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Sometimes
when I see a
word, I like
to look up its
meaning in
the dictionary
to see how it
relates to a
time or a situation. Webster’s
deÞnes the
word proÞtability as,
“yielding an advantageous return and/
or result.” When we decided to focus
this issue on proÞtability, several
other related words came to mind:
purchasing and production. It seemed
apparent that you cannot have proÞtability as an outcome without purchasing and production. There is a
need for these two factors to work in
unison in order to achieve the proÞtability we seek.
So how can we yield an advantageous return or result? One element
is purchasing, which means “to obtain
by labor, danger, or sacriÞce.” It is essential to purchase all of our inputs in
the best possible environment. Inputs
are not only deÞned as crop producing nutrients, fuel, and feed products;

interest rates also need to be included
in the list of inputs necessary for the
farm. Right now is an excellent time
to lock in low interest rates. Should
you purchase or lease machinery? Do
you have proper coverage on insurance, which may include crop, facility,
workers compensation, and/or liability insurance?
Another element needed to
achieve proÞtability is production, or
“the making of goods available for human wants.” The crop production varies each and every year. This year was
no exception to that rule. In February,
we were in the deep freeze with sub
20 below temperatures. In July and
August, we had several days over 114
degrees. The experts are comparing
the annual rainfall estimates for 2011
with the dust bowl years. You can do
the best possible job in planting with
the best fertility practices and still
not raise a crop. We must recognize
that some things are just out of our
control. The point is we must still be
prudent in using the best possible
farming practices that are available to
us in order to maximize our production.
Do we know if our operation
is proÞtable? How many dollars per

acre did it return? Do we know that
we make money in our farming enterprise? Hopefully we do, or we will not
be operating for long.
There are several pieces of the
proÞtability puzzle that must come
together. Some of us may have a good
grip on the piece that is purchasing;
others possess the piece of production.
We may need others to help us complete our puzzles with the areas that
we may not be as proÞcient. At the
end of the day, we must know our cost
of production per acre. This of course
will vary from year to year, but we
need to know where that proÞtable
line is.
We want to be one of the
sources for you and your farm operation that will help bring all things
together. We may not always have the
answers right away, but if you have
questions, we will help you look for
the solutions. In this issue, we hope to
share some links, ideas, and practices
that will help your operation. Our
thought is that if you and your operation are not proÞtable, you will not be
a customer and a member of the cooperative for long. Cooperatives are here
for each other; we are people working
together for a common purpose--profitability.

KFMA: A Service for You

• Sound farm accounting systems
• On-farm visits
• Accrual basis whole-farm and enterprise
analysis
• Financial benchmarks for comparing performance with similar farms
• Year-end tax planning and management
• Integrated tax planning, marketing and asset investment strategies
• Assistance with estate planning and farm
succession planning
• Guidance for business entity and structure
planning
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PURCHASING, PRODUCTION &

Overheard coffee drinkers’ wit and wisdom:

The Kansas Farm Management Association (KFMA) is
one of the largest farm management programs in the
country. Twenty-one KFMA Economists, who are faculty
members in the Department of Agricultural Economics,
comprise the professional staff of the KFMA program.
The Economists work cooperatively with farm families to provide members with production and Þnancial management information that can be used when making farm business and family decisions and assist producers by providing many services and information, which are listed to the right. Further information can be found on the KFMA
program website: www.kfma.ksu.edu; by contacting KFMA South Central, 16 West 4th
Street, Ste. B, Hutchinson, KS 67501; or calling (620) 662-7868.

