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BiocontrolBiocontrol
wherewhere andand howhow? ? 



Plant Protection Plant Protection ProductsProducts USESUSES

1.1. ForestryForestry
2.2. AmenityAmenity ( ( notnot cultivatedcultivated

area)area)
3.3. VegetablesVegetables
4.4. Fruit Fruit cropscrops
5.5. VineyardsVineyards
6.6. CoveredCovered cropscrops
7.7. Large Large fieldfield
8.8. Horticulture open Horticulture open fieldfield
9.9. Animal Animal healthhealth
10.10.Public Public hygienehygiene
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GeographicalGeographical dimensiondimension

1.1. W. EuropeW. Europe
2.2. E. EuropeE. Europe
3.3. Middle Middle easteast
4.4. AfricaAfrica
5.5. AsiaAsia
6.6. AustraliaAustralia
7.7. Latin Latin AmericaAmerica
8.8. NorthNorth AmericaAmerica
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SegmentationSegmentation

1.1. Home & GardenHome & Garden
2.2. Large holdings intensiveLarge holdings intensive
3.3. Large holding extensiveLarge holding extensive
4.4. Small holdings intensiveSmall holdings intensive
5.5. Small holdings extensiveSmall holdings extensive
6.6. State State operationsoperations
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AdditionallyAdditionally

•• BiologicalsBiologicals amountamount to to lessless thanthan 0.1% 0.1% ofof sales sales atat thethe
ditributionditribution levellevel ( OECD ( OECD studystudy «« agro inputs agro inputs supplysupply »» -- 2005 )2005 )

•• AgriculturistsAgriculturists AwarenessAwareness SurveySurvey ( Greenpeace ( Greenpeace ––Europe Europe andand N. N. 
America2006America2006) : ) : 
1) 1) generalgeneral awarnesawarnes about about BiocontrolBiocontrol 87%             87%             
2) 2) awarnessawarness about about availableavailable solutionssolutions 44%%
3)3) readinessreadiness to to adoptadopt BiologicalsBiologicals 11%%
4) main 4) main reasonsreasons for for rejectreject::

-- highhigh costcost
-- lacklack ofof efficacyefficacy
-- complicatedcomplicated to to bebe usedused



Gaps                 Gaps                 OpportunitesOpportunites

•• OnlyOnly 22--3% 3% ofof thethe marketmarket
coveredcovered

•• ConsumersConsumers andand NGOsNGOs
sympathysympathy

•• Support Support fromfrom officialsofficials andand
RegulatorsRegulators

•• ChemicalChemical pesticides pesticides shrinkingshrinking
(Europe: 16% in 2005(Europe: 16% in 2005--2006)2006)

•• New solutions New solutions requiredrequired by by 
growersgrowers for for MiosMios salessales
((soilsoil insecticides insecticides MarketMarket: 2 : 2 
Bio Bio €€))

•• NumerousNumerous solutions solutions offeredoffered
by by ResearchResearch

•• RegionsRegions : : 
AsiaAsia, Latin , Latin AmericaAmerica,,
MiddleMiddle EastEast, , EasternEastern EuropeEurope

•• MarketsMarkets: Open : Open fieldfield cropscrops, , 
plantations,fruits, plantations,fruits, vineyardvineyard, , 
public public hygienehygiene, , 
animal animal healthhealth
(ectoparasites ) etc.(ectoparasites ) etc.

•• Segments: large holdings, Segments: large holdings, 
intensive intensive croppingcropping ( ( notnot
coveredcovered))

•• TraditionalTraditional distribution distribution notnot
involvedinvolved

•• LackLack ofof growersgrowers informationinformation

VALUE: VALUE: overover 7 Bio 7 Bio €€



HOW TO FILL THE GAP ?HOW TO FILL THE GAP ?



