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Starting With the Seed: How K&S Helps North Dakota Growers Manage White Mold
For K&S Seed Company, managing soybean disease starts well before symptoms appear in the field.
The family-owned seed dealership in Enderlin, North Dakota, was founded by Kathi and Steve Luther in 1996 and today serves growers with seed from several major brands while also treating bulk soybean and wheat seed in-house.
White mold is a familiar challenge for growers in the region — including on the Luther family’s own farm.
Years of growing susceptible crops, including sunflowers, have contributed to persistent white mold pressure in some of their fields. It is a problem Kathi Luther knows cannot be addressed with one product or one management decision.
Instead, she approaches white mold with multiple tools, including variety selection, population management, fungicides and seed treatments.
Heads Up® has become one of those tools.
Starting Disease Management at Planting
K&S has used Heads Up® for approximately seven to eight years, incorporating it directly into soybean seed treatments before seed leaves the dealership.
For Maggie Nelson Luther, who works with growers at K&S, that simplicity is one of its biggest advantages.
The product can be mixed with water and incorporated into the seed treatment system alongside other products growers are already using. That allows K&S to address white mold and other disease concerns at planting without creating another field operation later in the season.
That distinction matters when growers begin evaluating the cost and logistics of crop protection programs.
In areas where a later foliar application may require custom equipment or aerial application, beginning with a relatively low-cost seed treatment gives growers another option to consider before the season starts.
It doesn’t mean every additional application can be eliminated. Disease pressure and field conditions still determine what may be required later in the year. But for K&S, Heads Up provides a practical foundation to build from.
Growers Often Start Small
Maggie says many customers do not immediately put Heads Up® across every soybean acre.
Instead, they try it.
“We’ve done trials with plenty of customers,” she explains. Growers may begin by treating a single field, then evaluate how the crop performs throughout the season.
What happens next has become a familiar pattern at K&S.
According to Maggie, customers who begin with one field will often return the following year and request Heads Up® on several additional fields, and in some cases, across their entire soybean operation.
That gradual adoption is important. Rather than asking growers to take a large leap based solely on a product claim, K&S gives them an opportunity to evaluate Heads Up® under their own conditions.
Results on Luther Farms
Kathi has taken a similar approach on the family farm, treating soybean acres both with and without Heads Up® to make field comparisons.
Across two years of trials, she reported approximately a 4 bu/ac advantage from Heads Up®-treated soybeans.
But yield is only one part of why the family continues to use it.
Kathi also values having another management option available before disease becomes visible. With white mold in particular, waiting until symptoms appear can leave growers with fewer choices.
“It just seems like we’re getting ahead of it instead of being behind it,” she says.
That idea sums up the K&S approach well.
Heads Up® isn’t treated as the entire disease-management program. It is a relatively simple, economical tool that can be incorporated at the beginning of the season alongside genetics, seed treatment and the other management decisions growers are already making.
For K&S customers dealing with persistent white mold pressure, sometimes the best place to start is exactly where the crop starts: on the seed.
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