Strawberries are the only fruit whose seeds grow on the outside.
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Paving the Road to Profitability
James Renner

The fall period is a great opportunity to reßect back on your farming operation as
you review what worked well and where adjustments need to be made in going forward
to maintain or increase your proÞtability. Those in the farming community and with small
businesses realize that eɟcient practices are necessary for operations to run smoothly.
These eɟcient and best management practices are the ones that typically help pave the
road to proÞtability. Those that can maximize eɟciency will ultimately create the foundation for long-term or sustained proÞtability. Improving eɟciency is an ongoing adaptive
process as it relates to your farming enterprise and the
businesses you choose to patronize, how you utilize your
coop, and on down the line. ProÞtability is more than just
numbers at the bottom of a balance sheet. It also includes,
but is not limited to, routinely updating equipment, staying
current with new technologies, and striving for better utilization of the current and future assets at the Farmer’s Coop
facilities. In the end, proÞtability deÞnes our businesses
whether as producers or your cooperative.

To TweetUNDERSTANDING
or Not to Tweet?SOCIAL
OCIAL MEDIA
Brad Scheer

Let’s see, there is
Facebook, Twitter, LinkedIn,
YouTube, ßickr, Quora, blogs,
and this list could go on and on
and on. What is the purpose of
all this senseless posting and
updates about what is going on
in everyone’s personal lives day
to day you ask? Well, if you have
yet to jump on the bandwagon,
there are several beneÞts to
having a social media account
of some type. For instance, some
people don’t have the luxury of
being able to get up each morning, load up the kids and make a
10 minute drive to their parent’s house so they can see the
grandchildren. Let me introduce
Facebook.
There are more than
800 million active users on Facebook today of which 350 million
access through their mobile
devices. Facebook allows people
to upload video, pictures, and
much more so that other family
members and friends can keep
in touch when travel distances
won’t allow. It’s a way to keep
up with one another and it can
all be done thru your computer
or smart phone. I never have to
worry about forgetting birthdays anymore because Facebook
notiÞes me weekly of upcoming

birthdays of any of my Facebook
friends. Furthermore, Facebook
allows you to see updates, photos, and more from groups like
Kansas Farm Bureau, Kansas
City Board of Trade, and USDA.
Another social media
tool that has quickly gained
populartiy is Twitter. Twitter is
an online social networking and
microblogging service that enables its users to send and read
text-based posts of up to 140
characters, informally known
as “tweets.” Between March of
2011 and June 2011, the number
of tweets per day on Twitter increased from 140 million to 200
million. That’s pretty impressive
considering in 2007 the average
was 5,000 tweets per day. Users
may subscribe to other users’
tweets, which isknown as following and subscribers are known
as followers. Once following, a
user receives instant updates
Sedgwick County Extension, university professors, and Kansas
Livestock Association are just a
few of the possiblities one could
follow on Twitter.
How does this affect
your coop? Well, for those of
you that don’t know, your local
coop has both a Facebook page
and a Twitter account. While we
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are still fairly new to the social
media uprising, we do take
advantage of both and use them
daily to get information out to
our growers. All you have to do
is “like” our Facebook page and
“follow” us on twitter and you,
too, can get this information, and
if you have a smart phone, you
will get the information right
away. We use our Facebook page
and Twitter account to notify of
market news, upcoming events,
and much more. It is a very
eɟcient way for us to keep in
contact with our producers and
get them timely information as
soon as possible.
Social media has
become and excellent way to cultivate personal connections with
different people, companies,
and organizations, and it will
only continue to grow. To follow
us on Facebook and Twitter,
just go to our website at www.
gardenplaincoop.com and look
for Social Media. Click on the
“Like Us” button to follow us on
Facebook or click on the Twitter
button to follow us on Twitter.
Don’t get left behind and say
connected to your Farmers Coop
today.

FUEL

The fuel markets have been
taking another roller coaster
ride the last few months.
Many can probably remember that in the “old days,”
we could watch weather and
inventory reports and get a
feel for which direction the
market would move. That
does not seem to hold true at
all anymore. All our commodity markets are so affected by
global economies and politics
that it is hard to know when to
buy and when to sit tight. Your
cooperative can help you with
that. Forward contracting is a
great way for you to lock in at
least a portion of your input
costs at a level that you feel
comfortable with. Another option available is the Cenex automated fuel delivery system.
With that system, you are only
billed for the fuel you actually use at an average price
for the previous thirty days.
You don’t have to worry about
the right time to buy plus you
do not have to Þnance the
fuel store in your tank. Please
let us know if you have any
questions or are interested in
either of these programs.

