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GREETINGS FROM YOUR CEO
Karl Varnes - CEO

Summer greetings. A cold winter – and one of the coldest Aprils
on record is now but a distant memory. Weather, the universal
topic of conversation does have significant impacts on our lives
and business. The colder winter did add significant volumes to
our propane and heating fuels. When April arrived we were all
ready for spring – which didn’t arrive until May. About the time
we were all convinced of delayed planting and late harvests, we
received a month of ideal planting weather and finished earlier
than past years. Let’s hope we’re blessed with ideal growing conditions going forward, and for our
northern customers, rain in more moderate amounts.
But everyone knows “how’s the weather”. How is your coop doing? We are now 9 months into the
creation of Synergy Cooperative. While it’s too early to speculate on year end results, sales at this point
are up over 9%. While some of that is driven by higher energy prices, other prices are lower and most
division volumes are strong. The lack of any CHS patronage will hurt this year but that just makes our
local success that more imperative, and the true measure of our performance. We started our year by
paying back over $750,000 in equity redemptions to our 68 year old members. In total we’ve returned
almost $4 million in patronage, stock and equity redemptions since last fall. This was set forth by your
board in the planning process. Returning value, patronage and equity to our owners remains our
ultimate goal. There have been other significant costs planned for in our first year. Re-identification of
vehicles, buildings and other assets are being finished this summer. These are non-recurring costs that
in many cases needed attention regardless. We’ve realized many of the efficiencies identified to
accomplish – many we’re still working on – and that will be a continuous process. We must be efficient
to continue returning patronage, replacing equipment and attracting talented people to serve you as
you expect. One of the most gratifying experiences of the last year has been the realization of just
how many dedicated, talented employees your business has.
What hasn’t changed is our commitment to our communities. We are still your local co-op. While
there are those who choose to do business exclusively online; for the rest of us, the people and places
you wish to do business remain and we intend to improve. The transition to Synergy has hopefully been
seamless for all our customers.
For those with the intestinal fortitude to watch or listen to national news, it’s a tumultuous time. That’s
good for ratings I suppose, although we might be better served to affect positive change in our own
communities. We are however impacted by the market forces that often take advantage of the
speculation that comes from trade disputes, tariff talks and the inevitable retaliation rhetoric that follows.
In the end, we’re still in a global supply and demand economy. If someone wants to buy corn, butter,
pickled herring or aluminum they’ll find a way. Cargo ships change direction all the time as markets
change, Brazil today – gulf of Mexico tomorrow. When supply/demand rebalances our ag economy will
regain its footing. Common sense negotiations replacing political posturing wouldn’t hurt either,
hopefully that occurs soon for everyone’s sake. Remember also that the 3 week time lag for newsletter
printing makes timely market information impossible in a digital world. Check our website for more up to
date market news and trends.
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In the meantime, the diversity of your co-op should serve us well. The mix of consumer and producer
business helps insure your investment is strong. We’re not making any major investments in assets this
year. Rather we’re taking a more prudent approach by making minor improvements in some agronomy
facilities, feed mills, C-store repairs, equipment and energy vehicles. Please read through the rest of this
newsletter to see what’s new, available, meet new employees and updates. LP information should have
arrived; we have more options available for you than ever. Give any of our knowledgeable departments
a call with any questions.
Above all, thank you for your business. Your support is greatly appreciated and we want to be the
best investment you make. Simply, we need to perform so you can be rewarded and repaid. Please
let us know if you have any questions, concerns or suggestions.
Have a great summer.

VISIT OUR WEBSITE

WWW.SYNERGYCOOP.COM
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OBSERVATIONS AND WHERE WE’RE AT
Dave Schoonover - COO - C-Stores, Feed & Grain

C-Store Division
As a farm based agricultural supply cooperative this may surprise many,
but the C-Store Division is the largest within Synergy Cooperative.
C-stores generate more gross sales dollars and has a large impact on company
cash flow throughout the year.
Synergy operates 13 convenience stores plus 2 service stations who provide fuel. Our sites are
situated in a geographic area stretching from Shell Lake to Menomonie. No other competitor has that
many stores within our market. Our comments are not meant to be boastful or arrogant because
experience has taught us the business world will find a way to whack us in a heartbeat.
In order to compete, grow and thrive, Troy Strand was hired to oversee operations. Troy had been a
District Manager for Holiday Stationstores. He and I got to know each other because he called on the
two Holiday stores Synergy Cooperative owns today. Troy’s charge is to play in the same sand box as
other major players.
The Synergy Card Program was rolled out since the merger began and has been well received by
customers. The Synergy Card offers Rewards points, fuel discounts and can track patronage for
eligible customers.
While all well and good however it’s you, our customers we’re here to serve every day. Consumers
dictate nearly every move we make with their pocketbook. Looking to the future, Pay-at-the-Pump
technology is available today for use with smart phones and will be considered in the future at Synergy
Cooperative. We’ll also look at apps which can provide promotions geared towards a specific group of
consumers. Examples might include a free drink to moms on Mother’s Day, a free ice cream cone on
birthdays, a free cookie with the purchase of Synergy coffee or Hot Stuff pizza, etc. All are geared toward
driving increased traffic through Synergy stores and locations.
There is much work to do, yet there is much opportunity. The expectations are high. We hope to earn
your trust and business every day. If not satisfied for any reason, contact the store manager, Troy or
myself.

