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It is the year 2020. The dictionary de-
fines “2020” as, "A person with normal 
vision can see what an average person 
can see on an eye chart when they are 
standing 20 feet away." Think of the 
2020 year we are in and the current 
business cycle; is it that clear? Do we 
have the ability--or inability--to see 
20 years, 20 months, or even 20 days 
in front of us? First what is “normal” 
today? We can access markets, products, 
and technology needs in 20 seconds or 

less. With the Amazon business model, Coronavirus business 
effects, erratic markets, and a Walmart mentality, what consti-
tutes as normal?
 The Farmers Coop Board just finished a board plan-
ning session where they sat down and had department reports 
from our local coop employees. They also received a report 
from our grain marketing arm, CEA- CEO Alan Woodard, and 
our CoMark Inc. manager, Britt Shipley. R.J. Gray, the OACC 
CEO, was our moderator and kept us on task by reflecting on 
the past, looking at today, and trying to see that clear vision for 
2020 and beyond.
 At the end of the day, we all agreed that what we are 
doing as a coop is and will continue to be different than what 
we have done in the past. The service model of a coopera-
tive does not seem to have the value to ALL patrons like it has 
historically. With this thought, we need different tiers of retail 
offerings. Some of the other thoughts coming out of the meet-
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ing included:
• We cannot continue to offer all services in all locations 

like we used to.  
• Volume does matter.  
• We need profitability to update assets and pay equity in 

kind and in cash.  
• As a cooperative purchasing or selling products, or as a 

producer?
• Our core business identified and ranked in order by the 

board was grain, agronomy, and energy.
• Needs for capital continues to pull at all cooperatives 

from all angles. Eighty- year-old-plus elevators and facili-
ties need to be continually updated and prepared for the 
next 80 years.   

 The challenges and dangers of changing up after 89 
years of success can be scary, but we must tweak our model 
and change with the times, just as we have in the past 89 years. 
We already look much different than we did in the past. How 
can we ensure that we are providing what our membership 
wants and needs? This brings us back to your eight board 
members' fiduciary duty. They need to have a pulse on 
the membership base, and they will continue 
to solicit input from any and all members.  
 We have a lot of the questions 
that are generally easy to agree upon, 
but the answers are more difficult to 
settle on a consensus. Help us in finding 
“2020” to become the year that clear vi-
sion guides our future in agriculture. 

Terry Kohler
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Clear Vision for 2020 and Beyond

L O O K I N G  F O R WA R D
 The sun is shining, birds are chirping, and the wheat 
is starting to green up. Spring is just around the corner, and 
planters will be rolling soon. It is the time of the year many 
people look forward to after the long winter 
months. 
  During the last in week in February, 
the board of directors along with manage-
ment and staff spent two days evaluating the 
strategic needs of the Farmers Coop. This was 
a daunting task given all of the uncertainty 
in the world currently. The board focused on 
evaluating the core business units of the coop 
and provided measurable goals to the manage-
ment team for the current year and beyond. 
Many of the goals established centered around efficiency. In 
today's low margin environment, being efficient is needed not 
only at the farm level but also for the coop. It will take a team 
approach to increase efficiency. 
  As we approach planting season, I encourage produc-

ers to stay in contact with the crop production department 
for fertilizer and spraying needs. Communicating early and 
often helps the department plan and manage the Farmers 

Coop member assets in the best way possible. 
The increase in crop diversity, agronomic 
tools, and erratic weather has changed the 
practice of waiting until the last minute to call 
for a pre-emerge herbicide application or a 
field fertilized.
              In closing, I would like to thank you, the 
member owner, for the opportunity to serve on 
the board of directors these last nine years. I 
was very fortunate to serve with a good group 
of directors who helped mentor my develop-

ment as a director. If anyone has an interest in serving on 
the board, I would encourage you to apply for the associate 
director position. The associate board position provides on 
the job training for an individual interested in learning about 
the duties and obligations of a director.  

EVALUATING THE STRATEGIC NEEDS OF FARMERS COOP

IN TODAy'S 
LOw MARGIN 

ENVIRONMENT, bEING 
EFFICIENT IS NEEDED 

NOT ONLy AT THE 
FARM LEVEL bUT 

ALSO FOR THE COOP. 

