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Many questions surround
the freeze that occurred on
April 10, 2013. Producers
wait for an answer on how
the crop will handle this
event.

GARD’N

WISE
Troy Simmons

MAY

Pick off any bagworms that you can see before they
hatch; this is the easiest way of preventing the destructive insect. Don’t waste your time spraying an
insecticide now, but rather wait until after they hatch.
The hatch happens around Memorial Day, and they
are really easy to control with an insecticide after
they have hatched. I recommend spraying Hi-Yield 38
Plus after Memorial Day and then again two weeks
later.

APRIL

In the last newsletter, I talked about planting tomatoes in March last year with the help
of Grow It Now plant protectors. Last year it
warmed up in February, and we never looked
back. This year it seems as if winter is holding
on longer than it did last year. However, this is
more typical weather for this time of year. In
South Central Kansas, our average last frost is
April 11th; remember that is the average date,
so a frost could happen anytime in April. In fact,
back in 1966 Wichita recorded a frost on May
13th. If you are anxious to get your tomato and
pepper plants in the ground, be prepared to
protect them from frost. Spray broad leaf weeds
in your lawn with Weed Free Zone as you see them; this herbicide
works really well in cool temperatures and on hard to kill weeds.

JUNE

Now that we are approaching summer, let’s talk about proper
watering of the lawn and garden. Studies have shown that the
average homeowner can reduce watering by 50% with only a 10%
reduction in quality of their lawn. This study shows how much water is wasted, and after two years of drought, we should all try to
conserve water. You should water more deeply and less frequently;
this will train the roots of plants to grow deep and become more
drought resistant. Shallow, frequent watering causes short root
systems. Simply mulching your plants in your garden will also help
prevent moisture loss and reduce the amount of water you have to
use.
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While watching their dad work on
farm equipment, Caleb Albert, 6, and
his sister Vivian, 4, pose for a picture. Caleb and Vivian are children of
April and Jon Albert; they also have
a younger sister, Mary, and an older
brother, Bradley Payne. The Alberts live
a couple miles south of Garden Plain.
Wit and wisdom from the Feedstore:

Steve Goebel
Is it possible to have a charge account with the Coop?
The short answer is yes. If you fill out a charge account agreement and a credit
application, the completed application is reviewed and either approved or disapproved for credit; in addition, a dollar limit is assigned to the account. But a
better definition of what the coop offers is convenience credit. With convenience
credit, for instance, all the patron’s purchases in the month of April are not due
to be paid in full until the last day of May.

What happens if I don’t pay my account when it is due
at the end of the month?
The patron will not be able to charge any more to their account until it is paid
current. If the account remains past due for four months, the patron will be
required to fill out a new credit application once their account is paid in full in
order to become eligible to have their account reinstated.

MEET THE NEW BOARD MEMBERS
Felix Gorges

My wife, Kim and I live on a
farm east of St. Marys. We have eight
children, four of whom are married,
and eight grandchildren. I grew up in
the Clonmel area and graduated from
Bishop Carrol High School. My dad was
a milk truck driver and picked up most
of the milk in the cooperative area. I
worked at local dairy farms in our area
while in high school. I enlisted in the
Marines for four years and returned
to dairy with my brothers for a while.
I joined the Air National Guard and
started dairying on this farm in 1990
along with raising hogs and poultry on
the side.
As a new board member, I look
forward to working with all cooperative members, whether big operators or
small. I’ve spent 28 years in agriculture
and have worked with many other farmers and ranchers.
I have done almost all of my
agriculture business with the Farmers
Cooperative. I will work to get our Feed
Store back to competitive feed pricing,
and I look forward to serving you all.

Leon Zoglman

My wife, Diane, and I live on our
family farm near Garden Plain. We have
four married children and 10 grandchildren. I graduated from Friends University, taught Industrial Arts classes, and

coached at Garden Plain High School.
When the opportunity arose, we bought
my family farm. Presently we own and
operate a dairy/beef/crop farm in Sedgwick County along with crop/pastureland in Harper and Kingman counties.
Our primary grain crop is wheat along
with alfalfa, corn, and other silage crops
for the diary/beef cattle operations.
I am well aware of the responsibilities of a board member to serve
its membership. I was first elected as a
board of director to the Farmers Coop in
1987, served nine years, was re-elected
in 1997 for a six year term, and am now
beginning another three year term. In
addition, I am presently serving on the
board for Garden Plain State Bank and
the nominating committee for American Ag Credit. This experience, along
with forty-three years in agri-business
and work with many other farmers and
ranchers, is what I bring to the coop
board.
The Farmers Cooperative Elevator Company has always been a strong
and viable business. We must keep it
competitive with other agriculture related businesses in the area while most
importantly serving the stockholders’
wants and needs. I have appreciated
the opportunity to represent the stockholders of this association as a board of
director in the past and am looking forward to serving the membership again
in any way I can.