Feed Division
No one needs to be told of the challenges both dairy and cash grain farmers have and continue to face.
While crops are looking good following timely rains and warm temperatures, profit margins for our
customers remain a significant challenge. Of course, how our patrons fare financially has a major impact
on Synergy’s business operations.
Farmers have continued to tighten their belt any way possible in an attempt to squeeze profit from
shrinking milk checks. Synergy’s Nutrition Consultant group continues to spend much of their time
analyzing rations and proposals without affecting herd performance.
While milk prices remain near break-even levels, we’re looking to the future. Two new employees have
been hired as we continue to expand the market and type of customers we intend to serve. Peter
Oehler was brought onboard in January to serve as a strategic dairy consultant.
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Also Prairie Farm area native Alice Stafne has also joined Synergy Cooperative as a Nutrition Consultant
at the Ridgeland Feed Mill.
A semi-tractor and trailer will soon join the Synergy Feed Division truck fleet. Our business has grown
enough to justify such an investment. Hauling an extra three tons of feed versus a conventional quad
axle truck is an added efficiency we simply can’t overlook.

Grain Division
Customer education is one of the key foundations of the Grain Division. While Jerry Bates and Matt
Schofield continue to suggest the tried and true concept of target offers to customers, we’re
expanding the “need to know what’s happening with grain prices” expectation to our employees. Who
better to know some of the reasons grain prices are where they’re at than those who answer the phone
or unload customer trucks and wagons at our elevators? We’ll continue to educate those who work
closest to our patrons so you can make correct decisions. Contact any of us to see where the market is
at, why prices are what they are, to sell grain, etc. Our goal is to get our customers the most up to date
information in a timely manner.
An additional scale has been added to the Almena elevator which will improve traffic flow and reduce
wait and unload times. Synergy owns a 70 foot truck scale acquired as part of the merger. This unit had
been used during the spring by the Agronomy team but was no longer needed because of the close
proximity to the Cameron Ag Center.
There’s been a flurry of national legislative activity affecting grain markets over the last nine months.
Officially known as Section 199A but better known as the “Grain Glitch”, language had been submitted in
Congress which would have given farm cooperatives significant tax credits. In return, the industry and
private competitors saw those credits being offered to farmers in the way of higher grain prices by
cooperatives thereby giving an unfair price advantage. The final language in Section 199A gave minimal
financial advantages to cooperatives.
The grain industry will be directly impacted should the war of words between President Trump and
China take place. Markets have been affected since last fall when the president attempted to hit China
financially over allegations American technology and intellectual property were stolen by China. The first
portion of the $50 billion in new U.S. tariffs on Chinese imports go into effect July 6 and will impose a 25%
tariff on about 1,000 products valued at about $34 billion. The remaining $16 billion in new levies are still
under consideration. China of course is threatening to retaliate.
As of this writing (June 25), the Farm Bill has been passed by the House and is set to be voted on by the
Senate soon. However, the chances for passage and implementation isn’t good. Agri Pulse reports “no
farm bill has passed before the expiration of the previous bill since 1977, and no farm bill has been
enacted after an election, during a lame duck Congress, since 1990.” Meanwhile, agriculture and our
customers remain as bargaining chips.
Despite the many struggles farmers are facing, history proves what goes up must come down and vice
versa. As Green Bay Packers legendary coach Vince Lombardi said “It’s not whether you get knocked
down, it’s whether you get back up.” Synergy was put together to help our customers in time of need.
We each need each other. Thank you for your business, both past and future.
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CONVENIENCE STORES
Troy Strand - C-Store Operations Manager

Technology
The C-Store division of Synergy Cooperative is taking a huge
step forward with technology. We have contracted with a company
called Ecliptic, Enable C-Store to help us find more efficiencies.
This company provides us with a state of the art software package
to help our stores on a day to day basis with inventory control, book keeping, pricing and real time
updating. One other main point for this program is to give our managers more time to spend with what’s
really important, our customers.
We also upgraded all of our Point of Sale (cash registers) equipment at all locations. Our locations now
have signature capture and EMV (card chip) capabilities inside. The fuel dispenser application is coming
soon. As a refresher the EMV chip is the most recent advancement in a global initiative to combat fraud
and protect sensitive payment data. Payment data is more secure on a chip-enabled payment card
than on a magnetic stripe card (magstripe), as the chip supports dynamic authentication, while the
magstripe does not. Data from a traditional magstripe card can be easily copied (skimmed) with a
simple and inexpensive card reading device enabling criminals to reproduce counterfeit cards. Safety
and security is our main focus.

