
August, 2016

Coming in September

September 5 Labor Day
September 11 Grandparents Day
September 22 Fall Equinox

As you all know there have been a 
lot of concerns, questions and 
rumor mill talk about the fall harvest.  
We took in over 10 million bu of 
wheat which is basically 2 crops in 
one which had us filled and several 
ground piles when wheat harvest 
was over.

The wheat crop overall was huge 
which is creating issues being able 
to move product to storage in the 
terminal markets.  Terminal storage 
is not available and we will not be to 
forward any product so we can only 
move as producers sell.  The 
situation is changing constantly with 
the amount of grain we are 
purchasing and able to move out 
and will continue throughout the fall.

We are making plans for the 
handling of the fall harvest and will 
be holding meetings the last week 
of August to address all the issues.   
We are working hard to make the fall 
harvest run as smooth as possible 
for you.

We are trying to make space to take 
all the corn and beans in house at 
certain elevators and are working on 
arranging space to have ground 
piles of milo and the majority of the 
locations.  I know there has been a 
lot of talk about having to sell the 
product over the scale.  We are 
working hard to keep this from 
happening but the crops will have to 
be dry when harvested.

MEETINGS TO DISCUSS THE FALL CROP PLANS
Plan on attending one of the meetings to discuss the fall crop plans.

The meetings schedule is:

Hays Tuesday August 30th 10:00 AM

Plainville Wednesday August 31st 10:00 AM

Palco Wednesday August 31st 2:00 PM

Brownell Thursday, September 1st 9:00 AM

LaCrosse Thursday, September 1st 11:00 AM



With the recent heavy rainfall in 
many areas, we wanted to share 
some tips for protecting your tank 
systems in flood conditions.

* Check the condition of the fill caps 
– Water can easily enter tanks with 
loose or broken fill caps, which can 
lead to fuel contamination. Check to 
be sure your caps are tight and 
have rubber gasket in place.
 
* Consider moving or emptying 
small aboveground tanks – In some 

cases, flooding can cause small 
tanks to float or tip. It may be 
necessary to remove fuel from 
small tanks to prevent spills.

* Fill large tanks with product to 
keep them in place – Even large 
tanks can float away or tip if they 
are not full. Filling tanks with 
product can keep them in place. 
Be sure to check all access ports 
to prevent water from entering the 
tank.

For years farmers have always 
helped each other.  Whether it be 
working cattle, helping each other at 
harvest, raising a barn or other 
things on the farm or at home.  That 
tradition has carried on to the larger 
farm community as well.  The 
National Cooperative Business 
Association (NCBA) along with the 
United States Agency for 
International Development (USAID) 
sponsors a Farmer-to-Farmer 
program to assist farmers in under 
developed countries.

The Farmer-to-Farmer program was 
established in 1985 and provided 
for the transfer of knowledge and 
expertise from U.S. volunteers to 
farmers, farm groups, and 
agribusinesses in developing and 
transitional countries.  The program 
relies on the expertise of volunteers 
from U.S. farms, land grant 
universities, cooperatives, private 
agribusinesses, and nonprofit farm 
organizations to respond to the local 
needs of host-county farmers and 
organizations.

We have an individual from our local 
cooperative that will be participating 
in a project assignment in Western 
Africa this summer.  Randy 

Schoenthaler, Office Manager for 
Midland Marketing, has accepted 
an assignment in Senegal from 
August 20 through September 5.  
The assignment will be with a 
newly started millet processing unit 
in Toubacouta.  Randy will be 
working with the women that 
started the processing facility on 
basic financial document 
preparation and accounting for 
processing units.

The Feed the Future Innovation Lab 
for Collaborative Research on 
Sorghum and Millet at Kansas 
State University is also working in 
this same area.  The Lab was 
established in July 2013 at Kansas 
State University to contribute 
technologies and knowledge 
toward the adaptation, resilience, 
and improved profitability of 
sorghum and millet-based 
production systems and value 
chains in order to make sorghum 
and pearl millet the crops of the 
future in the semi-arid climates of 
East and West Africa.

PROTECTING YOUR TANK SYSTEM IN FLOOD CONDITIONS

FARMER TO FARMER

* Check for the presences of water – 
Use water paste and a gauge stick 
to determine whether water has 
entered your tank.

In the event that your system does 
take on water, be sure to check 
electronic components such as 
electric transfer pumps, line leak 
detectors and sump sensors to 
ensure they are still functioning 
once flood waters have receded. 



GRAIN TICKETS AND PATRONAGE
Everyone is aware of the 
importance of getting grain put in 
the correct account.  We need it in 
the correct account so we can split 
the correct amounts to the 
stakeholders, get the proof of yield 
correct for crop insurance and get 
patronage correct.  That last one 
might be a surprise to some.

First, let’s discuss the process.  
Once grain is delivered, we hold it in 
a delivered position until we have 
verified with the producer that we 
have the correct tickets in the 
correct account.  Once we have 
completed the verification process, 
the grain is split to the stakeholders 
and it can then be sold at that point.  
Before the tickets are verified, we 
cannot sell the grain and write 
checks.  We can mark the grain sold 
for a specific stakeholder if they 
know their share but we can’t write 
the check until the grain is verified.  
We don’t want to write someone a 
check and then have to contact 
them and get some of the payment 
back since the split or total bushels 
were wrong.

Stress is the force that mobilizes us 
and enables us to make decisions, 
take action, achieve and compete. 
Stress can be a positive force, but 
poorly managed, it is the enemy of 
physical and emotional health.  The 
first step in effective stress 
management is to recognize when 
you are experiencing stress overload 
and then take action against it. 
Basically, stress reduction is simply a 
matter of taking time to kick back 
and relax. 

