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About Markestrat Agribusiness

15
partners

+20
associates

+30
consultants

+1.200 lectures
given to companies or 
universities

+70 books
published nationally or 
internationally

+500 articles
published in professional and 
academic magazines

7 cases studies in Harvard
were published by our partners

Markestrat in numbers…

Specialists on agribusiness 
solutions

Deep knowledge on 
international agribusiness

Work in specific areas of 
agribusiness through several 
initiatives

+1.000 projects
consulting, market strategies 
and training

+7.000 people
trained in corporate 
education programs

+160 distributors
have been trained or received 
Markestrat’s advisory



The Pork Chain in Brazil - 2015





GlobalBrazil

GlobalBrazil

Our Networking

Academic Institutions that we have involvement in Teaching and Content Production

Agribusiness, U.S Agribusiness, Europe

Consumer Goods, U.S

Agribusiness

Consumer goods

Consulting Companies Networking

Agribusiness Marketing

Agribusiness, South Africa



Members required to live abroad

Find similar groups

International contacts – person to person

Projects and common publications

International Funding

Interchange of researchers, students and staff

Source: Prof. Marcos Fava Neves

Strong Internationalization
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 Decision on academic development

 Decision on what to study

 Decision on how to study

 Decision on applicability (everyone wants)

What is your style, your way of doing things?

 There is always a chance of learning…

Motivations… and Decisions for Researchers

Source: Prof. Marcos Fava Neves





Source: NEVES, M.F, ZUURBIER, P. & CAMPOMAR, M.C. A Model for the 
Distribution Channels Planning Process. Journal of Business & Industrial 

Marketing, vol 16, n. 6 and 7, p.518-539, 2001.

A Method for the Distribution Channels Planning Process





How to Analyze Contracts?

Source: NEVES, M.F. - Marketing and Networks Contracts
(Agreements). Journal on Chain and Network Science, v. 3, n. 1, 

p. 07-19, 2003.

A Method for Contract Building and Review



Description of Ag-
System (Drawing)

Submit Description 
and Improvements

Search for Sales 
Data in 

Associations and 
Publications
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Interviews with 
Companies 

ROSSI, R.M.; NEVES, M.F.; CASTRO, L.T. - Quantificação e Coordenação de Sistemas Agroindustriais: o Caso do Trigo
no Brasil - Lavras: Organizações Rurais e Agroindustriais, Revista de Administração da UFLA. Revista semestral
editada pela Universidade Federal de Lavras. Vol. 7, n 1, 2005.

NEVES, M. F.; ROSSI, R. M. A Framework for Mapping and Quantifying Value Chains Towards Collective Actions.
In: EMAC (European Marketing Academy) Conference, n. 33, Theme: “Worldwide Marketing”. 18 de maio de 2004,
Murcia. Spain. ISBN: 84-8371-464-7. Disponível no CD dos Congressos. Também apresentado no INTERNATIONAL
FOOD AND AGRIBUSINESS MANAGEMENT ASSOCIATION, IAMA Annual Conference, n. 14, 2004, Montreux, Suíça.
Theme: “Sustainable Value Creation in the Food Chain”.

ROSSI, R. M. NEVES, M. F.; CASTRO, L. T. Quantification and Coordination of Agro-Industry
Systems: The Case of Wheat In Brazil. In: International Conference on Chain and Network
Management Agribusiness and the Food Industry, n. 6, 2004, Ede, Holanda. Theme: “Dynamics
in Chains and Networks”. p. 219 a 225. ISBN: 907699840X.

