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Karl Varnes - CEO

GREETINGS FROM YOUR CEO 

Welcome to spring, or at least our spring edition of your newsletter!  
What the weather looks like in mid-March is anyone’s guess but at least 
we’ve escaped last year’s cold and February record snowfall.  We are “due” 
for an early spring, and with little frost it’s certainly a possibility.

Thus far this year, our milder winter – and lower energy prices gave reduced energy sales; however, we 
find it best not to complain about what’s in our customers’ best interests!  Who doesn’t enjoy an easier 
winter?  Earlier grain sales, increased feed, and machinery sales and strong C-store, hardware, service 
station, and restaurant efforts have your cooperative slightly above last year’s sales at this point.

Thank you to all who attended your annual meeting in January.  There it was reported that your business 
finished the year at over $200 million in sales, with a 3% local net and a 4% bottom line.  Those results 
were possible with your support and we’re pleased to be returning over $2.4 million in patronage in 
March, which is double what was paid last year.  That is in addition to $1.25 million in equity paid back to 
owners last year.  Another benefit for our owners this year is that the cash portion of the patronage will 
be 50%, up from 40% in recent years.  The goal is to return as much cash as quickly as possible.  This is 
the 3rd of the 7 coop principles;  owner economic participation.

We would like to invite you to “dividend days” in March at the following locations:

 March 23rd  Ridgeland office    10:00 – 2:00
 March 24th  Exit 45 Cenex, Menomonie  10:00 – 2:00
 March 25th  Almena Feed & Seed store  10:00 – 2:00
 March 26th  Rice Lake Hardware store  10:00 – 2:00

Snacks will be served, along with door prizes and Synergy personnel to answer any questions you may 
have.  If you are unable to attend these dates, checks will be mailed out.  The patronage rate is being 
calculated at this writing, however, 2 ½% should be a close estimate.  At that rate, here are a few 
estimates on returns of common products you may have purchased:
 
 Starter fertilizer $11.00/ton   Propane   $.035/gal
 Diesel fuel  $.06/gal   Soybean meal  $8.50/ton
 Gasoline  $.05/gal   4 pickup tires  $20.00

This patronage applies to almost all the products and services you purchase.  Even better -  you can 
“double-dip”.  For those with Synergy C-store loyalty cards, you get additional fuel discounts, rewards 
points and the above patronage returned on gold or silver cards.   

Looking forward to this coming spring, summer and fiscal year-end; predictions might sound like just 
more election-year rhetoric.  Also, what we “know” today is updated, changed or inaccurate 
tomorrow.  Information now is instantaneous, rendering market information in a newsletter format 
unrealistic.  We’re optimistic – and realistic.  Politics, Coronavirus, weather, and markets may be out of 
our control.   But our consumer markets are resilient – as are our ag producers.  The world still needs 
to eat, and market volatility gives us opportunities to provide it with what we do best.  Markets are one 
thing we can assist with.  
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Whether it is grain, energy, fertilizer or feed products, call your Synergy experts for opportunities on 
futures, options and contract alternatives.  Time is running short but producer financing options are also 
available through our credit staff.  
 
This year your coop will be investing more money than last with required compliance upgrades at our 
C-store locations for fuel storage and dispensing requirements.  It’s expensive but necessary to 
remain in operation.  The Cenex signage went up at the Barronett location in February, and an additional 
“facelift” will also happen this spring. 

We are also building a shop at the Elk Mound location which has been in the planning stages for years.  
It will enable us to do almost all our maintenance and repairs for multiple locations.   Other projects will 
be considered as the year develops.  

Thank you again for your business.  We look forward to serving you this spring and beyond.  We hope to 
see you at dividend days, to enjoy another one of the benefits of the company you own.  Call or stop in 
with any questions or suggestions you may have.   

Have a great spring!
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AGRONOMY  
Rich Carr - Agronomy manager - Northern Region 

It’s hard to believe that spring 2020 planting season is right around the corner. 
With the snow cover happening much earlier than a year ago and the 
temperatures being slightly better than last year, we could potentially be in the 
fields a lot earlier than last year especially with very little frost to come out of the 
ground. With this being said, here are a few important reminders that will help keep us ahead of 
schedule.

1) Soil Sampling:  Call in today so we can get you on the list to know 
where your fertilizer needs are at. This is very important to know so 
we are feeding your crops accordingly to maximize yields. We have 
noticed over the last few years, that P and K levels have dropped 
significantly on several occasions due to lack of manure being 
produced from dairy’s exiting the market and better seed genetics 
pulling nutrients out. We do not want to find out in season that we 
have nutrient deficiencies. In this case, it may be too late to correct 
for the year and yield loss will affect your ROI.

2) Seed Corn Varieties:  Make sure that you have your seed corn needs locked up early. There are 
several companies having issues with the supply of the early 80-92-day hybrids. Last year was not the 
ideal year to grow seed for production and some states are planting more earlier day varieties this year 
causing supply issues. We are working very closely with our seed suppliers trying our best to fill the 
needs of our customers.

