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Summary 
As one of the world’s traditional top food suppliers Argentina will continue to be an important 
market for agricultural equipment, especially given current high prices for grain. The U.S. and 
Brazil are traditionally the largest foreign suppliers of agricultural machinery with a market 
share of 25 and 50 percent of the import market, respectively.  The importance of agriculture 
to the Argentine economy can be illustrated by the fact that agricultural-based exports 
generate two thirds of the country’s foreign exchange earnings.  The favorable international 
commodity prices, soybeans in particular, are generating a rapid change in Argentina’s usage 
of farmland: large extensions previously used for livestock or left fallow is now being 
prepared for agriculture and state of the art technologies are being incorporated to increase 
yields. 

During 2010 good rain and solid international commodity prices have helped agricultural 
activities to grow.  As a result, the agricultural machinery market is growing and agricultural 
machinery imports are projected to reach USD one billion in 2011, a 25 percent increase over 
2010. 

 

Market Trends 
The traditional U.S. brand names are market leaders.  With the exception of the larger 
tractors, 250 HP and above, and state-of-the art equipment, most imports originate in Brazil.  
This is due to the fact that many of the world leading international firms have manufacturing 
facilities in Brazil.  Some farmers have begun to experiment with less familiar, non-traditional 
crops, such as specialty fruits and vegetables, and are gradually generating demand for 
specialized equipment.   
 
Also, fertilizers and agricultural chemicals, almost nonexistent in Argentina until not long 
ago, have seen sales soar in recent years.  An example of widely used efficient technology is 
the direct sowing or “no-tillage” system which brought a threefold growth in the consumption 
of herbicides.  Direct planting, hardly used a decade ago, now covers over ten million acres of 
farmland.  Also since the 1990s, more than 120 genetic engineering studies have been 
conducted by Argentine seed producers and local affiliates of foreign companies on herbicide 
and insecticide tolerance.  Gradually, the Argentine agricultural sector is becoming a 
technology-based industry with a market-driven approach that is enhancing its competitive 
advantage.  Information technology services for agriculture continue to grow with wireless 
connections and Wi-Max networks.  This offers opportunities for U.S. companies that can 
provide this technology. 



Competition from Local Manufacturers 
Because agriculture was one of Argentina's first industries in the late 19th century, there are 
many well established local manufacturers of farm machinery and implements.  Domestic 
production of agricultural machinery and equipment accounts for between 15 and 35 percent 
of the total market, depending on the product.   
 
There are approximately 130 manufacturers of a wide variety of machinery, both in terms of 
company size, production scale, and level of expertise.  Many rely on imported key parts and 
components.  There are about 200 companies manufacturing less sophisticated agricultural 
implements.  Most are family-based business, highly concentrated in specific geographic areas 
in the interior of the country, in the provinces of Cordoba and Santa Fe.  Local manufacturers 
supply mainly seeders, harvesters and sprayers.  As the level of sophistication increases, 
these plants generate increasing demand for imported parts, components and accessories that 
presents opportunities for U.S. suppliers.  The best way of familiarizing agricultural 
equipment purchasers to a company’s product line is to exhibit in local trade shows.  In some 
specific cases, joint-venture alliances with domestic manufacturers and licensing could also 
become an option for U.S. firms.   
 
In the past few years, Argentine exports of agricultural machinery have soared, specifically to 
Venezuela, South Africa, India and Europe. 
 

Third-Country Imports 
Third-country imports represent approximately 60 percent –by value- of the total import 
market for agricultural machinery.  It must be borne in mind that with the aim of reducing 
the trade deficit, the Argentine government implemented a non automatic import license 
system in March 2010.  This has affected all imports, but particularly firms that do not have a 
local manufacturing base.  The government’s goal is for imports of any given firm to match 
their exports.  Brazil, followed by the U.S., is the largest supplier, especially for mid-size 
tractors and soil preparation/cultivation equipment.  The leading international agricultural 
machinery firms -many from the U.S. have manufacturing facilities in Brazil and because of 
the MERCOSUR customs union, imports from Brazil enter Argentina free of duty. 
 

Market Trends 
Sales of parts and components for agricultural machinery represent approximately ten 
percent of the annual sales value of tractors and harvesters.  This estimate takes into account 
the age of the existing equipment, prices, and the exchange rate.  
 