A Method for Mapping and Quantifying Agri Chains



Defensives
USD 768,44 million

Fertilizers
USD 2.259,09 million

Tractors
USD 320,87 million

INDUSTRY/DESTILLERY
USD 22.639,17 million

Lime
USD 50,56 million

Sugar cane Production

Own:
USD 6.387,91 million

Suppliers:
USD 5.121,84 million

Quimical Products
USD 463,82 million

Fuel oil and lubricants USD 94,19 
million

Resale and
Cooperatives

USD 477,54 milhões com 
defensivos

Harvesters
USD 426,52 million

Auto-parts and maintenance
services

USD 2.851,19 million

Attachments
USD 425,66 million

Trucks
USD 331,36 million

Bodies,
trailers and semitrailers

USD 233,36 million

Lab materials
USD 15,46 million

Bags
USD  45,42 million

PPI
USD 38,96 million

Diesel and Lubricants
USD 1.054,01 million

Ethanol
USD  12.417,36 million

Bioelectricity
USD 389,63 milhões

Distributor
USD 8.624,05 million

Gas Station
USD 11.114,50 million

Beverage industry and 
cosmetics

Distributor

Free
Consumer

Special
Consumer

F

I

N

A

L

C

O

N

S

U

M

E

R

Before Farms
USD 9.252,42 mm

Farms: Production
USD 11.509,75 mm 

After Farms
Industrial Inputs: USD 6.414,39 mm  Industry: USD 22.639,17 mm
Ethanol Distr.: USD  19.738,56 mm   Sugar Distri.: USD 4.003,15 mm

Facilitating agents – USD million

BNDES: 3.530,79 CCT Outsourced 1: 916,32 Road Export Freight: 539,03  Exports Toll (Santos): 79,96 
Port Cost (Santos): 213,52    R&D: 79,15 Events: 5,32 Magazines: 3,99
payroll : 738,33 Health plans 3: 125,51         Meals4: 188,26 Aggregates tax in SAG: 6.8 billion

1- South Center region. 2- Exports by Portos de Santos e Paranaguá. 3 e 4 – Only São Paulo state.

Big Bags
USD 14,67 million

Wholesale
USD 743,89 million

Retail
USD 3.259,26 

million

Food industry and 
other

PPI
USD 53,80 million

SUGAR-CANE CHAIN IN BRAZIL
GDP in 2008: USD 28 billion; Financial Movement of the Chain in one year: US$ 86 billion

Facilitating agents
USD 13.275,58 mm

Assembly Services and
Maintenance

USD 1.110,35 million

Building
USD  594,75 million

Equipaments
USD 3.400,99 million

Steam Generator: 667,13 

Extraction: 568,13

Distillery: 469,13

Sugar Industry: 354,38

Energy Generator: 274,5

Assembly: 411,75

Maintenance: 655,98 

Electrical Installations
USD 366,00 million

Automation/Instrumentation

USD 269,76 million

Bio plastic
(non commercial scale)

Feed industry

Internal Market

Hydrous: 6.615,58

Anhydrous: 2.972,89

External Market

Hydrous : 1.179,91 

Anhydrous : 1.210,20 

USD million

USD million

Sugar
USD  9.765,08 million

Internal Market

Industry: 2.037,88

Wholesale: 580,57

External market

Gross Sugar: 3.649,55

USD million

USD million

Retail: 1.663,66 

Yeasts and Additives
USD  63,61 million

Internal Market

Feed Industry: 21,41

External Market

Feed Industry:  42,20

USD million

USD million

Carbon Credit 
USD 3,48 million

USD milhões

Not Energy: 438,78

Source: Neves, Trombin, Consoli, 2009.

Gross Revenue

White: 1.833,41





CASTRO, L. T.; NEVES, M. F. Innovative Sales Planning and Management: A Framework Proposition, International 
Research Journal ‘Innovative Marketing’ – Business and Perspectives Publishing Company, vol. 3, issue 2, 2007. 
Ucrânia. Endereço online: www.businessperspectives.org

A Method for Sales Planning and Management



1 - History of the Relationship

2 - General Market Opportunities

3 - Core Competences Analysis

4 – Joint Venture Objectives of Each 
Participant

5 - Analysis of Relationship and 
Alternative Coordination Forms

6 - Critical Success Factor Evaluation

7- Relationship Management

NEVES, M. F.; CONSOLI, M.A; CLARO, D.P.; ZYLBERSTAIN, D. – Building Joint Ventures in 6 Steps: A South American 
Case. International Research Journal  Problems and Perspectives in Management – Business Perspectives 
Publishing Company, Volume 4, Issue 4, 2006, Ucrânia. Endereço online: www.businessperspectives.org