Barron Customer Appreciation Event
We hope all of you had a chance to make it out to our Customer Event at our Barron Travel Plaza. We
had some great prizes we gave away including a Yeti cooler, 49” LED TV and the grand prize, a 2018
Polaris Sportsman 450 ATV. The children had a lot of fun with the bouncy house and free ice cream
cones. It was a great couple of days to show our customers how much they mean to us!
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CONVENIENCE STORES
Current Market
The world of retailing has been evolving and changing over the past few years. Our competitors now
aren’t the same ones they have been in the past; small stores are the brick-and-mortar stores of the
future; competition has increased and become much more aggressive; and every day, we hear about
more disruption happening in the online retail space. As the retail industry continues to become more
challenging, and as stores try to differentiate themselves from their competitors, what can we do better
to compete in this new and changing world?
The opportunity is to focus on and continue to meet the needs of the all-important shopper within our
stores. By considering different factors associated with our unique store, we can develop a simple store
strategy that helps create the foundation from which we make our decisions. A great example of this
is the new Synergy Coffee program. This program offers a better cup of coffee and a lower retail price.
Also, by having our private label cup it allows us to advertise our cooperative outside the store in places
such as vehicles, on someone’s desk in an office, at another retail location and several other places.

Highlighted Store: Rice Lake West
We now offer food service at our Rice Lake West location. We have taken a huge stride forward and
contracted with Hot Stuff Pizza. Our offerings include breakfast sandwiches, burritos, personal pan pizza,
and lunch sandwiches. Come on down to see the team and grab one of our delicious products to go.
Also remember we make large pizza pies to take with you. Just give us a call or stop by to order.

Operations Note
I would like to thank our team for the exceptional service they provide to our customers, our vendors
for their continued support and a big thanks to our customers who believe in us each and every day.
“Much of our growth the last several years — both in units and sales — has come from gas and convenience operators,” -Kevin Bazner, CEO A&W
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FEED
Bob Hinrichs - Feed Operations - Sarah McHenry - Sales Team Lead

We hope everyone is having a great summer! At the feed mills we can certainly
tell that it is summer. There is always an increase in the making of show feeds,
pig feeds, chicken feeds, and beef feeds besides the regular dairy batches and calf mixes.
We have a wide variety of show feeds available to fit any show animal or show performance goals. It is
also enjoyable to hear different people talk about their animal projects.
We have had a number of projects taking form across the entire feed division. Here are a few that really
stand out. At our Elk Mound facility we are still dialing in on a mixer update. Pinning down the best cost
and best location has proven to take more time than we had hoped. Also at Elk Mound we have started
manufacturing our own Synergy brand. This has been a neat process as we are improving every product
that we are now building in house. The Synergy brand will be available at all our locations as the current
inventory is being used up. If you have any questions which Synergy branded product will work for you
please talk with your nutritionist or one of our counter people at any of our locations.
Some other big news is that we have purchased a bulk feed auger semi-tractor trailer.
This will allow us to be more efficient with some of our bulk hauling as well as allow for
backhauls from different locations.

Rhon at the Chetek location has been working diligently on pooling Purina loads among our locations
and then distributing those products. It has allowed your Coop to receive products in a timely
manner. In a similar way the Almena warehouse has been hauling product to the Rice Lake mill, which
has helped to keep product fresher and more available.
The feed department has been moving employees and some of the rolling stock to different locations
in an effort to utilize the best people and equipment in specific locations. We will continue to seek ways
with our current staff to pick up efficiencies where ever we can. We have also had a number of new faces
at many of the locations. CDL’s have become important for today’s mill worker and whenever we have
had the chance we try to improve our flexibility by hiring agriculturally minded CDL drivers to better
serve you our patron owners.
			
As we write this there is a bright note for those that are purchasing feed as
			
commodity prices take a hard downturn. With the tight farm economy the nutrition 		
			
team has been utilizing a variety of tools to build ration programs to fit each farm
			
and be the most cost effective while not sacrificing production. The continued
			
focus on forage quality is a key component to making rations more cost effective as 		
			
well. As we write this some farms are gearing up for second crop, which is coming
			
on nicely due to the hot and wet weather we have been getting. The first crop
			
lab results are just starting to come back and it seems too soon to tell yet how
			
this year’s first crop is feeding. Be sure to talk to any of Synergy’s talented
nutritionists to find out what products or program will work best on your farm. Also be sure and meet
the two newest members of sales team, which are highlighted in this newsletter as well.
Thank you for your support and have a great summer!
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FEED
Alice Stafne - Livestock Nutrition Consultant
Hello Everyone, I am Alice Stafne a new addition to Synergy Cooperative.
I am a livestock nutrition consultant, working mainly out of the Ridgeland
Feed Mill location.
I graduated this spring from the University of Wisconsin-River Falls with a Bachelor’s Degree in Animal
Science. I spent my last semester studying abroad throughout Europe, experiencing 15 countries in
total.
I grew up on my family’s dairy and crop farm near Prairie Farm, WI. We milk around 80 cows, mostly
Holsteins with a few Jerseys as well. We run about 1,000 acres for cow feed and some cash crops.
I enjoy cheering on the Packers, milking cows and spending time with family and friends.
			