CLEARFIELD &
CENTERFIELD
PRODUCERS
Producers planting
ClearÞeld or CenterÞeld
wheat, please sign-up
those acres early and write
up work-orders and create maps now, so we will
be ready to spray when
the time comes. Also, if
you have planted these
particular varieties of
herbicide tolerant wheat
adjacent to non-herbicide
tolerant wheat, we need
to have these areas noted
and marked prior to being
sprayed.

Overheard coffee drinkers’ wit and wisdom:

OCTOBER

NOVEMBER

I know it was a
brutal summer
on our lawns
and gardens, but
now is the time to
prepare for next
year. Fall is the
best time to
add organicc
matter such
h as
leaves, grasss
clippings, hay,
ay,
and compost to yourr
garden. Thiss
will give you
u
a nice fertile
e
soil in the
spring after being
broken down all
winter long. It is
also a good idea
to get a soil test so
you know exactly
what nutrients
your soil is lacking or abundant
in and other important information such as the

You can eliminate
a lot of weeds that
you see in the
spring by controlling them in
November. Weeds
such as
dandelions,
henbit, and
chickweed
actually
germinate
in the fall.
An application of
Fertilome
Weed Free
Zone in
early November will do an
excellent job on
the young tender
weeds. Weed
Free Zone has an
extra ingredient
that works well
in cool temperatures where other
herbicides will
struggle.

pH of your soil.
Contact your local
county extension
agent to obtain a
soil sampler. The
cost in minimal
and the information you
obtain from it
is invaluable.
As it starts
to get cold
and insects
such as crickets, box elder
bugs, and
lady beetles
try to Þnd
a warm place to
hide inside your
home, you may
want to spray
around your foundation, doors, and
windows with
an insecticide. I
recommend the
Hi-Yield Indoor
Outdoor Broad
Use Insecticide.

If you hate
to bag fallen tree
leaves, you don’t
have to. You can
mow them and
return the nutrients in
the leaves
back to
the soil; do
this often
enough
so that
the leaves
don’t pile
up too
thick.
November is the
next best time
to fertilize your
cool season lawn.
Fertilizer applied
in November will
give you an earlier spring green
up, increased
winter hardiness,
and root growth.

DECEMBER

If we are having another dry winter, be sure to supply trees, shrubs, and perennials with supplemental water during the winter especially if they are newly
planted trees or shrubs.

Troy Simmons

GARDEN

WISE
The tooth is the only part of the human body that can’t heal itself.

