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line. GRI is what a grower received  

on average after accounting for 

packing charges. GRI continued to 

decline from 2002-03 to 2004-05. 

Once United formed it implemented 

supply management programs,  

and the effect can be seen in the 

drop in total U.S. Fresh Shipments  

(the bars in the graph) and a 

corresponding increase in the GRI. 

U.S. GRI is a weighted average  

GRI of four major potato producing 

states: Idaho, Colorado, Washington 

and Wisconsin.

Seed sector

United has an active seed division 

that oversees and manages the seed 

sector. Seed prices vary significantly 

from region to region and were 

not included in Graph #2. United 

Graph #1.

Sources: Shipments – USDA Agricultural Marketing Service (USDA AMS); U.S. GRI – North American Potato 

Market News (NAPMN)
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understood that managing potato 

supplies should begin with managing 

the amount of available seed. Graph 

#2 shows the total U.S. seed acreage 

before United and after United 

formed. This decline in acreage 

helped stabilize prices at a sustainable 

level for seed growers, allowing seed 

growers to reinvest in their operations. 

A financially healthy seed sector 

supports grower reinvestment in 

developing improved varieties and 

cleaner seed, which allows all sectors 

the ability to remain competitive 

globally in the potato market. 

Process sector

Before United was formed nearly 

all of the process contracts were 

tonnage-based. As a result, process 

Graph #2.

Source: The Potato Association of America
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growers overplanted to avoid penalties 

associated with not delivering enough 

potatoes to meet their contract. 

The Potato Marketing Association 

of North America and processors 

began to switch the contracts from 

tonnage-based to acreage-based 

contracts. Acreage-based contracts 

minimized the uncertainty for the 

process grower and frozen processor 

while also reducing excessive flow of 

potatoes from the process sector to 

the fresh sector. Graph #3 reveals 

the frozen processing usage volumes 

versus out of field contract prices in 

Washington. United has a data sharing 

agreement with PMANA to improve 

the profitability of process growers.

Graph #3.

Sources: U.S. Total Process Usage – USDA National Agricultural Statistics Service (USDA NASS); Washington out of field 

contract prices – Potato Marketing Association of North America (PMANA)

U.S. total frozen process usage vs. Washington out of field
contract price: 2001-10

U.S. total process usage Contract price/cwt

*Usage data will be available in 2010.
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Dehydration sector

Stability in acreage from year to 

year in the other sectors has led to 

more certainty in supplies for the 

dehydration sector. This has allowed 

dehydration processors to better 

determine the markets that they can 

consistently serve at sustainable profit 

margins. Dehydration processors have 

passed some of their increased profits 

from this more stable marketplace 

back to the grower in the raw product 

market. The improved grower returns 

are shown in Graph #4.

Graph #4.

Source: David Beesley, United II Board of Directors
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United Potato Partners benefits 
members, supports data

For the second year, United implemented a 

value-driven United Potato Partners sponsor-

ship program that supports the underwriting 

of United’s databases and the planning and 

execution of educational seminars held in major 

potato growing regions. Through the partners 

program, potato corporations have unique access 

to North American fresh and process growers. 

United Potato Partners for 2009 were Bayer 

CropScience, AMVAC Chemical Corporation  

and WinField Solutions.

New this year is the leadership provided by 

the United Potato Partners Advisory Council. 

The council establishes policy and provides 

direction. On the council are two members 

each from United Potato Growers of America, 

Potato Marketing Association of North America 

and United Potato Growers of Canada. United 

has an alliance with PMANA and a data sharing 

arrangement with UPGC. Together, United and 

PMANA represent about one million potato acres. 

This alliance provides a strong negotiating stance 

when organization representatives approach 

prospective corporate partners.

Fresh demand creation initiative 
on schedule

An early and consistent leader in the drive  

to create a national fresh demand coalition,  

United provided funding and staff time to  

further the Fresh Demand Working Group’s 

initiatives in 2009.

