
PARTNERSin production

Farmers Cooperative Elevator Company

Quarter One | 2011

New Seed Treatment Facility | Alfalfa | Market Texting

A prefect double rainbow is 
formed following a thunderstorm 
at the Clonmel branch location.  
photo by a Farmers Coop patron



Table of Contents

2 Partners in Production [Quarter One | 2011]

“OUR MISSION IS TO BE A PROFITABLE, 
QUALITY SUPPLIER OF AGRICULTURAL 

PRODUCTS & SERVICES”

Jon Kerschen
Secretary

Chad Basinger
Director

Dennis Davis 
Director

Steve Davis
Director

Martin Kerschen
Director

Aaron Pauly
Associate Director

Gregg Scheer
Vice-Chairman

Greg Reno
Chairman

Board of Directors

www.gardenplaincoop.com

A conceptual drawing depicting the bulk seed treatment plant to 
open in Cheney this spring. Story on page 6. 

3 Partners in Production by Terry Kohler

4 Better. Cheaper. Faster. by Greg Reno

4 Offer Contracts by Brad Scheer

5 Scholarship
5 Garden Wise by Troy Simmons

5 Informational Meeting on Transmission Lines
6 Seed Treatment Plant by Doug Scheer

8 Getting the Most out of Alfalfa by Doug Bates

8 Caring for Cattle by Joe Krehbiel

9 From our Grain Department by Larry Werner

10 You Have One Msg by Mark Trollope

11 Understanding Marketing Tools by Ryan McCoy

11 Credit Card Change
11 Upcoming Dates

Nominating Committee Formed

Welcome to our new format 
for member communications:   
Partners in Production. With 
a quarterly communication 
source, our articles may be 

less timely as far as the news goes, but hopefully 
they will contain more technical information that 
will help you make informative decisions on your 
farm.
 We encourage you to also use some of 
our other communication tools that we have. 
Our website, www.gardenplaincoop.com, fea-
tures up-to-date information. We also offer a 
free texting service of the daily markets to our 
customers. You will fi nd more information on 
this service in this newsletter. You can also call 
316-531-2681 and get a daily commentary of the 
markets from Larry Werner. If you do not mind 
sharing your email address with us, we will also 
send you timely information of numerous topics 
during the year.  
 We are pleased that you are taking the 
time to read our information. If you have some 
suggestions in what you would like to see includ-
ed, please let us know. We enjoy hearing your 
feedback.  
 As the calendar rolls around again, we 
wonder what the New Year will bring for us. Our 
business seems to revolve around the weather 
and if it is favorable to our growing crops or not.  

 Even though we cannot control the weath-
er, there are some things that we can control--or 
at least partially infl uence. We can help reduce 
our stress to a large part by offsetting our risk 
of production by planning. Every year there 
are opportunities to purchase inputs at a fair or 
favorable price and likewise the same is true on 
marketing grain. Every day you must be looking 
at opportunities in the markets. What is the mar-
ket or trends in prices telling us?  The process of 
planning both our input purchases and the mar-
keting of our outputs is an important task. It does 
not have to take place at planting or harvesting 
time; learning to contract prior to when you need 
it is an increasingly important philosophy. It all 
starts by knowing our cost of production in turn 
then knowing what we need to show a profi t per 
acre.
 In our current newsletter and in the fu-
ture, we hope to help our members make edu-
cated decisions on what to plant, when to plant 
it, and how to market it. We take the educational 
side of our business partnership very seriously. 
While you can purchase products anywhere, 
there are not as many places where you can re-
ceive information to support your business with-
out paying for it. Our goal is for our partners to 
make a profi t on every acre that you plant. If you 
make money, that gives us an opportunity to also 
succeed.    

Partners in Production

 The nominating committee for the board elections for the 2011 Annual Meeting has been 
formed. The committee members are Gregg Scheer, Rick Casley, and Byron Wells. At the Annual 
Meeting, there will be elections for two Board positions: 

Dennis Davis has served three, three year terms and is not eligible for reelection for at least 
one year.
Aaron Pauly has been serving as an advisory member and has chosen to run for election.
Martin Kerschen has served two, three year terms and has also announced his interest in 
running for reelection.  