SOLUTIONSOLUTION
•• MarketMarket DevelopmentDevelopment StrategyStrategy

thereforetherefore
AvoidAvoid competitioncompetition ( ( amongstamongst biologicalbiological
manufacturersmanufacturers))

•• MarketMarket ( ( insteadinstead ofof productproduct ) orientation) orientation
•• Diversification: new Diversification: new regionsregions, new uses, new uses



•• Most Most ofof manufacturersmanufacturers are are SMEsSMEs
•• ExperiencedExperienced in local niche in local niche marketsmarkets
•• ReestrictedReestricted production production capacitycapacity
•• LackLack ofof financialfinancial resourcesresources
•• ReducedReduced staffstaff
•• Few international connectionsFew international connections

But, ….



8 basic orientations8 basic orientations
1.1. MarketMarket surveysurvey
2.2. SuppliersSuppliers ConsortiumConsortium
3.3. ProductProduct DevelopmentDevelopment projectproject
4.4. FundingFunding
5.5. Local distribution Local distribution partnershippartnership
6.6. RegulationRegulation
7.7. TechnicalTechnical support, Training support, Training 
8.8. IBMA local organisation IBMA local organisation 



STEP 1: STEP 1: MarketMarket AwarnessAwarness

•• WhereWhere are are marketmarket opportunitiesopportunities
((egeg..-- DiabroticaDiabrotica marketmarket potentialpotential: 50 : 50 MioMio €€ in Europein Europe

-- DomesticFliesDomesticFlies control control marketmarket potentialpotential: 250 : 250 MioMio $)$)

•• WhichWhich problemsproblems have to have to bebe fulfiledfulfiled
•• WhatWhat are are thethe currentcurrent solutions solutions offeredoffered
•• Are Are competitivecompetitive productsproducts availableavailable andand

satisfysatisfy thethe usersusers needsneeds
•• WhichWhich problemsproblems chemicalschemicals are are facingfacing
•• QuantifyQuantify marketmarket sizesize andand trendtrend……



StepStep 2: To set 2: To set upup a a SuppliersSuppliers/ / 
ManufacturersManufacturers ConsortiumConsortium
•• TheThe penetrationpenetration intointo new new marketsmarkets, new countries etc. , new countries etc. 

requiresrequires timetime andand fundsfunds
•• TheThe import import ofof BCAsBCAs maymay bebe difficultdifficult andand requirerequire local local 

manufacturingmanufacturing andand partnerspartners

1.1. SeveralSeveral supplierssuppliers maymay joint efforts in joint efforts in orderorder to to jointlyjointly succeedsucceed
( ( cfcf KeithKeith Douglas Douglas WarnerWarner –– SantaSanta Clara Clara UniversityUniversity))

2.2. Look for Look for potentialpotential partnerspartners
3.3. ConsiderConsider potentialpotential local local dutyduty manufacturersmanufacturers
4.4. DefineDefine rolesroles, respective business objectives etc., respective business objectives etc.

5.5. Important: Important: a a clearclear agreementagreement isis necessarynecessary in in orderorder to to 
avoidavoid potentialpotential conflictsconflicts



STEP 3: STEP 3: ProductProduct developmentdevelopment

•• BiologicalBiological studiesstudies , , smallsmall scalescale andand fieldfield developmentdevelopment in in 
orderorder to to securesecure registration registration andand prepareprepare thethe technicaltechnical
support for support for thethe promotionpromotion

•• EnsureEnsure thatthat thethe application technique application technique isis adaptedadapted to to thethe
problemproblem andand thethe potentialpotential usersusers

1. look 1. look atat large large opportunitiesopportunities whichwhich onlyonly willwill securesecure
return on return on developmentdevelopment costscosts
2. 2. productproduct developmentdevelopment, , especiallyespecially in new in new marketmarket andand
overseasoverseas countries,  countries,  isis expensiveexpensive andand maymay requirerequire
collaboration collaboration betweenbetween severalseveral partnerspartners ( ( provisonalprovisonal
agreementsagreements to to bebe settledsettled))



STEP 4: STEP 4: EnsureEnsure Project Project FundingFunding

•• identification identification ofof objectivesobjectives
•• Business planBusiness plan
•• TimeTime & & CostCost conceptconcept