Look forward to meeting current and future customers of Synergy Cooperative

FEED
Peter Oehler - Strategic Account Specialist

Hello I am Pete Oehler and am a new addition the Synergy feed team.
I grew up in Saint Paul, MN and after high school I decided to become a dairy farmer. I enrolled at the Ag
school in Waseca, MN and received an Associate Degree in Dairy Science.
Over the next decade I became a herdsman, a partner in a 60 cow dairy and then rented 160 acre dairy
and owned my first herd of 60 cows. After that I decided to go back school and finish a four year degree
in Ag Business and Nutrition at the University of Minnesota. After receiving my degree, I worked for Land
O’ Lakes and Private Premix Companies for the next 13 years.
In 2000 I decided to get some different experience and moved to Visalia, California to become a
Controller/Manager for a 10,000 cow dairy. For a family reason my wife and I decided to move back to
Wisconsin, in which time I worked for Cargill for the next 3 years.
Then in 2008 till the present I have been a private dairy and financial consultant for area dairies. In
January 2018 I accepted a position with Synergy Cooperative as their Strategic Account Specialist.
Look forward to being out in the country and meeting our patrons

Facebook Cutest Calf Contest Winner
Star - Owner Chelsea Richmond of Colfax
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GRAIN
Jerry Bates - Grain Manager

I hope this letter finds everyone healthy and the crops all planted.
This spring was slow to get started but then turned dry and warm just
long enough to get most of the crops planted. Hopefully most of you have
some of that new crop sold and old crop gone.
Let’s face it; if your marketing goal is to sell all the bushels at the highest possible price, you’ll always be
wrong. Once you sell, 1 of only 2 things will happen: either the price will be higher than when you sold
it or the price will be lower than when you sold it. If the price goes higher, you feel wrong that you sold
what you did. If the price goes lower, you feel wrong because you didn’t sell as much as you could have.
So, if you’re going to be wrong either way, what’s the point? It’s a life of frustration.
As someone making your money from raising food that feeds the world, marketing success has to be
defined by selling grain in a way that covers your costs and pays you a reasonable return above those
costs. Doing this consistently allows your business to grow and provides consistent, long term, future
generation financial support.
When you judge market success by profitability, you take most of the guesswork out of the picture. If
you’re selling based on price movement you have to guess. Selling based on profitability is freeing and
allows you to focus on what your real business is: growing the best crops with the best yields you can
get. Spending more time on quality and yields will impact your bottom line in a much more meaningful
way than guessing on prices and beating yourself up when you are wrong because prices move in one
direction or another.
I want to say again, you have to know your cost of production. Then put bids in above your cost of
production. If you have any questions please don’t hesitate to call and talk to us about your grain
marketing needs. Hope everyone has a great summer and takes time to get away and relax.
To help with harvest this fall we have moved the semi scale we had in Barron to the Almena location.
The trucks loading out and the trucks dumping will weigh out across the new scale and the full trucks
will weigh on the old scale. This will help to keep the empty trucks moving out of the facility quicker.
Our future plans are to make improvements to help to keep the combines moving.
Hope everyone has a great summer and takes time to get away and relax.
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AGRONOMY
Rich Carr - Agronomy manager - Northern Region
I want to take this time and thank all of our Synergy Cooperative customers
for doing business with us. We had yet another challenging year getting crops
planted, fertilized, and sprayed in just a few short weeks.
However, once again we made it through and the crops are looking very promising in most areas. I
encourage everyone to take this time to walk your fields with your agronomist and check all of your
crops. Managing for insects, diseases, and fertility is crucial at this stage.
We need to maximize our yields more than ever in order for you to receive the highest return on your
investment.

AGRONOMY
Travis Berg - Agronomy Manager - Southern Region
					
I would like to start by saying “Thank You” for your agronomy business
					
this past year. This spring brought on many challenges. The late spring
				
caused a lot of the fieldwork to be delayed substantially. But, once it dried
out, weather stayed favorable and crops were planted in a hurry. A condensed season always puts
stress on your operation as well as ours, and this year was no different.
Fertilizer supply wasn’t much of a problem this year. With the later spring start, product was able to get
into place ahead of the rush. Rail deliveries were quite slow though and many had to resort to truck
transport to get product in place. In a job market where truck drivers are hard to find along with new
driver regulations, we saw increased delays in truck deliveries on fertilizer, chemical and seed. Working
with several distributors and manufacturers gave us an advantage on securing product in time though.
The fertilizer market was expected to soften when side-dress season started, but logistics issues and
decent demand didn’t allow that to happen in time. Potash continues to stay strong as demand
matches up with supply and orders for summer fill are strong. The Nitrogen market has been flat due to
tight inventory and delays in barge traffic. Imports have been down quite a bit as well.
As we get into the summer months, continue to work with your Agronomist to protect your yields.
Fungicides and insecticides have proven to be very effective on controlling pests and getting a good
return on investment. Feel free to contact me at any time if you have any questions
Thank you again for your business.
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AGRONOMY
Matt Schofield - Agronomy manager - Central Region