Aaron Pauly

Photo by Jerry Zeller. Jerry lives south of Garden Plain and took this photo 
from his pasture. He used no Photoshop or other computer enhancements.
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 Spring is just around the corner, and with it comes a new sense of hope 
and optimism for the new marketing year of 2020. There have been a lot of 

“clear vision” puns built off of this number. The fact of the matter, though, is that 
none of us know exactly what the future holds. That can make life challenging to say the least.  

 Some might say that because we do not know what 
the future is going to be, there is no use planning. An adage 
I have heard comes to mind: “Failure to plan is a plan to 
fail.” Having an idea of where you are going in today’s tu-
multuous landscape is imperative. Will the plan potentially 
change? You bet it will, and it most 
likely should to match current mar-
ket conditions. We are all experienc-
ing change at a rapid pace. The next 
Black Swan, as it is referred to, is just 
around the corner and will set the 
market on its ear when it happens. 
This may be in a good way (USMCA 
or Chine Phase 1) or it may be in a 
bad way (Coronavirus). We will not 
know until it happens, but we need 
to be poised to take advantage of it.
 The question is how do we 
take advantage or protect our opera-
tion from that issue? I have always 
found that the best decisions usu-
ally come from experienced, smart 
minds joining together to discuss the 
problem along with possible solutions. Very few stones, if 
any, go unturned during a conversation like this, helping 
us to arrive at the best answer given the current known 
facts.

 With those thoughts in mind, I would highly recom-
mend a visit with one of our farm advisors. Lacey, Hillary, 
and Jeff all have a multitude of experience and tools in 
their toolbox to help you and the profitability of your farm. 
Did you know there is a way to set your expected futures 

price on production and then allow 
CoMark Equity Alliance to monitor it 
for you from our end and complete 
the transaction if the market meets 
your offer? We do all of this on a con-
sultative basis as we want to provide 
your family a value that will deliver 
to your business. Be cautious of 
the marketplace as there are many 
organizations that charge fees for the 
transactions they offer. We do not.
              In closing, please be safe dur-
ing this spring time season. Whether 
it is a new born calf, corn seed in 
fresh dirt, or the green growth in the 
wheat crop after top-dress, these all 
come with a renewed sense of new 
life and hope, but they also come 

with protective mamas and moving equipment. Here’s 
hoping your vision is 2020 during this marketing year--or 
at least better than my vision without my reading glasses.

A VISION FOR THE FUTURE
Alan Woodard, CEO of CEA

GRAIN 
MARKETING 
Grain marketing can be one 
key to helping your farm 
operation be successful and 
profitable. We are expe-
riencing volatile markets, 
making it a good time to try 
and market your grain at a 
profitable level. One good 
way to market your grain 
is by placing an offer. This 
takes the stress out of con-
stantly watching the mar-
kets. Placing an offer gives 
you more exposure to the 
markets as you participate 
in the overnight markets as 
well. Many times, the mar-
kets will hit higher levels on 
the overnight and fall back 
during the day trade ses-
sion. Offers can be placed 
on both grain in open stor-
age and new crop grain to 
be delivered but must be a 
minimum of 500 bushels. 
Customers are responsible 
to fulfill offers that are 
contracted, so we ask that 
you keep track and moni-

tor your offers to avoid the 
bushels being doubled up 
or oversold. If you have any 
questions on placing offers 
or any other marketing op-
tions, don’t hesitate to call 
the office at 316-542-3182.

BUSHEL APP 
New in 2019 was CEA’s 
Bushel app. By downloading 
the CEA app on your smart 
phone, you can check your 
grain tickets to make sure 
they are accurate before the 
truck even makes it back to 
the field. The CEA app al-
lows you to check your open 
storage bushels, cash bids, 
different future months for 
more than just grain, along 
with any contracts that you 
have currently. The app also 
gives you the ability to sign 
contracts via the app. You 
can also receive notifica-
tions when the markets will 
be closed, as well as when 
you have a contract ready to 
sign. In order to see all your 
field accounts, we will need 

to enter your phone num-
ber into those accounts. If 
you would like to sign up 
for the CEA app and have 
any questions, we can assist 
you in setting it up. 