 If anyone has interest in the two board positions, please contact one of the members of the 
nomination committee: Gregg Scheer, 620-297-4547; Rick Casley, 316-542-0272; and Byron Wells, 
316-540-6054.

•

•
•

Terry Kohler
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 Your cooperative’s business model is fairly sim-
ple. “Do (insert product or service here) better, quicker, 
cheaper, and faster than the other guys.” For some, that 
may seem like a tall order. For others who eat challenge 
for breakfast and leap tall buildings as a warm-up exercise, 
this business model really gets their competitive juices 
fl owing. This business of agriculture is not for the faint-
hearted, and we take our role as your business partner 
very seriously.
 We have a great tradition of success at our coopera-
tive built primarily on the values of a strong work ethic, 
conservative management, and patron loyalty. In the com-
ing years, these values will serve as the foundation of ev-
erything we do. However, we cannot be handcuffed to the 
“that’s the way we’ve always done it” school of thought. As 
your board of directors looks at the future of our coopera-
tive, there are some trends that are abundantly clear that 
guide our decision-making for the future. Those include:

Farm income – strong
Farm size – growing
Farm numbers – shrinking
Employee costs – rising
Commodity margins – shrinking
Price volatility – substantially higher
Urban pressure - increasing

 Over the coming months, your board and manage-
ment will be evaluating all of our business units in light of 
our collective view of the future. As we begin to evaluate 
changing the way we conduct our business, we often dis-
cover new opportunities for our members. These opportu-
nities may present themselves as improved service, better 
quality, higher yields, lower risk, and lower cost of delivery 
(increased patronage). A few examples of those opportuni-
ties we are working on include:

•
•
•
•
•
•
•

Improving both customer service and e   ciency by 
using new technology to receive, dispatch, and bill our 
fertilizer and chemical application orders.
Improving service and reducing cost in the way we 
deliver refi ned fuels to the farm.
Improving service and reducing the operating cost of 
older, less e   cient applicators with fewer, larger units 
utilizing improved technology.
Enhancing the earnings distribution from CoMark to 
our grain producers by changing our internal account-
ing and patronage policies.
Expanding our members’ access to new seed technol-
ogy, reducing labor cost, and improving both member 
and employee safety with a bulk seed handling and 
treating facility.
Increasing the pre-season booking opportunities for 
fertilizer, feed, and fuel in turn reducing price risk for 
both the member and the Coop.
Keeping ownership of the cooperative in the hands of 
the current users by continuing to aggressively retire 
equity--currently seven years!

 We will continue to challenge the status quo and 
seek opportunities to deliver “better, quicker, cheaper and 
faster” in everything we do. 
 We hope you like the updated format of our news-
letter. Our goal with this publication is to improve the 
quality of the content and reduce the cost of delivery. As a 
result, the newsletter will now be published on a quarterly 
basis instead of monthly.  We would encourage everyone to 
remember to utilize the Coop website, www.gardenplain-
coop.com, for up-to-the minute information on our prod-
ucts and services: better, quicker, cheaper, faster...
 Finally, thank you for your continued support and 
patronage of the Farmers Coop.  Best wishes for a safe and 
prosperous 2011.

•

•

•

•

•

•

•

BetterCheaperFaster
Greg Reno
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Offer Contracts>>>>>>>>

Farmers Coop offers the capability of putting in offer 
contracts on bushels in storage for future delivery. 
The maximum number of days an offer is run is 
10 days with a 1,000 bushel minimum.  Remember 
that once an offer is placed to check and see if the

Brad Scheer
offer has been fi lled before contracting any more 
bushels.  It is very possible that the offer could have 
fi lled in the overnight session.  It is 
the customer’s responsibility to 
fulfi ll those contracts if the offer 
fi lls, so please keep track of what 
offers have been made to avoid 
being oversold or doubling up.  