3) Soybean Trait Platforms: With the introduction of the new Enlist E3 soybeans on the market today, we 
now have many options to help control with weed management. The watch out we have on your farm is 
to keep your herbicide trait platform consistent across your acres. Some growers may have carried over 
seed from last year that may or may not work with the rest of your newer varieties. There is a huge 
difference in glyphosate, glufosinate, Engenia, and Enlist. If you have any questions on this, please call 
us prior to purchasing and or spraying your soybeans. We do not want to see anyone have a loss due to 
error.

Synergy Coop offers several varieties of true bulk soybeans in many of these different traits and 
maturities that will fit your needs on the farm. We also offer the option to fully treat your soybeans to 
protect your investment against insects and disease maximizing your yield potential. 

4) Farm Plans: There are still a lot of decisions to be made for the upcoming planting season. Synergy’s 
Agronomists want to help you determine what your total agronomy needs will be and put them into a 
well-organized farm plan. This is done at no additional cost to the grower and will help you show what 
your true cost will be on your acres. This also helps us become more efficient for applications of fertilizer 
and chemical and also helps us while scouting your fields. Let us be your trusted advisor on your 
farming operation and grow together.

Thank you for your business and we look forward to working with you!
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AGRONOMY  

Travis Berg - Agronomy Manager - Southern Region  

As I continue to flip the months over on my calendar, I start to think about 
what plans still need to be made to make the spring planting season go as 
smoothly as possible.  Last year, those plans were turned upside down with 
flooding issues on the river system.  We had to deal with a 2-month delay in getting 
fertilizer up the river.  As we look ahead this year, the river is once again in the spotlight.  

This past fall was a challenge due to excessive rainfall on top of an already wet soil profile.  We really 
got no relief throughout the fall.  Currently, we are looking at plenty of flooding to the South from heavy 
rainfall.  Looking at the Upper Mississippi River Basin, there are over 100 points on the major rivers that 
are already projecting Moderate to Severe flooding potential.  This risk, along with lower fertilizer 
prices compared to last year, makes me confident recommending that you get your spring fertilizer 
needs locked in before situations get worse.  There certainly is more potential for increases in prices 
versus them softening before spring.  Give your Sales Agronomist a call to discuss your needs.

Everyone is familiar with Potash and its importance in growing crops, but not as much is known about 
the importance of Boron applications.  Boron is a micronutrient that is important in cell division and 
Nitrogen metabolism.  Aspire is a dry fertilizer product that combines both of these products in every 
fertilizer granule.  By combining these, it gives a much more even nutrient distribution throughout your 
fields.  Synergy has seen increased usage in Aspire over the past few years with very positive results.  
Feel free to talk to me or your Sales Agronomist about this product.

As always, we appreciate your business this season and going forward. 
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Matt Schofield - Agronomy manager - Central Region 

AGRONOMY  

As spring fast approaches, it is easy to get a feeling of excitement and 
anticipation for warmer days and the smell of green grass and freshly tilled fields.  
All of us in agronomy have been busy during the winter months working closely 
with producers on farm plans, working in grain during grain harvest and busy in our shops preparing all 
of our equipment for what is sure to be another hectic spring season.  With eight agronomy locations 
spread across our territory, it is a tremendous undertaking to keep equipment updated and running 
efficiently each season.

With that said I would like to give an update on the equipment we are updating for the upcoming 2020 
season.  Within our fleet, we have a total of 24 dry fertilizer applicators, ranging from airflow to spinners 
and floaters to high clearance machines.  For this current year, we are replacing six of our older 
machines with five new ones.  We feel that we have gained enough efficiencies within our operations to 
reduce a machine for 2020.  Some of the efficiencies are coming from distribution and logistics as well as 
some are coming from discovering where we can utilize one machine to do multiple types of jobs.

Synergy Co-op has 16 high clearance sprayers and 5 pickup sprayers in our fleet and we are updating 
three of these to new machines.  With the addition of these new sprayers and the technology 
improvements with them, it will allow us to minimize our downtime in the field, which has always been 
important, but maybe even more so now than ever with the increasing spread of waterhemp.  As with 
last year, we are seeing a large increase in the number of acres that are being sprayed multiple times to 
control one of the most aggressive weeds we have seen in this part of the country in quite some time 
now.

Along with our application equipment comes all of our other equipment from tender trucks, to pickups, 
loaders and various other pieces of equipment.  Some of the items we are adding or replacing this year 
are two water trucks for hauling pesticides and water to our sprayers. Two dry tender trucks, two loaders 
for our dry plants, a new fertilizer mixer, and multiple pull-type spreaders for our patrons to use.  Five 
pickup trucks, two of which are for sales, two used flatbeds that are in an exceptional shape that we 
bought from one of our suppliers and a used service truck to help with emergency breakdowns in the 
field.  It takes a pretty long list of items to make it possible to keep our plants and application equipment 
all up and running during what each of you knows is a very short and busy time of year.