HARVEST 
PREP
Harvest is 
approaching, 
which makes 
it a good time 
to review 
any changes 
that need 
to be made 
to the grain 
accounts 
you will be 
delivering 
under, as well 
as owner-
ship changes 
to property. 
Before har-
vest is the best time to 
make sure we get the new 
splits entered so no errors 
are made when it is time to 
divide the account. Please 

review your splits on all 
grain accounts to make sure 
they are up to date and ac-
curate. For anyone planning 
to do direct ship to ADM in 
Hutch, Bartlett or Gavilon, 
we have bill of ladings to be 

filled out, so please get them 
ahead of time. 
 We want to wish ev-
eryone a safe and abundant 
2020 harvest!

MARKETING MANAGEMENT
using your tools to increase success

Ryan Graf
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HINDSIGHT
IS 20/20

Doug Scheer

 One of the most common regrets of producers 
today stems around the decisions of how much fertilizer to 
apply or when to apply it. Some producers delay turning 
in top dress wheat fertilizer orders to be applied in order 
to avoid the big fertilizer bill for as long as possible. Inevi-
tably what ends up happening is a rain event or several 
days of high winds inhibit application even further, and 
by the time the fertilizer finally is applied, it is too late for 
the plant to take full advantage of the application causing a 
loss of yield and loss of income.  
 Recently the Farmers Coop has offered CFA financ-
ing for this very purpose. This financing option allows the 

producer to plan ahead, turn orders in early, and delay 
payment until after harvest at a very low interest rate.  
There were several days in December and January that 
were either dry enough or frozen enough for our trucks to 
run, but we were sitting idle due to not having any orders. 
 If the concern of losing the applied nitrogen due to 
volatization or denitrification of the nitrogen is an issue, a 
nitrogen stabilizer such as Agrotain or Nutrisphere may be 
added to eliminate that risk. Although these products come 
with a little more of a cost, it is more than offset by the 
protection and increase of yield that you receive in return.
 Along these same lines is the issue of chemical ap-

plication timing. Producers will often delay turning in a 
spray order to try to delay the application of herbicide in 
hopes of getting more weeds to germinate and get more of 
them killed so that they won’t have to spray again as soon.  
What ends up happening is that the earlier germinating 
weeds are now too mature for the chemical to be effective, 
which results in poor control or even worse, “escapes” that 
survive and build a resistance to that particular herbicide. 
Now we have created two separate 
problems that both cost you mon-
ey. The first is the surviving weed 
still robbing nutrients and water 
from your crop resulting in yield 
losses, and the second involves 
the increased chemical resistance 
causing future yield loss since the 
chemical is no longer effective at 
controlling the weed. There may 
even be the possibility of having to 
switch to a new or different chemi-
cal that will cost more dollars to 
apply.
 Crop rotation requires a 
great deal of planning ahead due 
to certain chemicals having long 
persistency in the soil which ulti-
mately leads to poor stand estab-
lishment of the subsequent crop. 
I know of two instances from this 
past fall regarding a newly seeded alfalfa field that failed 
to establish a suitable stand from herbicide carryover ap-
plied to the previous crop. Now these producers are bur-
dened with the additional cost of purchasing replant seed 
as well as the time and labor of planting the stand a second 
time and the delayed time of first harvest to see a return 
on the investment. Sulfonyl urea herbicides such as Fi-
nesse and Olympus, two common herbicides used for weed 
control in winter wheat, have a long persistency in the soil 
and a lengthy crop rotation plant back interval for certain 
susceptible crops. Beyond herbicide used in the Clearfield 
cropping system can also be a problem with certain crops.
 Many producers cost themselves profits by not 
looking ahead during both their purchasing decisions and 
also their marketing decisions. A good example of this 

Hindsight is 20/20--and also very costly to your bottom line. Over the years, I’ve heard the terms “I 
wish I would have" or “I should have” or “If I had known” far too many times. More often than not, these 
terms are spoken during a conversation about how if the producer had done things differently, it would 

have resulted in more money in his pocket. Additionally, the results are usually from a decision made 
to be too conservative with inputs such as fertilizer, chemical application, seed variety, etc. When you 
take the time to analyze why the situation ended up as it did, most of the time it can be traced back 
to a single source: lack of planning.  A few key examples of this that come to mind are fertilizer and 

chemical application, crop rotation, and marketing.