SCHOLARSHIP
 The Farmers Coopera-
tive Elevator Company offers the 
Tony Bergkamp Scholarship each 
year in an effort to establish and 
promote a desire and incentive 
for a balanced college degree. It 
is hoped that through a planned 
education a successful life career 
may be developed and that this 
scholarship will be of assistance 
in attaining this goal. Applica-
tions are sent to local high school 
counselors and distributed to 
graduating high school seniors. 
The recipient of this scholarship 
is chosen by a scholarship com-
mittee composed of a director 
from the Coop board, a member 
of the Bergkamp family, and a 
representative from the Coop. 
The scholarship consists of 
$375.00 per semester for four 
semesters for a planned edu-
cational program.  Believing in 
the need for encouragement 
based upon a broader basis than 
scholastic standing alone, the 
following standards are set forth 
as a basis for the selection of the 
candidate:

Scholarship: Candidates must 
have a “B” or better grade 
average.
Citizenship: Leadership, ser-
vice, and general conduct.
Character: Honesty, reliabili-
ty, ingenuity, resourcefulness 
and perseverance.
Preference: Given to children 
of stockholders and/or the 
children of employees of the 
Farmers Coop.  

 Students interested in 
applying for this scholarship can 
inquire with their counselor at 
school or can also fi nd a link on 
our website where an application 
can be downloaded. Deadline for 
returning applications is Febru-
ary 4, 2011, and the winner will 
be announced at the Annual 
Meeting later in February.  

1.

2.

3.

4.

JANUARY
Time to prepare for the upcoming garden season by servicing 
your mower. Sharpen mower blades and change the oil and air 
fi lters. In addition, keep your bird feeders full, and provide fresh 
water for our feathered friends. 

GARDEN 
WISE

Troy Simmons

MARCH
It is time to start thinking about preventing crabgrass, 
sandbur, and other weeds in your lawn and gardens.  The 

two products that I like the best are Barricade (prodiamine) 
and Dimension (dithiopyr).  These are two of the longest last-
ing weed preventers on the market. It is important to get 
these products applied by April 15th before crabgrass and 
other weeds start to grow. It is fi nally time to put something 

in the ground; you can plant onions, lettuce, cabbage, broc-
coli, and potatoes this month.

FEBRUARY
If you have had a problem with scale on your fruit trees in the past, now is the time 
to take care of those pesky insects. An application of dormant oil or horticultural 
oil at this time does a good job control-
ling them. It works by smothering 
the insects and is very safe to use. 
You should spray when the tem-
peratures are above 40 de-
grees and the spray has 
a chance to dry before 
freezing.

INFORMATIONAL MEETING ON TRANSMISSION LINES   
Sedgwick County Farm Bureau Agricultural Association is hosting an open meet-
ing for all farmers, ranchers, and landowners. The meeting will be held on Feb-
ruary 24th at 7:00 P.M. in the Farm Bureau Building on the Sedgwick County 
Fairgrounds in Cheney to discuss the transmission lines that will be operating the 
wind energy power grid running from Colwich to Medicine Lodge. Mike Irvin, 
Director of the Kansas Farm Bureau Legal Foundation and authority on landown-
er rights and right of way easements, will describe the process. What questions 
do we need to ask? How will the lines affect your farming operation? What are 
the legalities involved?   Do not miss this opportunity to educate yourself on this 
important issue. If you have questions in regard to the meeting, please contact the 
Sedgwick County Farm Bureau o   ce at 316-773-9851. 
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Bulk soybean seed is on its way! Farmers Coop has some big news to share 
concerning the addition of a brand new, state of the art bulk seed and treatment 

facility currently under construction. This new facility will be composed of four 
three-thousand bushel capacity storage bins; a two-thousand bushel per hour 
MX2500 USC seed treater; and a 150 bushel scale hopper. All are linked together 
with KSI cleated belt conveyors and controlled by a USC automation panel that op-
erates the entire system from a single touch screen panel. The new seed treater has 
the capability to inoculate, treat with a fungicide, treat with an insecticide, or apply 
a micronutrient, or a combination of all of the above with a single pass while main-
taining precision and accuracy as well as uniform coverage of all seeds. A new bulk 
seed site showcases a commitment to our patrons to be a partner not only now, but 
in the years to come as well by providing an easy, time saving seed handling facil-
ity with an emphasis on care and handling to provide our patrons the best quality 
seed available for their money.  
 Historic soybean sales have increased from a few hundred units in 2006 to nearly 10,000 units in 
2010. Enormous growth at such a rapid pace has brought along with it growing pains such as storage space, 
transportation, inventory management, and time management. Soybeans are a high volume seed that 
require planting rates from around 40 to 60 pounds per acre; therefore, the majority of the seed is handled 
and stored in the mini bulk bags, which take up a large amount of warehouse space. This quantity equates 
to well over 200 mini bulk bags that cannot be stacked over two rows high. The bulk bins will allow the 