FALL
EXPO
11.29.11
Brad Scheer

Farmers Coop will be
hosting our second annual “Fall
Kick-Off and Expo” on Tuesday,
November 29th. It will be held
in the Farm Bureau building
and Recreation Center in Cheney
again like last year. We will begin
the day with registration at 7:30
A.M. in the Farm Bureau building with the meeting beginning
promptly at 8:00 A.M. in the Recreation Center. Please RSVP by
November 23rd so we can plan
for the meal. Last year’s event
was a huge success and we look
forward to another great turnout
this year.
After getting the results
back from the questionnaires
after last year’s meeting, we
will be making a few changes
to the itinerary this year. We
are going to have fewer speakers to allow more time for the
speakers who are presenting;
this will also allow for more
time to talk amongst yourselves
and the speakers during breaks.
Our speakers this year will be as
follows: Dr. Steven Myers with
Purina Mills (Feed), Ryan McCoy
with Comark Grain Marketing
(Grain), Caleb McNally and John
Roth with WinÞeld Solutions
(Seed and Crop Protection), and
Tim Bergkamp with Comark
(Fuel). Lunch will be provided as
well for those that RSVP to attend. Door prizes will be given
away again like last year for
those that qualify. Please take
advantage of this opportunity
to listen to some great information that can help you with your
farming operation. We look forward to seeing you there!
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here are literally hundreds of theories
and mathematical formulas that investors and business professionals use to
deÞne success in a company. One common element exists amongst each of
them, however, and that is proÞtability. In agriculture, we don’t often talk much about proÞtability--and certainly not in front of our tax man!
However, proÞt is not a four-letter word. ProÞts
are what pay the bills, send our kids to college,
allow us to invest in new technology, and give us
the opportunity to pass our farms and businesses
on to the next generation.
For your cooperative, proÞtability is the
fuel that drives our business model and is a
direct reßection of the earnings of our members.
During the past decade, we have enjoyed a period
of strong earnings, and we have used those earnings to invest in facilities and equipment to more
eɟciently serve our members as well as pay
cash patronage and retire member equity. Your
cooperative currently maintains a seven year
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revolving cycle on our
equity retirements, a fact
that we take great pride
in. None of these things
would have been possible
without strong and stable
proÞts from our business.
Through August of
this year, our cooperative
continues to report solid
earnings and expects
to remain proÞtable
through our year-end.
However, as we look to
2012, we do have some
realistic concerns about
our potential earnings or
lack thereof. The current drought will likely
reduce our fall harvest
to less than fourth of a
normal crop and will
likely reduce both fertilizer sales and our 2012
wheat harvest receipts.
Our management team
has developed a threephase contingency plan
to address the potential
impacts of the drought
on our business. The plan

focuses on maintaining
margins, accounts receivable risk, expense reductions, and preservation of
our already strong balance sheet. If the drought
persists, the decisions
your board and management team will face will
not be easy ones. We ask
for your understanding
and support as we prepare for the challenges
that lie ahead.
Certainly as you
reßect back on our cooperative’s 80 years of business success, there have
been some challenging
times, and through each
challenge, our members
have rallied to support
our cooperative, which
ultimately supports their
own operations. With a
little cooperation from
the weatherman, I have
no doubt that together, we
will rise to the challenge
of remaining proÞtable.

Greg Reno

THE
BUSINESS
OF FARMING
Doug Bates

ProÞtability. So many things go
into that word, maybe more so in agriculture than other businesses. Where
else can a single person be the mechanic,
delivery driver, fuel man, equipment
operator, bookkeeper, broker, seedsman,
agronomist, technical director, veterinarian, human resources, and more?
The Þrst thing to realize is that
your farm is a business. I had an aunt
visiting from Denver who asked my dad,
“What have you been up to lately?” She
knew that he farmed, so her response
when he replied, “Just running my business,” was perplexing. She said, “Oh,
what are you doing now?” My dad indicated that he was doing the same thing
as before--farming. Her only comment
was, “Oh well that, yes.” I could tell that
she did not think farming was as much of
a business as owning a mechanics shop
or running a hardware store, and she is
not the only person who thinks that way.
I have thought about that conversation
plenty since. I have always thought my
dad was a good businessman. Anyone
able to persevere through many economic
ups and downs, overcome weather events,
adapt to completely new philosophies and
technologies, put food on the table for the
family, provide educations for three boys,
and still put out and harvest a crop every
year over the past 35 to 40 years, I consider being quite successful.
Several things go into making a
farming business “proÞtable,” and some
do not have anything to do with the bot-

tom line such as being good stewards of
the land, water, and animals. Unfortunately, all too often those not invovled with
agriculture believe this care and concern is something farmers are not even
conscience of, which is not true. Many
farmers consider themselves temporary
holders of the land and want to pass it on
to the next generation as good as or better
than when they started farming it.
This year has and will continue to
be challenging because, as you well know,
the weather with the lack of moisture and
excessive heat has not been conducive
to production agriculture. At a recent
Answer Plot tour in Moundridge, data was
presented that puts yield goals into perspective. This research on corn conducted
by Purdue University indicates what
aspects go into achieving high corn yields.