Women are meant to be loved not understood.

Farmers Cooperative
Elevator Company
1-800-525-7490
316-542-0463 (fax)

Location Phone Numbers
Anness: call Clonmel
Belmont: 620-297-3911
Cheney: 316-542-3181
1-800-525-7490
Main Office: 316-542-3182
TBA: 316-542-3381
Clonmel: 620-545-7138
Garden Plain: 316-535-2221
1-800-200-2122
GP Feed Store: 316-535-2291
Grain Market: 316-531-2681
Kingman: 620-532-2662
Murdock: call Cheney
Norwich: 620-478-2272
Pretty Prairie & Varner: 620-459-6513
Rago: call Belmont

SEEKING PHOTOGRAPHS
Do you have a great photograph that you would like to
share with Partners in Production? We are looking for photographs to feature in upcoming issues. Photographs can
be of your operation, a great
farming moment captured on
film, a stunning landscape,
animals in nature, or anything
that relates to agriculture, production, or our beautiful area.
Submit photos to
emilykerschen@hotmail.com,
and we might just feature
your picture in a future issue.
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YOUR FUEL OPTIONS
There has been a lot of conversation recently about the upcoming deadline
for SPCC plans. All indications are that
EPA will enforce the May, 2012 deadline.
Following is a brief refresher of the SPCC
regulations:
•
•

•

0 gallons to 1,320 gallons of fuel and
oil storage – no requirements.
1,321 gallons to 9,999 gallons of fuel
and oil storage, with no tank larger
than 5,000 gallons – producer can
self-certify and dyke as necessary
10,000 gallons and larger or a single
tank larger than 5,000 gallons –
producer needs a written plan by a
certified engineer and dyke is necessary.

The question has also come up
asking if EPA will require your fuel supplier to police their regulations. Willis Wilson
from Aqua Tech Engineering Consultants
contacted EPA with this question. They
confirmed to him that there is no requirement in place that would not allow fuel
delivery to a facility that does not have an
SPCC Plan, and EPA has no plans to implement such a requirement.
We receive several calls checking
and comparing the price of fuel. There are

times when our price is higher than our
competition, especially if the comparison
is made between our Ruby Fieldmaster
and #2 diesel. Ruby Fieldmaster has a
premium additive package that includes
many features (see sidebar).
Be careful when you are comparing prices that you consider the quality of
the product. It’s not worth saving a dollar
today if it costs several more dollars down
the road.
We are continuing to switch patrons over to the Automated Fuel Delivery
(AFD) system. The AFD system will give
you the opportunity to eliminate trying
to determine when the best time is to
purchase fuel. With consumption billing,
you will be billed the average price for
the fuel for a month rather than the price
the day the fuel is delivered to your tank.
Plus you will only be billed for the gallons
you have used, not the full amount of the
delivery. You no longer have to check your
tank or place an order for fuel. Your tank
is automatically refilled, so you have a dependable supply of top-quality Cenex fuel
on hand at all times.
To learn more about the Automated Fuel Delivery system, please contact
us anytime, and we will be glad to answer
any questions you might have.

Susie Graber

RUBY FIELDMASTER PREMIUM
ADDITIVE PACKAGE
Detergent
• Keeps injector clean and improves
power and economy
Injection Stabilizer
• Addresses fuel oxidation problems
in new engine technology fuel injectors
• Prevents injector fouling in engines
• Reduces the frequency of filter and
injector replacements
Lubricity Improver
• Protects injection pumps from wear
Demulsifiers
• Separate water from fuel in tank to
allow easy drainage and removal of
water
Storage Stabilizers
• Antioxidants extend life of diesel
fuel
Corrosion Inhibitors
• Keep fuel lines from corroding reducing downtime and repair costs
Cetane Improver
• Enhances ignition quality and better cold-weather starts.

We are excited to let you know that we can now take ACH payments through our Patron Access. With just a click of
your mouse, you can pay your coop bill online – no checks, no stamps, no fuss. If you are interested in starting this
convenient new feature, please let us know, and we will get you an authorization form.