SEED TREATMENT PLANT
majority of the soybean seed to be stored without tying 
up much needed square footage. Time and labor of trans-
portation are also problems that arise when handling 
seed in packaged quantities. It takes some time to handle 
each individual tote and drain into a truck or wagon.  
This also brings up a matter of safety when a 2000 pound 
bag is lifted sometimes 12 feet above the ground with a 
forklift in order to drain into a seed cart or truck bed re-
sulting in a very “top heavy” unsteady stature.  Although 
this issue cannot be completely eliminated, it should be 
drastically reduced.  
 Once the decision to invest in a bulk facility was 
made, the tougher decision of where it should be located 
arose. Several hours of research by both Coop employees 
as well as independent consultants from companies who 
plan and construct the bulk seed sites were consumed 
in the decision process. Such factors as logistics, build-
ings, loading/unloading access, and convenience were all 
carefully weighed and taken into consideration. Accord-
ing to research, most patrons are willing to travel up to a 
fi fteen mile radius in order to take advantage of the con-
venience of bulk seed. With this in mind, for a company 
of this size covering the large area that it does, ideally a 
bulk facility should be at three locations: Garden Plain, 
Belmont, and Pretty Prairie. Unfortunately, three loca-
tions are not economically feasible since each bulk site 
requires an investment of over $300,000, which would 
bring a total investment of over a million dollars.  There-
fore the decision became which single location would be 
the most benefi cial to the most patrons in this trade area. 
 The fi nal decision was made to construct the bulk 
facility at Cheney for several reasons. Although Garden 
Plain has historically the highest soybean sales, it did not 
have a good location to allow for truck access for both 
loading and unloading seed without major reconstruc-
tion. Also, with Wichita consuming more and more acres 
to the east every year, what about another fi ve to ten 
years down the road? Belmont, although accounting for 
approximately 20% of total sales, is logistically too far 
from the highest bean sales market (Garden Plain) as is 
Pretty Prairie. Thus, the fi nal decision to construct the 
new facility at Cheney was made. Cheney was the most 
centralized location for everyone. A fi fteen mile radius 
circle encompasses Goddard to the east, near Clonmel 
to the southeast, Norwich to the south, near Kingman to 
the west, near Belmont to the southwest, and near Pretty 
Prairie to the northwest. Additionally, the Cheney loca-
tion had an existing 40’ x 100’ building that is not being 

used to full capacity since the spray trucks have moved to 
Garden Plain; this enables the housing of a seed treater 
without the expenditure of a new building. It fulfi lled 
all needs as far as easy access for trucks loading and 
unloading, as well as room for the addition of the bulk 
storage tanks.  
 The addition of a bulk seed plant is necessary 
for Farmers Coop to be able to continue to supply pa-
trons with top quality seed in a safe and timely manner. 
Furthermore, the bulk seed bins cannot only be used for 
soybeans, but also to handle wheat, oats, or other high 
volume seed now and in the future.   