Annual tractor sales in Argentina averaged 4,400 units during the last two decades. However, 
according to industry specialists, the Argentine agricultural sector needs 10,000 units annually 
to achieve its full potential.  Currently there are 190,000 tractors that are operational of 
which nearly 85 percent are over ten years old. 
 



The market for tractors with front-wheel power assist has grown and represents over 50 
percent of total deliveries. The demand for medium capacity machinery with computerized 
units has grown as well as the preference for more efficient and more comfortable units with 
air conditioning, GPS, audio, etc.  Regarding harvesters, the total number is estimated at 
27,200 of which 18,000 units are operational.  The median age is also ten years. 
 
Over 70 percent of total tractors sold during 2010 had front-wheel power assist, of which 90 
percent originated from Brazil.  A similar percentage of combines were imported from Brazil 
as well. 
 

Equipment in Demand 
Agricultural producers are seeking other technologies to increase yields to offset sharp price 
increases in seeds, agrochemicals and fertilizers due to rising local costs. 
 
Among the products in demand are: 
 
Seeder pumps.  Local manufacturers of seeders source the pumps for pneumatic seeders 
abroad.   
 
GPS: global positioning systems  
Data collection equipment for soil analysis, crop yields, and remote sensing applications.  
Currently, only about 15 percent of the end users operate these systems which generally 
equip imported tractors. 
 
Chutes: in Argentina, the use of plastic bags (silo packs) that permit grain storage in the 
ground for periods of up to six months is widespread.  Consequently, there is demand for new 
types of chutes to discharge harvested grains.   
 
Sprayer nozzles: The increase in the prices of seeds, agrochemicals and fertilizer has also 
created a market for imported accessories to improve the measurement of the quantity of 
seeds required for a given area of land and better measurement devices to factor in the 
amount of insecticides and fertilizer required.   
 
The increased use of tractors and harvesters and aging machinery will generate new export 
opportunities for a full range of parts. 
 
Successful marketing and distribution efforts require responsiveness to clients’ needs.  Price 
and availability of parts are the primary consideration of buyers.  Having representative 
offices close to the farms is a competitive advantage.  As mentioned before, financing is very 
important given the difficulty of customers obtaining conventional bank financing.   
 
It is important to note that used machinery and parts cannot be imported into Argentina.  The 
same applies to remanufactured and/or reconditioned equipment and parts. 



Competition 
Large, internationally known manufacturers of tractors, seeders and harvesters are the 
dominant players in the agricultural machinery market and generally import their machinery 
and parts from Brazil and have local subsidiaries with dealerships throughout the country.  
However, local firms have dominated the sprayer and seeder market.  In small tractors and 
harvesters, Argentine firms compete with foreign brands on the basis of price.   
 
Italy, Germany, Spain and France, among other European countries, also offer quality 
machinery and have found market niches and good demand for their products.  
 

End Users  
It is important to note that the end user sector varies depending on the type of equipment.  
While producers own 80 percent of seeders and tractors, contractors are very important.  
They purchase 70 percent of all harvesters sold and a similarly high proportion of sprayers.    
 

Sales Prospects 
Products offering cost savings on the use of seed, fertilizer and agrochemicals are most in 
demand.   

Import Market
ARGENTINE MARKET FOR AGRICULTURAL MACHINERY AND PARTS

(In millions of US Dollars)

Source: CAFMA (Agricultural Machinery Manufacturers Association), Argentine Customs and knowledgeable
business sources

2009 2010 2011 (estimated) Projected Growth

Total market size 730 945 1,103 22%
Total local prod. 200 250 370 15%
Total exports 120 85 97 10%
Total imports 650 780 930 15%
Imports from U.S. 170 202 250 20%



Market Access 
U.S. companies are represented through local firms that act as agents, distributors and 
importers.  Some, such as John Deere, are established in Argentina through wholly owned 
subsidiaries.  
 
There are no specific restrictions on the importation of new American agricultural machinery 
parts.  Used parts (remanufactured or not) are prohibited.  Suppliers based in MERCOSUR 
countries (Argentina, Brazil, Paraguay and Uruguay) have a competitive advantage because 
imports from member countries enter free of duties. 
 
There are several annual specialized trade shows, the largest one being Feriagro, which is 
held in March.  These events lend themselves perfectly to the promotion of agricultural 
equipment and parts.  Feriagro is a dynamic exhibition that covers the whole range of 
agricultural and farming equipment, services, supplies and materials.   
 