1. look 1. look atat allall kindkind ofof potentialpotential support, support, atat eacheach stepstep ofof
thethe projectproject ( ( egeg EU Commission support to R&D EU Commission support to R&D projectsprojects, , 
SMEsSMEs schemesschemes ……))
2. 2. considerconsider joint action joint action withwith potentialpotential partnerspartners
3. 3. fundingfunding fromfrom alternative alternative banksbanks andand international international 
organisations ( organisations ( WorldWorld BankBank, WHO , WHO etcetc……))



STEP 5: DistributionSTEP 5: Distribution

•• ItIt isis usuallyusually excudedexcuded for for thethe manufacturersmanufacturers to to ensureensure
bothboth productproduct developmentdevelopment andand distributiondistribution

•• BiologicalsBiologicals requirerequire a a strongstrong technicaltechnical supportsupport
•• Most Most ofof thethe BiologicalsBiologicals are fragile, are fragile, requirerequire specialspecial

transportation transportation systemssystems andand have to have to bebe usedused
immediatelyimmediately

1.1. Look for local Look for local distributorsdistributors whichwhich cancan taketake in charge in charge thethe
local promotion local promotion andand technicaltechnical support support ofof usersusers

2.2. DedicatedDedicated distributorsdistributors are to are to preferedprefered
3.3. ConsiderConsider local formulation, local formulation, eveneven productionproduction



StepStep 6: 6: RegulationRegulation

•• International, but International, but alsoalso national national regulationsregulations
covercover thethe export, export, thethe import import andand thethe use use ofof
plant protection plant protection productsproducts

•• TheyThey usuallyusually concernconcern chemicalchemical pesticides, pesticides, lessless
BCAsBCAs

1.1. ItIt isis important to important to ensureensure thatthat thethe export export andand thethe sales sales willwill notnot
infringinfring thethe regulationsregulations

2.2. Close contact Close contact withwith local local authoritiesauthorities willwill facilitatefacilitate thethe introduction introduction 
andand possiblypossibly thethe registrationregistration

3.3. If If neededneeded, , offeroffer collaboration for collaboration for thethe adaptation adaptation ofof local local 
regulationregulation



STEP 7: STEP 7: TechnicalTechnical supportsupport

•• StrongStrong technicaltechnical justification justification hashas to to bebe providedprovided
•• UsersUsers have to have to bebe dulyduly informedinformed andand trainedtrained
•• TheyThey must must bebe awareaware about about benefitsbenefits andand risksrisks ofof allall solutions solutions offeredoffered
•• Application technique must Application technique must bebe adaptedadapted to local conditions, to local conditions, oftenoften usingusing

information information technoloytechnoloy devicesdevices

1.1. To use as To use as muchmuch as possible as possible thethe support support ofof governmentalgovernmental plant plant 
protection protection agenciesagencies

2.2. All All technicaltechnical documents must documents must bebe availableavailable in local in local languagelanguage
3.3. SupportingSupporting technicianstechnicians must must bebe local stafflocal staff
4.4. Information Information technologytechnology, , decisiondecision support support devicesdevices willwill easeease thethe

adoption adoption ofof new technologiesnew technologies



StepStep 8 : IBMA local organisation8 : IBMA local organisation

•• To To succedsucced withwith adaptation adaptation ofof local local regulationsregulations
as as wellwell as in as in orderorder to to ensureensure collaboration collaboration withwith
local extension service local extension service maymay bebe more effective more effective 
andand appreciatedappreciated whenwhen thethe action action isis endorsedendorsed
by an by an industryindustry associationassociation

1.1. WhenWhen a local IBMA association or an a local IBMA association or an BioocntrolBioocntrol association association existexist
look for look for potentialpotential supportsupport

2.2. WhenWhen a local association a local association isis alreadyalready createdcreated, , ensureensure itsits affiliation affiliation 
withwith IBMAIBMA

3.3. WhenWhen nono association association existexist look for look for thethe settingsetting upup ofof a local IBMA a local IBMA 
organisation organisation 



OpportunitesOpportunites are are numerousnumerous

BUT BE FAST BUT BE FAST andand
CAREFUL:CAREFUL:
attractive attractive marketsmarkets attractattract
new new comerscomers, , especiallyespecially
whenwhen thethe «« entryentry priceprice »» isis
( ( relativelyrelatively) ) lowlow ! ! 


