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 We started contacting our fuel customers in recent weeks to discuss conversion 
to the Cenex Automated Fuel Delivery System. We have offered this option for several 
years but have not seriously promoted it recently. With the potential for instability in 
availability and pricing of petroleum products, we feel this is the perfect time to pro-
mote the program again. Following are some of the benefi ts:

Saves you time and hassles
No more checking your fuel tank 
levels or waiting for delivery
Never order fuel again – tank moni-
tors accurately measure your fuel 
supply every day and automatically 
trigger a delivery order when your 
fuel level drops.

Improves your cash fl ow
Deferred Billing option – pay only 
for the fuel you use each month (no 
inventory cost)
Average Monthly Pricing option 
– each month, pay that month’s 
average fuel price (no more trying to 
outguess the market)
Fuel contracting option – you can 
choose to lock in your fuel price

Keeps you in control
You determine fi ll level

•

•

•

•

•

•

 Terry Donovan will be accompanying Jim and Dean as they make the rounds 
trying to contact all our patrons. Terry joined the cooperative around the fi rst of this 
year to work at the TBA and do outside sales. He is anxious to get acquainted with 
patrons in our areas. If you have any questions or concerns about the automated fuel 
delivery program, please call him at 316-542-3381 or stop by our service center and visit 
with him there.

You choose how you would like to be 
billed (deferred billing or contract to 
lock in your fuel price)
You can decide to buy the inventory in 
your tank at any time

Gives you online access
Monitor your current and historical us-
age online 24/7, from anywhere
Check your fuel tanks in multiple loca-
tions
Help your business generate reports, 
manage inventory and forecast future 
needs

Delivers quality fuels
Cenex Ruby Fieldmaster premium ag 
diesel fuel
Cenex Roadmaster XL premium high-
way diesel fuel
Unleaded gasolines

•

•

•

•

•

•

•

•
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Overheard coff ee drinkers’ wit and wisdom: 

Alfatoxin Alert

Growing older or the aging process 
can be a good thing. It is all in your 
attitude and your positive or nega-
tive frame of mind. If we take care of 
ourselves and not abuse our bodies, 
with a  little bit of luck, we will all 
hopefully enjoy a good long life. If 

we are so fortunate for this to be the case, we can enjoy see-
ing new and changing times.  
 Think about the wonderful aging process for a 
second. Good things can happen! Grapes will turn to wine,  
milk to cheese, or sugar to fat... oops went too far there. At 
the same time, we must constantly monitor the aging pro-
cess and evaluate how we are progressing. We may need to 
add some ingredients, stir some others in, or turn down the 
heat. With a little help, the aging process can improve prod-
ucts.
  Much is the same of our current grain, feed, and 
crop production facilities. When your thoughts on ag-
ing focus on the facilities or structures, whether they are 
wooden or concrete, age and constant use will start to show 
signs of fatigue. We can get into maintenance mode with 
these structures and prevent or extend the life. In a given 
time frame, with constant use the end of usefulness will be 
inevitable. If we accelerate the use by running more bushels 
or tons through the facilities, without proper maintenance, 
the length of life will decrease.  
 Our feed mill, grain elevators, and fertilizer plants 
are aging. Our business is growing and expanding. We are 
trying to think down the road and prepare for what our 
members will want and what they will need in the future to 
produce food for the world.  
 Where will the farms and the livestock be? Where 

will farmers want to purchase inputs and market com-
modities? If farmers are producing 100 bushels plus of corn 
yields per acre versus 50 bushels per acre of wheat, what 
will this do to our elevator needs? How far will farmers 
want to drive to deliver their harvested grain? The combine 
can harvest it; can the trucks keep it away? Can farmers hire 
trucks, drivers, and how late will they deliver?
 We are good about asking questions, but we wish we 
knew the answers. The problem of doing nothing is of no 
help at all. We need to act prudently and try to forecast the 
needs as we see them today with the information that we 
have in front of us.
 We do know that our member producers are getting 
larger. They are harvesting faster and using larger equip-
ment. We need to update our equipment to receive grain 
faster. We handled wheat, corn, milo, soybeans, oats, barley, 
and sesame last year. Our bin requirements are different 
today than when we received mainly wheat. In the fall, we 
may have three farm trucks all delivering grain but each 
load may be different: milo, beans, and corn. Right now, we 
do not have three receiving pits.  
 We are evaluating everything we do and trying to 
ask ourselves, what do we need to look like for the future of 
the future farmers in our area. As you will notice in Greg’s 
article, we are not only looking at the hard assets of your 
company. We are also looking at the governance of the Co-
operative. Please feel free to give your input to the Board of 
Directors or the employees of the Cooperative.  
 Remember that if you don’t pay attention to what 
you do in the aging process of making wine, it can become 
vinegar.  Do your part to be involved in the process.  Thanks 
for your patronage to your Cooperative.