The spring of 2018 was a very interesting one to say the least when one
looks back on how it started compared to where we ended up. Who would
have thought with snow on the ground until late April and the ice coming off
the lakes only 2 days before the Governor’s fishing opener that we would have
head high corn by the 4th of July. Once the snow and ice melted our weather warmed up quickly and
planting season in this part of the state went almost completely unaffected by weather, which allowed
us to get things planted at an extreme pace. With the quick planting, warm weather and adequate
moisture to this point the majority of the crops in this area look excellent.
As of today, due to the great growing conditions most of our spraying and spreading is being wrapped
up and hopefully we will have good crop canopies this summer to help reduce any late season flushes
of weeds. As we go through the summer I would just ask that everyone keep an eye on their fields for
possible arising problems that could occur. In the last week we have seen some insect pressure in
corn and have been seeing an increase in waterhemp in soybeans. For years in this geography we have
avoided resistant waterhemp, but it is here and the more we watch for it now the better chance we have
of avoiding problems in 2019 and beyond.
We have an experienced staff at all of the Synergy agronomy locations that will be more than willing
to look at fields with our patrons throughout the summer months. Hope that everyone has a great
summer.

AGRONOMY
Bruce Ostenson & Don Johnson - Certified Crop Advisors
						
Now that the crops are planted and out of the ground, it is time 		
					
to start thinking and planning ahead for cover crops late this summer
and early fall. Cover crops may not be for every farmer in every situation, but the effects that we are
seeing have been great; less water runoff and more saturation into the fields.
Some things to consider:
•Funding to help offset cover crop planting: check with your local county on the funding they have available
•Snap beans and corn silage ground need to be planted by September 1st to allow enough growth before
freeze-up
•Barley and radishes planted by September 1st had results of plants being a foot and a half taller and still green in
December. Come spring, we saw the barley mat was covering the field and the holes from the tubulars from the
radish were very visible opening up that soil
•Winter rye after soybeans flown on prior to harvest at 50% leaf drop has seen great results
•Winter rye into standing corn have not seen 100% results, but have had some fields that had great results

Deadlines:
•Sign-ups for Barron County Conservation Department are July 15- September 1, 2018
•Sign-up for NRCS cover crop programs by September 30, 2018 for the 2019 planting season
•Please contact us by August 1, 2018 with your cover crop planting intentions so we have time to secure
the seed for you
Let’s discuss your end goal for the cover crops so we can choose the best options for seed. Synergy
Cooperative has no-till drills available to rent for planting your cover crops.
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AGRONOMY
Kevin Austin - Shell Lake Agronomist
Many growers are at the point in the growing season where they are starting
or have started applying fungicides.

One thing to not overlook this time of year is the presence of one of the most common and yield
robbing pests, the soybean aphid. Control of soybean aphids is cheap and effective. Best control is
usually R1-R4, which is prime time for fungicide applications. Canopy penetration and coverage is
crucial, so use higher rates of water, higher pressure and Masterlock for best results. So, before you go
out spraying be sure to check your fields to see if these pests are present, as it may save another
application in the near future.
The most widely accepted threshold is 250 aphids per plant on 80% of
plants in the field, but this can vary slightly especially to the lighter side
of numbers present. Aphid numbers can grow rather quickly, so use your
best judgement or consult with your agronomist on if control is warranted.

AGRONOMY
Blaine Krohn - Elk Mound Agronomist
			
Hello, my name is Blaine Krohn and I am an agronomist and applicator at the Elk
			
Mound location. I graduated from UW-River Falls with a Crops and Soils degree with
			