is the price of urea fertilizer during this wheat top dress 
season. Inputs can typically be purchased before the peak 
of the season for less money than during due to decreased 
supply and higher demand. We have seen urea prices 
climb by over $30.00 /ton in the last couple weeks. 
 This same principle applies to the marketing of the 
cash crop. Often times a better cash price can be obtained 
by forward contracting the bushels and locking in a better 

price than at harvest time when 
buyers know many are forced to 
sell grain in order to pay bills. A 
common fear is the risk of not pro-
ducing the bushels and then not 
being able to deliver on the con-
tract, but there are several tools 
such as insurance programs and 
hedging to protect the producer in 
the event of a loss of production. 
Another benefit of forward con-
tracting is freight savings. One par-
ticular instance that I experienced 
this past summer was a producer 
(Farmer A) who was hauling his 
grain an extra 30 miles to a ter-
minal in order to gain an extra 
25 cents per bushel and “making 
more money” than hauling to the 
local elevator. What this producer 
didn’t know was that his neighbor 

(Farmer B) had forward contracted at his local elevator for 
the same price several months earlier and only had to haul 
his grain only five miles, which cost him much less in fuel 
and wear and tear, not to mention the time that he had to 
pay that truck driver to be on the road when he could have 
been either running a grain cart or other more productive 
work.
 There are many benefits to having a good plan in 
place and looking forward during your production year, 
and your Farmers Cooperative has the personnel, tools, 
and expertise to help you become more profitable. From 
special financing and early booking programs to marketing 
and knowledge and expertise, we can help you to be more 
successful and put more money in your pocket.

Many producers 
cost themselves 

profits by not 
looking ahead 
during both 

their purchasing 
decisions and also 

their marketing 
decisions.
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 With spring planting time quickly approaching, I 
figured this would be as good of a time as any to discuss 
variable rate planting. I know that a lot of farms don’t have 
the ability to do that at this time, and that’s okay. But I also 
know that there are quite a few growers who have all of 
the necessary technology to take full advantage of variable-
rate planting but continue not to, perhaps because they just 
don’t know where to start. So, this time I just want to go 
through a couple of ways that VR seeding recs can be cre-
ated.  
 One way that anybody can get started regardless of 
the amount of data they have built up on a field is through 
the use of historical NDVI imagery. To quickly recap NDVIs: 
these images are taken by a satellite and are made to show 
the variability of the productivity of the plants in the field. 
Simply put, if there are pretty thin stands and struggling 
plants in the field, those areas will show up red, while areas 
that have thick stands and really healthy plants will show 
up green. Most of the time when looking at the correct time 
of year, these images will correlate directly with yield. 
 At the coop, we have access to this type of NVDI 
imagery going back quite a few years, so we can take sev-
eral of these images that relate to the yields of past years, 
average them together to create yield zones, and then use 
these zones to drive our VR seeding prescriptions. When 
the average map shows that one corner of your field that al-
most always gets burnt up and yields next to nothing, then 
we will plant a lower population there, reducing your seed 
costs and likely not losing any yield potential in the process. 
It would also show that nice loamy area in your field that 

usually supports your highest yields. There we would prob-
ably want to plant a higher population to take advantage 
of that good ground and hopefully see a significant yield 
bump to go with it.
 Another general strategy we can use to create your 
VR recs would be to use actual harvest data instead. If you 
have a yield monitor in your combine and have been stor-
ing this data for multiple years, there is no reason to use 
the NDVIs because yield maps will provide the most accu-
rate record of what truly came off your field. After deciding 
to use yield data, the process would be exactly the same as 
with NVDI imagery.
 Now, maybe you’re just not sold on the whole idea 
of variable rate seeding, and you don’t know if it would 
actually pay or not. As much as I could try to convince you, 
I think that the only way to know for sure would be to try 
it out in your own field. If you want to see if it pays or not, 
pick a couple of fields that you know have some pretty good 
variability within them, cut them in half, and we can run 
some trials so you can do a side-by-side comparison to see 
how variable rate planting would work in your field. If you 
find that your seed costs were lower and your average yield 
higher in the VR half, then that might help you decide to try 
it on more fields in the coming years. For anyone hesitant 
about it, a trial would be an easy and relatively cheap way 
to get started and at least find out whether you would want 
to do more or not. 
 Among many other services, variable rate seeding 
recs are a part of the Every Acre Program, so just let me 
know if you want to get started this planting season.