Aging Gracefully 
Terry Kohler
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When levels above 20 parts per billion of alfatoxin are present in grain samples, the grain can be rejected and turned 
away at delivery points.  At this time our discount schedule for alfatoxin present will be 20 cents discount for the range of 
20 to 50 ppb, 40 cents for 50 to 100, and over 100 ppb will not be accepted.  These discounts are subject to change at any 
time.  

How to prevent afl atoxin in corn
Afl atoxin is a carcengigon.  Afl atoxins in corn are caused by the fungi Aspergillus fl avus.  Problems 
associated with Aspergillus and afl atoxins are most common in hot, dry years.  The fungi survive in 
plant residues and produce abundant spores.  The spores are carried by the wind and infect silks 
or kernels, usually through insect wounds.  The fungi grow best in weather that is hot and sunny, 
warm at night, and dry during the silk and fi ll stage.  Injury by insects, hail, drought stress, and 
early frost expose the kernels to infection.  Insects can help spread the fungus within infected ears.  
Several new corn technologies can help reduce afl atoxin levels in corn by reducing insect damage 
to the kernels.  Genuity Smartstax, VT Triple Pro, and VT Double Pro corn technologies provide 
superior control of ear-feeding insects such as corn earworm which can result in reduced levels 
of mycotoxins, while the Smartstax and VT Triple Pro also control corn rootworms for a stronger 
healthier root system resulting in increased drought tolerance.  

It’s not necessary to understand things to argue about them. 
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 You have done all of the soil sampling, followed 
the recommendations for fertilizer, and adjusted your pH 
with lime.  You have studied the data and seed catalogs and 
selected the right seed genetics for the right soil type. You 
have planted at the right date with the right population 
using the appropriate genetic traits. You have implemented 
the best crop protection program, and your crop is off to a 
great start. You have done all of these tasks to a level that 
will, if the weather cooperates, give you the very highest 
yield possible, and yet somewhere in the back of your mind 
you think, “Maybe I could have done more.” If this is where 
you are as a producer, you may want to take a look at a tool 
we are offering along with Winfi eld Solutions to achieve 
that next yield level: plant tissue sampling.  
 Like staves in a barrel, plant fertility is only as good 
as your limiting nutrient. You can have your N, P, and K 
levels at the proper amount, but if a micronutrient is low, 
or your macro-nutrients are not available at the right time, 
those nutrients may nt be utilized to the fullest extent 
possible.  Micronutrients perform many functions in the 
plant and are instrumental in areas such as plant health, 
ability to fend of pests and diseases, and help make other 
nutrients available to the plant. Micro/macro-nutrients 
are required in different amounts during different growth 
stages, and with proper tissue sampling we can determine 

exactly what the plant is using and what nutrients may be 
at or below defi cient levels. Corrections can then be made 
at the appropriate time during the growing season before 
they become the short stave and limit yield.  Using the rec-
ommendations from the sample results allow us to have a 
more pro-active approach to nutrient defi ciencies.  
 If you are striving for that next yield level, we are 
offering our services at your Farmers Coop.  With a vast ar-
ray of foliar applied micro/macro nutrients available to us 
from Winfi eld Solutions, we are able to help overcome in-
season defi ciencies. In addition, we can put a plan together 
with you to sample your crop at the appropriate stage of 
growth and have those recommendations back in order to 
make timely nutrient applications. This year, we are for-
tunate enough to have Kim Kerchen, who will be a junior 
in agronomy at Kansas State University, working with us 
again. Kim’s primary job this summer will be tissue sam-
pling. It is crucial that samples be handled properly and 
taken at the right time; you can be assured that Kim will be 
there.    
 Please contact us soon if you are interested in tissue 
sampling, so we can formulate a plan to help you achieve 
the next level.  The Farmers Coop Elevator Co. along with 
Winfi eld Solutions is unique in our area to be offering this 
valuable tool that will hopefully help you fi nd success. 

 With the completion of the new bulk soybean plant, I would like to inform you of the four brands of soybeans 
available to you this spring.  Keep in mind that these are not the only brands available for purchase but rather the 
brands we feel will fi t the majority of our trade geography.  Also, remember that all beans purchased can be treated 
with a fungicide or insecticide/fungicide combination as well as inoculated when you pick them up.

Croplan R2C4220 RR2Y

Maturity—4.2
Height—medium tall
Type—medium bush

Excellent defensive pack-
age, with good standability, 
suited to a wide range of 
soil types, good resistance 
to iron defi ciency chlorosis.  
May be double cropped if 
STS is not needed.  A very 
good all around bean that 
can be planted anywhere 
at any time.  Suited to both 
narrow and wide rows.

Asgrow AG4730 RR2Y/STS

Maturity—4.7
Height—medium tall
Type—medium bush

Excellent emergence and 
no-till adaptability, with 
good standability and heat/
drought tolerance. Suited to 
planting on wide range of 
soil and management types. 
STS tolerance also makes an 
attractive double crop candi-
date.  Last year averaged 3-5 
bu. better than DKB46-51.