an emphasis in sustainability. I started working at the Strum Agronomy location last
spring as a Dry Fertilizer Operator and now have since moved to the Elk Mound location to run a sprayer
and be an Agronomist.
As we head into the second half of the season, there are still options that we can do to boost yields
in the fields and the profitability of your operation. A good place to start is with fungicide on soybeans.
The optimum time to apply a fungicide is between the R2-R4 stages. When you start seeing ¼” pods on
the top four nodes of the plant you have reached R3. Fungicides, whether Priaxor or Stratego YLD, have
consistently shown profitable yield increases. BASF’s fungicide, Priaxor, has shown an average of a
4.5 bushel increase and have had up to 9-10 bushel increases. That is a huge return on investment for
your operation. The question that you may be thinking of now is, “what is a fungicide doing to increase
my yields that much?” The answer being, fungicides protect yield potential. They prevent yield loss
to plant diseases, soybeans grow more efficiently, and they handle stress a lot better. The handling of
stress allows the soybeans to keep more of the lower leaves intact which is an area of pod production.
At 155,000 plants per acre and an average of 3 beans per pod, 1 more pod per plant equates to 3 more
bushels an acre. That is only one pod per plant, a very feasible goal with a fungicide application. You can
also consider adding micros or an insecticide into the mix since you are already making a pass on the
field.
A couple other things to keep in mind as we are on the second half of
the season is fertilizer on your hay ground and fall soil sampling/grid
sampling. Some potash on your hayground will go a long way to help
insure that the plants have enough reserves going into winter which
will help with survival and a good stand the following spring. Lastly,
talk to your agronomist on soil sampling this fall to ensure your future
crops are getting the nutrients they need to keep you profitable
The difference of drying down and dying down.
down the road.
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MACHINERY
Bruce Anderson - Machinery Manager

Greetings from Synergy Machinery! Shop work has been very
steady Gene, Al, and Brian are working hard every day to keep you going.
Jeff has the parts you need. LS Tractor sales have been strong this spring as
well as attachments and implements.
We carry Gehl, LS Tractors, Great Plains, J&M, Walco, Edge, Meyers, Farm King, Versatile, Country
Clipper, and Jonsered Products. As some of you have heard Jonsered Products are being re-labeled as
“Red Max” same quality products just a name change.
Country Clipper mowers are second to no one in reliability and ease of operation. New models of LS
Tractors have arrived so check them out!

SYNERGY COOPERATIVE CELEBRATING
JUNE DAIRY MONTH!
Thank you
Dairy Farmers!

Dunn County Dairy Breakfast
Synergy Employees volunteering

Free Ice Cream Sandwiches and
milk mustaches at Ridgeland Office

Synergy Employees mixing pancake batter for
Barron County Dairy Breakfast
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ENERGY - PROPANE
Kyle Knutson - COO - Energy/Other Retail
Hello from the Propane Division,
It is now mid-summer and time to think about your fall and winter
propane needs. We have recently sent out our annual safety mailings
along with the propane contracts. If you did not receive your mailing,
please call our office to have another one sent to you. The contracting program will be open until the
end of August. Synergy Cooperative is offering a variety of contracting options this year; we will have
your traditional pre-buy option, a deposit option, a price locked budget option, as well as a floating price
budget option. I encourage everyone to consider one of these options to help with risk management
regarding rising in-season prices. The budget plan options are also an excellent way to allow the
customer to pay equal payments each month and avoid that larger bill each time the propane tank is
filled.
Looking to buy now? It is a good time to think about ordering your summer-fill delivery of propane.
Prices appear to be as low as I think they will get for the summer. This year, the summer pricing as well
as the contract pricing are up about 10 percent from where they were last year. This is primarily driven
by the price of crude oil and low U.S. inventories due to more usage this past winter as well as higher
propane exports. The inventory graph here illustrates these levels.
Do you have overhanging branches in your driveway?
When we arrive with a propane truck, we need an area
approximately 10 feet wide and 10 feet high, clear of
branches to safely navigate a driveway. It is very difficult
for a driver to back in a driveway when the branches are
hitting their mirrors and moving them or folding them back.
Please trim your branches if this is the case at your property.
Your delivery driver will greatly appreciate it!
				Please call to order a delivery when your tank gauge reads 30% to allow
				
ample time for us to efficiently schedule your delivery. The more we can
				
“pool” deliveries in your area, the less miles we have to drive to deliver gas.
				
This allows us to be more efficient and reduce delivery costs, which in turn,
				
enables Synergy your co-op to be more profitable and return a higher
				
dividend to you, our member owners.
Steps to take if you smell gas or suspect a leak:
•Extinguish all smoking materials and any other open flames or
sources of ignition.
•Get everyone outside and away from the home or building.
•Shut off the gas supply with the service valve at the tank if possible.
(Turn valve on tank to the right to close.)
•Call your propane supplier (use a cell phone outside or a
neighbor’s phone if propane smell is coming from inside the house).
•Stay outside and leave the gas off until assistance arrives.
			
Thank you for your patronage and I hope you have an 					
				
enjoyable remainder of the summer.
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ENERGY - FUEL
Kyle Knutson - COO - Energy/ Other Retail

Greetings from the Fuel Division,
As you all have seen, the prices of gas and diesel have been
on an upward trend since late winter. This has certainly been frustrating
and difficult to adjust to, largely because of the prices of gasoline and diesel that we have had for the
past two years. Inventory graphs from The U.S. Energy Information Agency, shown below, clearly
illustrate that the U.S. Inventory levels of crude oil are about 15% below where they were a year ago. The
inventory levels of distillate (Diesel) is down even more, at about 23% below where they were a year ago
at this time. The inventory levels of gasoline on the other hand is in line with where it was a year ago,
and unfortunately the retail prices are not, primarily because of the price of crude oil.