I hope this quick rundown of some of our equipment in agronomy helps to provide a small picture of 
what it takes to keep all eight of our agronomy locations up and running as smoothly as possible.  I want 
to thank each and every one of our patrons as well for your business and support over the years that 
have made Synergy Coop profitable in the past and also the future.  With your support it allows us to 
make improvements, that allow us to provide you with the service you expect.  

Thank you to all of our patrons and I wish everyone a safe and great season for 2020
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Jerry Bates - Grain Manager 

GRAIN  

As farmers we all tend to look back at the choices we have made, or not 
made, with regret. To be fair, we also can see how we have made good 
choices or decisions that have benefitted us but regret is the stronger pull for 
most of us. Evaluating past decisions can be helpful, but we cannot become so 
obsessed about those past decisions that we miss out on the next opportunity.

It is understandable to be upset if you make a sale and then the market goes up. That’s human nature. 
The key is not letting those feelings take control of marketing.

Here are some key points to keep in mind:

1. When you make a sale, at some point, you will most likely be able to say that you “could have done 
better”. Accept that as fact, then you can move on.

2. Remember that choosing “not to decide” is, in fact, making a decision. We have many decisions to 
make along the way - make them.

3. Put in place a sound decision-making process. Know your costs of production have a profit goal in 
mind, make a plan to achieve those goals, take action to implement those goals.

4. When regret over past sales surfaces, realize that it’s not highlighting a mistake that you have made, 
but it is, in fact, presenting you with your next opportunity! Consider selling more.

If you keep these key points in mind, regret won’t be able to dominate your marketing actions.
Don’t forget to finish pricing all your contracts. If you have any type of open-ended contract, a basis 
contract, a minimum price contract, or HTA, you need to put in targets for that open component so that 
you can get the result you want.

Now is the time of year we are looking at what is going to be planted.  With that, we also should be 
looking at selling some of that crop to protect the inputs that are put in the ground.  As farmers, we need 
to protect what can be protected like, price of inputs and sale price of that crop.  Mother nature is the 
unknown that we can do nothing to change.  

Please don’t hesitate to call and talk to us at Synergy Cooperative to help to protect what we can.

STAY CONNECTED!

FOLLOW US ON FACEBOOK
@SYNERGYCOOPUSA
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Bob Hinrichs - Feed Division and Feed Operations Manager

FEED 

What a beautiful spring day we are having!  Temperature is close to 40 degrees 
and sunshine abounds.  I even let the chickens out today.  Oops, this could be 
one of Mother Nature’s tricks. As I am writing this, it is still February.  But I in a similar 
fashion as the hens I’m enjoying the fantastic day.  Everyone was needing this nice weather and is 
looking forward to all of the promise and hope spring will bring.  Springtime preparations are starting to 
buzz everywhere including the feed division.  We have been investigating everything from better 
combinations of mycotoxin binders and metabolites, to new corn-based products, calf feeds with new 
technologies and even fair feeds.  Quality, pricing, supply chain availability, and performance are all 
determining factors in assisting our patron/owners in profitability.  Not only are we researching many 
products, but we are focusing on knowledge and the delivery of that knowledge to our patron/owners.  
Synergy and cooperatives before Synergy worked in conjunction with Vita Plus primarily on Dairy and 
Beef operations. Now we have expanded into the Goat market in both milking and meat.  This is only one 
example of how we get needed cutting edge technologies to our patron/owners.  Sarah and company 
have much more in store for you on that.  

We continue to dial in on efficiencies with the consolidated purchasing of Vita Plus products.  This may 
not seem like a big deal but coordinating other locations purchases into one large purchase and delivery 
to take advantage of missed discounts is certainly no small task.  Jenn at the Elk Mound office has done 
a wonderful job handling this task.  The next target will be the consolidation of Purina purchases.  Plenty 
of other areas of consolidation exist but none more opportunistic then the restructure of the bag route 
which will be completely internal.  I hope that a number of these changes will go unnoticed from the 
outside but will positively impact how the inner mechanics of your feed division work.

If you recall in the winter newsletter we discussed fiber-based commodities and their cost which was 
difficult to deal with.  Those prices as of now are normalizing and trucking which was pinched is now 
pretty accessible. Trucking will be tight again when the spring rush hits.  In that same newsletter, we 
also had concerns about the swine flu in China and how it affected the soy market, now concerns have 
turned to the Coronavirus which has caused some widespread market volatility.  As of February the 24th 
the stock and crude oil markets are selling off with precious metals strengthening.  When dealing with 
markets it is always good to remember that fear and greed are the two main driving forces behind 
market surges and declines.  The unknowns about the virus and false information on the virus coming 
out of China are leaving everyone in a fearful state.  Supply chain interruptions due to the many plant 
shutdowns in China have also fueled market selloffs.  Government enforced quarantines are the reason 
for the plant shutdowns and those will continue until there is some relief from the outbreak.  We 
continue to monitor these markets and look for purchasing opportunities. 