PROTECT YOUR INVESTMENT
 Treating soybeans helps to maximize yield po-
tential and return by providing broad-spectrum protec-
tion against many early season seedling and seed borne 
diseases such as Pythium, Phytopthera, Rhizoctonia, 
Fusarium, Phomopsis, Aspergillus, Penicillium, Schlero-
tinia, and general seed rots. Adding an insecticide to the 
treatment protects the seed and seedling from damag-
ing yield threatening insects such as aphids, bean leaf 
beetles, and seed maggots. In addition to preventing 
damage to the actual crop, keeping insect damage under 
control may also help to protect the plants from viruses 
that commonly enter the plant through damage done 
by insects. Treated soybean seed has an improved plant 
stand, uniformity, and vigor (faster emergence). Fields 
planted with treated seed will have faster canopy closure 
keeping weed pressure to a minimum while shading the 
ground to help conserve valuable moisture. A stronger 
healthier plant will also build a stronger root system that 
is critical for nutrient uptake and is also critical to stress 
tolerance.
 The new bulk seed facility will also be equipped 
with one of the best seed treaters in the industry. Pro-
ducers will now be able to pick up bean seed in the 
convenience of bulk and have them treated, inoculated, 
or a combination of both. Seed will be planter or drill 
ready when the producers leaves the plant. Also new for 
this year is the addition of an extender to inoculant that 
enables the live bacteria in the inoculant to survive for 
longer periods of time (generally 30 to 60 days). Inocu-
lating beans in the fi eld is a very time consuming and 
messy process and is di   cult to ensure even coating to 
all seeds. Inoculation is critical to ensure good nodula-
tion in soybean roots; root nodules are where nitrogen is 
made and stored for the growing plants.   
 Completion of this new facility is set for some-
time in late February or early March depending on 
weather conditions.  We sincerely hope you will all come 
by to see it for yourselves and realize that we have made 
the commitment to be your partner now and in the years 
to come.  If you have any questions about the new bulk 
seed/treatment facility or treatments, please feel free to 
contact me either by phone, text, or email at 316-772-
2014 or dougscheer@gardenplaincoop.com
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 Alfalfa has the potential to be 
a high value crop; to do so though, it 
requires an increased level of man-
agement to give the best feed quality 
and yield. To get the most out of a 
stand, there are a few essentials that 
should be done both when establish-
ing a stand and in established stands.  
 An important aspect to con-
sider when deciding to plant alfalfa 
is pH. Alfalfa grows best within a pH 
range of 6.5-7.5; the proper adjust-
ments can be made if necessary up to 
two years before planting. With pH 
adjusted, variety selection is the next 
step. Farmers Coop has varieties from 
DeKalb as well as some very high 
quality, high yielding varieties from 
Croplan Genetics with Rebound 6.0 
being the one recommended. 
 The phosphorus and potas-
sium, P and K, recommendations 
from a soil test should be adequate 
and adjustments made as a broad-
cast application pre-plant or banding 
with the seed. When putting down 
a substantial amount of Potassium, 
banding may not be the best as it is 
very high in salts and could harm the 
seed.
 Fall planting is the best for 
our area. Alfalfa does not like com-
petition, and spring planted alfalfa 
will deal with a lot more competition 
from broadleaf weeds and grasses. In 
addition, the soil temperature in the 
fall is warmer and allows for a more 
rapid stand establishment.  
 With established stands, a 
substantial amount of nutrients are 
pulled from the ground with each 
cutting. Approximately 50 pounds 
per acre of Phosphorous and 200 
pounds per acre of Potassium are 
removed from the soil per every four 
tons of hay harvested. This does not 
necessarily mean that much needs 
to be replaced each cutting as there 
are existing levels in the soil. It is not 
hard to see how one could get into a 
fertilizer defi ciency in a hurry and 

hurt the stand. Timing for fertiliza-
tion can be varied from fall to spring 
allowing one to spread the workload 
with other farming processes.
 There is a product offered 
from Winfi eld Solutions that can 
substantially raise the relative feed 
value (RFV) and push the maturity 
about two to four days earlier. Max-
In for Alfalfa NF contains secondary 
nutrients and micronutrients specifi -
cally formulated for healthy plants 
and high yields. Tissue sampling is 
a good practice to see if micronutri-
ents could enhance yield; in addition, 
an SXS comparison could also be of 
value. Farmers Coop can help with 
both of these services.
 Insect control is another 
very hot topic. Last year was a very 
tough year to control alfalfa weevil. 
Producers need to treat depending 
on growing degree days, which is 
usually around April 1st to the 15th. 
Recommendations are based on the 
very latest insecticides available to 
help control insects. 
 An alfalfa stand is a multi-
year investment that can provide 
a very nice return on investment 
if managed properly. Planning is 
essential for high yields and a great 
RFV.  pH adjustments pre-plant are 
necessary due to the fact that alfalfa 
is a perennial crop. Adjustments, 
while possible after establishment, 
are much easier before planting and 
allow a longer time between liming 
and planting. Alfalfa removes a high 
level of nutrients with each cutting, 
and fertilization on an annual basis is 
necessary for a healthy, long-lasting 
stand.
 If you would like soil samples 
taken or would like us to send some 
in for you, we would be happy to help 
you. We have the tools and knowl-
edge within the COOP to help you 
establish or maintain a quality stand 
of alfalfa.  Thanks for letting us serve 
you. 
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Caring for Cattle
 Feed costs are expensive this 
year making it extremely important to 
maximize feed effectively and con-
trol imput costs. Purina Feeds has the 
products to help accomplish this. By 
using “Purina Modifying Technology,” 
the producers can “Dial In” what level 
of feed their animals consume. Prod-
ucts such as Accuration 2HL, Impact 
Starters, and Impact Growers can help 
the producer control his bottom line 
by controlling the feed intake. 
 Review rations and feeding 
systems prior to weaning. Purina has 
a full array of weaning rations based 
on desired grain and the availability 
of the producer’s own grass, hay, or 
total ration mix. These products in-
clude complete feeds such as Precon-
ditioning Receiving Chow and Impact 
Starter WC for optimal gain; Precon 5 
to be used with forage (grass or hay) 
in excess of 8 percent crude protein; 
and Wind & Rain Availa 4 tubs on 
diets of hay, grass, or a total mixed 
ration of 13 percent crude protein or 
higher.
 Reduce stress when weaning 
as much as possible. One way to do 
this is through fence-line weaning. 
Research shows that at 10 weeks post-
weaning, “fence-line” weaned calves 
may weigh as much as 30 lbs. more 
than calves separated from cows. 
 When managing adult herd 
health, planning a feeding and nutri-
tion program for the winter is critical 
to maximize development and repro-
ductive success in the spring. It is also 
the time to vaccinate to prevent illness 
and enhance productivity. 