Asgrow AG3931 RR2Y

Maturity—3.9
Height—Tall
Type—medium bush

Early maturity bean, with 
good emergence and ag-
gressive growth, good heat 
tolerance, high yield po-
tential.  Consider fungicide 
treatment if planting early to 
combat phytopthora suscep-
tibility.  Excellent choice for 
early harvest to rotate acres 
back to wheat.  Better heat 
tolerance than AG3803.

Croplan RC4757S RR/STS

Maturity—4.7
Height—medium short
Type—bush

Bushy plant covers row 
quickly, good heat tolerance, 
excellent shatter tolerance.  
Best suited to wide rows 
on lighter well drained 
soils.  Excellent double crop 
candidate on ground where 
sulfonyl urea tolerance is 
needed due to application 
of Finnesse or Olympus on 
wheat.

Hitting the Next LevelHitting the Next Level

Selecting Soybeans for Maximum ProductionSelecting Soybeans for Maximum Production
Doug Scheer

Doug Bates
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Annual Meeting 
 On February 26, 2011, the 
Farmers Cooperative Elevator 
Company held their 79th Annual 
Meeting at the Garden Plain High 
School. We had a nice evening with 
over 580 members, guests, and 
employees in attendance. The Farm-
ers Coop paid out 40% of the 2010 
year earnings in patronage or over 
$812,000.00 in cash to the members. 
The sales for the year were over 
$20 million, which does not include 
grain sales, as they are included in 
the CGM annual fi nancials and not 
the Farmers Coop. The CGM income 
streams are included in the Farmer 
Coop fi nancials, just not the grain 
sales. 
 The membership elected 
Martin Kerschen and Aaron Pauly 
each to a three year term on the 
Board of Directors. Dennis Davis’s 
term expired and since he had 
served the maximum of three, 
three year terms was not eligible to 
remain on the Board. We appreci-
ate their respective service to the 
membership and the employees. 
The Board will also plan to fi ll the 
Associate Board member position 
within the next few months. 
 We appreciate very much 
the business that you do with 
“your” local Farmers Coop and we 
hope to continue to serve you for 
years to come.
 

Scholarship Recipient 
Announced 

Congratulations to Cody Kohler for 
being chosen to receive the Tony 
Bergkamp Scholarship this year. 
Cody is the son of Gina 
Kohler of Garden 
Plain and Eddie 
Kohler of Cheney. 
He has not decid-
ed on a college or 
a career path 
at this time 
but we wish 
him all the 
best in the 
future.  

JUNE
It is time to fertilize buffalo and bermuda grass in June. Fertilome Southwest Green-
maker is a good mix of slow release nitrogen, sulfur, and iron which is perfect for 
these grasses and our soil.
If you have had bagworms in the past or see the bags from the previous year, it 
is now time to spray to control them. Each bag can hatch 1,000 little destructive 
worms. I have seen them kill a large shrub in just one season. Spray with Hi-Yield 
38 Plus in early June, then a follow up application two weeks later to ensure good 
control.
Fertilize strawberries and wa-
ter regularly to promote new 
growth. Caring for them now 
will ensure a good crop of deli-
cious strawberries next year.
Mulch your garden plants for 
moisture conservation and 
weed control.
Check your tomato plants for 
disease and treat with Ferti-
lome Lands cape and Garden 
Fungicide.

•

•

•

•

•

APRIL
Apply a crabgrass and weed preventer by April 15th or when the redbud trees are in 
full bloom. I prefer products that contain prodiamine or Dimension because they are 
the longest lasting. Preventers need to be watered in before they will start to 
work.  
Spray ash trees and lilac bushes for the destructive ash/lilac borer. 
Prune out any dead branches caused by the borers from the previous 
year; if you are able to, burn them to prevent the spread of more bor-
ers. Spray in mid to late April with Hi-Yield 38 Plus then again four 
weeks later.
Spot treat weeds such as henbit, dandelion, and chickweed with Ferti-
lome Weed Free Zone, the best weed killer on the market.
Plant carrots, onions, beets, and other salad crops in early April.
Plant asparagus and rhubarb in mid April.
Plant beans, corn, and vine crops in late April.

•

•

•

•
•
•

MAY
If you get behind in mowing your lawn due to wet weather, do not try to cut off too 
much at one time. It is always best to never take more than one third of the grass 
blade off at one time. If more is taken, the plant reacts by using stored energy re-
serves to quickly send up new growth. This reduces the amount of energy available 
for the plant to deal with stress or damage done by insects or disease.
Continue to spot treat weeds with Weed Free Zone.
May is an excellent time to fertilize your fescue lawn. Apply a low nitrogen or slow 
release fertilizer such as Fertilome Southwest Greenmaker.