We have been rearranging labor and management to match a person’s abilities with their job positions.  
It has been interesting as we are only in the beginning stages.  One of the employment changes that has 
occurred is that Steve Sarauer has been named as the new production lead at Elk Mound’s feed 
manufacturing facility.  He has been employed by Synergy and its previous founding cooperatives for 
over 30 years.  He brings a wealth of milling knowledge, a drive for quality, and friendly personality.  If 
you don’t know or have not met Steve it is definitely worth your while.  Steve is enjoying the production 
lead position as it does give him the flexibility to work a number of different tasks at that facility.  The 
next year will prove to be exciting as we continue to fit folks into positions that are enjoyable and 
challenging for them.
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Some of the projects we will be discussing with the board will include a texturized mixing improvement, 
liquid molasses application system upgrade, and some rolling stock improvements.  Of course, just a 
little disclaimer that the discussion is never just limited to the aforementioned items.  What more could 
we possibly want to spend financial resources on?  The beauty of Synergy is that your elected board will 
bring the desires of its patrons to that discussion which influences the project discussion in a very 
positive and open manner.  As always keep first things first.  Faith, Family, and Farming!  

Have a safe and productive spring and thank you for all your support!

FEED 
Sarah McHenry - Sales Team Manager and Lead

Alternative Forages 

   Spring is in the air and I can hardly wait to see some 
beautiful fields of alfalfa.  Thinking of alfalfa makes me reflect back upon our 
current situation without alfalfa and the observations we have seen feeding 
a variety of alternative forages.  

In general, some keys to success with any of the alternative forages were moisture and timing of 
harvest.  Timing of harvest to get the best quality is not a new idea when it comes to harvesting forages, 
but overall the windows to harvest any of the alternative forages were very narrow.  For example, any of 
the small grain type forages would go from quality feed at the boot stage to glorified straw when the 
seed heads became very prevalent.  The moisture content of the harvested alternative forages was also 
very key in the form of the wetter the better or as wet as the storage unit could handle.  This not only 
helped from an increased intake standpoint and less sortable in a TMR situation, but also fermentation 
and feed out stability was better.  Most alternative forages this year have a hollow stem so when they are 
put up wetter they will pack and seal up better making fewer areas for oxygen to remain and possibly 
mess up fermentation.  

Another interesting observation from the alternative feeds is the quality feed that came from harvesting 
ryegrass and triticale.  Both of these tended to produce quality forage with good protein, fiber 
digestibility, and could pretty much replace alfalfa in a lactating cow diet.  When growing either of these 
applying nitrogen is very key for tonnage and growth, but can produce two to three good crops of 
forage.

Overall, alfalfa is a very tough crop to replace in rations, but I am very thankful that there were some 
good alternative forages to feed to cattle and maybe some good options for this year as most try to 
rebuild alfalfa inventory.    

The Synergy Feed Team is here to help     
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Energy Sources

As 2020 is rolling along with milder temperatures and sunshine there are 
still a few “gifts” from 2019 that will continue to keep us on our toes coming 
into 2020.  A couple of main concerns being light test weight corn and the need for more energy in 
rations along with the worry of mold or mycotoxins that could be present in the corn.  

The light test weight corn presents come challenges because there is just not the punch to feed the 
rumen microbes enough energy to make milk.  Milk components benefit from light test weight corn and 
with the good pay price for milk butterfat and protein in some situations giving up a little milk and having 
higher components can work.  But like most, we want the cake and to eat it too, so coming with ways to 
get more energy into rations to meet production goals has called for some creativity.  We have looked to 
other energy sources from fat products, sugar, corn gluten feed, rumensin, and feeding as much corn as 
the cows can handle.  When adding in any energy source besides corn cost should be evaluated to 
determine what the milk gain would have to be in order to get a return on the investment of the 
previously listed products.  

Now for a note on molds and mycotoxins, which seem to be a conversation piece every year, but this 
year I think it is worth noting due to the stresses that were on the corn crop.  A stressed unhealthy plant 
will be more susceptible to mold, which can lead to when the feed that is harvested ferments the mold 
can hinder fermentation or even after it ferments and then is exposed to air at feed-out can then 
destabilize the feed quicker.  So what can we do about it?  One of the main things is reducing stress for 
the animal. For instance, in most situations, animals can handle some amount of mold and mycotoxins 
through their own immune system and a properly functioning rumen.  However, sometimes adding in 
immune system boosters can aid if the animals do get stressed and then cannot counter molds that 
might be present.  Most of these products will run in the $0.15 to $0.30 per head per day and working 
with your local Synergy Nutritionist can help you determine your need and correct product for your farm. 
    