A Method for Joint Ventures Planning



A Method for Strategic Marketing Planning and Management 

NEVES, M. F. – Strategic Marketing Plans and Collaborative Networks, Marketing Intelligence and 
Planning – Emerald Insight Publishing Company, Volume 25, Issue 2, p. 175-192, 2007, Reino Unido.
Endereço online: www.emeraldinsight.com/journals/index.htm



A Method for Strategic Marketing Planning and Management 
2005 to 2012



NEVES, M.F. Método para planejamento e gestão estratégica de sistemas agroindustriais (GESis). São Paulo: RAUSP, Revista de Administração da 
Universidade de São Paulo. v. 43, n.4,  outubro/novembro/dezembro de 2008.

NEVES, M. F. A Method for Demand Driven Strategic Planning and Management for Food Chains (The ChainPlan Method).    In: INTERNATIONAL 
FOOD AND AGRIBUSINESS MANAGEMENT ASSOCIATION, IAMA – 17th Annual World Forum and Symposium - Food Culture: Tradition, 
Innovation and Trust - A Positive Force for Modern Agribusiness, 2007, Parma, Itália. Disponível em: http://www.ifama.org/conferences.

A Method for Chain Strategic Planning and Management



ChainPlan – Agribusiness Strategic Planning



Step What should be done

1
Environmental analysis for marketing channel new 

opportunities

2
Benchmark and competitor analysis in new 

marketing channels

3
Decisions on the structure of the new marketing

channel

4
Marketing channels flows description and 

allocation of responsibility

5
Implementing and monitoring the performance on 

the new channel

CONSOLI, M. A.; NEVES, M. F. A method for building new marketing channels: the case of door-to-door in dairy products. 
Direct Marketing: An International Journal, Emerald, v. 02, n. 3, p. 174-185, 2008

A Method for Developing New Marketing Channels



A Methodology for Calculation of ROI Marketing
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1. What is the motivation? 

2. What do you want to achieve? 

3. Is it necessary?  

4. Method?

a) From cases to a framework

b) Theoretical

c) Using private sector opinions 

5. Literature review 

a) Which other frameworks and sequences have you found?

b) What are their comparing points?

c) What do they miss?

d) What could be the real contribution of you proposition?

6. Could it be tested? 

7. How to apply, managerial implications, and limitations?

Building Methods or Frameworks: Intriguing Questions!



Reading

Empirical
Research

Idea
Issue

Research

Question 
to be 

answered

Your
contribution

Literature
review

Results

Managerial Implications

Market

Projects

How to Structure the Method



Table 4 – Process to design a scientific research (exploratory) 

Steps Description 
Intriguing questions 

(the students should ask themselves) 

1- Idea or 
Research Issue 

- It can rise after an initial biographical review, the identification of 
a gap in the theory (recommended for students in PhD). 
- Or the intentions to better understand an empirical 
phenomenon, using for that a limited theoretical body 
(recommended for Masters students). 
- Or it can come from a research project. 

What is my motivation to research? 
What is the viability (time, resources, 
knowledge, and applicability) of this 
research? 

2- Question to 
be answered 

(research 
issue) 

- Ty to relate the variables (categories) of understanding for the 
studied phenomenon. 
- Can be formulated using theoretical concepts, or even be based 
on empirical observation to then be described theoretically. 
- The general objective of the research is to answer the raised 
research problem. The objective defines the scope of the problem 
and the problem qualifies the objective of the research. 
- In the purpose of generating methods, the objective is always to 
systematize the empirical and theoretical knowledge and propose 
a sequence of management steps. 
- The specific objectives are to develop the steps of that 
management method. 