Top-Dressing and pH: What should youJames
know?
Renner
Year in and year out
there are a few questions that
tend to be asked more frequently
than others. Should I top-dress
wheat with liquid fertilizer or
dry fertilizer? Is one nitrogen
form better than the other?
The short answer is, not
much. Virtually there are no differences that exist between the
liquid form of nitrogen and the
dry form of nitrogen as it relates
to the availability of nutrients
that are absorbed by the plants.
One thing that is uniform for any
fertilizer is that it needs water,
time, and soil microbes to be
converted to a usable form of
nitrogen that will be available to
the plant.
When choosing a fertilizer for your specific operation,

there are several factors that
can influence your decision. The
price per pound of nutrient is a
key factor in this decision as is
type of equipment you operate
with between your planters,
tractors, and sprayer/spreader
capabilities. Also, there are
producers that may need to have
herbicide added along with their
nitrogen requirements, and
liquid is one way to reduce the
number of trips across the field.
Lastly, and many agronomist
agree that regardless of what
form of nitrogen you use, timeliness of application is critical
to getting the most out of each
pound of nitrogen you apply.
When talking about
timeliness, we are referring to
anytime between December 1st
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to the end of February. After
that time period, wet weather
and wind can play havoc as
springtime progresses. As the
wheat comes out of dormancy
and begins to green-up, the
wheat plant is in a very critical
stage and needs that nitrogen
readily. Remember the nitrogen
has to go through a process
before it is readily available to
that starving plant.
Another question
asked frequently concerns
pH. How important is soil pH?
The short answer--extremely
important. The soil pH is
absolutely essential when it
comes to plant and soil health.
The pH affects many processes
within the soil and the plants;
it also plays a significant role

in the soil microorganisms. This
is important because microbes
are responsible for the cycling of
nutrients. Different nutritional
problems associated with low
pH are stunted growth, restricted root growth due to aluminum
toxicity, reduced availability of
phosphorus, and poor response
to nitrogen and potassium. The
more investigative research that
comes out about the role pH
plays in all the systems of plant
growth, the more obvious the
importance. The first place to
start is by taking a soil sample.
After you know your pH, then
you can start to build a plan
and progressively work toward
amending your soil pH.

Wit and wisdom from the Feedstore:

Questions, Answers, & Moving Forward
Questions.
Questions.
Questions.
We all have
questions. Do
you remember
how you used to
get tired of hearing the questions
that some young
kids would constantly ask? How
come? Why?
What for? Who
did it? Kids ask
because they want to learn, and we should
take a lesson from that by asking questions
ourselves to be more informed.
Our theme this month is cented
around answering questions. We will communicate some of the common questions
that we have heard and respond to them. We
will share answers to some questions that
we think may be on your mind. If you have
other inquiries that you would like for us to
respond to, please drop us a note, email, text,
or just give us a call and ask us.
______________________________________________
How do I become a member of Farmers
Coop, and do I have to be a farmer?
The Farmers Coop has two different issues
of stock. One category is for producers of
agricultural products or services, and one
is for non-producers. Both categories will
allow you to share in the earnings of the
cooperative. The producer stock, or the
common stock, will also allow you to vote in
the business of the cooperative. The nonproducer stock is a non-voting stock, but
you will share in the earnings in the same
fashion and rate per unit as the producers.
Full membership is two stocks of $50.00 each
in stock value. Both stocks can be earned
through your business and/or purchased.
You must fill out an application for membership and submit it to the board for approval
to become a member. Simply call the oﬃce,
and we will send you an application via
email, or we can mail a hardcopy.
As members, when do we get our back
patronage paid to us, or do we have to die
to get it?
No. For several years we have paid out at the
annual meeting 40% in cash, then retain the
balance to pay as we can. Currently we have
had the patronage balance that members are
due paid within a seven year time frame.
This is very aggressive goal as compared to
most fellow cooperatives.
How large of an area does the Coop trade
territory operate in, and is the majority

If I’m not back in five minutes, wait longer.

