rst 
commercial-size factory in Plant City, Fla., 
is coming on line this month.

“We are up to speed and starting pro-
duction,” says Amy Yoder, CEO, Anuvia. 
“Our original plant in Zellwood, Fla., was 
a proof-of-concept plant. [With this new 
plant] we will be able to fully satisfy cus-
tomer needs and have the volume and ca-
pacity we need.”

Part of that capacity will be to � ll the 
demand for SymTRX10S, which is being 
licensed to Mosaic and will be sold under 
the name Susterra in the U.S. This isn’t the 
� rst deal Anuvia has made with Mosaic. 
The Plant City facility was once a Mosaic 
operation, and Anuvia now leases it.

“That is a separate leasing arrange-
ment, but that’s what led us to a conversa-
tion about our technology,” Yoder says. 

She adds that the strategic decision to 
license SymTRX10S will accelerate wide 
distribution of Anuvia’s technology to 
growers. “Integrating our products into 
existing solutions and working with part-
ners that have wide distribution will help 
farmers … meet the demands for sustain-
able food production.”

The Susterra product is more of a 
phosphorus and sulfur product, but 
Anuvia will continue to market its 
SymTRX20S — which is a nitrogen and 
sulfur product. Yoder notes that the com-
pany has developed far-reaching distribu-

Innovative fertilizer � rm 
adds reach, production

tion agreements for that product.
“We concentrate on the ‘C’ crops, 

which includes corn, canola and cotton; 
that will be our focus,” she says. “Our 
trials show the product does a nice job 
with those crops.”

UNIQUE FERTILIZER PROCESS
Anuvia is carving a new niche in the 
market, which Farm Progress has been fol-
lowing. The company produces fertilizer 
from a variety of potential waste products, 
including food and human waste. That 
means the fertilizer offers environmental 
benefits beyond simply being a crop 
nutrient. In a study published last year, 
Anuvia’s technology was shown to have a 
carbon footprint that was four to 13 times 
lower than that of inorganic fertilizers.

This is not a biofertilizer, but a com-
mercial product that uses biological mate-
rial as a feedstock for the process. For the 
SymTRX10S that will be sold as Susterra, 
the product has 15% recycled organic 
matter, which promotes microbial activity 
in the soil and can support a more bal-
anced microbiome, according to Anuvia.

The foundation for Anuvia’s tech-
nology is its Organic MaTRX, which can 
work alone or with traditional fertilizer to 
provide the same nutrients as traditional 
fertilizer. Organic MaTRX also improves 
soil health, and reduces nutrient loss and 
greenhouse gases.

The Anuvia line is a dry granular 
product that blends well with other tools, 
and works with existing application equip-
ment.

Learn more about SymTRX technology 
at futureoffertilizer.com or anuviaplant
nutrients.com.

EXPANDING MARKET: Anuvia, an innovative fertilizer startup, is licensing a phosphorus product to 
be sold by Mosaic. The U.S.-only deal expands market reach for new product. Anuvia concentrates on 
the “C” crops — corn, cotton and canola. 

W
IL

LI
E 

V
O

G
T

BY WILLIE VOGT

JEFF KOSCELNY HAS a full-time job, and 
it’s about “bringing new, innovative wheat 
varieties to the western United States,” he 
says. “It’s a full-time job.”

He’s the commercial lead for wheat at 
Bayer, which owns Westbred, a seller of 
wheat seed in the West. The company has 
seen success with its market approach of 
“counted seed” sales and a focus on cer-
ti� ed-seed-only (CSO) products, which 
Koscelny says help support future work 
on improving varieties.

“We’ve got some exciting new prod-
ucts across the winter wheat-growing 
areas this year, some hard red win-
ters and some products that knock it 
out of the park,” he says. The keys are 
disease resistance and yield, but also 
protein levels and milling and baking at-
tributes, which are competitive areas for 
Westbred.

But the Westbred market approach 
also means a change in perspective. 
More growers are seeing the value of 
certi� ed-seed-only sales, which mean 
you’re buying fresh seed every year. “It’s 
an opportunity to work with the seed sup-
plier to decide the best genetics for their 
farm,” he says. “They can see the value of 
the purchase, and they can change each 
year, or they can purchase the same ge-
netics as last year. The idea is really reso-
nating with many growers.”