Joe Krehbiel
Getting the Most out of Alfalfa

Doug Bates

WH
EA

T

Year Beginning
of Year 

June 15th, 
Harvest

End of 
Year Low High

2000  $2.08  $2.43  $2.91  $2.08 (January)  $2.91 (December) 

2001  $2.87  $2.73  $2.64  $2.47 (October)  $3.03 (May)

2002  $2.64  $2.90  $3.55  $2.52 (April)  $4.70 (September)

2003  $3.58  $2.87  $3.63  $2.65 (June)  $3.90 (December)

2004  $3.87  $3.39  $3.24  $2.92 (August)  $3.99 (April)

2005  $3.19  $3.00  $3.63  $2.86 (June)  $3.66 (December)

2006  $3.67  $4.36  $4.73  $3.47 (January)  $5.16 (October)

2007  $4.67  $5.57  $8.66  $4.21 (April)  $9.51 (December)

2008  $8.88  $8.64  $5.72  $4.41 (December)  $12.47 (February)

2009  $5.76  $5.86  $4.41  $3.68 (September)  $6.82 (June)

2010  $4.55  $3.48  $7.65  $3.28 (June)  $6.95 (November)

FROM OUR GRAIN DEPARTMENT
The charts below show the wheat price at the beginning of the year; June 15th, which is harvest time; and at the end of 
the year. The next chart shows the price of milo at the beginning of the year; September 15th, which is considered har-
vest time; and at the end of the year. The last chart shows the soybean price at the beginning of the year; October 15th,  
which is considered harvest; and at the end of the year. These charts can give a better perspective as to when the higher 
and lower prices occurred at different times of the year. 

MI
LO

Year Beginning
of Year 

Sept. 15th, 
Harvest

End of 
Year Low High

2000  $2.55  $2.30  $2.39  $2.25 (August)  $3.40 (December) 

2001  $3.35  $3.30  $3.07  $2.73 (June)  $3.43 (August)

2002  $3.07  $4.39  $4.11  $2.85 (April)  $4.70 (September)

2003  $4.13  $3.36  $3.89  $3.07 (July)  $4.20 (January)

2004  $4.02  $3.07  $2.76  $2.70 (November)  $5.14 (April)

2005  $2.75  $2.80  $3.07  $2.64 (October)  $3.66 (July)

2006  $3.15  $3.86  $6.56  $2.88 (June)  $6.56 (December)

2007  $6.55  $5.79  $7.56  $5.05 (July)  $7.55 (December)

2008  $7.69  $4.57  $3.00  $1.83 (December)  $6.71 (June)

2009  $305  $2.43  $3.34  $2.36 (September)  $3.66 (June)

2010  $3.38  $4.33  $5.64  $2.05 (June)  $5.30 (November)

SO
YB

EA
NS

Year Beginning
of Year 

Oct. 15th, 
Harvest

End of 
Year Low High

2000  $4.08  $4.25  $4.63  $4.05 (August)  $5.07 (May) 