What do I want to achieve with my 
research? 
Is it necessary (useful) for both 
academic as the business sector? 

3- Literature 
review 

(theoretical 
and empirical) 

- This part will give the "content" to the management method to 
be proposed. From the reviewed theoretical aspects we can have 
the inputs to be operationalized to form a management tool 
(method). 
- From the theoretical review, can a preliminary management 
method be developed, which will be changed from the information 
collected in field research (grounded theory). 
- It is the literature that will approve or disapprove the theory to 
be proposed. 
- The theoretical framework allows a comparison of existing 
methods and theories, gaps and opportunities for improvement. 
- It must be very well done and find/cover everything on the field. 

What other methods and sequences 
of steps were found? Was an 
interdisciplinary approach 
considered? 
What are the comparisons points 
(agreement and disagreement)? 
What is missing to be taken into 
account (gaps)? 
What could be the real contribution 
of my proposition? 

 

How to Propose a Method



4- 
Management 
contribution 

- Depending on the innovation of the proposal and the student's 
academic level (e.g., doctoral student), the contribution may come 
before the literature review. 
- Even the management method can be derived directly from 
empirical research. 
- From the empirical observation, the student can systematize the 
experience in a sequence of steps. 
- The interaction between the first proposed method, according to 
data from field research, and the theoretical review results in the 
final management method. 

Can this proposition be validated? 
What is its reliability level? 
Could it be generalized (analytical)? 

5- Empirical 
research 

- The research method will determine the depth of empirical 
research. 
- The chosen one according to the study objectives. How the 
proposal is to generate managerial methods, the qualitative 
approach fits better. And within the qualitative approach, as 
mentioned, the case study is one of the more mature and 
operational methods of research. 
- The in-depth interviews, the questionnaires, focus groups and 
participant observation are the most applied data collection tools. 
- This must include the original question to say that the chosen 
method will also depend on the viability of empirical research. The 
readiness of organizations to researches is also vital to the final 
result. 

What are the research methods and 
instruments for collecting data to be 
used? 
What is the viability of their use? 
From case studies to theoretical 
models, using views of the business 
sector (focus group, in-depth 
interviews, and questionnaires). 

6- Results and 
management 
implications 

- To finish with theoretical conclusions, managerial implications, 
and limitations and suggestions for future research. 
- On theoretical conclusions, it is discussed how the general and 
specific objectives of the work were attended, how the research 
questions were answered, and contributions to their field of study 
(theoretical framework). 
- In managerial implications, the potential applicability of the 
management method, quality to stimulate the brainstorming in 
organizations, and tips for their empirical application are shown. 
- On limitations, it is discussed the predominantly qualitative 
approach, its theoretical simplicity to facilitate empirical 
operationalization, the generalization of the method based on one 
or a few empirical applications. 

How to apply it in other contexts and 
other objects of study? 
What are its managerial implications 
and limitations? 

Source: Developed by the authors based on Marconi and Lakatos (2007), Richardson (2007), 
Gummeson (2005), Sutton and Saw (1995) and Sarachek (1967). 



and where they were published until 2009. 
 
Table 3 – Summary of methodological procedures used in the reviewed managerial methods. 

Adopted 
methods/ 

procedures 
Publication site 

Literature review (Desk 
research) 

Field research Management implications 

Strategic 
planning and  

management of 
distribution 

channels 

Emerald Journal 
of Business and 

Industrial 
Marketing, 2001. 

- Planning of 
distribution channels  

- Supply chain 
management 

- Transaction cost 
economics 

- Theoretical design of the 
method 

- In depth interviews with 
10 participants of private 

sector 

Series of templates for 
management of 

distribution channels in 
organizations 

Contract 
development 
and review 

Journal of Chain 
and Network 

Science, 2003. 

- Distribution channels  
- Company Networks  

- Transaction cost 
economics 

- Training of focus groups 
for contract review  

- Feedback for participating 
companies  

- Proposition of the method 

Tool for the study of 
contracts which allows 
working with lawyers. 