Thank you and wishing you a productive and safe spring 

Sarah McHenry - Feed Sales Manager and Lead

FEED 

VISIT OUR WEBSITE
WWW.SYNERGYCOOP.COM
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MACHINERY
Spring is just around the corner! Our LS Tractor sales are ahead of last year and we have several 
quality trade-ins on the lot.  We also still have some remaining snowblowers both walk behind and 
three-point on hand but at reduced pricing!  So be prepared if we get more snow this year as we did 
in 2019, or be extra prepared for next year. We have Great Plains drills and rotary cutters on hand at 
pre-season savings also. Our GEHL skid loaders on the lot are ready to go to work for you.  If you are 
looking to get pre-season shop work done to be ready for spring give Roger a call.  Also if you are look-
ing to stock up on parts, Jeff and Duane can lock in your parts needs now.  Looking forward to cleaning 
up outside this spring, well we have chain saws on sale NOW that can make that clean up a lot easier! 
Also lots of Echo and Jonsered trimmers mowers available for spring lawn work, along with new Coun-
try Clipper zero turn mowers on hand. As we look forward to summer we will have a good display at the 
Farm Technology Show in Eau Claire County, July 21st to 23rd at Huntzinger Farms.  We hope to see you 
there!

CHECK OUT OUR RESTAURANT & BAKERY!

EXIT 45 RESTAURANT & BAKERY
2100 COUNTY ROAD B
MENOMONIE, WI 54751

Exit 45 Restaurant and Bakery is a from scratch full service restaurant. Homemade 
food, breakfast, lunch and dinner. Plus house made pies and desserts. 

Open daily: 5:00 AM to 10:00 PM

www.synergycoopexit45.com
On Facebook @Exit45RestaurantAndBakery
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Troy Strand - C-Store Operations Manager 

CONVENIENCE STORES  

Synergy Cooperative is excited to continue our local card program 
offering many of the same benefits offered by nationally known 
companies as well as meeting shoppers’ loyalty expectations. Our loyalty 
program is strong and has been very successful in growing sales and 
increasing customer counts. When we compare ourselves to other 
companies using the same loyalty service, we average $2 more per non-fuel 
purchases then our competitors. And we show an increase in gallons of nearly 3 gallons per transaction 
when using our loyalty. 

When you sign up for our loyalty you can use it immediately and we even start you out with a few points. 
You can also save on every gallon of gas or diesel you pump using your loyalty. Saving receipts to track 
sales for patronage is no longer required!  We have three different options for loyalty.

Synergy Gold Card
This is your all in one card.  It allows you to charge, track patronage and earn loyalty in the convenience 
stores (except Barron A & W, Colfax Subway, Menomonie Exit 45 Restaurant, Almena and Cumberland 
Holidays).

Synergy Silver Card
If you do not want a charge account, no problem!  Our Silver card allows patronage tracking and loyalty 
in the convenience stores with the same exceptions above.  Note:  This card must be used inside the 
store.  Pay at the pump is not available with the silver card at this time.

Loyalty Blue Card
Used for Loyalty only.  This card does not allow patronage tracking or charging privileges.  It allows you 
to earn points with purchases at the pump or inside. 

Loyalty Rewards
All three cards will have the ability to earn loyalty rewards.  The point program gives money off 
purchases in the convenience stores.  We are also continuing our “Bonus Buy” promotion along with 
cents off per gallon.  Sign up today and receive 200 bonus points!   

Patronage
Customers often ask what is patronage and why is it important to them? Simply defined, 
patronage is profit distributed to our members and is similar to a dividend payment. Patronage is based 
on net profit earned by Synergy and is only available from a cooperative. Corporations or 
privately-owned businesses do not pay patronage which is a key reason to do business with Synergy 
Cooperative. Patronage payments are not guaranteed and determined annually by the Board of 
Directors.
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CONVENIENCE STORES 

Ridgeland Cenex
We are excited to announce a promotion within our convenience store division.  Amanda Nicpon has 
accepted the position of store manager at our Ridgeland Cenex location.  Amanda has been with the 
coop for 5 years starting in Barron as a team member.  She then relocated to Cumberland Holiday and 
quickly became the assistant manager.  Her most recent position was the assistant manager at our 
Almena Holiday location.  Please join us in congratulating her on her successes and welcoming her to 
the convenience store management team! 

Data and Customizations
Organizations serving various industries have utilized data to help improve business objectives. 
Convenience stores are no different, as data can help increase revenue. When many of us think about 
data, we automatically apply it to demographics, purchase history, and location. Data will allow 
convenience store operators to successfully create personalized marketing campaigns (relevant offers) 
all while building stronger, long-lasting relationships with customers.

Most importantly, from a bottom-line perspective, data provides us the ability to accurately measure 
what we stock within our stores so that the products our customers demand are regularly available for 
purchase. This ensures customer satisfaction and repeat business because consumers know they can 
rely on the store.