If we were lucky enough to have another year of fruit on our fruit 
trees, you may need to make an application of Fertilome fruit tree 
spray to ward off disease and insects.   
Begin to thin the fruit to one every four inches to maximize fruit 
size and to decrease the load on the branches. Peaches are borne in 
clusters, so calculate how many a branch can support by dividing 
the length of the branch in inches by four.  As long as there is an 
average of four inches of branch length per peach, it does not mat-
ter whether the peaches are in clusters or not. 
Plant tomato, pepper, and eggplant transplants in early May
Seed sweet corn, cucumbers, squash, beans, and other warm sea-
son vegetables 

•

•
•

•

•

•
•

GARDEN 
WISE

Troy Simmons

A man may be a fool and not know it, but not if he is married.
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Preventative

s we begin our company’s 80th year of 
business, your board of directors will 
be undertaking a project to review the 
legal documents that drive our com-
pany.  I would compare this project to 

a shop visit for a tractor with 10,000 hours.  With 
good care along the way, our company ‘tractor’ has 
outlasted most in the fi eld, and still has a good long 
life ahead of it.  It’s running good right now, and 
some good preventative maintenance should help 
keep it running strong for generations to come.
  For our corporate ‘look under the hood,’ we 
wanted to make sure we had the best mechanic 
available to help us with this project.  Terry Ber-
tholf, noted cooperative lawyer from Hutchinson, 
KS, will lead us through this process.  Terry is 
actively involved in all aspects of cooperative law 
and represents cooperatives throughout the state 
of Kansas.  We believe he has the knowledge and 
ability to lead us though this process. 
 Our Bylaws are the legal engine that drives 
our company.  As a cooperative, our Bylaws fall 

MAINTENANCE
Greg Reno

our cooperative.  Many new membership applica-
tions are for LLC’s and LLP’s.  With the increasing 
number of new entities seeking membership in 
our cooperative, we also must address these enti-
ties in our credit application process and credit 
policies.  As a part of this review, we will be de-
veloping new credit application forms for new 
members and their related entities.  Depending on 
the circumstances, this will likely include personal 
guarantees from an LLC or LLP who applies for 
convenience credit.  
 As a part of this process, we will also be 
considering our governance structure.  Currently 
our Bylaws call for seven elected Directors serv-
ing three year terms.  The Bylaws also include a 
maximum of three consecutive terms for Board 
Members.  As the demographics of our member-
ship continue to change, a part of our responsibil-
ity with this Bylaw review will be to make certain 
these requirements are appropriately representing 
the members now and into the future.
 In addition, we are undertaking a project to 
review our membership rolls.  We have two classes 
of stockholders, commonly referred to as voting 
and non-voting.   If a voting stockholder ceases to 
do business with our cooperative for a period of 
three years, the Bylaws dictate that these mem-
berships be transferred to 
a non-voting class.  In 
the near future, we will 
be sending notifi cations 
to voting members 
who have not had 
activity on their 

account for the past three years, either seeking to 
reinstate their membership through additional 
business activity, or transferring their membership 
to non-voting status.
 From a board perspective, this is not an easy 
job. It will require each memeber to get out of his 
comfort zone and focus on the needs of our mem-
bership now and into the future. We antiipate this 
process will take most of the year and would an-
ticipate a recommendation for membership con-
sideration at next year’s annual meeting--our 80th 
Anniversary. 
  Thanks to each of you for your business, 
your loyalty and support, and the trust you 
have given the Board to make these im-
portant decisions for the futur 
sucess of our company.  
 

Taking action now to keep the FARMERS COOP

 running strong for generations to come
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under the Kansas Cooperative Marketing Act, as 
amended from time to time by the Kansas Legisla-
ture in Topeka.  On a federal level, there have been 
some recent challenges to the Capper-Volstead act 
(named after former Kansas Senator Arthur Cap-
per) which gave life to cooperatives across the 
country.  While these challenges have generally 
been unsuccessful, it does reinforce why it is im-
portant to make sure our company Bylaws are up 
to date in order to protect our stockholders and 
allow our company to continue to fulfi ll its mission 
of service to our members.
 Our Bylaws were drafted at a time when 
membership was primarily made up of individu-
als, and have been amended over time to take into 
account the inclusion of corporations and partner-
ships as eligible members.  Today, our membership 
is made up of not only individuals, partnerships 
and corporations, but also new legal entities in-
cluding Limited Liability Company’s (LLC’s) and 
Limited Liability Partnerships (LLP’s).  Our review 
will take into consideration these new entities, and 
how to properly address their membership rights 
and obligations.
 The good news is we continue to see strong 
interest from producers in becoming a member of 