Mapping and 
quantification of 
agro industrial 

systems 

Organizacoes 
Rurais & 

Agroindustriais 
2005 

- Agribusiness systems  
- Company Networks 

- Design of the theoretical 
method  

- Application in 3 case 
studies, with participant 

observation 

Instrument of public policy 
and also for planning 
collective actions in 
productive systems. 

Creation of 
vertical 

organizations 

International 
Pensa Conference 

- IPC, 2007 

- Agribusiness systems 
and company networks 

- Collective actions 
- Vertical organizations 
in  agribusiness systems 

- Study of 9 national and 
international case studies,  

- Proposition of the method 

Tool for creation of vertical 
organizations to 

agribusiness systems. 

Planning and 
management of 

joint ventures 

Journal Problems 
and Perspectives 
in Management, 

2006. 

- Strategic alliances  
- Distribution channels  

- Transaction cost 
economics 

- Marketing research 
- Strategic planning. 

- Theoretical design of the 
method 

- Application in 3 case 
studies with participant 

observation 

Tool for planning joint 
ventures 

Strategic 
planning and 

management of 
marketing 
focused on 

network 

Emerald 
Marketing 

Intelligence and 
Planning Journal, 

2007. 

- Marketing planning 
- Strategic planning 

- Strategic marketing 

- Theoretical design of the 
method 

- Application in many cases 

Series of templates for 
strategic management of 

the marketing and 
corporate organization. 

 



Strategic 
planning and 

management for 
agribusiness 

systems (GESis) 

Revista de 
Administração da 

USP 
RAUSP, 2007. 

- Agribusiness systems 
and company networks  

- Collective actions  
- Strategic Planning and 

Management  
- Transaction cost 

economics 
- Contracts 

- Theoretical design of the 
method 

- Application in 3 case 
studies with participant 

observation 

Instrument of public policy 
and planning of collective 

actions in productive 
systems. 

Integrated and 
sustainable 

business projects 
(PINS) 

Revista 
Agroalimentaria, 

2008 

- Development of 
projects 

- Marketing  
- Transaction cost 

economics 

- Study of 10 case studies of 
success in the integration of 

family farmers  
- Theoretical-empirical 
design of the method  

- Application to case studies 
with participant 

observation  
- Proposition of the final 

method 

Instrument of public policy 
and planning of 

organizations’ supply 
chain. 

Administration 
of sales function 
in organizations 

Innovative 
Marketing 

Journal, 2007 

- Sales Administration 
- Transaction cost 

economics 
- Distribution channels  

- Resources and 
competences 

- Study of 3 case studies, 
with participant 

observation 
- Proposition of the method 

Series of templates for 
sales management in 

organizations. 

Efficiency in 
distribution 

channels 

Revista de 
Administração 

Mackenzie, 2004 
- Distribution Channels 

- Study of a single case, with 
participant observation  

- Proposition of the method 

Tool for administration of 
distribution channels in 

organizations. 

Review of the 
private interest 
organization’s 

funding 

International 
Agribusiness 
Management 
Association 
IAMA, 2009 

- Collective Actions 
- Vertical  and 

horizontal organizations 
in  agribusiness systems 

- Study of a single case, with 
participant observation  

- Proposition of the method 

Tool to review the funding 
mechanism of private 
interest organizations. 

Settling of new 
distribution 

channels 

Emerald Direct 
Marketing 

International 
Journal, 2008 

- Distribution channels 
- Direct marketing 

(Door-to-door) 

- Study of a single case, with 
participant observation 

- Proposition of the method 

Tool for planning entry 
into new distribution 

channels. 