As consumer habits change over time, so will our business.  Synergy Convenience stores are on this 
path.  We have added a back-office and centralized pricing to gather the data needed to make educated 
decisions about product selection along with customized programs to meet customer’s needs.  We also 
utilize our vendor partners and their technology to forecast future promotions.  In the past 18 months, we 
have added additional products such as liquor at Almena, Barronett and Turtle Lake, Hot Stuff at 
Ridgeland, Colfax and Rice Lake West.  We will continue to move forward as the market changes to 
meet our customer needs. 

“Change almost never fails because it’s too early. It almost always fails because it’s too late.” 
Seth Godin - Bestselling author of 18 books, marketer, public speaker, and entrepreneur

As retailers, it’s important to recognize when there’s a need for change, whether it’s coming from 
external factors like the industry, fluctuating trends, or an evolving clientele. Whatever the reason, it’s 
key to identify the need to change quickly and be reactive and agile while you can before it becomes 
too late.

We have 14 locations stretching from Menomonie to Shell Lake and from 
Turtle Lake to Rice Lake. No matter where you find yourself in northwest 
Wisconsin we are just around the corner and ready to serve you. 
Lunchtime hunger pains? With options like freshly made pizza, chicken 
and sandwiches at many stores we have you covered. Outdoing some ice 
fishing? We have live bait and cold beer at several locations. And as 
always, we have top tier Cenex gasoline and premium diesel to help keep 
you on your way.

Almena
 Barron 
  Barronett
   Boyceville
    Chetek
     Colfax
      Cumberland
       Menomonie
        Rice Lake 
         Ridgeland 
          Sand Creek
           Shell Lake 

            Turtle Lake 
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Kyle Knutson - COO - Energy/ Other Retail

ENERGY - PROPANE

As I write this article in late February, looking back to last years article, all 
I can think about is how much different this winter was from last winter! How 
many times we heard the term “polar vortex” last year as compared being 
non-existent this year.  I am sure that many of the patrons reading this would be just fine not hearing 
about polar vortex’s any time soon.  This year we have seen a fair amount of snowfalls, however, the 
timing of the snowfalls this year seemed to be more in the evenings and/or overnight compared to last 
winter where we saw the majority of the snowfalls during the daytime.  The timing of these snowfalls 
makes a significant difference for our drivers trying to complete their routes safely and efficiently.  

The snowbanks still seem to find a way to be obstacles for the delivery drivers. With that being said, if 
you are able, please try to maintain a path for the delivery driver to get to your propane tank.  As you 
know, with the depth of snow in yards it is difficult enough to walk out to the propane tank if there isn’t a 
plowed path, let alone for the driver to pull the delivery hose to get out to the tanks. 

It is recommended that you keep your propane tanks clear of snow to allow daylight/sunlight to warm 
the tank which will help the propane boil in the tank to produce higher vapor pressure. When clearing 
your tanks of snow, please use a broom to avoid damaging the finish coatings of the tank.  Another 
situation that has been very prevalent in the past few weeks with the blowing and drifting snow has 
been the gas regulators on homes/buildings that have been buried in snow. Please take a look at your 
regulators and make sure they are clear of snow.

With spring just around the corner, it is typically the time where we see an influx of patrons that are on 
WILL CALL, (they call in to order their delivery) running out of gas. Please take a minute to check your 
tanks periodically to assure that you don’t run out of gas. I would think that we would be sending out our 
summer-fill information, propane safety information, as well as next year’s propane contracts around the 
middle of July so keep an eye out for those this summer.

Thank you for your patronage this past year and have a great SPRING!
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Kyle Knutson - COO - Energy/ Other Retail

ENERGY - FUEL

What is happening with the petroleum prices since the New Year?  As I look back to what I wrote in the 
December issue of the newsletter, I focused on the timing of some low points in the market for the past 
two years. Well, this year apparently is not following either of the past two years, which I didn’t fully 
expect it to anyway.  This year the low point was about the first of February, 2020 and was driven by fears 
of lower global demand due to the Coronavirus. The low point in the market for diesel fuel this year is 
trending very close to the low point we saw for diesel last year. The market continues to be a bit 
unstable and is reacting daily to any news out of China and now most recently South Korea, however, it 
has been trading in a range of approximately 5-10 cents per gallon over the past two weeks.  
  
There are several recent factors that continue to drive the prices of crude oil, diesel, and gasoline. Here 
are some of the factors that are presently driving the energy markets:

Russia: There have been many discussions and considerations to move the next gathering of OPEC+ to 
an earlier date due to the coronavirus outbreak in China. However, according to Russian Energy Minister 
Alexander Novak, they will continue forward with meeting on March 6th as he didn’t see any reason to 
push it forward at this point. It is still unclear what Russia will support at that meeting. 