of business from one certain area?
The Farmers Coop trade territory is roughly
an area of 50 miles north and south by 50
miles east and west. This is in mainly a three
county area. We are one company with 11
grain receiving locations. It is interesting to
note that no one location accounts for more
than 19% of the total grain receipts per year.
59% of the grain comes from the four Sedgwick county locations, 34% comes from the
six Kingman county locations, and 7% from
the Reno County, with only Pretty Prairie being in that county.
What is most challenging part of being
general manager?
Trying to keep people and members focused
on the future and not the past. We all love
to think of the past, the great memories, and
the history we all shared. But, it is the past,
and we need to prepare for the future. That
can be tough because none of us know for
certain what that future is. We must gather
all of the information we can to attempt to
see future trends, plan with the information
in front of us, and then form our cooperative
for this future as we see it.
What is most rewarding part of being
general manager?
There are several rewarding parts of the
job. Most of the rewarding ones center on
people. It is great to watch people grow,
either in their position with the coop or as a
producer. We are so lucky to have so many
experienced employees at the coop. We have
10 employees that have over 20 years with
the company, another 10 that have over 10
years, and another 5 that have between 5
and 10 years with the company. It has been
interesting through the years to see the parttime help that worked with us during summer months or seasonal times prosper in
life as well. Many have gone on to rewarding
professional careers in all walks of life. We
are proud to say that we worked with these
young people!
What direction do you see the coop going?
The company has been fortunate to have
several years of growth either from internal
means or by mergers or acquisitions. Companies either grow, or grow stagnant--there
is nothing inbetween.
When I started in 1984, there were
212 coops in the state. Today, there are 87
grain and farm supply cooperatives left in
Kansas. There will be fewer cooperatives
just like there will be fewer farmers in the
near future. The coops needs to decide their
fates.
Some people like to think that in the
cases of mergers and acquisitions there is a
winner and a loser. In reality, if we do things

Terry
Kohler

right, everyone can be a winner. Survivors
prepare for the future. While there is often a
longing for the way things were in the past,
the present and future hold so many opportunities. How many farmers still want to use
horses to till the land or milk the cows by
hand? Just as we have made advances in the
means of production, cooperatives have and
must continue to make postive advances.
However, we must also be on guard.
There is another round of acquisitions that
has started recently in our area. The new
form of growth by some cooperatives is
aggressive and predatory. They target large
producers, not just in our area, but the
whole state and beyond. Often, they do not
have facilities in the trade area they target.
They offer to sell products at cost or maybe
less to capture the large volume business
with little incentives for smaller producers.
This philosophy is tough to defend
for the local coop. It can only be done with
producers realizing what they have, appreciating it, and refusing to give it up for the
short term advantage of price.
How has the coop’s relationship with
CoMark been advantageous to the membership?
The Farmers Coop was one of the founding
members of CoMark, which started in 1992
as a purchasing cooperative. The group’s
members would pool their respective volume, mainly of fertilizer but other products
also, to be able to purchase in larger quantities to garner a better purchase price from
the manufacturer.
We are doing things together that
we could not do alone. This has saved Farmers Coop members countless dollars. This
trusting relationship with other local coops
in Kansas has developed into other areas.
Since 1992, we have shared employees in
several areas such as human resources,
safety and training, grain marketing for
producers and local cooperatives, and liquid
fertilizer plants.
The largest advantage for member
cooperative members has come with the
formation of the members bringing their
grain license together under one license.
This advantage has been in savings in
terminal storage dollars, merchandising in
large quantities, an advantage shared on
professional personnel, logistics, and many
countless related items.
With the volume that we share
together, the end users will come to us to fill
their needs rather than us trying to get their
attention with small lots of grain to sell. It is
a win-win for the end users, too; they don’t
have to call 13 elevators to fill their needs.
Instead, just a single call is needed.

continued on page 4
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Questions, Answers
continued from page 3
How are patronage rates computed
on fiscal year business?
The cooperative is required by the
bylaws to employ the services of a
professional accredited auditing firm
to audit the annual business transactions. During this process, the auditing firm will follow general accepted
accounting practices to prepare financial statements. They will examine for
errors, emissions, any forms of fraud,
test inventories, pricing of inventories,
and any other representations that the
company has stated. After completion
of the audit, they will offer an opinion.
At the end of the audit, the
auditor will compute the patronage
rates that will be paid based on the
current year’s business. The auditor
will look at the income and expenses
that are in each patronage description to find a net profit or loss in each
respective category. Those net dollars
then are divided by the amount of
member business for that year in the
stated category.
These rates can vary each
year with several influences. If you
look at grain, for instance, the auditor
will divide the bushels sold by members for a given year into the total
dollars of income for the grain department. A large harvest, assuming
members sell in that same year, will
result in less patronage per bushel as
compared to a small or disaster harvest, which may bring a large patronage per unit for the year.
Other influences for the year
could be the amount of carry-over
grain the company has a liability for.
The discounts and premiums need to
stay with the company until the grain
is shipped out of the elevators. When
the company empties an elevator, you
will see if you are long or short grain.
This reconciliation of long / short
grain may not be reflected in every
year’s transactions. The auditors will
measure grain at least one time per
year. In addition to this, the federal
grain examiners will measure grain
at least one time each year to test our
stated inventory.
As you can see there are
several checks and balances to protect
the company and the member’s equity.