A few stress busters, take a walk, 
meditate, start a new hobby, stretch 
at your desk, read a good book, visit 
a park, watch a funny movie, smile, 
exercise, listen to music or enjoy the 
silence,  spend time with your pet, 
enjoy the outdoors.  Whatever you 
do, take care of yourself!

HEALTHFUL LIVING
MANAGING STRESSNow, what is this patronage stuff?  

We pay patronage on bushels 
delivered.  As we split the grain to 
the stakeholders to sell as they 
wish, we are also splitting those 
quantities for patronage.   Why do 
we pay patronage on grain 
delivered?  Some cooperatives pay 
on grain delivered and some on 
grain sold.  The Board of Directors 
at Midland Marketing decided to 
use grain delivered many years ago.  
The Board of Directors at each 
cooperative establishes how 
patronage will be accumulated and 
paid.

If you have changes in landlords or 
other stakeholders you can contact 
us with that information before 
harvest so we can get it entered in 
the system.  That will make the 
verification process that much 
easier and faster after harvest.  You 
can contact any location with the 
information.

BUSHELS FOR BACKPACKS
You may have seen flyers around 
the north area locations for a 
program called Bushels for 
Backpacks.  Midland Marketing, in 
cooperation with Rooks County 
Farm Bureau is gathering bushels.  
Rooks County is going into its 5th 
year of this program where 
producers are helping to battle 
hunger in Rooks County.  This 
program is essential to our many 
community members who struggle 
to put food on the table.   You can 
help make an impact on the 15% of 
Kansans who are currently food 
insecure. 

Grain pledge accounts are set up at 
the elevator. When you are settling 
grain tickets or if you have grain in 

storage and you are interested in 
donating please let us know. No 
donation is too small, every bushel 
helps and all donations are tax 
deductible.  If you have no grain to 
donate, monetary donations are 
welcomed.

Donated bushels go to help 
purchase food for the Palco, 
Plainville, and Stockton food banks 
and also to purchase backpacks 
with food for children who may not 
receive an adequate meal during the 
weekend.  Currently, there are 
approximately 50 kids who receive 
food packets in Rooks County.  
Each food packet distributed costs 
$5 per week, this provides a child 
with enough healthy food to get 

through the weekend.  Most of the 
children who receive a backpack 
each week look forward to school.   
Research shows when a child goes 
hungry, school performance and 
behavior is hindered due to the child 
being more concerned with hunger 
than anything else at school.    

100% of your donation stays in 
Rooks County.  A total of 
$15,488.22 has been donated to 
this program to help stock our food 
pantries and support Food-4-Kids.  
A huge “THANK YOU” to all the 
producers who supported this 
program and we look forward to 
working with you in 2017.



Grain Marketing that Makes $ense
Grain marketing for area 
producers seem to be the topic of 
choice at local coffee shops.  
What should be pleasant times for 
area producers is far from that.  As 
many producers were fortunate 
enough to have “personal best 
farm averages” on wheat and 
what appears to have potential for 
the same on the fall crops this 
does create quite a bit of 
frustration and confusion.  If grain 
prices having you feel a bit 
frustrated, confused and worried 
you are not alone.  We have seen 
grain prices slashed to 15 year 
lows and what some are saying 
the worse profit margins they have 
ever seen.  The Midland Marketing 
Grain Advisory service continues 
to help producers with their cash 
grain marketing.  There are six key 
areas to point out that may help 
with your own personal farm 
regarding grain marketing.

#1.  Proactive Approach – 
Planning is one of the most 
important part of any grain 
marketing.  If you want to be 
successful in cash grain marketing 
you must have a plan. A plan that 
isn’t perfect is still better than not 
having one at all. Take the 
proactive approach versus 

reactive.  The reactive approach 
becomes nothing more than 
“putting out fires”.

#2.  Different Approach – Take the 
initiative to be different.  The 
definition of “insanity” is doing the 
same thing over and over and 
expecting different results.  
Different approach for different 
client is perfectly fine.  

#3.  Education Approach – 
Educate yourself in cash grain 
marketing.  Know and understand 
how and what causes local basis.  
Learn and study grain marketing 
options that are available to you.  
This can be as simple as a 
minimum price combination to the 
more advanced 3-way option 
strategies.  

#4.  One Decision Approach – The 
first step is the best step.  Make a 
decision and don’t look back.  Be 
content to have the market rally 
after a sale.  A profit is a profit and 
not many businesses go broke by 
making a profitable decision and 
sticking with it.  

#5.  Finance Approach – Be good 
cash managers.  The basic of 
knowing a cost of production to 

knowing your cash flow needs.  
This always make it easier when 
you manage the money versus the 
money managing you (the 
decision).  

#6.  Team Approach – Surround 
yourself with good people.  
Network with your peers that you 
can trust.  It is easier to make a 
sound decision when you can 
share ideas with industry exports 
and see what is working and what 
is not working.  I like to be 
reminded of this when I go to the 
lake.  The first place I go to is the 
local “bait store”.  Sure they want 
to sell you bait and lures but they 
want you to be successful so you 
keep coming back.  The team you 
surround yourself with is no 
different.  

There isn’t a golden key to be 
more successful at marketing. If 
you are feeling like you are alone, 
you need to think again.  It is well 
documented that 80% of the 
farmer grain gets marketed in the 
bottom 1/3rd of the market.  If you 
would like to learn more about the 
Midland Marketing Grain Advisory 
Service please contract Travis 
Brunner or Aaron Borcherding at 
the Hays office (785-628-3221).