2001  $4.59  $3.95  $3.85  $3.85 (December)  $5.00 (July)

2002  $3.87  $5.27  $5.35  $3.87 (June)  $5.75 (September)

2003  $5.51  $6.89  $7.42  $5.16 (January)  $7.66 (October)

2004  $7.45  $4.64  $4.96  $4.60 (October)  $10.10 (March)

2005  $4.90  $5.40  $5.61  $4.65 (February)  $6.20 (June)

2006  $5.77  $5.44  $6.38  $4.86 (September)  $6.40 (November)

2007  $6.38  $9.04  $11.27  $6.06 (January)  $11.35 (December)

2008  $11.52  $7.71  $9.11  $7.09 (December)  $15.63 (July)

2009  $9.08  $9.30  $9.69  $6.12 (February)  $12.07 (June)

2010  $9.79  $10.95  $13.27  $8.44 (February)  $12.59 (November)

Larry Werner
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 Beginning January 1st, CoMark’s grain market text program 
saw a huge change. At the time CoMark began sending out grain mar-
kets to cell phones via text around 2005, nobody offered an automated 
system to accomplish this task; messages had to be sent out manually 
three times a day. In the last few years, software has been developed 
that allows this type of message to come from an automated system 
eliminating the need for someone to manually send out the messages; 
however, most have been cost prohibitive. Now, with the change that 
was made to CoMark’s website provider, this automated service can 
now be provided to patrons at absolutely no cost other than the text 
message fees charged by their wireless carrier.
  The markets that have been previously sent out were only 
corn, soybean, and wheat with prices based on delivery to Garden 
Plain only. With the new automated system, the customer will be able 
to choose cash or futures pricing of any grain delivered to any loca-
tion including direct shipment to terminals. Through the new system, 
patrons can select not only grains but also meats, metals, or energy 
markets.  
  Currently, market messages are sent out three times a day 
at approximately 8:00 A.M., 11:00 A.M., and 3:00 P.M. Using the new 
automated system, the customer will be able to select the schedule 
they desire receiving their markets up to once an hour. This is a huge 
benefi t as staying in touch with the daily market is becoming impera-
tive to successfully market crops. 
  For those already receiving mrkts2u, they will automatically 
be set up in the new system to receive the markets as close as possible 
to what they are currently receiving. Patrons can change and custom-
ize accounts by logging into their email/text account on www.garden-
plaincoop.com.  If a customer is not already receiving mrkts2u, they 
can go to that same location on the website to set up an account and 
begin receiving their desired markets.  
 This service will be advertised in the near future and much 
interest is anticipated; one can familiarize him or herself with the 
process by taking a few moments to go in and set up a text message 
account. Questions or asisstance can be directed to Mark Trollope at 
316-542-3181.

YOU HAVE ONE NEW MSG
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Mark Trollope
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February 11-12: 2011 Annual 
Women Managing the Farm 
Conference; contact 1-888-421-
1442 or www.womenman-
agingthefarm.com  for more 
information
February 19: Tentative Open 
House for New Seed Treatment 
Facility, Cheney
February 23: 2011 RAM II (Risk-
Assessed Marketing) Workshop; 
contact Gary Cramer, 316-660-
0100, for more information 
February 24: Informational Meet-
ing on Transmission Lines; Farm 
Bureau Building, Cheney at 7:00 
P.M. 
February 26: Farmers Coopera-
tive Elevator Company Annual 
Meeting, Garden Plain High 
School; registration starts at 6 
P.M.

•

•

•

•

•

Understanding Marketing Tools
 2011 is shaping up to be another wild year in the markets.  The markets 
have been extremely volatile the last few months and have given many oppor-
tunities to sell old crop and new crop grain at profi table levels.  
 Just as important as thinking about markets is thinking about market-
ing. The markets do present opportunities, but marketing is how to capture 
those opportunities and make the most out of them. It is important to sell 
profi tably and not to allow cash fl ow to determine when to sell. Are the prices 
today good enough to sell?  That is for each producer to determine. There are 
many good resources on CoMark’s website, www.cgmllc.coop, to help market 
grain. Go to the website and click on Producer Marketing Reports at the top of 
the page. On this page is access to USDA Reports as well as some very easy to 
use Producer Marketing tools that can help grain marketing. Below is a list of 
information on that page.