FOLIAR FUNGICIDE
 Foliar fungicide can be an important part of wheat 
production; fungicides are used to protect or manage cer-
tain disease problems that occasionally present themselves.    
Fungicides are most effective when they are used as part 
of an integrated management strategy. When assessing 
whether or not a fungicide application is relevant for your 
production strategy, keep a few things in mind. 
First, determine whether you have planted 
varieties that are susceptible to any one of 
these foliar diseases such as tan spot, powdery 
mildew, stem rust, leaf rust, and stripe rust. If 
the variety is not susceptible, it is probably not 
cost-effective to make a fungicide application 
in most cases.   
 Stripe rust and leaf rust are two dis-
eases that can potentially have adverse effects 
on wheat in Kansas. Following scouting reports 
from Texas and Oklahoma are excellent fore-
casters as to whether or not rust might pose a 
problem for fi elds in our area because the rust 
pathogen is typically brought in by southerly 
winds. In the case of severe rust infestations, 
yields can be reduced by 20-30% on susceptible varieties. 
 All other factors being equal, like adequate moisture 
and average temperatures, the health of the fl ag leaf is a 
major factor in determining yield and grain quality. The fl ag 
leaf (the uppermost leaf of the plant) contributes about 75% 
of the compounds needed for grain fi ll. As a result, it is very 

important to protect against yield losses. Bob Hunger, OSU 
wheat disease specialist, and Jeff Edwards, OSU Extension 
wheat specialist, sum up the integrated management strat-
egy of foliar fungicides in the March 2011 edition of Central 
Plains, The Wheat Farmer/Row Crop Farmer. “You should 
remember that foliar fungicides simply protect the yield 

potential you already have.  In other words, 
a foliar fungicide application will not make a 
40-bushel crop into a 60-bushel crop, but it will 
prevent a 60-bushel crop from being reduced 
to a 40-bushel crop by foliar disease.” Foliar 
type fungicides do not protect against bacteria, 
viruses, and diseases affecting the roots.
 Producers who are interested in applying a 
foliar type fungicide need to plan in advance 
and sign-up work-orders with maps now. Ad-
vance planning helps us to be as effi  cient as we 
possible can. There is a very short window of 
opportunity when spraying fungicides at fl ag 
leaf, typically 7-10 days depending on mois-
ture, wind, and crop maturity. These fungicide 
applications need to be made from fl ag leaf 
emergence to full head emergence. Also, Farm-

ers Coop Elevator Company is looking at the option of align-
ing ourselves with an aerial applicator in the event that the 
ground applicators are unable to cover the ground because 
of rain, etc.  Please contact one of our crop production facili-
ties for further questions about fungicide application.   

  Farmers Coop offers the ability 
for the producer to deliver grain di-
rectly to the terminal and still be able 
to go through Farmers Coop for any 
divisions, checks, contracts, etc. This 
offers the same bid as if going through 
the terminal while allowing business 
to be conducted with Farmers Coop 
and the familiar faces you are used to 
seeing.
 For those delivering to a termi-
nal, there are many benefi ts of going 
through Farmers Coop to. On top of 
offering the same bid as the terminal 
and the familiarity of our employees, 
we pay patronage on these bushels as 
well; over the last three years, we have 
averaged just over 3 cents per bushel 
for patronage on bushels delivered 
to the terminal. Choosing to not go 
through Farmers Coop would not allow 
you to take advantage of this opportu-
nity. 

 Also consider that 
while the bid to a terminal 
is usually higher than what 
is offered at one of our lo-
cal elevators, it may not be 

the best bid once freight is fi gured in.  
Depending on how aggressive the ter-
minals are being with their bids, it may 
prove to be more benefi cial for you to 
deliver to one of our local elevators.  
Keep an eye on the basis and what it is 
running at the terminal compared to 
one of our locations.  This is also infor-
mation we can provide to you at any 
time as well.  You can also get our bids 
for our farm delivery terminals on our 
website at www.gardenplaincoop.com.  
 The terminals that we cur-
rently work with for Farm Delivery 
include:  Debruce Grain in Wichita, 
Bartlett in Wichita, Scoular in Wel-
lington, CCGP in Wichita, and ADM 
in Hutchinson.  If you have another 
terminal you are interested in other 
than what I mentioned please call and 
we will see if that is an option for you 
as well.  

 In order to deliver to a termi-
nal, you will need to have copies of 
Bill of Ladings for each load delivered.  
This will ensure that the terminal 
knows that you are going thru us for 
your grain delivered.  If you need Bill 
of Ladings, I can either mail them 
directly to you or you can pick them 
up at any one of our locations.    Please 
call in advance to ensure that we have 
copies available at the location you 
will be stopping in at.  Once you have 
delivered your grain, we will need to 
get copies of the unload tickets along 
with the bill of ladings that go along 
with each load so that we can enter 
the load information under your ap-
propriate account.  We do ask that you 
get this information to us in a timely 
manner so that we can be effi  cient in 
getting information back to you when 
requested.  
 We do appreciate your busi-
ness and hope that you keep us in 
mind if you are interested in delivering 
any grain to one of the terminals men-
tioned above or any terminal as well.  