Weather

70+ bu/A

27%

Nitrogen

70 bu/A

26%

Hybrid (variety)

50 bu/A

19%

Previous Crop

25 bu/A

10%

Seeding Rate

20 bu/A

8%

Tillage

15 bu/A

6%

Growth Regulators

10 bu/A

4%

This data may not translate directly to all
crops, but it should be close. The point
is that we can do many things to make
sure we have high yields, but weather is
the biggest player. And, as we all know,
the weather cannot be controlled. Since
we cannot control the biggest factor that
inßuences crop growth, we must optomize
the factors that we can control to insure
the highest yield possible. You have to
weigh your input costs; take into account
yield potential, the variables that have
very little impact if applied later like
Phosphorous and Pottasium, and one that
when applied later can have a larger impact if the weather changes like Nitrogen;
and put a plan together.
Jim Shroyer, K-State extension
wheat specialist, lists three options that
farmers can consider when planting into
dry soils.
1. Dust it in at the normal seeding depth
and normal planting date and hope

for rain. He considers this the best
option.
2. Wait for a rain as late as possible (up
until near the crop insurance deadline), and then plant.
3. Use a hoe drill to plant deeper than
normal into moisture now, if there is
moisture at the 3-inch depth.
Under option 1, since the grain may not
come up for awhile, population should be
increased to the late plant level, as well
as higher rates of fertility so the plant can
get as quick a start as possible maximizing
your yield potential. The best time to apply P is pre-plant or banded in the soil due
to its lack of movement in the soil. Nitrogen, on the other hand, does move in the
soil proÞle, so if potential looks to be there
through the winter, it can be top-dressed
on at that time.
As far as row-crops are concerned, implementing ways to increase
the ability to retain as much moisture as
possible is important. There are products
that can be put down now to help keep
Þelds clean until next spring closer to
planting time. These inputs at Þrst glance
may seem expensive, but when increased
moisture retention, more eɟcient weed
control, and reduced tillage are taken into
account, a strong case can be made.
There are things that you can do
that are hard to Þgure into the bottom
line, but are deÞnitely there. As I sit and
write this on September 29th, the wind is
blowing about 20 MPH with gusts up to 30
MPH. The air is full of blowing soil hinting
at a possible a dirty winter. Water loss
and soil erosion have costs that are hard
to Þgure and not only contribute to your
bottom line but the bottom line for years
to come.
Despite previous crops, impeding
weather, and the fertilizer, hybrid, seeding
rate, tillage practices, and growth regulators we use, the bottom line is the bottom
line. There are as many philosophies
when it comes to agriculture as there are
hats that you wear. Some are risk takers,
some fertilize heavy, some farmers are
no-till, and some consider tillage the best
practice. No matter what your size or
speciÞc philosophies are, the very basic
function is to Þgure our costs/acre, so we
know when we market our product we
are making a proÞt that we can live with
and not just shooting in the dark hoping
it works out. Here is to a proÞtable year.
Pray for rain and carry an umbrella.
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Proven Products.
Proven Profitability.
Joe Krehbiel

Purina Commercial Cattle
Starter CTSM – Pellet in Bulk
or Bags
Ideal Starter Creep for weaning calves
12% Protein
1% Fat
30% Fiber
Feed rate of 10#/per head/
per day to supply 350 mg.
Chlortetracycline – 350 mg.
Sulfamethazine
Purina 4-Square Stocker/
Grower Supreme 14N
All natural hand feed Pellet –
in Bulk or Bags
14% Protein
2.5% Fat
9% Fiber
Feeding rate – 1%-1 ½%
body weight for gain and
conditioning
Ideal for after weaning to
600#