USDA reports like Supply and Demand, Export Sales, and the March 31st 
release of the yearly Prospective Plantings report can all be accessed. All of 
these reports are good to look at regularly.  
Under Producer Marketing Tools: The fi rst thing to look at is the link titled 
General Marketing Plan Guidelines. This publication gives a general outline 
to a good marketing plan. Some people want more detail and some want 
less. The marketing plan is the fi rst step to becoming a better marketer of 
production.   
KSU Crop Budgets: This Excel Spreadsheet Crop Budget is simple to use and 
fi ll out. Just click on the link and select the region you farm in and what 
crop rotation you are using.  It will give some general production costs for 
your area given different yields; however, entering your own information 
is encouraged as this spreadsheet has not been updated by KSU for awhile, 
and your real numbers are what you should be using when making deci-
sions.  At the end of the spreadsheet, you will get your expected per bushel 
production cost, which you need to know for the next step of your market-
ing plan. 
Once you have a good grasp on the marketing plan and your cost of produc-
tion, now go to the Market Plan Guideline. This spreadsheet will allow you 
to put some of your plan on paper. You enter the information and open or-
ders you want to enter, and it will automatically fi gure your expected profi ts 
from those sales. It breaks down the plan into four different time periods 
that determine how much grain you are willing to sell in those time frames 
(Pre-Plant, Growing Crop, Harvest, Post-Harvest). Just fi ll out the blue cells 
in the spreadsheet. It will work all the numbers you enter to fi gure your 
expected profi t per acre. Producers that have used it so far have had really 
good things to say about it, so try it out.
Last but not least is the link to contracts 
and tools we offer to lock in prices and 
help minimize price risk. This is a gen-
eral outline of the different contracts and 
tools that are offered by CoMark Grain 
through your local coop.   

Make a New Year’s resolution to become a 
better marketer.  Use the resources above 
and all resources that are available to you 
to do so. It is not always easy, and for some 
people, it is not fun, but it is worth the effort 
when you have a successful marketing year.  

•

•

•

•

•

Ryan McCoyAs of the fi rst of the year, we will 
no longer do credit card transac-
tions unless you are present at time 
of purchase. Also, with that being 
said, we will not take credit cards 
for payment on account. In addi-
tion, we will no longer store any 
personal credit card information on 
site. If we have stored any credit 
card information for you in the 
past, that information has been de-
stroyed due to the Coop’s liability 
concerns for privacy policies. Sorry 
for any inconvenience this may 
cause. 

For every action, there is an 
equal and opposite govern-
ment program!
Is it my imagination, or do buf-
falo wings taste like chicken? 

•

•



Farmers Cooperative Elevator Company Directory
Feed: 316-535-2291 or 800-200-2122, 316-535-2518 (fax)
Seed: 316-535-2221 or 800-200-2122, 316-535-2518 (fax)
Fuel: 316-542-3182 or 800-525-7490, 316-542-0463 (fax)

Fertilizer/Chemical Orders: 316-535-2221 or 800-200-2122, 316-535-2518 (fax)
Fertilizer/Chemical Billing Questions: 316-542-3182 or 800-525-7490, 316-542-0463 (fax)

A/R Billing Questions: 316-542-3182 or 800-525-7490, 316-542-0463 (fax)
Accounts Payable: 316-542-3182 or 800-525-7490, 316-542-0463 (fax)
Grain Accounting: 316-542-3182 or 800-525-7490, 316-542-0463 (fax)

Location Phone Numbers
Anness: 620-478-2458 GP Feed Store: 316-535-2291

Belmont: 620-297-3911 Grain Market: 316-531-2681
Cheney: 316-542-3181 Kingman: 620-532-2662

Main Offi  ce: 316-542-3182 Murdock: 620-243-3827
TBA: 316-542-3381 Norwich: 620-478-2272

Clonmel: 620-545-7138 Pretty Prairie & Varner: 620-459-6513
Garden Plain: 316-535-2221 Rago: call Norwich, 620-478-2272

FARMERS COOPERATIVE ELEVATOR COMPANY
106 E. SOUTH AVENUE 
P.O.BOX 340 
CHENEY, KANSAS 67025
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