We have been working diligently to get Off Road Gas Tax Exemption forms signed by customers
requesting to purchase off road gasoline, which is exempt from the state highway tax. We do have a
significant amount of these forms signed and returned. If you are planning on purchasing Exempt
Gasoline and have not signed an exemption form, please call your local office and have one sent to
you.
The Department of Revenue has been actively auditing fuel suppliers for these exemptions, so we will
be unable to offer exempt gasoline sales unless we have the signed form prior to the delivery.
If you are considering contracting for fall diesel fuel delivery to protect yourself from rising prices at
harvest time, please call Dave Kaufenberg in Almena, Todd Mandel in Rice Lake, Brady Arntson in Elk
Mound or myself 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.

Thank you for your patronage, look forward to servicing you
with your fuel needs soon.

SERVICE STATIONS
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Kyle Knutson - COO - Energy/Other Retail
Stop by or call one of our five conveniently located service stations for your tire and auto care needs.
We are conveniently located at:
Colfax
618 Main St.
715-962-2275

Menomonie
807 Main St.
715-232-6210

Chetek
3020 Knapp St.
715-924-4833

Rice Lake
924 Hammond Ave.
715-234-7136

Ridgeland
318 Railroad St.
715-949-1145

TIRE & AUTO REPAIR SERVICES
•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
•Car, Light Truck Tires
•Agricultural Tires
•Tire Balancing
•Tire Installation
•Tire Repair
•Tire Rotation
•TPMS Service
•Transmission Repair
•Wheel Alignments
•Wheel Services

We have the availability of most major brand of tires as well as off brand tires, which can save you
money. These are just a few of the major brands we offer. We have recently launched a webpage which
enables you to shop for tires online from the comfort of your home. Check out the webpage at
synergycooptire.com or you can get to the service station page from the synergycoop.com website as
well.
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CREDIT DEPARTMENT
The Credit Team - Diane Kuhl - Bobbi Demers

We have had recent changes to our credit team.
We welcome Roberta (Bobbi) Demers as a credit
specialist in the Almena office. She is excited to join
the staff there and work closely with our customers
in the northern region of Synergy. Credit Manager, Diane Kuhl is in the Ridgeland office and will be
working with the customers from the central and southern regions.
This year, we had a lot of our farmers that took advantage of the great financing deals through
Winfield, AgriSpan and CFA (Cooperative Finance Association) for their input needs. In growing these
programs and with the change in credit staff, we’ve had a few challenges but as always, the farmers
utilizing these programs have been great to work with and their patience has been appreciated.
We are working to get ready for the upcoming heating season. If you still have LP bills out there from
2017-2018 season, you’ll want to get those cleaned up to be eligible for the 2018-2019 budget program.
For our patrons who have a credit account with us, purchases made during one month are due in full by
the 28th of the following month. Any charges not paid by the 28th of the month following the month of
purchase will be subject to a finance charge of 1.5% per month (18% Annual Percentage Rate) on unpaid
balance and the account will be subject to C.O.D. terms.
Our credit policy is meant to inform you of the terms and conditions of each sale and to help you
protect your credit rating. It is also intended to reduce the risk of bill nonpayment, which can result in
higher costs for all customers. We have been extra vigilant about monitoring customer compliance of
our credit policy.
Communication is key. If you ever have any questions or concerns about your account, please call or
stop at our offices. Our credit team is happy to work with you.

STAY CONNECTED!
FOLLOW US ON FACEBOOK
@SYNERGYCOOPUSA
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SCHOLARSHIP WINNERS
Ethan Kowalczyk
Ethan just graduated from Ashland High School. This fall he plans on
attending UW-Stevens Point studying Food Science and Chemistry.

Skyler Dwyer
Skyler graduated this spring from Barron High School. This fall he plans on
studying at UW-River Falls. He will be majoring in Agricultural Studies.

Timothy Trude
Tim graduated this spring from Birchwood High School. This fall he plans
on attending WITC. His future plans are to be a Network Specialist.

Kylie Krueger
Kylie graduated from Boyceville High School this spring. This fall she will be
attending South Dakota State University. She will be majoring in
Pre-Veterinary Science.

Ryan Secraw
Ryan graduated this spring from Cameron High School. This fall he plans on
attending Northwest Lineman College in Idaho, where he will be majoring in
Electrical Power Distribution.

Andrew Loy
Andrew graduated from Chetek-Weyerhaeuser High School this year and
plans on continuing his education at UW Stevens Point this fall. He plans on
studying Conservation/Wildlife Ecology.
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SCHOLARSHIP WINNERS
Autumn Pawlak
Autumn graduated this spring from Chippewa Falls High School. This fall
she will be attending Chippewa Valley Technical College. She plans on
studying Animal Science Management.

