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2geoland2geolandMARS-JRC as a service provider

 JRC is a particular type of service provider:
  European Institutions are nearly the only customers

 Fields of service of MARS-JRC: 
 Yield forecasting 

 Europe
 Outside Europe for market management
 Outside Europe for Food security

 CAP management
 Registers, LPIS, etc. 
 Verification of farmer’s declarations
 Cross-compliance

 Crop Area estimation
 Very limited activity now
 Why? 

 The MARS Project has a certain experience of looking at the 
Remote Sensing Market of Service provision as an outsider

 Disclaimer: The points of view in this presentation (probably 
biased) are not necessarily those of the MARS Project or JRC.
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2geoland2geolandA way to classify types of market

New 
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Easier EO marketFamine early warning 

Careful assessment of needs
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2geoland2geolandTraditional vs. new problems

Traditional  problems (e.g. Agricultural statistics). 
 Organizations (Local, National, International) in charge of producing 

information usually want to keep control.  
 Solutions mastered by a contractor are difficult to accept if the organization 

already has its own approach
 The approach “we have a algorithm that solves your problem, but we cannot give the details” has few 

chances to be sustainable. 
 Better chances for 

 Elements that can be integrated in the existing process. 
 Training staff

 Customers that do not have an existing system (often international)

 Cost: Collect information on the cost of existing approaches to be sure 
that your proposal is cheaper. 

 Timing: Elements that speed up current systems have a market

New problems (e.g. Landscape indicators) 
 How much is prepared an Institution to pay? 

 Long or short term?
 Which is the cost of alternative approaches? 
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2geoland2geolandExample of costs of  existing approaches

 Annual budget per country in Africa for agricultural statistics 
(FAO report, no figures per country given)

 If a system has to be sustainable (paid by the country), the 
cost has to be a relatively small part of the global budget for 
agricultural statistics. 
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2geoland2geolandA type of approach to the market

We have the 
solution.
Which is your 
problem?

?
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2geoland2geolandA Short term strategy

 Example: An institution A has estimates an area of 3 M ha of 
cereals in its country of competence. Institution B in the same 
country  claims it is only 2.7 M ha. 

 Approach to the problem: Image classification and pixel 
counting estimation (or similar with subpixel classification)

 A good classification accuracy may be ~80%
⇒ Margin for subjectivity:  ±20%
 If your customer is A you can estimate 2.98 M ha
 If your customer is B you can estimate 2.72 M ha

 That works for a few years 
 Until the customer understands……

 You think I am exaggerating?
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2geoland2geolandExamples of short term strategy

 MARS rapid estimates of crop area change
 The accuracy for the total area of cereals was 1-2% 
 But the subjectivity was ~ ± 20%
 The system survived for around 8 years
 But the credibility of Remote Sensing was 

damaged. 
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 CEO (Centre for Earth Observation)
 ~ 100 MECU invested in the 90’s to stimulate applications of Remote Sensing 
 Very optimistic: Everything was ready to be operational and cost-efficient. 
 Which has been the impact in the market? 
 Some reflection may be necessary 
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2geoland2geolandAnother example: cultivated area in Ethiopia

 Disagreement between CSA (Central Statistical Authority) and 
BOARD (Bureau of Agriculture and Rural Development) by 30% 
of total cultivated area.

 GMFS Ethiopia
 Promise to FAO “Do not worry, we will give accurate estimates of crop 

area with SAR and MODIS images”
 Final report honestly reported classifications into crop-non crop with 

accuracies slightly above 60%. 
 Pixel counting can give virtually any area estimate you want. 

 Very difficult to propose anything to CSA until the hierarchy changes. 
 FEWS NET

 Initial attempt with MODIS images
 Better second attempt combining TM-AwIFS with VHR images and a 

few hundreds of points visited “along the road”
 Subjectivity around 5-10% 

 Not a long term system, but at least a consistent approach that gave a 
hint on the reasons for the disagreement CSA-BOARD 
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2geoland2geolandA longer term strategy 

 Select issues that involve a substantial amount of money (e.g. 
CAP subsidies management).

 GIS infrastructure (Land Parcel Identification System, etc..)
 Verification of farmer’s declarations.

 Images as ancillary information for a more efficient ground work. 

 Involve responsible organizations  in the definition of the 
problems to be tackled and their approaches

 Integrate as much as possible your product with their procedures. 
 Do not simply invite them to offer the products that you have defined.  

 More criteria? 
 You have the floor…..
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