“Man, that stuff costs too much!” I’ve heard that
phrase a lot in the last couple of months. Let me start by
telling you that there is not any cheap feed today. Many
customers have said they can get “brand xyz” for a lot less
that what is offered at the Coop. ProÞtability is key when we
are comparing prices, though. Sure, “brand xyz” may retail
for less, but what does it really cost? A cheaper product per
pound will be much more expensive to you if the animal
eats more of the product or performs poorly. We must Þgure
cost per head per day or even take it one step further and
Þgure cost per pound of gain.
Many feed companies have made a living out of
copying feed tags to make their products and say, “Hey, this
stuff is just as good,” even though that is far from the truth.
For that reason, we have teamed with Purina Mills to take
advantage of their years of on-going research. Purina products do not hit the market until they have been researched
for years and the products worth has been proven. Purina-and Farmers Coop--is more concerned about your business being proÞtable than selling you a cheap product that
“should be just as good.”
The feed mill is still operating, although over 70% of
our delivered feed consists of the products featured here.
Direct shipping prices are available on bulk products to help
lower prices. We do want to be your feed dealer and strive
to increase your proÞtability.

Purina Cattle Complete #4 –
Bulk or Bags
Textured hand feed
Ideal for 600# to Þnish
12% Protein
2.5% Fat
12% Fiber
Creep Pasture Gest 14-13-68
- Pellet in Bulk or Bags
Ideal Creep feed for preweaned calves or to follow
Starter Creep
14% Protein
1% Fat
25% Fiber
68 grams/ton of Lasalocid
(Bovatec)

Purina PreCon 5 AS 140 –
Pellet in Bulk or Bags
Ideal hand feed for weaning
22% Protein
2% Fat
10% Fiber
Feed 5#/per head/per day to
provide 350mg. Chlortetracycline and 350 mg. Sulfamethazine

Purina 4 Square Breeder
Performer 20N – Cube in
Bulk and Bags
All natural 20% Protein Cube
Easy, inexpensive supplement for cows
Hard to beat for this year’s
challenges

Remembering
a dear friend
We recently lost a longtime friend

coming through, however, was the
and fellow employee of the coop, Larry fun and humor that he and his family
would Þnd during those tough times.
Werner. Larry’s friends come from
Larry would share the times his famnear and far, and so many enjoyed
ily shared together at the dinner table,
Larry’s daily contributions to the Coop
in the barn, or in the Þeld. They found
on the market phone and website. We
the humor in the grind of the daily
hard work on the farm.
Most, if not all of these he
shared with us were true
stories. The coop has had
countless listeners enjoy his commentary and
reminisce to the era with
the agreed on values.
Nancy Proctor
Larry loved his
job, the cooperative,
wanted to take a moment to share some and the cooperative members that he
served. He showed this by one of
passing thoughts on a friend who
the memorials that he and his
was dearr to many.
contribufamily requested contrib
Not only would many
the T
Tony
tions
be
made
to:
local producers
oducers call into our
scholarship
Bergkamp
scholarshi
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Larry was one of the
nicest, most genuinely kind
and caring people I have ever
known.

kept
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I could always can count on Larry for help whether it be with a
newsletter or whatever. He was
one of the nicest, most genuinely kind and caring people I have
ever known. I have never heard
a bad word said about Larry.
His dedication to the Farmers
Coop is admirable to say the
least and he will be and is missed
by his Coop family.
Nancy Proctor
Any time I would ask Larry how
he was doing he would ALWAYS
say “I am doing wonderful” and
that has always stuck in my
mind, even when Larry was still
with us.
Wanda Weber
Larry was a wonderful teacher,
friend and fellow employee. He
set such a great example of what
it means to be a true coop employee. What he taught me over
the years cannot be equaled and
to that I say “Thanks Larry”! He
will forever be remembered and
missed!
Brad Scheer
In working with Larry for almost
25 years I can truly say it was a
privilege & blessing to know this
kind and gentle man. He had
the patience of Job, a work ethnic surpassed by none, he knew
how to have fun and work hard.
It takes a long time to grow an
old friend. He will be missed.
Jacque Bolinger
A natural story teller.
George Batt
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Farmers Cooperative
Elevator Company

