PAGE 8

THE CANORA COURIER

WEDNESDAY, MAY 14,2008

Hudye Soil Services celebrates 25 years

“Helping to feed the
world” is the new motto
of Hudye Soil Services
Inc.

An exercise in assess-
ing the effort put in the
business over the past
25 years has resulted in
anew motto for the com-
pany and the theme for
the upcoming Field of
Dreams tour on July 31,
says Ben Hudye, one of
the owners.

“One of the most
honourable ways of mak-
ing aliving is helping to
produce the world’s
food supply,” he said.
It’s notanew idea, but it
remains as poignant.

After a quarter cen-
tury, the direction of
Hudye Soil Services re-
mains driven by cus-
tomer demand, Hudye
said. From the first day,
the business grew in di-
rect response to what
the customer base
needed, with a major
emphasis on the word
“service.”

The roots of the busi-
ness can be traced back
to a disaster for Hudye
Farms in 1982 when an
early frost did tremen-
dous crop damage, he
recalls. With the other
shareholders, his father
Paul, and his brother
Greg, it was decided to
form a company to as-
sure themselves of a
secure supply of crop
inputs. On April 12,
1983, Hudye Soil Ser-
vices was incorporated
and a plant was set up
on the outskirts of
Norquay.

It was initially in-
tended as an extension
of the farming business,
but it immediately took
off. Neighbours and
farmers from the area
turned to the soil ser-
vice business for their
inputs, such as fertil-
izer, chemicals and
seed. Offering profes-
sional and technologi-
cal services to go along
with the products be-
came natural. Supply-
ing the demand that con-
tinued to grow is the
simple business strat-
egy that proved suc-
cessful.

Service is stressed

Stressing the service
aspect, Hudye said the
soil services business
operates under a three-
part philosophy: “Help
our customers maximize

their productivity; help
our customers maximize
what they get paid from
the grain markets, and
help our customers work
their financial options
(the do’s and don’ts of
marketing).”

Customers can re-
ceive help in every as-
pect of marketing and
financial management,
he said. A producer ben-
efits from being a part
of anetwork that shares
the same goals and ob-
jectives.

That’s where profes-
sional service comes
into play, Hudye said.
Agronomists are part of
the staff to provide cus-
tomers with the latestin
research and expertise.

Hudye Soil Services
is still a family corpora-
tion. In addition to the
original partners,
Nathan (Greg’s son)
and Braden and James
(Ben’s sons) have
joined the fold. It some-
times gets a little con-
fusing because there are
eight separate corpora-
tions run by Hudye fam-
ily members. Between
Hudye Farms and
Hudye Soil Services,
there are as many as 50
employees during the
peak seasons. At least
five of those employees
have been a part of the
business for the 25-year
duration.

In 1987, when it be-
came impractical to
serve customers in the
Sturgis-Preeceville area
from Norquay, the
Sturgis plant was added.
The Kamsack plant was
added in 2002. Each
plant can professionally
serve producers for a
30-mile radius. Plans
are already in the works
to establish new plants
as the clientele base and
demand grows.

Field of Dreams

Established in 1999,
the Field of Dreams
annual tour has be-
come the hallmark of
what Hudye Soil Ser-
vices offers its cus-
tomers, said Hudye.
By putting the leading
edge research, new
technologies, new
practises and new ge-
netics and chemistry to
the test, customers can
expect to see research
and development con-
ducted in the most
transparent manner.

“We test any and ev-
ery aspect that would
add productivity. Some
work and some don’t.”

Much of what is
learned from the Field
of Dreams is putinto the
regular farming prac-
tices, Hudye said. This
year, Hudye Farms will
have about 15,000 acres
in crop in this area and
through separate hold-
ings, will have another
13,000 acres in crop on
the American side of the
border.

There is a lot of re-
search data available,
but the Field of Dreams
puts that data to the test
“on our soil type and in
our climate,” he said.

Each year, the annual
tour attracts about 600
persons, many coming
from as far as Ontario,
Hudye said. When the
season is over, the re-
sults from each test and
experiment are made
available for all to see
on the company’s
website.

Hudye Soil Services is
notamonopoly, he says.
Making the science work
for producers is a pas-
sion and it is a service.
“After all, we are one of
our biggest customers.”

Looking at the busi-
ness from a more philo-
sophical aspect, Hudye
says farming has gone
through three revolu-
tions. After each, pro-
ductivity increased so
much, thatitcould never
revert.

The first was mechani-
calrevolution. From us-
ing animal power, farm-
ers turned to using en-
gine-driven machinery.

The second was the
green revolution which
is much more recent. In-
stead of using
summerfallow in a rota-
tion, producers turned to
crop inputs such as fer-
tilizer and chemicals,
and capitalized on de-
velopments in genetics.
Land was put into con-
tinuous production and
the added productivity
meant there was no rea-
son to ever go back to
summerfallow.

“We’re just getting
into the third revolution
— that’s the marketing
revolution,” Hudye said.
To do his marketing, pro-
ducers are realizing they
need more than a three-
ton truck. They need a
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celebrating 25 years of being in business and serving producers in the
general area. Through this business venture has come the annual Field of
Dreams tour and the application of cutting-edge technologies and practices
in association with new products and improved genetics. The company’s
motto has become “Helping to feed the world” and that will be the theme of
the Field of Dream tour on July 31.

network. They need to
be plugged into greater
organizations which
share the best interests
of the producers. Farm-
ers are eagerly turning
to the many marketing
tools now available to
them. “Their network is
growing as we speak.”

There are substantial
financial gains to be
made by good, sharp
marketing, he said. This
is where Hudye Soil Ser-
vices comes in. It can
offer independent ad-
vice because a success-
ful customer means
more success for the
business.

Personal
vantage point

Personally, Hudye
says he feels blessed by
the success of the busi-
ness and blessed by the
quality of the employ-
ees.

“We feel very fortu-
nate” for the opportu-
nity of adding value to
the customer’s effort,
he said.

It has always been an
important principle of
business for every fam-
ily member to give back
to the communities
which has given them
so much, Hudye said.
“Being good corporate
citizens is a very impor-
tant aspect of our phi-
losophy.”

Each year, the com-
panies make donations
adding up to six digit
figures, he said.

Through the 1980s
and 1990, the business
lived through some of
the toughest farming
times since the 1930s,
but it was able to work
with customers and ben-
efit them. “It was a win-
win situation and it got
us through those tough
times.”

In farming there are
always challenges,
Hudye said. The
weather is never per-
fect. It is always too
wet or too dry, too hot
or too cold. There are
challenges with equip-

ment and government
regulations and even in
acquiring human re-
sources, “but that’s what
makes the business in-
teresting. It’s about fac-
ing the challenges and
persevering.”

The business has al-
ready been in the hands
of three generations
and itisinspiring to see
the vim and vigour that
exists in the young
Hudye generation, he
said. “They have a dif-
ferent perspective and
they want to push the
envelope. That pro-
motes change and
progress.”

On one hand, Hudye
said he can foresee the
time when he will take
himself out of the busi-
ness picture and the
boys will be blazing new
horizons, but on the other
hand, he looks to his fa-
ther, Paul, who is in his
80s. Paul is still an ac-
tive participant in the
company’s board meet-
ings.