HOW MUCH?

Is the coop just adding chemical to
charge me more money?

Doug Scheer

If someone were to ask me, “What is
the number one question that you are asked
by your producers?” my answer would be
very easy: “How much do I plant?” No matter
what the crop is, that question seems to come
up in nearly every conversation. The problem is there is not a clear cut definite answer,
and I will generally answer that particular
question with a range of populations until
more questions are answered. Several factors
affect planting population including soil type,
genetics, yield potential, seed quality, and
management practices.
Many producers are still using the
terminology pounds per acre, but we need
to shift our way of thinking to seeds per
acre. The number of seeds in a pound can
vary dramatically from year to year even
though it may be the exact same hybrid from
year to year. Environmental growing conditions play a big part in seed size as well as
genetics and management. A good example is
soybeans. An average planting population for
dryland soybeans in our part of the country
is around 120,000 seeds per acre. In 2012, we
had a range of bean sizes from Croplan 4799
at 2,400 seeds per pound to Dekalb AG4232
at 3,500 seeds per pound. If a producer was
calibrating his drill to plant the 4232 beans at
120,000 seeds per acre, he would only need
to plant 35 pounds per acre, but if he then
wanted to double crop 4799 beans later in
the season, he would need to reset the drill
to plant 50 pounds per acre to keep his final

Dryland (seeds per acre)
Corn

Soybeans

Sands

16-20,000

100-110,000 30-36,000

Loams

18-24,000

115-125,000 35-45,000

Clay/Bottom 22-26,000

130-140,000 40-50,000
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Why are you adding all this extra stuff to the tank
when you spray my crop?

Most of us in the agronomy department that are making recommendations or operating a state-of-the-art spray rig have our
commercial applicators license. This certification requires comprehensive testing and continuing education hours to maintain these
licenses. We attend educational meetings put on by both suppliers
and university researchers. A topic at these meetings in the past
few years has been chemical resistance and resistance management. Resistance is the “inherited ability of a weed to survive and
reproduce after exposure to a dose of herbicide that would normally be lethal” (Plant Health Initiative website). This resistance
can be a result of overuse, using rates below those labeled, or off
label application. The days of using glyphosate alone to burn a field
down pre-plant or relying solely on it in glyphosate resistant crops
are a thing of the past. Many labels such as Finesse have sections
on weed resistance, and those should be read and understood before any application is made because it is recommended that other
chemicals such as MCPE be added as a tank mix.
There are several methods that can be used to help with
herbicide resistance. According to Dave Mengel from Kansas State
University, we can rotate and/or tank mix herbicides with different
sites (modes) of action within and across years. Other techniques
include crop rotation, cultivation, prevention, crop competition,
and cultural practices. It is also imperative to use the proper rate at
the proper time.

CONSTRUCTION UPDATES: ANNESS & VARNER

Irrigated (seeds per acre)
Corn

Soybeans

Milo

Sands

26-30,000

150-170,000

50-70,000

Loams

30-34,000

160-180,000

60-80,000

Clay

32-36,000

180-210,000

75-100,000

Forages (seeds per acre)

_______________________________________
Only the guy who is not rowing has
time to rock the boat. Let’s all make
sure we keep rowing!

population at 120,000.
For this reason, many seed companies have transitioned to selling seed by
the seed count (unit) instead of a 50 pound
weight. In the past, some producers would
base their seed buying decisions on seed
size instead of genetics. If they purchased a
soybean with a small seed size, they could reduce their cost per acre since they would get
more seed in a bag even though it may not be
the best choice for their soil type or management practices. Selling seed by the seeds per
unit eliminates this variance since a soybean
unit may vary from 35 to 65 pounds but both
contain 140,000 seeds.
I have included tables explaining
some of the more common crops grown in
the area and some common planting rates
based on soil type. These planting rates are
offered only as a place to start and are by no
means set rules to follow as each may need to
be customized to fit your individual operations. Other factors such as genetics and
management also need to be considered.
Remember to always check the seeds
per pound on any bag of seed you purchase
since the seed size can vary greatly from one
year to the next. If you need assistance determining what hybrid or population to plant on
your farm, I would be glad to help. I can be
reached by phone or text at 316-772-2014, or
by e-mail at dougscheer@gardenplaincoop.
com.