James Renner

Brad Scheer
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Stripe Rust

Understanding the Grain Exchange
Larry Werner
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 Each year is a different picture 
on the grain marketing scene. We see 
so many variables factoring in such as 
weather, supply and demand, exports, 
imports, politics, stocks markets, and 
the list goes on. Years ago, before the 
birth of the Chicago and Kansas City 
Boards of Trade, price fl uctuation was 
frequent and sometimes severe. Ei-
ther too much grain was received for 
storage and shipment facilities drop-
ping prices drastically for late-comers, 
or deliveries were small thus causing 
prices to increase dramatically. Imagi-
native business type people could only 
tolerate such fl uctuations for just so 
long. The time then arrived for farm-
ers to invent market strategies that 
would alleviate these price changes 
that are dependent on such variables 
and create pricing stability in the 
grain market. 
     In the mid-1800s, farmers saw a 
need to contract for forward deliv-
ery. This guaranteed them a buyer 
or seller for their commodities at a 
specifi c price. In 1858, a group of men 
representing a variety of business 
interests formed the Chicago Board 
of Trade, which provided a central 
point to collect information about 
grain. Traders were able to systemize 
deliveries and to contract for forward 
sale. In 1863, the basic structure of the 
Board of Trade was formed as we 
know it today. 
     Speculators soon became an 
intrinsic component of the 
marketplace because 
their buying and 
selling provided 
a continuous 
liquid market. 
For example, 
they would 
buy grain that 
would not 
otherwise 

be sold in an oversupplied market, 
therefore,  hoping to sell it at a later 
date for a profi t. They also supplied 
contracts for grain in the future hop-
ing to obtain grain later at a lower 
price. 
     Upon the establishment of the 
Board of Trade, grain merchants 
decided on delivery months instead 
of contracting on days. The market 
month of March was selected as the 
closing of winter weather and the time 
when transportation was again pos-
sible. May became a delivery month 
focusing on cleanup of old crops 
such as oats and wheat. Later, July 
became  the delivery month for new 
crop wheat and was designated as the 
forward contract month to guarantee 
a specifi c price for the new harvest. 
September was then selected for the 
same reason as July only its focus was 
on marketing sorghum. December 
was selected for marketing corn and 
because it was also the last month 
before winter weather made travel 
impossible. This then concluded the 
basic structure 
of the Board 
of Trade. It 
is from 
this 

structure that cash markets for grain 
are formulated. Marketing by way of 
options and futures now allow trad-
ers, farmers, and grain elevators to 
hedge on commodities. We must study 
and implement all facets that the 
Board of Trade has to offer to hopeful-
ly increase the profi tability and hope-
fully eliminate some of the guesswork 
of grain marketing. 
 As the wheat market has been 
our primary focus in our area in 
marketing the Chicago Board of Trade, 
Kansas City Board of Trade and the 
Minneapolis Grain Exchange are all 
very important exchanges in trading 
wheat. Let’s look at each one and to 
their defi nition and function. 
 THE CHICAGO BOARD OF 
TRADE (CBOT)  is the largest exchange 
where wheat futures and options are 
traded. Established in 1858 it is the 
oldest US commodity exchange in 
operation today. Its primary exchange 
is for soft red winter wheat which is 
used to produce biscuits, muffi  ns and 
cakes. Soft red winter wheat is consid-
ered a low protein wheat. 
 THE KANSAS CITY BOARD 
OF TRADE (KCBT)  was established 
in 1876 near one of the world’s most 
fertile growing regions and is the larg-
est wheat future market for hard red 
winter wheat. Hard winter wheat is a 
high protein wheat and used most in 
making breads. 
 THE MINNEAPOLIS GRAIN EX-
CHANGE (MGEX)  was established in 
1881 as a cash market for grains. It is 

the largest wheat future market 
for hard red spring wheat. 
This is a high protein 
wheat used for making 
breads and hard baked 

goods.

Women like silent men--they think they are listening!
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 The wheat in our area is look-
ing good although we don’t have a lot of 
moisture over much of the CGM trade 
territory. Timely rains will still be needed 
for a good wheat crop, but today the 
potential is there. The Western Kansas 
wheat crop is in poor condition for the 
most part. Below are the state wheat con-
dition ratings as of 3/20/2011. The good to 
excellent ratings are only 27% which is 
well below average. Most of the poor to 
very poor is in the western 1/3 of Kansas. 
      
 
 
 

The markets have continued to be very 
volatile.  The Japan earthquake and tsu-
nami broke the market very hard before 
it bounced back a few days later.Overall, 
the prices for all commodities are still 
high. There are still good opportunities to 
forward contract grain well above cost of 
production if you fi gure average yields. I 
continue to urge you to look at those mar-
keting opportunities and take advantage 
of those if they meet your goals.  
 The USDA Planting Intention 
report will be out before you get this 
newsletter. That report will continue to 
affect the markets as traders position 
themselves to their actual planting expec-

tations. Acres will be at a premium this 
year with many commodities competing 
for acres. Corn, wheat, soybeans, and 
cotton are all at very attractive levels. 
We will see how the acres play out over 
the next couple of months.
 How does CGM benefi t your 
coop? CGM does all of the grain pur-
chasing and sales for 11 Cooperatives 
in southcentral and southeast Kansas.  
With that much grain volume there are 
effi  ciencies that come into play.  