Launched in the fall was in-store testing of a 

campaign that intends to sell potatoes immedi-

ately in stores. The in-store campaign test  

The U.S. is one of five 

top potato producing 

countries with  

17.7 million tons.

Source: FoodReference.com
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is targeted directly to the shopper. All colors of 

fresh potatoes were used in the campaign. The 

test included potato shelf signage, floor cling 

signs, Web advertising, recipe cards, a mail-in 

rebate and free-standing inserts in newspapers. 

Shoppers were invited to enter a sweepstakes 

contest for prizes, including a grand prize trip to 

New York City for a day with Sandra Lee, televi-

sion chef, best-selling author and magazine edi-

tor, who specializes in healthy, quick-fix meals. 

The in-store test was funded by growers from  

14 states, state commissions, packing sheds, 

United and United chapters, and the United 

States Potato Board. The testing was conducted 

in four cities. Read future issues of United’s 

newsletter for updates about the campaign. 

United invests in industry

Furthering its mission to build potato industry 

stability, United sponsored two red potato  

crop conferences and the third annual North  

American Potato Grower Summit in 2009. 

The United red potato crop conferences held 

mid-winter and late spring are provided as  

educational and informational meetings for all 

North American red potato growers. Through  

the conferences, growers have learned to  

better manage supply and shipments and  

to understand the correlation between red  

and russet pricing. 

At the North American Potato Grower Summit, 

process and fresh potato grower leaders evaluate 

the status of the two sectors. By discussing pro-

cess and fresh potato sectors, North American 

growers will be better able to profitably market 

their crops. During the summit, the United  

Potato Partners for the year are announced.

Communicating United’s purpose 
and impact continues

As the organization grows in its outreach and 

influence, communicating United’s mission  

and local and worldwide presence has never 

been more important. Under the direction of  

the chief communications officer, a 10-member 

communications and public relations committee 

works collaboratively to ensure that potato 

growers, the industry – including media members 

and local publics – know of, understand and 

support United’s work to manage supply under 

the provisions of the Capper-Volstead Act.

Communication highlights for  
2009 include: 

Increased use of the Web as a communi-1.	

cations tool. As potato growers and other  

members of the agricultural community 

increase their dependence on the Internet  

to assist them while they manage their  

business, United’s Web presence has 

become an even more important commu-

nication channel. A new, technologically 

advanced, easy-to-use-and-access Web 

site was launched by United in 2009. Now 

grower members can more quickly obtain 

United’s critical data and messaging to  

facilitate their business decision making.
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Increased presence in industry publications.2.	  

Ensuring that potato industry associates know 

about United’s successes, ongoing programs 

and progress, United arranged and placed 11 

columns of 500 words each in Potato Grower 

magazine. Eight 450-word columns were also 

placed in Spudman. Written in first-person 

persuasive style, United column topics were 

about acreage management and containment, 

crop management and financial suggestions, 

old to new crop transition, a call to consolidate 

packing sheds and a description of the ways 

United has benefited seed growers. 

Newsletters and bulletins.3.	  The United 

printed newsletter is mailed to a targeted list 

of interested industry associates as well as 

present and potential United Potato Partners. 

In 2009, as part of its new Web presence, 

United launched a weekly e-bulletin, the 

United News Brief, that provides leaders 

and members with timely news, a retail 

advertisement report, shipment charts and 

graphs, partner product advertisements, and 

links to United’s online printed newsletter and 

national office staff list. Both the newsletter 

and e-bulletin form the cornerstone of 

United’s communication strategy. 

Exhibits.4.	  In 2009, United’s exhibit booth was 

displayed at the first Potato Expo trade show 

held in San Antonio, Texas. It was potentially 

visited by 900 trade show visitors. The booth 

was also exhibited at trade shows in Idaho, 

Colorado and Wisconsin. 

Active committee work is key  
to United success

More than 200 potato growers volunteer their time 

and leadership skills to further the work of United. 