When we are applying any chemical, the label is
the law, and we are bound by that label as it relates
to items not limited to crop height, wind conditions, and surrounding crops (grapes, tomatoes).
Depending on conditions, we may incorporate
other surfactants proven by university research
to increase the eﬃcacy of the applied chemical
or reduce the potential for drift. We use Class Act
as our ammonium sulfate with glyphosate as we
have data supporting the fact that it works better
than dry AMS. It contains surfactants, antifoaming
agents, and patented products that improve chemical uptake by the plant. Another product that we
rely on in certain conditions is Interlock. Interlock is an adjuvant
that helps control drift, increase canopy penetration, and drastically increases the time it takes for chemicals to evaporate on the
leaf surface increasing the eﬃcacy of that chemical or fungicide.
There are several videos on YouTube showing the benefits of
Interlock. Navigate to www.youtube.com and search under Winfield Solutions Interlock.
Weed resistance is the reason we are mixing more
products in the tank. We also need to be applying pre-emergent
herbicides in conjunction with both burn down and in crop applications. We are committed to provide you with the best service
and application quality with not only state of the art equipment,
but also with recommendations that are based on sound research
and science. The following web link is to a presentation from
North Dakota State University detailing the expansion of resistance in weeds: www.ag.ndsu.edu/weeds/herbicide-resistancefiles/hr-maps-2006-12. Weed resistance will only become more of
a problem in the future, and you can be confident in the fact that
p agronomy
g
y department
p
p
g every
y opp
your local coop
is exploring
e.
tion available.

Silage
(Conv.)

Silage
(BMR)

Sorg/Sudan
(Conv.)

Sorg/Sudan
(BMR)

Dryland

50-75,000

35-45,000

300-450,000

200-300,000

Irrigated

75-100,000

50-75,000

400-600,000

300-400,000

Wit and wisdom from the Feedstore:

Construction at Anness on
new steel bin.

Construction of concrete bin at Varner. Each ring is
four feet and takes 20 yards of concrete to pour.

Men are like
M
lik bank
b k accounts;
t without
ith t a llott off money th
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SIX QUESTIONS FOR
THE FEED GUYS

1

Joe
Krehbiel

5

WHY FEED FLY CONTROL
MINERAL IF MY NEIGHBOR
DOESN’T?

Most flies are host specific and only travel a short distance. The following illustration shows how it all works:

DO YOU HAVE ANY MINERAL
BOOKING PROGRAM?

WHY FEED QUALITY
MINERALS?

WHY FEED MINERAL WITH
AUEROMYCIN?

Consistent levels of antibiotics greatly improve animal
performance by helping control pneumonia and foot rot
outbreaks and is extremely important in areas troubled with antiplasmosis.

WHAT AREA OF PERFORMANCES DO
DIFFERENT MINERAL INGREDIENT AFFECT?

The following chart explains:

6

SHOULD I
FEED DRY
BAGGED
MINERAL
OR A MINERAL
TUB?

Most of the time bagged mineral works fine although tubs
do have some advantages.
Research indicates that cattle
will consume mineral in a tub
more consistently than loose
form; it is much more likely
that every head of cattle will
come to the tub and consume
mineral every day over bagged.
This is particularly important
if the tub is also serving as a
delivery system for fly control.
Convince-cattle are less apt to
run out of mineral during busy
times. Cattle tend to consume
mineral in pastures where low
intake is a problem
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Wit and wisdom from the Feedstore:

Congratulations to this year’s
winner of the Tony Bergkamp Scholarship, Mackenzie Klaver. She is the
daughter of Mike and Angie Klaver of
Norwich.
Mackenzie’s dad and her
grandfather, Pat Klaver, farm in the
Belmont area. She is planning to
attend the University of Kansas next
fall and study nursing. We wish her
all the best in her future plans.
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Because of what happens if you don’t. Cattle with mineral shortages or imbalances do poorly in reproduction,
lactation, weight gains, and body condition--all factors that affect
your profitability. Most mineral deficiencies don’t show obvious
symptoms until it’s too late, and without good records, it’s hard to
identify a gradual decline in cattle performance. Buying poor quality mineral to save money can result in fewer calves, lower weaning weights, or other metabolic problems.
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Brad Scheer
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Yes, we have a spring booking program. This program allows you to save $1/bag on a 1-2 ton order; $1.50/bag on 2
ton or more; and receive an additional 5% discount if picked up in
pallet quantities and 2% more if paid in cash. For example, regular
price $24/bag minus $1.50 minus 5% minus 2% =$20.95 A savings
of $3.05/bag or $122/ton if all discounts are taken. Order now!