Coronavirus: Are you tired of reading about this virus yet? New reports are showing that now South 
Korea has doubled its infections in a short period of time reporting 100 new cases. Also, China is having 
problems in its prison system with about 500 confirmed cases. China totals are now up to 75,400 
confirmed cases and 2,236 deaths due to the virus. 

US Shale: The EIA has come out with its latest forecast and they are predicting the US shale oil output 
will climb by 18,000 barrels per day in March 2020. The increase in output will be coming from the 
Permian Basin while shale output from Anadarko, Appalachia, Bakken and Niobrara regions will see 
declines. 

We will continue to offer contracting for the remainder of 2020.  It is unknown where the prices will go 
from here. Contracting values continue to appear advantageous compared to average retail pricing from 
last year. If you are considering contracting diesel fuel to protect yourself from rising prices, please call 
Dave Kaufenberg in Almena, Todd Mandel in Rice Lake, Josh Sykora in Elk Mound for a daily quote.  We 
can offer contract diesel fuel for any patron at any time. Just call us for a daily futures market quote 
between 9 a.m. and 1 p.m. daily. 
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Below are the diesel and crude oil stocks graphs as of February 20, 2020.  As the charts show, both 
diesel as well as crude oil stocks are currently above last year’s levels and below the levels of 2018 as 
well as the 5-year average.      

I would like to welcome Josh Sykora to Synergy Cooperative.  Josh is a Certified Energy Specialist 
through Cenex and will be working with energy patrons in our southern region on diesel, DEF, gasoline, 
lubricants, and propane.

Thank you for your patronage this past year and have a great SPRING!

HARDWARE 

At our hardware stores, we have all your spring needs like oil, filters, DEF, nuts, bolts, screws, batteries 
for tractors, boats, mowers, garden seed, potting soil, gates, fencing supplies, animal health supplies, 
L.P. bottle filling or anything you need and if we don’t have it, we will get it for you. So come and see the 
great selection we have on hand. Different stores have different selections.  

Mark your calendars for Ridgeland General Store’s 5th annual 
Chick Day coming up on April 10, 2020!

From 8 AM to 5 PM.  There are multiple breeds of chicks from Abendroth Hatchery available to purchase, 
along with chick supplies and feed.  There will also be activities for kids and informational displays.  Also, 

the Countyliners 4-H Club will be serving lunch from 10:30 am to 1 pm (free-will offering).  

ENERGY - FUEL
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SERVICE STATIONS
Kyle Knutson - COO & Service Station South Manager 
Mark Kucko - Service Station North and Central Manager

Stop by or call one of our five conveniently located service stations 
for your tire and auto care needs. There is no better time than now to purchase tires before your summer 
travel plans arrive and take advantage of our Spring Pothole Alignment Special!  

We are conveniently located at:

TIRE & AUTO REPAIR SERVICES

On the farm tire service is also available at our Rice Lake and Ridgeland locations. 

Pothole season is just around the corner which means suspension repair and alignment season.  
Synergy Cooperative service stations are offering $10.00 off alignments for members with this coupon 
below at any of our service stations: 

$10.00 OFF COUPON
POTHOLE SPECIAL

4 WHEEL ALIGNMENT
VALID ONLY AT SYNERGY COOPERATIVE SERVICE STATIONS 

RICE LAKE, CHETEK, RIDGELAND, COLFAX, MENOMONIE
GOES TOWARDS A WHEEL ALIGNMENT ONLY. NOT VALID WITH ANY OTHER OFFERS OR DISCOUNTS. 

COUPON MUST BE PRESENT AT TIME OF SERVICE. SOME RESTRICTIONS DO APPLY.  

EXPIRES: 5/31/2020

Rice Lake 
924 Hammond Ave.

715-234-7136
John Hazelton

Ridgeland
318 Railroad St. 
715-949-1831

Jake Hutchinson

Chetek 
3020 Knapp St.
715-924-4833
Ryan Gardner

Menomonie 
807 Main St. 
715-232-6210
Dave Woody

Colfax 
618 Main St.

715-962-2276
Mike Beguhn

•Car, Light Truck Tires
•Agricultural Tires
•Tire Balancing
•Tire Installation
•Tire Repair
•Tire Rotation
•TPMS Service
•Transmission Repair
•Wheel Alignments

•Alternator Repair
•Air Conditioning  
•Axle and CV joint repair
•Batteries
•Belts & Hoses
•Brake Repair
•Climate Control Systems
•Cooling System
•Differential Repair

•Four Wheel Drive System
•Engine Diagnostics
•Engine Repair
•Liquid Propane
•Muffler Repair
•Nitrogen
•Oil Changes
•Maintenance
•Suspension Repair
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The Credit Team - Diane Kuhl and Bobbi Demers

CREDIT DEPARTMENT

IS IT SPRING YET?