Profitability through Crop Insurance

CGM
GUARANTEED
REVENUE

This quarter the main topic throughout this newsletter
is proÞtability. It seems like I write about proÞtability in each
article. Know your cost of production. Know what your average
yield is. Know what you want for proÞt. Have a marketing plan.
Execute your marketing plan.
One thing I have not written about is crop insurance,
how it can reduce the risk to your business, and how it can help
you be proÞtable. Insurance can also allow you to feel more comfortable forward contracting and locking in proÞt. It is a huge
relief to go into planting knowing that worst case your cost of
production is below the insured value of your crop. In most cases
that will happen this year, the revenue from insurance will cover
the cost of production. See chart to the right showing revenue
from insurance.
If your cost of production on 40 bpa wheat is $225/A and
you have 75% coverage, you are guaranteed $33.60/A proÞt if you
have no crop to harvest and sell. Crop Insurance should be
an integral part to any good marketing plan. Knowing what
your worst case scenario is also allows you to feel comfortable selling a bigger percentage of your crop (up to your
coverage %).
I also wanted to touch on the corn crop this year.
The dryland corn this year had some major quality issues.

Ryan McCoy

Aßatoxin was high in most of the corn and had very low test
weights. We know that the testing procedure for aßatoxin is time
consuming, and we hope we don’t have problems in the future.
Aßatoxin is a carcinogen in the form of mold. It attacks livers of
animals that are fed aßatoxin and it affects different animals at
different rates. We will test for aßatoxin again next year. However, we hope that there are no widespread problems, and we
will not have to test every load like this year. The irrigated corn
quality looked very good; however, the yield was a different story.
Hopefully we can start getting some good moisture and
put this miserable summer behind us. Wheat is going into the
ground fast with very little subsoil moisture. We hope the old saying “plant in the dust and the bins will bust” comes true.

COVERAGE
65%

70%

75%

80%

85%

APH 40 bpa
at $8.62/bu

$224.12

$241.36

$258.60

$275.84

$293.08

APH 50 bpa
at $8.62/bu

$280.15

$301.70

$323.25

$344.80

$366.35

What is it worth?
In today’s ever changing world
of technology, it seems someone is always
trying to sell new products from computers, to phones, to iPads, to vehicles, and
the list goes on and on. How do we decide
what is the best deal? By deciphering
the pros and cons of different items, we
can decide which product best meets our
needs on the budget allowed. In other
words, which product gives the most for
the dollar or return of the investment?
This simple technique can also be applied
to individual farming operations when
considering the many input costs associated with growing a crop.
Today, many different choices
of seed treatments and micronutrient
products are available all claiming to increase yields and returns on investment.
How can you decide if these products are
needed on crops? Will they make you
more proÞtable?
Begin by asking a series of questions. Have I had a disease problem with
this Þeld in the past? Have I had problems with smut or bunt? Am I following corn, or is the variety of wheat I am
planting susceptible to scab? Am I at risk

of wireworm planting in dry soils?
As an example, aphids are a vector of barley yellow dwarf in wheat. This
disease is a virus and cannot be directly
treated, but applying an insecticide seed
treatment to the seed can eliminate the
aphids, thereby reducing the disease and
stress on the crop, which in turn leads to
higher yields. At today’s wheat prices, the
seed treatment would have cost about the
same as a half bushel of wheat. University research data says that on average, a
2-3 bu/acre yield increase can be expected by applying the treatment to seed.
With this in mind, you can expect a 4:1
return on our investment, or a return of
$4.00 for every $1.00 spent.
Micronutrient seed and foliar
treatments are for those who want to
push their yields to the next level. If you
are a producer who is happy with the
returns you are currently getting and are
content with your current proÞtability,
then seed or foliar applied micros are
probably not for you. In addition, if you
have a very low pH soil, then you will
probably not experience a favorable
return on your investment; your money
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Doug Scheer