2

THE
GUESSING
GAME
Finding Answers with Market Plans

Mackenzie Klaver
awarded Tony
Bergkamp Scholarship

These are just some of the calls
that I take on a daily basis. Unfortunately, I just don’t have a good answer
for any of them. With all the volatility
in the market, and where the grain
markets have become a much more
global driven market, there is no good
way to outguess what the markets will
do. We may hear one thing one day,
and it could do the complete opposite.
Your best bet: set a marketing plan,
and once you know what your input
costs are, you can start focusing on
your marketing strategy and goals.
What I stress to everyone is
that you need to focus on a price that
will make you profitable; if you are
comfortable with that price, make that
your goal in your marketing plan. For
those of you that don’t have a marketing plan in place currently, you can
find a couple different tools on our
website at www.gardenplaincoop.com
under Marketing Services that can help
you. The first is the “KSU Crop Budget,”
and the second is called “Marketing
Plan.” Both were designed to help you
market your grain throughout the year
so you can be profitable with your
farming operation. If you have never
used a marketing plan before, I highly
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recommend that you look into it. Not
only does it help you gain a better understanding of your costs involved, but
it also helps you know where to market
your grain so that you can be profitable
once those costs are known.
One piece of advice I do offer
is don’t get hung up on trying to get
that extra couple cents because when
you do, that is where you stand to lose
25-30 cents. Take advantage of Offer
Contracts. If you know what price you
are shooting for in your marketing
plan, put an offer in on those bushels
at that price. We will run those offers
through both the day and night session so you have more exposure to the
market. If the market would happen to
move to your target price, your order
will fill. You can still cancel the offers
any time as long as they have not filled.
We will run the offers for 10 days, and
if they have not filled at that time, you
will have to call to put that offer in
again. This is a great tool that is used
by many.
Like I said, I don’t have all the
answers, but what I can recommend
is for you to put together a marketing
plan and follow that plan. If you do
that, you will be successful!

A tax is a fine for doing well. A fine is a tax for doing wrong.

As of April 7, the CBOT
and KCBOT have new market hours. New buying
hours will be as follows
for wheat, corn, milo, and
soybean: Monday-Friday,
8:30 A.M. to 1:00 P.M.
Canola didn’t change their
market hours, so they will
remain the same as now
for those of you that market canola: 8:00 A.M. to
1:45 P.M.
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What are the advantages of CGM over the way my coop used to sell grain?

COMARK’S ROLE WITH
YOUR COOPERATIVE

Ryan McCoy

Comark Grain Marketing LLC (CGM) was established in 2008 to bring efficiency to the grain marketplace with decreased risk for ten cooperatives and one joint owned LLC in South Central and Southeast Kansas. CGM is responsible
for merchandising, risk management, and sales accounting, and other grain responsibilities for these companies.
Since 2008, CGM has grown in it’s membership. Below are some common questions about CoMark that are asked.

What is CoMark, and what do they do?
CoMark is actually three companies: CoMark Inc,
Grain. CoMark provides the following services
CoMark LLC, CoMark Grain. The purpose of Coto their member coops. Some coops use all the
Mark is to do together what each local coop could
services while others mix and match the services
not do cost effectively on its own. All coops who
we provide. Services below are listed in order of
participate in CoMark are members of CoMark
inception.
__________________________________________________________________________________________________________

FERTILIZER
PURCHASING
CoMark was founded in 1992
as a fertilizer purchasing
group. Eight coop managers
from the South Central Kan-

sas area thought that if they
pooled their buying demand
into one entity it would give
them more market clout.
This has been true over the
years.