We’re ready to say so long to ice scrapers, shovels, hats, 
mittens, and severe weather reports. The first day of spring officially 
begins on March 20th. There may still be snow on the ground but let’s put forth a sunny outlook as we 
prepare for spring.

Dividend Days are coming up in March. Dividend checks for customers with accounts over 90 days may 
be withheld. Feel free to contact your credit department before Dividend Days.  

COME OUT AND MEET OUR CREDIT TEAM! Join us for a snack, a fun give away and find out more about 
money-saving tools you should take advantage of!

The Synergy Credit Team wants to offer you a money-saving tool kit.  
Our company has several programs in place to help your 
household make the most of your dollar.

Here are all the tools we have to help you do just that…
 LP Pre-Buy- This program offers you a discounted price on LP to plan for the upcoming heating   
 season.*
 Budget Plans- This program allows you to have an affordable monthly payment while locking in   
 your LP price at a discounted rate.*
 Cash Discounts- When you pay your invoices within 10 days by check, cash or repetitive ACH 
 payments, you can receive a discounted price.
 Synergy Cards- When you use your Synergy card at the stations, you can earn not only 
 money-saving rewards but also patronage on your purchases to build your stock equity.
 Input Loans- Synergy has partnered with Winfield and Cooperative Finance to offer low rate input   
 financing.  
 John Deere Financing- We can apply your invoices to your John Deere Financing (up to 60 days   
 after an invoice is incurred).
*Watch for June/July mailings on pre-buy and budget sign up.

For our agronomy customers, Synergy Cooperative still has several 2020 crop input financing options 
available. We have partnered with CFA and Winfield to provide lower rates, longer-term input loans.  We 
feel these financing options are a great way to obtain longer-term lower rate financing at much better 
rates than the cooperative’s 18%. Contact your agronomist or Diane in the Ridgeland office about 
applying or with any questions.

Historically, a lot of homes go on the real estate market in the spring. Remember, if you are selling your 
property (particularly if you have a leased tank) please let us know as soon as possible.  Also, your 
buyer will need to set up an account with us before they can order LP or fuel oil at that location. Also, if 
an account holder passes away, please notify us right away. A new account needs to be set up for the 
surviving spouse, family, etc.  
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The Controller Group - Enid Jackson - Becky Norris - Alicia Streich

A NOTE FROM THE OFFICE 

We are working on identifying our sales so that we can pay out our patronage for last fiscal year ending 
September of 2019. Patronage Dividends are how Synergy Coop returns back part of the profits to its 
members. Synergy Coop is a business based on member ownership. To be part of Synergy Coop you 
need to set up an account, it can be a cash or credit account; this helps us identify our sales. The more 
sales that Synergy Coop can identify the less income tax Synergy Coop has to pay and the more 
Synergy can return to its members. That is why it is so important to use account numbers when making 
a purchase from Synergy Coop.

If you receive patronage dividends for Synergy, they are only taxable to you if what you purchase from 
the coop is used on your income tax return as an expense, like a business expense (schedule C or 
Schedule F are two examples). If you are unsure about this ask your tax preparer, they will be able to 
guide you.

Patronage refund is the name for the profit that Synergy returns to its members/owners. Essentially, 
each member/owner gets back part of the profit based on their purchases made during that fiscal year. 
To be eligible for a patronage refund, you must have an account with Synergy and have made qualifying 
purchases from Synergy. 

The patronage refund consists of equity and cash. The retained portion of the patronage refund is 
allocated to the member’s equity account and paid out at a later date.  Synergy Cooperative will be 
paying back about 2.4 million dollars in patronage of which 50% percent is paid back in cash and the 
balance in equities.  

Our checks will be available at Dividend Days March 23, 24, 25, 26 at various locations visit our website 
for locations and times. 

If you have any questions with this please feel free to give us a call, thanks again for your loyalty and 
continued relationship with Synergy Cooperative.

SAVE THE DATE!
SYNERGY COOPERATIVE DIVIDEND DAYS

MONDAY MARCH 23, 2020 RIDGELAND MAIN OFFICE
TUESDAY MARCH 24, 2020 EXIT 45 CENEX MENOMONIE 

WEDNESDAY MARCH 25, 2020 ALMENA FEED AND SEED STORE
THURSDAY MARCH 26, 2020 RICE LAKE HARDWARE STORE

FROM 10 AM TO 2 PM 

DOOR PRIZES, DIVIDEND CHECKS, AND SNACKS



MAILING ADDRESS

PO Box 155
Ridgeland, WI 54763 

PHONE

1-800-559-1717

E-MAIL & WEB 

sales@synergycoop.com
www.synergycoop.com

ALMENA

106 Prospect Ave W
PO Box 118

Almena, WI 54805
715-357-3650 

ELK MOUND

N6055 State Road 40
PO Box 70

Elk Mound, WI 54739
715-879-5454

RIDGELAND

229 Railroad St
PO Box 155

Ridgeland, WI 54763
715-949-1165

 


