
POST-HARVEST NEWSLETTER  

DECEMBER, 2014 

877-556-0588 

Experience. Knowledge. Integrity. 
YOUR Crop Insurance Solution. 

www.ag-risk-solutions.com 

@AgRiskSolutions 

Photo Courtesy of Steve Jones 

https://www.facebook.com/agrisksolutions
https://twitter.com/AgRiskSolutions


www.ag-risk-solutions.com 1 

Sincerely, 

 

Mike Scherer—Vice-President, Ag Risk Solutions 

mikescherer@ag-risk-solutions.com 

Another challenging and exciting crop year is in the books!  

It sounds like throughout most of our territory our custom-

ers experienced pretty good yields.  It would appear, based 

on looking at grain price charts, that these good yields cer-

tainly weren’t limited to our part of the country.  We man-

aged to rebuild grain stocks in a major way with one 

bumper crop and that has pushed prices much lower.  When I look at profit 

projections for 2015 and beyond they are startling but I try to remind myself 

that they are still very manageable.  However, we all may need to re-sharpen 

our pencils.  Perhaps we’ve been spoiled by the last several years we’ve had?  

How can you position your business to not only survive, but thrive in what 

may be more challenging times ahead of us?  I can assure you that we are 

very focused on how we can help our clients navigate the road ahead. 

I hope you all have a safe and joyous holiday season! 

IMPORTANT!           GRASS BREAKING           IMPORTANT!   

If you will be breaking any ground out of grass and planting it to an insur-

able crop this spring, notify your Service Rep immediately! In many cases 

we must submit a request for insurability on these acres prior to MARCH 

15! Also, you will have to use a different process to establish an Approved 

Yield on land being broken out of grass, which could have a dramatic im-

pact on the amount of coverage you will have on these acres. Contact us 

immediately if you will be tearing out any grass!!! 

LOSS NOTIFICATION 

As you finish up harvest, if you suspect a loss on any unit or crop, contact 

your Service Representative immediately! We must have claims turned in 

within 72 hours of the completion of harvest on the unit for them to be 

considered timely. Claims that are not turned in timely can take much 

longer to be finalized and paid. Payment could also be denied completely.  
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2014 SPRING REVENUE PROTECTION HARVEST PRICES 

CORN: 

Base Price: $4.62                              Harvest Price: $3.49 

Since the Harvest Price on corn came in significantly lower than the Base 

Price this effectively increases your guaranteed yield.  Your corn yield guar-

antee will be increased by about 32.4%.  You can calculate your new guar-

anteed yield using the following formula: 

 
 

GRAIN SORGHUM: 

Base Price: $4.46                              Harvest Price: $3.37 

Since the Harvest Price on grain sorghum came in significantly lower than 

the Base Price this effectively increases your guaranteed yield.  Your grain 

sorghum yield guarantee will be increased by about 32.4%.  You can calcu-

late your new guaranteed yield using the following formula: 

 
 

SOYBEANS: 

Base Price: $11.36                            Harvest Price: $9.65 

Since the Harvest Price on soybeans came in significantly lower than the 

Base Price this effectively increases your guaranteed yield.  Your soybean 

yield guarantee will be increased by about 17.7%.  You can calculate your 

new guaranteed yield using the following formula: 

 

 

If you think you may  be close to a revenue claim on any crops, contact 

your Service Rep immediately. 

 

For more information go to: www.ag-risk-solutions.com/harvestprices 

Approved Yield x Coverage Level x 1.324 

Approved Yield x Coverage Level x 1.324 

Approved Yield x Coverage Level x 1.177 



2014 FARM BILL 
 

We continue to work to navigate through the maze of the new farm programs 

to prepare ourselves to help our clients make the best program decision pos-

sible.  The 2014 farm bill is very unique in that it forces all producers to make 

a choice between two distinctly different farm programs and be bound to 

that decision for the next five years at least.  We have begun using some deci-

sion support tools that allow us to enter our clients’ FSA information as well 

as 5-year price projections and then it generates projections for which pro-

gram might have the highest payouts over the life of the farm bill.  While this 

is certainly far from an exact science, it’s at least the first step of trying to 

make an informed program decision.  If you are interested in having us help 

you with this analysis, contact your local Service Rep. 

2015 CROP INSURANCE CHANGES 
 

Irrigation: The 2014 farm bill contained provisions that will help producers 

who have a combination of irrigated and non-irrigated acres structure their 

crop insurance policy in a more advantageous way.  Firstly, producers will 

now be able to use different coverage levels on their irrigated acres of a crop 

vs. their non-irrigated acres of the same crop.  For example you could carry 

80% coverage on your non-irrigated acres while carrying 50% coverage on 

your irrigated acres, or vice-versa.  Secondly, producers will also be able to 

have their non-irrigated acres in one Enterprise Unit and their irrigated acres 

in a separate Enterprise Unit, assuming certain qualifications are met.  This 

provision can be a little complicated because of the way RMA wrote the rules, 

but it stands to benefit a great number of producers with irrigated ground. 