Who are CGM members?
The Anthony Farmers
Cooperative Elevator
Company
Cairo Cooperative
Equity Exchange
Danville Cooperative
Association
Farmers Cooperative
Elevator Company,
Garden Plain
OK Cooperative Grain
Company, Kiowa
Farmer’s Coop
Association, Columbus

CCGP
Farmers Cooperative
Grain Association,
Conway Springs
Two Rivers Cooperative
Valley Coop Inc.
Caldwell Cooperative
Farmers Cooperative
Grain Association,
Wellington
Decatur Cooperative
Association
Mulvane Cooperative
Union
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FERTILIZER ASSETS

GRAIN

The group realized a need
to add liquid fertilizer storage for a couple of reasons.
First, during peak fertilizer
season trucks couldn’t keep
up with producer demand
and would run out of product locally. Second, the
group was able to buy the
fertilizer in off-peak times
when prices are lower and
store it to keep from buying it during peak seasonal
needs. By building these liquid fertilizer tanks together,
costs were reduced to each
member coop.
______________________________

CoMark Grain Marketing
LLC (CGM) started in 2008
and currently has 14 Coop
members. The reason it
started revolved around the
same needs of the formation
of the fertilizer purchasing
group: to sell grain together
for market clout and take
advantage of other ineﬃciencies in the market with
an experienced professional
staff.
______________________________

SAFETY
New rules, regulations, and
standards made a need for
a safety person to be hired.
Splitting the time of one
person between eight coops
was better than each of them
hiring their own safety professional or training eight
people to do it part time.

FUEL
The success of CoMark
Grain and market volatility spurred the formation
of the fuel department. The
thought was that the success that was realized in the
grain could be used in fuel to
make a more eﬃcient model
with a dedicated professional staff. Market volatility
also created the need for
risk management processes
just like grain.

There are eﬃciencies that come into play the way and back oﬃce roles are done from one central
CGM is set up. All of our elevators are under one
location. The following factors explain and shighfederal grain license, and all of the sales, logistics, light the advantages of CGM.
__________________________________________________________________________________________________________

MANAGEMENT
CGM has a professional sales
and accounting staff. We
specialize in grain. We are
always looking at the markets around us and make
the best decisions with the
information we have at the
time. Before CGM, most general managers at the coops
made the sales decisions.
On top of everything else
that went on in a normal
day, they had to try to keep
up with the local market
and make sales decisions
while not having the cash
grain market insight that the
management team at CGM
has. CGM is determined to
get the right bushels to the
right place at the right time
based on freight costs, quality requirements, and other
market factors.
______________________________

ASSET UTILIZATION
We ship the grain that needs
to move most or that is best

positioned to the end user
where the grain is going.
This has all but stopped
terminal storage costs which
used to average $750,000+
annually when each coop
was on its own.
______________________________

POSITION
MANAGEMENT
We can sell grain ownership
out of any location from
any location. For example,
we own wheat at Anthony
who doesn’t take a lot of
fall crops; we can ship that
wheat ownership out of
Ark City who needs to move
their wheat to make room
for fall crops. Or if we own
corn at Cunningham, and
the Western Kansas feedlot
market isn’t as strong as the
Springdale, Arkansas chicken market, we can sell corn
to Springdale out of Columbus using the Cunningham
ownership. This is called
arbitrage.

LOGISTICS
EFFICIENCIES
Centralized Truck Management allows us to see where
trucks are needed the most.
This is especially helpful
during harvest. We can also
minimize freight costs by
running trucks on rounds
like Cheney corn going south
with Kiowa wheat moving
north to Wichita that cuts
freight costs on both commodities being hauled. We
also utilize backhauls that
coops did not utilize in
the past. Over the last two
years, we have saved over
$1,000,000 in freight by utilizing backhauls rather than
just running trucks at full
freight. This is only possible
because all functions are in
one building.
______________________________

RISK AVERSION
Your coop owns a percentage of CGM based off of their

five year average producer
receipts. So, for example,
if your coop has a freeze
in your area while other
regions of the CGM territory
do not have that problem,
your coop will still receive
their percentage of the
profits that CGM generates
even though they take a crop
that is substantially below
average.
______________________________

OTHER
By working together, there
are some cost savings. Interest rates are lower, hedging
costs are lower, and we can
package other things together like websites and real
time quotes to provide better
value in services for your
coop.

All profits from CGM
go back to your local
cooperative, so
everyone shares in the
success.

How does CGM set local grain bids, and why is my local bid different from
another location?
Many factors come into play on setting local cash
grain bids. End user bids, freight, margin needed,
competitor bids, and other factors determine the
local bids at your location. These reasons are why
there are different bids at different locations. We
strive to have competitive bids every day at all
locations.

For more information, contact us at:
316.542.3435, Grain
316.542.9911, Fuel
316.542.0531, Oﬃce
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