
W
hen Tasha and Remi Schmaltz took over the family 
business fi ve years ago, they had every reason to coast on 
cruise control.

DynAgra is a household name in each of its four Alberta loca-
tions with a loyal customer base that, in some cases, spans three 
generations. Business was good, the staff  was effi  cient and they 
held a respectable place in the community.

But just like their father and grandfather before them, these two 
brothers couldn’t leave well enough alone. 

Since Tasha came on as general manager in 2005 and Remi as 
manager of corporate development, DynAgra has added variable 
rate technology (VRT) and the agronomic expertise to support 
and sustain it, a new fi nance component that provides bridge 
fi nancing and a host of stunning new technologies and services, 
including an online management tool. 

It’s no wonder DynAgra was named CAAR’s Retailer of the Year 
at February’s convention. 

According to Tasha, the secret to DynAgra’s recent success is 
threefold.

Employees
“When you’re running a business, you fi nd out that you’ve 
got assets and rolling stock and products but, at the end 
of the day, what makes DynAgra DynAgra is the team. I’m 
always looking at making the team stronger and at how ev-
eryone kind of fi ts in together.”

To that end, Tasha says he consults closely with staff  when 
introducing new technology and assessing its eff ectiveness. 
He also emphasizes the importance of capitalizing on the 
strengths of each individual. 

“You see a person who’s a spray operator and also has a 
computer background and can maybe take on this other role. 
I look at people’s skills and how they can develop and grow 
with the company.”

Commitment to customers
Since DynAgra opened its doors in the 1940s, service to local 
growers has been a cornerstone of the business.

“I think we have some of the greatest growers in the world 
around our area and I believe part of the reason they’re great 
is because we’ve been working together for two and three gen-
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erations. Th e growers are learning from us and we’re learning 
from them. We’re constantly working with them.

“I grew up with a lot of kids that ended up being farmers and I 
ended up being the retailer and that would have been the same 
for my father and grandfather.”

Hiring locally and supporting sports programs and charities 
within the community also gives the Schmaltzes a sense of pride.

Networking and new technology
Th ough the Schmaltzes are happiest in their own community, 
they recognize the importance of networking within and outside 
of industry to build partnerships with suppliers and source new 
technologies and ideas. 

Th is big-picture thinking has led to the development of their own 
in-house fi nancial software, which has changed the focus of the 
business. “We used to have four administrative people making 
sure prices were right in our computer – now we have one person 
doing billing for all four locations. 

“Th ose other three people haven’t gone away. Th ey’re doing call-
outs to customers, looking at developing better relationships with 
them. So, instead of sustaining the business process, we’re looking 

at reaching out and communicating better with customers.”  
Using VRT to develop prescription maps for growers is also a 
new and growing portion of the business. “We believe it’s the 
future of farming.”

And through all the changes comes a pervading sense of excite-
ment and gratitude.

“For a guy who lives in Beiseker, AB to be able to work with sat-
ellite companies and have this amazing group of people surround 
me and then also to be able to work with some incredible grow-
ers, that’s what fuels us to continue to move technology forward. 

“Success is about listening to the grower and listening to the 
industry and then having lots of discussions with employees to 
fi gure out if we’re on the right track. It’s about persistence and 
really focusing on trying to make the right decision.”

And that’s where family comes in again. Th ough the brothers 
often take dramatically diff erent approaches to their work, Tasha 
concedes that they do complement each other.

“It’s pretty exciting to be able to work with your brother day in 
and day out. Some days we yell at each other but 90 percent of 
the time we’re excited to work together.” u
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PATRIOT SERIES SPRAYERS
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STATE-OF-THE-ART SPRAYING

Maximum strength and structural rigidity. 
Minimum weight and soil compaction. 
Patriot™ Series sprayers are designed to 
go more places, leave fewer ruts and get 
into wet fields sooner. Patriot sprayers 
lead the industry with features like the 
AIM Command® spray system, active 
suspension and the Surveyor™ cab. 

TOLL-FREE IN ALBERTA, BC & SASKATCHEWAN
Hi-Way Service and Miller Equipment are divisions of Rocky Mountain Dealerships, Inc. Case IH is a registered trademark of CNH America LLC. www.caseih.com 

Brandon, MB
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Membership pays.

How?

Our Member Bene� ts discount program alone can save you and your sta�  hundreds, 
even thousands of dollars on business products and services you need every day. And you 
only need to use a few of our discounts to cover your membership fee.

In one year, you can save over $500 if you or your sta� :
 Purchase 20 packs of printer paper from Grand & Toy (52% discount)
 Ship 10 packages under 3 lbs by Purolator Express (25-34% discount)
 Spend 10 nights in a Delta or Wyndham hotel (10% discount)
 Take 5 return domestic � ights with WestJet (2% this year, up to 5-7% next year)
 Send one person to the CAAR Convention (10% off  fl ights and 20% off  rooms)

� at’s 100% return on your CAAR membership, and you haven’t even taken full ad-
vantage of your membership, including great rates on health insurance and pension 
through Group Bene� ts; discounts on industrial supplies with MacMor Industries; 
and our suite of health insurance top-ups and other discounts from Strata Bene� ts 
Consulting. And that still doesn’t include the networking, industry communications 
and advocating services that you can’t put a price on.

It pays to be a CAAR Member
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