Source: Developed by the authors based on Neves et al. (2001); Neves (2003); Consoli et al. (2004); 
Neves et al. (2004); Rossi et al. (2005); Neves et al. (2006); Neves (2007a); Neves (2007b); Neves and 
Castro (2007); Castro and Neves (2007); Campos and Neves (2007); Trombin and Neves (2007); 
Consoli et al. (2007); Consoli and Neves (2008); Neves et al. (2009). 
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Results

Managerial Implications

Working paper

Journal
National
Journal

National 
Conference

Working paper

International
Conference

Target Journal
Business
Magazine

Others Book Target

How to Publish Your Paper



Use classes

Use Events

Use Conference

Look for channels

Stablish relationships…

Leave it open in your computer…

Be lucky…

Tips to Motivate Publishing

Source: Prof. Marcos Fava Neves



















Like any scientific article, the work presented here has some limitations such as: focus
on exploratory research only, which makes use of qualitative research methods, for
generation of planning and management methods, which could not be appreciated in
some conferences and journals in the area of management.

However, the management methods, that can be generated by the dynamic discussed
here, have some advantages after they are produced: their relatively simple replication
and their problem-solving perspective. And if the author likes, may bring recognition if
the work was well done, since it will be used, applied and readers will constantly
contact and come back by email to follow advancements that were done in recent
years.

Limitations



 Marcos Fava Neves is an international expert on global agribusiness issues and a part-time professor of planning and strategy at the School of
Business (FEARP) of the University of São Paulo (USP) and FGV Business School, both in Brazil. He graduated as an agronomic engineer from
ESALQ/USP - Piracicaba in 1991. He earned his master’s degree in 1995 and his doctorate in management in 1999 from the FEA/USP School of
Economics and Business – São Paulo. Marcos completed postgraduate studies in European agribusiness at ESSEC-IGIA in France in 1995 and in
chains/networks at Wageningen University, in the Netherlands (1998-1999). In 2013 he spent the year as a visiting international professor at
Purdue University (Indiana, USA) where he maintains the linkage as a permanent International Adjunct Professor. Since 2006 he is an
international professor at the University of Buenos Aires, Argentina.

 He has specialized in strategic-planning processes for companies and food chains and works as a board member of both public and private
organizations, being member of mor than 10 international boards since 2004. Also in 2004, he created the Markestrat think tank with other
partners, today employing around 60 people and doing international projects, studies and research in strategic planning and management for
more than 250 agri-food business organizations. Some of these projects were very important in suggesting public policies for food chains that
were implemented in Brazil with economic and social impacts.

 Also as an experience in the private sector, from 1992 to 1993 he worked in citrus juice exporter and from 1994 to 1995 in a veterinarian company. In 2008, he became CEO of Brazil’s
second-largest biofuel holding company, a position he occupied until 2009, when he returned to the University of São Paulo (USP) and Markestrat.

 At the academic side, since 1995 (when he was hired by USP), Marcos has advised more than 30 doctorate dissertations and master’s theses and helped to form around 1200
Bachelors in Business Administration in Brazil with around 120 courses taught to undergraduates at USP.

 His writings are strongly focused on supplying simple and effective methods for business. He has published more than 100 articles in international journals and has been author and
editor of 63 books by 10 different publishers in Brazil, Uruguay, Argentina, South Africa, Singapore, Netherlands, China, the United Kingdom and the United States. He is also a regular
contributor for China Daily Newspaper and has written two case studies for Harvard Business School (2009/2010), one for Purdue (2013) and five for Pensa/USP in the nineties.
Recognized as the Brazilian academic with the largest number of international publications about orange juice and sugar cane chain and one of the top 3 most cited Brazilian authors in
the area of food and agribusiness. He has reached more than 4000 citations in Google Scholar index.

 Marcos is one of the most active Brazilian speakers, having done more than 1050 lectures and presentations in 25 countries. He received around 150 recognitions from Brazilian and
international organizations, and is considered a “Fellow” of the IFAMA (International Food and Agribusiness Management Association), title received in Minneapolis - 2015.

 Coming from a family of farmers, he is a worldwide defender of agriculture and farmer’s role in the development of the society. In the social side, together with his parents, Marcos is
one of the creators and maintainers of Mucapp, a NGO that in 20 years has built more than 450 houses for families in Brazil that face very unfavorable conditions.