would be better spent correcting the
bigger problem by applying lime before
attempting a micronutrient.
One of the easiest ways to determine the proÞtability of an input cost is
to try it. Before spending a tremendous
amount of money and the risk of applying a particular product to the whole
farm, experiment on a small basis. As
the old saying goes, “Don’t knock it until
you’ve tried it!” Side by side trials are one
of the most beneÞcial tools you can use
when determining if a product works for
you.
In summary, the cost of producing our crops seems to increase every
year. It is important for producers to
weigh the pros and cons of each input to
determine what is proÞtable and what is
not. As employees of the Farmers Coop,
we strive to recommend only the products that we feel deliver the most to you
for your dollar. It is our goal to provide
only quality products for your farm and
to help you be proÞtable as well as give
you the security that what you spend
with us is money well spent.
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Google is actually the common name for a number with a million zeros

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

UPCOMING EVENTS
Kansas Sheep Association 2nd Annual
Tour featuring stops in Kingman County
area on Saturday, October 22. For more
information, contact Matt Clark at 620-5325131 or at mkc@ksu.edu
Kingman & Reno County Extensions
Present “Women Involved in Agriculture”- A Kansas Annie’s Project on
October 25-November 10. Sessions will
be held from 5:30-8:30 P.M. at the Reno
County Extension Oɟce at 2 West 10th,
South Hutchinson, KS. For more information, contact Matt Clark in Kingman County
at 620-532-5131 or Cody Barilla in Reno
County at 620-662-2371.
Sheep and Meat Goat Conference in
Manhattan, KS on November 4-6. For more
information, call 785-532-1267.
Swine Day in Manhattan, KS on November
17. For more information, call 785-5321251.
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FARMERS COOPERATIVE ELEVATOR COMPANY
106 E. SOUTH AVENUE
P.O.BOX 340
CHENEY, KANSAS 67025

October: National Coop Month
Brad Scheer

Cooperatives all around the United States serve 130
million members, which makes up nearly one-half of Americans. But even more than that, nearly every American is
touched by a cooperative in one way or another. Think about
what you had for breakfast, whether it was a glass of milk, a
muﬃn from the local coffee shop, or a bowl of cereal; one way
or another, a coop from somewhere has been involved. Cooperatives have provided the sturdy footprint and landscape all
across America and abroad representing a variety of people
as well as industries. From your rural electric cooperative to
your local grain elevators where you deliver your crops, coops
are all around you in some shape or form.
Here at “your” local coop, there isn’t a better feeling
than being able to contribute to an industry that gives back so
much to our country and fellow Americans. And to our members, you should be proud to say that what you do each and
every day, year in and year out, is so important to so many
people whether they understand that or not. That is why the
month of October is so important for cooperatives. It gives us a

chance to help others understand the meaning of cooperatives
and what cooperatives do for so many people.
The slogan for Coop Month 2011 is “Cooperative
enterprises build a better world.” I don’t think the slogan
could be any more fitting than it is as cooperatives do indeed
build a better world. Coops exist to serve their members, but
what really makes coops unique is that those members are
also the owners. A coop looks like any other ordinary business from the outside, but it is what goes on behind the scenes
that makes it so different. You have your member owners
working together with the coop to make a better business for
everyone. Through this hard work, the profits made by the
coop are then returned to its members, rather than rewarding
outside investors. In doing so, we are not only giving back to
our members, but the communities that the cooperatives are
involved in as well.
So, the next time you visit your local coop or stop by
the local coffee shop for your morning breakfast, think about
cooperatives and how they touched your life today!