Members of United’s board of directors, seed  

division and committees understand that volun-

teers form the foundation of any organization’s 

success. All volunteers know that you get out of 

an organization what you put into it. By volunteer-

ing time on the national or co-op level boards 

of directors, the United Marketing, Red Potato 

or Supply committees, the PR/Communications 

Advisory Council or Seed Division, potato growers 

can influence program outcomes. 

United Seed Division proves 
itself to growers

United has given seed growers a better under-

standing of what is happening in the fresh and 

process markets. Given that seed growers must 

anticipate what the market may be doing in one, 

two or even three years in order to have the right  

varieties in the right quantities available for com-

mercial growers, United market data has given 

seed growers more control over their destiny. 

United formed its seed division in March 2006. 

Each year seed growers meet to review a 

database consisting of a comprehensive list of 

seed varieties by region and year. Throughout 

the year, United seed growers participate on 

conference calls to discuss disease, certification 

and issues vital to seed farms.
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Executive Committee 

Allen Floyd
Chairman
509-488-9655
afloyd@harvestfresh.org

David Warsh
Vice Chairman
719-754-3576
dwarsh@yahoo.com

David Beesley
Secretary/Treasurer
208-542-0848
dbeesley@cableone.net

Albert Wada
Past Chairman
208-681-9232
albertw@wadafarms.com

Committee Chairmen

David Beesley
Finance
208-542-0848
dbeesley@cableone.net

Mike Cranney
Supply Management
208-862-3480
mikecran@safelink.net

Cary Hoffman 
Supply & Demand
713-980-7401
choffman@mtnking.com

Dale Lathim
United Potato Partners  
Advisory Council
509-488-6688
dale@pgw.net

Board Members  

Pete Ewing
At-Large
763-263-2270
ewingfarms@sherbtel.net

Jed Ellithorpe
Colorado
719-754-3464
jed@aspenllc.com

Mike Cranney
Idaho
208-862-3480
mikecran@safelink.net

Tom Franconi
Kern County
661-366-5721
mazzfran@sbcglobal.net

Ed Staunton
Klamath Basin
530-667-5119
staunton@cot.net

Dennis Day
Montana
406-684-5669
thedays@3rivers.net

David Moquist 
Red River Valley
701-657-2152
ocschulz@polarcomm.com

Keith Barrett
Southwest
806-272-4546
kbarrett@fivearea.com

Tony Amstad
Washington/Oregon
541-567-8540
amstad@eotnet.net

Russell Wysocki
Wisconsin
800-678-2789
russw@rpespud.com

Standing Delegates

Ray Keenan
United Potato Growers of Canada
902-687-3333
raykeenan@pei.aibn.com

Dale Lathim
Potato Marketing Association 
of North America
509-488-6688
dale@pgw.net

Mike Telford
Seed Division
208-431-5957
telfordsunvalleyseed@gmail.com

National Office

123 Wright Brothers Drive 
Suite 110
Salt Lake City, UT 84116
801-517-9000, office
801-981-4470, fax
www.unitedpotatousa.com

Lee Frankel
President/Chief Executive Officer
801-517-9000, office
lee@unitedpotatousa.com

Buzz Shahan
Chief Operating Officer
801-981-4004, office
480-296-6675, cell
buzz@unitedpotatousa.com

Barb Shelley
Chief Communications Officer
801-981-4006, office
801-520-5352, cell
barb@unitedpotatousa.com

George Martin
Executive Assistant
801-517-9000, office
801-520-1394, cell
george@unitedpotatousa.com

Randon Wilson
Attorney	
Jones Waldo
801-534-7263, office
RWilson@joneswaldo.com

2009 Board of Directors & National Office Staff

The national office staff creates and implements programs,  
gathers and evaluates data, manages the United Potato Partners  
program, organizes meetings and conferences, and develops  
communication and industry initiatives at the direction of the  
Board of Directors. The staff also provides support for the  
member co-ops.
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