Christopher Moskal
Christopher graduated from Clayton High School this year. He plans on
continuing his education at UW Platteville with a degree in Agribusiness and
Technology.

Lucas Kaczmarski
Lucas just graduated from Clear Lake High School this Spring. This fall he
will be attending WITC-New Richmond to be an Automated Packaging
Systems Technician.

Cole Hill
Cole graduated from Colfax High School. This fall he plans to study at
Northern Ohio College. He will be studying Automotive High Performance
Technology.

Sara Larson
Sara graduated from Cumberland High School this Spring. This fall she will
be attending Northland College where she will be majoring in Fisheries and
Wildlife Ecology.

Sean McRobert
Sean just graduated this spring from Eleva-Strum High School. This fall he
will be attending UW-River Falls. He will be majoring in Ag-Business
Management.
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SCHOLARSHIP WINNERS
Brandon Gilbertson
Brandon just graduated from Elk Mound High School. This fall he will be
attending Northeastern Iowa Community College in Calmar, Iowa. He will
be pursuing a career in Dairy Science Technology.

Ellie Fritz
Ellie graduated this spring from Menomonie High School. In the fall she will
be attending UW-River Falls. Her major will be Animal Science
Pre-Veterinary Science.

Sierra Harren
Sierra graduated this spring from Prairie Farm High School. This fall she will
be attending UW-River Falls majoring in Ag Business.

Collin Wille
Collin graduated from Rice Lake High School. He plans on attending
Northeast Iowa Community College in Iowa this fall. His plans are to get his
associate degree in Dairy Science and Dairy Herd Management.

Katie Crosby
Katie just graduated this spring from Shell Lake High School. This fall she
plans on studying at UW-Barron County with an emphasis on Biological
Sciences.

Colton Jansen
Colton is a recent graduate from Turtle Lake High School. His plans are to
attend Northeast Iowa Community College in Iowa this fall to get his degree
in Beef Science.
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MEET THE OFFICE STAFF
Almena Office

From left to right: Kylee Oberlander (Customer Service Specialist), Alicia Streich (Controller), Marry
Ricci (Customer Service Specialist), Jerry Bates (Grain), Erica Sinclair (Customer Service Specialist), Trina
Strand (Human Resources), and coming soon Bobbi Demers (Credit Specialist) not pictured.

Elk Mound Office

From left to right: Charlie Burger (Accounting), Margaret Burcham (Accounting), Jason Curtis
(Accounting), Jennifer Bixen (Accounting), Nicki Wayerski (Accounts Payable) and not pictured Becky
Norris (Controller) and Erica Werner (Human Resources)

Ridgeland Office

From left to right: Melanie Donath (Customer Service Specialist), Denise Schlough (Customer Service
Specialist), Susie Smith (Human Resources), Tay Moen (Accounts Payable) and not pictured are Heide
Thompson (Customer Service Specialist), Enid Jackson (Controller) and Diane Kuhl (Credit Manager)

A NOTE FROM THE OFFICE
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The Controller Group - Enid Jackson - Becky Norris - Alicia Streich
If you have purchased agronomy, feed, or energy products recently you have most likely spoken to one
of our dedicated, hardworking office staff. Feel free to call any of our office locations if you have
questions on your account, would like information on other services we can provide. Such as auto ACH
payments, online access to your account, or emailing of invoices and statements, or if you have
questions regarding your equity with the coop.
LP contracts for the upcoming heating season have been mailed so please call if you did not receive
one. Your gallon usage for the prior year is provided on the contract to help you decide how much you
need to contract for this year. However, because of the merger this usage figure does not cover an
entire year (only Oct 17-May18) so keep that in mind if you purchased a summerfill last year. Please call if
you have any questions on these contracts as there are a few options available and also if you need
assistance calculating your budget. And don’t forget to send in your payment with a prebuy, deposit, or
budget contract.
We do enjoy talking with you, our patrons, so don’t hesitate to call us and we will do our best to help.
You are the reason we are here and we sincerely thank you for your patronage.

VISION
To be our customers preferred source through engaged
employees, commitment to our communities, and strategic
investments
MISSION
To be our customers preferred partner through innovation,
products, and services
VALUES
Honesty & Integrity
Community
Employees
Growth
Safety

ALMENA

ELK MOUND

RIDGELAND

106 Prospect Ave W
PO Box 118
Almena, WI 54805
715-357-3650

N6055 State Road 40
PO Box 70
Elk Mound, WI 54739
715-879-5454

229 Railroad St
PO Box 155
Ridgeland, WI 54763
715-949-1165

MAILING ADDRESS

PHONE

E-MAIL & WEB

PO Box 155
Ridgeland, WI 54763

1-800-559-1717

sales@synergycoop.com
www.synergycoop.com