By combining all of the storage space 

under one USDA Warehouse License, 
we can manage the group’s grain han-
dling assets much better. That means 
CGM can have ownership of wheat in 
Cheney, but actually ship the wheat 
out of Arkansas City if we want to 
because Arkansas City wheat is worth 
more at that time. Then when Cheney 
wheat starts being worth more, we 
use the ownership out of Arkansas 
City and ship the wheat out of Cheney.  
This effi  ciency also decreases the 
amount of terminal storage that we 
pay by taking ownership out of places 
that don’t need to move grain and us-
ing it to move grain out of the places 
that do. 

•

CGM decreases your Coop’s bottom 
line risk. CGM pays your coop in three 
ways: 1) a per bushel handling fee, 2) 
the coop’s percentage of the storage 
pool for storage earned, and 3) your 
coop owns a percentage of CGM, and 
the profi ts generated are paid back to 
your coop based on that percentage.  
If your coop’s trade territory has a big 
hail storm that comes through and 
you only get 50% of a normal crop, the 
coop is still paid their ownership per-
centage of the profi ts as well at their 
percentage of the storage pool based 
on fi ve year averages. The income 
that they would lose is the per bushel 
handling fee.   
Centralized truck management in-
creases truck productivity and allows 
us to prioritize everyone’s needs.  CGM 
puts trucks where they are needed 
most and ships the grain that makes 
the most sense as far as freight costs, 
quality sold, and other requirements.    
CGM manages the grain positions for 
the coops and are always looking for 
the best markets for the grain we own.  
We are totally focused on grain and 
getting you the most value for that 
grain.   
We can meet grain quality require-
ments easier by having many elevators 
we can move grain from.   
Moving forward we hope you have 
timely rains, good fall crop planting 
weather, and a safe and prosperous 
wheat harvest.  Have a great summer!

•

•

•

•

Kansas Winter Wheat Conditions
for the week ending March 20, 2011 

Very Poor Poor Fair Good Excellent
14% 23% 36% 25% 2%

 A big thanks to all that took the time and effort to attend 
our Annual Mineral Booking. The turnout was great, the speaker 
even greater, and of course, the food was the greatest! As I was 
listening to our speakers talk about ways to help you improve 
your livestock bottom line, it hit me how fortunate we are to have 
the Purina team behind us. We know that you can buy feed from 
anyone. There are a lot of feed companies and individuals travel-
ing the roads to try to get your business. Remember there is so 
much more than the “feed in the bag” that constitutes a true feed 
business. Although I do feel we have the best “feed in the bag,” 
we have so much more to offer. From Purina’s 80 plus years of on 
farm research, feeding trials and testing, doctors, nutritionists, 

on-staff veterinarians, area specialist, and national support down 
to your local sales people, we are truly here to help you. We do 
want your feed business! Along the same line, as we look to the 
future, we know change is inevitable. Whatever changes are made 
in the coming year, we want to be your #1 feed supplier. We plan 
on growing our feed business every year. Even with the people and 
resources behind us, we know we can only accomplish this with 
your help. You are the most important feed ingredient. Come grow 
with us in the future. 

FLY CONTROL
 Plan ahead for fl y control. As warmer weather draws near, 
so do fl y populations. Beef cattle producers across the country 
worry about fl ies because they are blood suckers; not only do they 
suck blood, but they spread diseases such as pink-eye and can 
blow a hole through the heart of an otherwise profi table beef cattle 
operation. Arguably the biggest culprit around beef cattle circles 
is the horn fl y. It was so named years ago because it rested on the 
horns of cattle back in the days when most cattle had horns. Today 

Partnering with Purina 
to help fl y control 
Joe Krehbiel
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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 Offi  ce: 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

market  grain?
This is a question that I have been getting more 
and more over the last year. The answer: there 
are more options available other than just the 
typical forward contract that so many are used 
to. I would like to touch on a few of them to get 
you started.
 Most are used to a typical Forward 
Contract or New Crop Contract. This contract 
allows you to lock in a specifi c price for a com-
modity to be delivered at a later date. It allows 
the opportunity to lock in at profi table levels if 
input costs are known and is the most common 
contract issued. Depending on the type of crop 
contracted, there is a specifi c delivery date in 
the contract stating the date in which the bush-
els need to be delivered by.  
 A contract that is becoming more 
popular recently is the Futures Only or Hedge 
to Arrive Contract. Futures Only contracts allow 
you to lock in the futures price and leave the 
basis open to be priced at a later date. This con-
tract is useful when you think that the basis will 
improve from the current levels or if there is 
no basis being offered at the time, for example, 
deferred years. There are two different pricing 
decisions that must be made with this type of 
contract and depending on what year you are 
contracting for, there is also a fee associated 
with it as well as a minimum bushel amount.  
 Another useful contracting tool that 
has become very popular over the last couple 
years is our Target or Open Order Contract. This 
allows your grain to always be exposed to the 
market and is used when the market is below 
your goal. You simply place your order and if 
the market moves to your “target,” your order is 
fi lled. At that time, it becomes either a cash sale 
or a purchase contract, depending on if it was 
for stored bushels or bushels for future delivery. 