CoNSIdER VARIABLE RATE PLANTING THIS SPRING 
Adam Kostner InvestIng fOr 

tHe future

 When you become a parent for 
the first time, you begin to envision all 
the exciting plans you have for your 
son or daughter. You begin to develop 
a plan that hopefully will give them 
every opportunity to be successful in 
life. I know for my family, we began to 
plan for our kid’s college education im-
mediately; we knew that it would be an 
investment that would pay dividends 
back to our children in the future, and 
that was very important to us as a fam-
ily. 
 If you think about it, this is 
very similar to your farming operation 
that you run. You are very fortunate to 
have the opportunity to be part of a lo-
cal cooperative. By being a member of 
your local cooperative and making that 
investment, you have joined in a part-
nership that will benefit your farming 
operation not only for yourself, but 
hopefully for your kids if they would 

decide to become part of your farming 
operation as they get older. It’s an in-
vestment that will pay dividends back 
to you not only in the form of cash, but 
in new or updated facilities, top notch 
equipment, and the latest in technol-
ogy. All of those will prove beneficial to 
you as a producer, but they don’t come 
with a small price tag either. 
 We are at a continuous battle 
today. With the intense competition 
we face from all around, we have been 
forced to operate today at very low 
margins. How can we still be competi-
tive in today’s coop world and continue 
to invest in your cooperative's facilities 
AND pay cash patronage back to you, 
the members? That’s a question that 
we will continue to work on to find a 
solution that will benefit both you and 
your local cooperative. We have been 
challenged to increase our sales, but 
does that really benefit the coop and 

our members if the only way we can 
do so is by selling at low margins if any 
at all? It’s a question we find ourselves 
struggling with a lot in recent years. 
And then there is the service side. How 
much value is put on the service side 
of what we offer? Sure, anyone can go 
out and sell products at cheap prices, 
but what service do they provide with 
that other than just the product itself?  
These are all things that I challenge 
you to ask yourself. How important are 
up-to-date facilities, new equipment 
with the latest technology, service, etc.?  
If these types of things are important 
to you and your farming operation, 
then are you looking out for the future 
of your cooperative by investing your 
needs back into your cooperative?
 As always, we thank you for 
your past, present, and future business 
from all of us at Farmers Coop!

CFA FinAnCing
It’s still not too late to sign up for CFA financing! There have been several new 
applications as of late with top-dress season in full swing. Our interest rates are 
very competitive, and we feel that we have a great product to offer back to our 
producers to assist them with their finances as needed throughout the year. If 
you have any questions, please don’t hesitate to call. The application process is 
very simple and turn-around time is relatively quick!  

Brad Scheer
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Farmers Cooperative 
Elevator Company

Admin office
316-542-3182
1-800-525-7490

Location Numbers 

Anness: call Clonmel

Belmont: 620-297-3911

Cheney: 316-542-3181
1-800-525-7490

Main Office: 316-542-3182

TBA: 316-542-3381

Clonmel: 620-545-7138

Garden Plain: 316-535-2221
1-800-200-2122

GP Feed Store: 316-535-2291

Kingman: 620-532-2662

Kingman Propane/Fuel
620-532-5614

Murdock: call Cheney

Norwich: 620-478-2272

Pretty Prairie & Varner
620-459-6513

Pretty Prairie Petroleum
620-459-6242

Rago: call Belmont

Seeking Photographs
Do you have a great pho-
tograph that you would 
like to share with Partners 
in Production? We are 
looking for photographs to 
feature in upcoming issues. 
Photographs can be of your 
operation, a great farming 
moment captured on film, 
a stunning landscape, ani-
mals in nature, or anything 
that relates to agriculture, 
production, or our beauti-
ful area. Submit photos to 
emilykerschen@hotmail.
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I wanted to start off by saying 
thank you for your busi-
ness in 2019 and for your 
continued business going in 
to 2020. As feed competition 
increases, one question we 
frequently ask ourselves is 
how can we stand out from 
our competitors? Our vision 
for 2020 is to not only sell 
competitive products, but to 
sell value with our products. 

PURINA
One of the biggest values we 
offer is as a Purina dealer; we 
have the Purina team behind 
us with their 125 years of re-
search and development sup-
porting every product they 
offer. Purina has area special-
ists and nutritionists readily 
available to help us help you 
figure out what product(s) 
work best for your operation. 
Purina understands protect-
ing the bottom line is essen-
tial to every producer, so they 
offer bookings and special 

Jeremy Turner

prices pe-
riodically 
throughout 
the year. 
Contact us at the feedstore for 
contract pricing available on 
Purina bagged mineral and 
mineral tubs. 