Beginning Farmer & Rancher: This program provides additional crop insur-

ance benefits for “Beginning Farmers & Ranchers” (BFR).  The primary bene-

fits include; 10% increase in premium subsidy, increased yield plug for low-

yield years and no administrative fees (usually $30 per crop per county). To 

qualify as a BFR you must be an individual who has not had an interest in a 

crop or any livestock for more than five crop years and you can exclude crop 

years in which the individual was under 18, in active military service or en-

rolled in a post-secondary education program 

We are working to identify our clients who we think might qualify for these 

benefits.  If you think you or someone you know may qualify, please contact 

your Service Rep immediately for more details. 



2015 CROP INSURANCE CHANGES (cont) 
 

APH Yield Plug: This new option will allow producers to exclude yields 

from their APH database in which the county yield (or a contiguous coun-

ty yield) for that crop year was below 50% of the previous 10-year aver-

age.  This will help to protect your crop insurance coverage from being 

affected by “catastrophic” loss years.  In most cases, this provision won’t 

be triggered as often as one might think.  However, the final rules for this 

have not been released so you can expect to hear more details from us 

as they become available. 

 

K-STATE FARM BILL MEETINGS 
 

Kansas State University Research & Extension will be conducting a series 

of meetings across Kansas to help ag producers better understand the 

new farm programs and make a more informed decision.  We are proud 

to be one of the sponsors for these meetings and along with that we 

have some free tickets available.  If you are interested in attending, 

please contact your local Service Rep and we will try to get you a ticket.  

The meeting locations, dates and times are below: 

For more information visit: www.agmanager.info/events/FarmBill 

Location Date Time

Wichita January 12 1:00pm

Pittsburg January 13 8:00am

Emporia January 14 8:00am

Ottawa January 15 8:00am

Salina January 20 1:00pm

McPherson January 21 1:00pm

Pratt January 22 1:00pm

Goodland January 26 1:00pm

Scott City January 27 8:00am

Liberal January 28 8:00am

Dodge City January 29 1:00pm

Phillipsburg February 10 1:00pm

Hays February 11 8:00am

Frankfurt February 12 1:00pm

Atchison Febraury 13 8:00am
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PRICE FLEX COVERAGE 
 

Once again this year we are beginning to hear a buzz about the various “price

-flex” products that are being offered within the crop insurance industry.  At 

their core, what these products aim to do is allow producers to use additional 

months (other than February) to set the Base Price for their crop insurance 

coverage.  These are private products which mean that coverage terms can 

vary between companies and there is no premium subsidy offered by USDA.   

We will begin to analyze these products to see if they might be a good fit for 

any of our customers, but based on our research last year, we don’t expect it 

to be something we would be advocating on a widespread basis. 

From our preliminary research last year, we concluded a couple things: 

1) This is a private product that is rated in 

such a way that the insurer projects to 

collect more in premiums than they pay 

in losses.  While there’s nothing wrong 

with that (it’s obviously how most insur-

ance works!) as a potential buyer you do 

have to ask yourself what value it brings 

to your business or what risk exposure it helps you to manage.  Those are 

the questions we had a hard time answering.  Do you  lay awake at night 

worrying about February being the month that will set your insurance 

Base Price?  If so, these products may have value to you. 

2) Even if you would like to not be at the mercy of the markets in February 

to set your insurance guarantee, it is our belief that there are other 

methods available to accomplish this goal.  These other methods can be 

pretty simple and may either cost less to execute or provide more real 

price protection 

We are sure this is something you will be hearing a lot about over the next 

few months and we’d be happy to try to educate you on what we could offer 

to see if it might be a fit for you.  Please remember that these products cer-

tainly provide value to agents in the form of commissions, but you must ask 

yourself if they truly provide a value to your operation. 
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JOHN DEERE INSURANCE POTENTIAL SALE 

As I am sure many of you are aware, John Deere recently announced that 

they are exploring options for selling their crop insurance business unit 

(JDIC).  This certainly came as quite a surprise to us for several reasons.  

First, John Deere is a company that obviously has a very strong commitment 

to agriculture and we had seen no signs that their commitment to crop in-

surance was wavering.  Most importantly though is the fact that they have 

become one of the best crop insurance providers in the industry.   

The good news is, a company is not made great by its logo or name; a com-

pany is made great primarily by its people.  That is something we believe is 

especially true in this industry.  We have every reason to think that once the 

sale is completed the new company will be able to retain the industry-

leading team that JDIC has been able to assemble over the years.  Their stat-

ed goal is to have something finalized around the end of the year. 

We would encourage you to rest assured that we are monitoring this situa-

tion closely.  As soon as something is finalized we will do all we can to make 

an appraisal of the new situation and determine our best course of action 

for ensuring that our customers needs will continue to be met in the future. 

UPCOMING IMPORTANT DATES 

December 15:  You must have your planted wheat acres submitted to us 
by this date. 

December 15:  Deadline for submitting revenue claims on Corn, Grain Sor-
ghum and Soybeans. 

February 27:  Deadline for updating your program yields and reallocating 
your base acres for the new farm programs. 

March 15:  This is the deadline to change your coverage, add a new county 
or insure an additional crop in a county for Spring Crops (Corn, Beans, Grain 
Sorghum, etc.)  

March 15:  Deadline to short-rate any wheat that you do not plan to take to 
harvest. 
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