Advertising of specific products, parts, and equipment is normally done through web-based 
specialized publications: Agritotal - Revista Chacra, http://www.agritotal.com/, E-mail: 
agritotal@agritotal.com; Crónica Rural,  http://www.cronicarural.com.ar/ E-mail: 
mailto:rrpp@cronicarural.com.ar; Infortambo, http://www.infortambo.com.ar/ Email: 
info@infortambo.com.ar; Via Rural, http://www.viarural.com.ar/
E-mail: http://ar.viarural.com/usuarios/nug.php

The Commercial Service offers the “Commercial News USA” as a worldwide advertising 
vehicle.  Commercial News USA helps American companies find buyers and distributors for 
their products and services.  The print version of the magazine reaches more than a quarter 
million readers in 178 countries: http://www.thinkglobal.us/
Identify relevant government agencies, professional associations and other useful non-CS 
contacts. Do not list company information.  Optional: include links to other resources, such as 
country or industry-related websites or related regional market research reports.   
 

Illustrative Study of Direct Import Costs 
This example shows the landed cost for a shipment of parts for agricultural machinery, from 
the U.S. valued at US$1,000 

DIRECT IMPORT COSTS (USING A TARIFF OF 23%)
FOB Base Price $1,000.00
Freight (8%) $80.00
C&F $1080.00
Insurance (1.5%) of C&F (*) $16.20
Dutiable Base = CIF $1,096.20
Import Duty (18%) (*) @ $194.40
Statistics Tax on CIF (0.5%) $5.48
DIEM (14.7 $ per kilogram) @ $147.00
Maximum applicable amount (35%) @ $383.67

http://www.thinkglobal.us/
http://ar.viarural.com/usuarios/nug.php
http://www.viarural.com.ar/
mailto:info@infortambo.com.ar
http://www.infortambo.com.ar/
mailto:rrpp@cronicarural.com.ar
http://www.cronicarural.com.ar/
mailto:agritotal@agritotal.com
http://www.agritotal.com/


SUBTOTAL (Statistics tax+ import duty)@ $199.88
VAT Base $1,296.08
VAT (21%) $284.30
VAT (Additional) (10%) $135.38
Advanced Profits Tax (3%) $40.61
SUBTOTAL (After tax) $1,756.37
Port Costs (approximately 6% of CIF) (*)(**) $79.58
Customs Broker Fees (1.5% of CIF) (**) $19.90
Bank Charges (2.0% of FOB)(*)(**)(***) $20.00
LANDED COST $1,875.85

For More Information   [NOTE:  only use this format, do not change it.] 
 

The U.S. Commercial Service in Buenos Aires, Argentina can be contacted via e-mail at: 
Office.BuenosAires@trade.gov; (5411) 5777-4367Fax: (5411) 5777-4602 or visit our website: 
http://www.BuyUSA.gov/argentina/en

For additional information on the agricultural machinery sector in Argentina please contact 
Senior Commercial Specialist Eugenio Pallares at: Eugenio.Pallares@trade.gov

The U.S. Commercial Service — Your Global Business Partner 
 

With its network of offices across the United States and in more than 80 countries, the U.S. 
Commercial Service of the U.S. Department of Commerce utilizes its global presence and 
international marketing expertise to help U.S. companies sell their products and services 
worldwide.  Locate the U.S. Commercial Service trade specialist in the U.S. nearest you by 
visiting http://www.export.gov/eac.

Comments and Suggestions: We welcome your comments and suggestions regarding this 
market research. You can e-mail us your comments/suggestions to: 
Customer.Care@mail.doc.gov. Please include the name of the applicable market research in 
your e-mail.  We greatly appreciate your feedback. 
 

Disclaimer: The information provided in this report is intended to be of assistance to U.S. exporters. 
While we make every effort to ensure its accuracy, neither the United States government nor any of 
its employees make any representation as to the accuracy or completeness of information in this or 
any other United States government document. Readers are advised to independently verify any 
information prior to reliance thereon. The information provided in this report does not constitute 
legal advice. The Commercial Service reference to or inclusion of material by a non-U.S. Government 
entity in this document is for informational purposes only and does not constitute an endorsement by 
the Commercial Service of the entity, its materials, or its products or services 
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International copyright, U.S. Department of Commerce, 2011.  All rights reserved outside of the 
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