FLY CONTROL
With summer grazing season 
getting closer and closer, 
now is the time to prepare a 
horn fly management plan. 
One of the best ways to aid 
in the prevention of horn fly 
infestation is a feed through 
fly control. Purina offers this 
product in the loose mineral 
and tub form. One thing to 
note about a feed through fly 
control is that it will not kill 
any existing flies; it is an in-
sect growth regulator mean-
ing it passes through the cow 
into the manure (where horn 
flies lay their eggs). This in-
terrupts the horn fly’s life cy-
cle by not allowing the Pupae 

 As we are in 2020 now, we all wish we had 20/20 vision and could 
see the big picture more clearly when it comes to the energy markets. It 
has been a wild ride so far this year. As I write this in early March, we 

have reached lows we have not seen since the crash of 2015. This has 
provided a great buying opportunity to lock in a very cheap price for 

your summer fuel needs. If history is any indication, these cheap 
prices will not last for long. Of course the current down trend is 
breaking new ground; never has the market had to react to the 
potential of a global pandemic. Give us a call to discuss locking 

in a portion of your summer fuel needs if you haven’t done so 
already.

 As we have upgraded our equipment at the farm 
and here at the coop, we are running diesel engines 
with both DEF fluid and DPR filters. These newer tier 
4 engines are more efficient than their older relatives, 
but they also can have additional problems. The fuel 
and exhaust system work closely together on these 
newer engines. Many times an exhaust issue can be 
tied back to a fuel system issue. Here are three of the 
most common. 

1. Equipment releasing more exhaust than usual. A sudden spike in emissions can 
mean an injector is starting to plug. A deposit build up on your injectors leads to 
uneven sprays and an incomplete fuel burn and many times more exhaust. The Ruby 
diesel additive we use contains injection stabilizers to prevent deposits.

2. Sooty exhaust. Another sign of a problem is black sooty exhaust. This can often be 
caused by plugged fuel filters. In today's high pressure fuel systems, fuel that is recir-
culated can become “cooked” and will attach to both the fuel filter and other parts of 
your fuel system. To help prevent sooty exhaust and keep the fuel system clean, Ruby 
fuel contains aggressive detergents to keep the entire fuel system clean.

3. Excessive Regens. Regeneration is a normal self cleaning process in today's diesel 
engines. Typically unnoticed, it occurs inside the DPF filter. This filter collects un-
burned fuel and contaminates. Excessive unburned fuel can lead to a clogged DPF 
filter which de-rates your engine and is a costly repair. Ruby diesel fuel contains a 
cetane improver that provides a more complete burn, giving cleaner exhaust, more 
power, and a longer lasting DPF filter.

 In a year that every penny counts, you can't afford the time and money of a 
breakdown cost. A good additive package in diesel does cost more money than just splash 
blending a jug of something in the top of the tank. I believe it is one of the best invest-
ments you can make on your farm.

Jeff Conard

FUEL & 
ENERGY 
NEEdS

that and “so much more." Most of these products 
are unregulated, or researched by independent 
resources. Shoot it may be something I mixed up 
in the bathtub and stuck a label on. More often 
than not, the gimmick won’t prove to be worth the 

cost.  
 Some of our competition is offering some clev-

er gimmicks as well. Do you as a landowner 
pay the same application rate as the producer 
farming your ground? There are long term 

tricks with site specific application. Low up 
front cost, with a five year investment that ends up 

costing you much more in the long run.  
 But you might be saying you guys don’t have the same 
pricing for everyone, the big guys get the best deal, that 
shouldn’t be happening, or that’s not what the coop was 

set up for. It is true that we offer various discounts. We offer 
volume discounts; if you can take possession of an entire load 
of fertilizer, you will qualify. The main reason we can do this 
is that we don’t have as much overhead in bulk deliveries. 
Storage costs, interest expenses, and in and out charges all add 
up with product picked up locally. What happens when the 
prices go up with those direct loads or you can’t find product 
any more? More than likely, we will have what you need. 
 We also offer cash discounts.  There again we don’t 
have as much cost in the product if we aren’t paying interest 
to carry those tons for up to 60 days. Carry the note for 60 days 
interest free? Wow, that sounds like a good deal! The coop of-
fers convenience credit, and we will split portions of the prod-
uct off and bill your landlords direct. Will the competition do 
all of that? We also offer several forms of low interest pricing: 
CFA, John Deere, etc. that can really help you plan your inputs 
and get the best discounts.  
 If you want excellent service, up-front pricing, and 
transparent business practices, your local Farmers Coop Eleva-
tor Co. is for you. We offer you, your landlord, and all mem-
bers the latest in proven technology with quality independent 
researched products either applied on your ground or sold for 
you to apply. We thank you for your business.  