He points to another value, for larger 

More choice available 
now for wheat growers

operators. “It’s a convenience for bigger 
operators because it doesn’t tie up 
storage space with seed,” he says. “The 
thought process is changing.”

Of course, he acknowledges that ag-
riculture is varied, and different farmers 
have different mindsets. “But we’ve 
gotten better at the education part of it, 
too,” Koscelny says. “And we’re making 
sure we’re providing good characteriza-
tion of the varieties we offer. I see it as a 
movement.”

Westbred is not the only provider of 
CSO varieties, but the company has em-
braced the idea — which Koscelny says 
helps support development of new lines. 
“We’re outperforming anything we’ve 
ever seen. There’s a true bene� t for wheat 
farmers,” he says.

Westbred lines, in some national con-
tests in 2019, topped yields of 200 bushels 
per acre. “Our national average in 2019 
was 185 bushels per acre in irrigated 
wheat, and in dryland we saw an average 
of 115 bushels per acre. The old mantra 
that wheat yields are in the 40- to 50-
bushel range — our farmers are realizing 
a much higher level of genetic potential.”

RESEARCH FOCUS
The research investment is evident near 
Twin Falls, Idaho, where Westbred con-
ducts all of its breeding research. It’s not 
unlike what Bayer has done with corn in 
Arizona, which involves developing new 
hybrids in a single location for most of the 

 CHOOSING WHEAT: Westbred is pushing its certi� ed-seed-only approach for 
the market, which the company says helps it reinvest to keep pushing up yields. 
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world. The Idaho location is now home to 
the wheat development effort.

“We’ve taking a unique approach. We 
have a wheat tech center in southern 
Idaho and have consolidated our work 
into one site,” Koscelny says. 

“We have the greenhouses, the double-
haploid work and a quality lab all in one 
location. That makes us more efficient; 
and another piece of that is that we can 
test varieties for a variety of locations in 
this facility.”

sistance, those varieties are placed in the 
target environment.

WHAT’S NEW FOR THE WEST
There are two hard red winter lines for 
2021 the company is highlighting that 
perform well in Montana and the Pacific 
Northwest.

The WB4619 line includes a disease 
package against leaf rust and powdery 
mildew as well as wheat stem sawfly. The 
line offers a medium plant height and a 

winter hardiness rating of 2.
For other attributes, the product has 

a protein content score of 4 and a milling 
and baking quality score of 6. 

WB4510CLP has resistance to powdery 
mildew and yellow, or stripe, rust. The 
plant height ranges from medium to tall, 
with a winter hardiness score of 3.

On quality, the wheat rates a 3 for pro-
tein content and a 5 for milling and baking.

Learn more about new varieties by vis-
iting westbred.com.

While development may be happening 
in Idaho, he adds that testing of varieties 
is happening in the field. “We’re testing 
Montana varieties in Montana; we have to 
see how it performs,” he adds.

At this location, Westbred can grow 
any class of wheat, and it is safe. It is an 
irrigated facility, and it provides a safe 
environment for breeding — it reduces 
weather risk, too. The Twin Falls area is 
high-desert country. It’s great for devel-
oping varieties, but to test for disease re-
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John Deere Dealers
See one of these dealers for a demonstration

Bell Equipment, Inc.

Grangeville, ID

Nezperce, ID

Berthod Motors, Inc.

Glenwood Springs, CO 

C & B Operations, LLC

Blackfoot, ID

Idaho Falls, ID

Miles City, MT

Powell, WY

Rexburg, ID

Campbell Tractor & Implement

Fruitland, ID

Glenns Ferry, ID

Homedale, ID

Nampa, ID

Wendell, ID

Papé Machinery

Chehalis, WA

Ellensburg, WA

Four Lakes, WA

Lynden, WA

Moscow, ID

Quincy, WA

Tangent, OR

Stotz Equipment

American Falls, ID 

Tremonton, UT

Tri-County Equipment

La Grande, OR
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