Your order can be cancelled at anytime prior 
to being fi lled and we do require a 1000 bushel 
minimum for this option. Orders can be put in 
for a maximum of 10 days. If it doesn’t fi ll within 
those 10 days, it then becomes the producer’s 
responsibility to call and put the order in again, 
otherwise it is assumed to be cancelled. This is 
a great tool for you to use because it allows you 
to take some of the worry out of marketing your 
grain.
 The most essential thing for a producer 
is to develop a written marketing plan. You need 
to set your goals and objectives each marketing 
year that will help you maintain your perspec-
tive and stay on course. By having a written plan 
it will provide discipline to help you stay com-
mitted to following your marketing plan. Now 
this isn’t saying that you can’t make changes, 
because that is going to happen. But, hopefully 
it will keep you pointed in the right direction 
which is being profi table in your farming opera-
tion.  
 I only covered a few of the different 
contracting options available, but if you visit our 
website at www.gardenplaincoop.com, you will 
fi nd a complete listing of all the different options 
available with brief descriptions of each. You 
will also fi nd other information as well such as, 
General Marketing Guidelines and a Crop Bud-
get Outline from Kansas State University. I urge 
you to utilize our website as it does offer a great 
amount of information to you and your farm-
ing operation. If you ever have any questions, 
please feel free to contact me at any time and 
I will do my best to answer any questions you 
have. If I can’t answer them directly, I will get 
you to someone that can.  Thank you for your 
past, present and future business!

Brad Scheer

What options
do YOU have to

though, horn fl ies tend to rest on the with-
ers, back, and sides of cattle. They do most 
of their blood sucking on an animal’s un-
derside where most of their biting occurs. 
Losses associated with horn fl y infestations 
have been studied extensively. 
The crucial level of fl ies at which 
losses begin to occur is 200-250 
per animal. If either young 
animals or cows have this many 
fl ies or more, treatment will re-
sult in increased weight gains. Studies done 
at Texas A&M University have documented 
average increases in weaned calf weights 
of 20-27 pounds when effective control 
of horn fl ies is implemented. The second 
major type of fl y that affects pasture cattle 
is the face fl y. This fl y is larger and more 
robust than the horn fl y and spends only 

periodic feeding times on cattle during the 
day. As the name implies, these fl ies prefer 
to be on the face and consume the secretion 
formed around the eyes and nostrils. Face 
fl ies are particularly important because 

they transmit the pinkeye organ-
ism from one animal to another. 
They damage the cornea of the 
eye during feeding and, thus, 
allow a port of entry for the 
pink-eye cause organism. When 

making decisions about fl y control, it is 
important to realize there are many effec-
tive programs. Producers should develop a 
program for their operation, which is cost 
effective and convenient. We have many 
ways to help you increase gains in fl y con-
trol from fl y control minerals, fl y tags, dust 
bags, oilers, and face mops to fl y sprays. 

A conclusion is simply the place where someone got tired of listening. 

Producers gather on March 12 at the 
open house of the new seed treatment 
plant in Cheney. Doug Scheer spoke 
to the group about the diff erent seed 
treatments that are possible with the 
new plant. 



FARMERS COOPERATIVE ELEVATOR COMPANY

106 E. SOUTH AVENUE 

P.O.BOX 340 

CHENEY, KANSAS 67025

UPCOMING EVENTS
CHICKEN 101: RAISING SMALL FLOCKS  ON APRIL 19TH @ THE 
SEDGWICK COUNTY EXTENSION OFFICE; CALL THE EXTENSION 
OFFICE FOR MORE INFORMATION @ 316-660-0100 

FARMERS COOP’S CUSTOMER APPRECIATION DAY @ GARDEN 
PLAIN IS SATURDAY, MAY 7TH FROM 11A.M. to 1 P.M. IN THE 
SHOP AREA BY THE  FEEDSTORE. MARK YOUR CALENDARS AND 
STOP BY FOR SOME GOOD FOOD, FUN, AND FELLOWSHIP!

SPRING LIVESTOCK SHOW: CATTLE, SWINE, SHEEP & GOATS ON
MAY 14TH AT THE KINGMAN COUNTY FAIRGROUNDS; FOR MORE 
INFORMATION CONTACT THE KINGMAN COUNTY EXTENSION 
OFFICE @ 620-532-5131 OR @ WWW.KINGMAN.KSU.EDU

SEDGWICK COUNTY WHEAT PLOT TOUR; FOR MORE INFORMA-
TION CONTACT THE SEDGWICK COUNTY EXTENSION OFFICE @ 
316-660-0100 OR @ WWW.SEDGWICK.KSU.EDU
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