 Have you ever been watching TV and one of those info-
mercials comes on? Best night sleep ever…actually see the fish 
underwater…throw a football like Brett Favre...but only if you 
wear a copper bracelet or socks. I’m sure some products are 
more legit than others, but sometimes it makes you wonder if 
you can actually float in a glued together glass boat!
 What does this have to do with agronomy, Doug? Well 
plenty actually. Let’s take a look at two different products. 
First, we have Product A. This product has a huge amount 
of university research data behind it with a main claim that 
says it protects N from volatization. Next, we have Product 
B. On the surface, Product B seems to be “totally awesome” 
(said in your best valley girl voice). It says it can protect your 
N from leaching, volatization, AND denitrification. The weird 
thing about these two products, though, is that they both have 
the same active ingredient; Product B, however, doesn’t list 
how much it actually has in it, but yet still claims it will do all 

Doug Bates
to develop into adult biting 
flies. We have many products 
available to help you control 
the flies in your herd from fly 
control mineral, insecticide 
ear tags, dust bags, oilers, to 
fly sprays and face mops. The 
key to a successful season-
long fly control program is 
starting early, so stop in or 
call us today to let us help 
you get a plan. 

IN OTHER NEWS
Garden season is quickly 
approaching; seed potatoes, 
onion sets, and seed packets 
have already showed up at 
the Feedstore. Live plants 
will start showing up the first 
week of April. We also have 
a large variety of herbicides, 
insecticides, and fertilizers to 
help with your lawn care this 
growing season. 

FEEd GUYS
News from the



MAY
If we are lucky enough to avoid 
a late freeze, we may have a 
fruit crop this year. If so, it is 
beneficial to thin the fruit so that 
the branches aren’t overloaded.  
Branches that are overloaded will 
produce smaller fruit and run the 
risk of the branches breaking.  
Spray fruit with a fruit tree spray 
every 7 -10 days as needed after 
blossom fall to control insects and 
disease.
  Many types of sweet 
corn don’t keep very long. To 
avoid all of your sweet corn being 

ready to pick at the same time, try stagger-
ing the plantings. Plant a block of corn and 

then wait until that corn is up and grow-
ing an inch or two before planting the next 

block. Staggering allows 
you to enjoy the de-

licious fresh sweet 
corn longer.

GARD’N 
WISE

Troy Simmons

FARMERS CooPERATIVE ELEVAToR CoMPANY
106 E. SoUTH AVENUE 
P.o.BoX 340 
CHENEY, KANSAS 67025

APRIL
April can be a busy month in the 
lawn and garden; there is garden 
planting, lawn seeding, weed con-
trol, and prevention among other 
things. If you plan on over- seed-
ing your lawn this spring, you can 
not also apply a crabgrass pre-

venter 
as these 
products 

will also 
prevent 
grass seed 
from grow-
ing. Fall is 
a better time to seed or over-seed your lawn, 
so if you can wait, that is what I would do.  
 If you are not planting grass this spring, 
you will want to apply a crabgrass and weed 
preventer to your lawn this month. Prod-
ucts containing Barricade (Prodiamine) 

or Dimension (dithiopyr) are the ones that I recommend, as they 
are considered season long control.  

JUNE
Bagworms last year were as bad as I can remember in recent history. They totally defoliated and killed many trees last 
year. It doesn’t do any good to treat for them until they have hatched out of the bags. They typically start to hatch around 
Memorial Day. I recommend two applications of Hi-Yield 38 plus or Natural Guard Spinosad, the first one shortly after Me-
morial Day and the second two to three weeks later.  
 For those of you with Bermuda and/or Buffalo lawns, it is now time to fertilize them. An application this time of 
year will help strengthen and thicken them up. Bermuda can benefit from two more applications, one in July and again in 
August. Buffalo doesn’t require as much fertilizer but could benefit from another application in July. 


