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GRAINDIVISION NEWS

Ken Jameson, V.P. Grain Division

All the grain markets are definitely caught in the winter doldrums aswe
have seen a sideways to lower trend for the last five months.

The January 12" U.S.D.A. reports showed winter wheat seedings down
from last year 1.9 million acres. The bulk of this drop came from soft red
winter wheat as hard red winter wheat was only down 500,000 acres.
Offsetting this reduced acreage, to this point, isahard red winter wheat that
isin the best shape and under the best conditionswe' ve had for many years.
Whileweknow conditionsin February can mean nothing asto thebushel sput
inthebinsinlateJune, thewheat market doesn’t careright now, focusingonly
onthegood condition of thecrop. Wheat exports, whiledown 4%fromayear
ago, are running ahead of U.S.D.A.’s estimate of down 14%. Large crops
around the world have made the export business very competitive thisyear.
The European Union has started offering export subsidies for thefirst time
in 18 months due to the large supply they hold. The wheat market relies
heavily onexportsandwiththestiff competitionthisyear, andagrowingcrop
in good condition, this market could strugglefor quite awhile.

The corn and milo markets have al so been very quiet coming off of record
productionthispastfall. Evenwiththerecord demand basethat everyonehas
beentalkingabout, itislikely that 05/06 carryout could be2 billionbushel sor
more with atrend-line crop this next fall. Plus, with corn exports faltering,
feed demand softer, and ethanol usagebel ow expectations, many analystsare
thinkingthat U.S.D.A. will eventually haveto shrink our demand basealittle
more. Thebottom lineisthat we have atremendousamount of corn out there
and thismarket is probably going to struggleto go higher unlessweruninto
aproduction issue this spring and summer.

The soybean market continuesto make new lows as exports, while up 3%
from ayear ago, are well behind expectation of up 14% and an anticipated
record harvest isimminent in South America. We are now in thetransition
of shiftingworld demand from Northto South America. March 1%, U.S. bean
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stocks this year will be 500 million bushels larger than last year. Western
Hemispheresupplieswill beup 1 billionbushelsover lastyear. Whileplanted
acres are expected to be down in the U.S. this Spring due to Asian rust fears
and goodyieldtrendsin corn, unlesswehaveproductionissuesthisspringand
summer, thismarket islikely to continueto struggle.

We want to remind everyone with unsold sunflowersin the elevator that
those bushels have to be sold by March 31%. Also, thisnext fall harvest, we
will only handleNu-Sunsunflowersat theelevator. Today, all our marketsare
showing a $1.00 discount for new crop regular sunflowers versus the Nu-
Sun’sand they aretelling usthey intend to keep asignificant spread over the
next marketing year. If you plant regular flowers, we will help you find a
market but they will haveto bekept onyour farm or delivered direct fromthe
field.

Since 1973, between March 1 and September 1.

CZ hastraded 250 or higher 30 out of 32 years (Y earsnot above 250 = 1986 & 1987)
CZ hastraded 260 or higher 27 out of 32 years (Y earsnot above 260 = 1986, 1987,
1999,2001,2003)

CZ hastraded 270 or higher 25 out of 32 years(Y earsnot above 270 =1985, 1986,
1987,1999, 2001, 2003)

CZ hastraded 280 or higher 18 out of 32 years

CZ hastraded 290 or higher 17 out of 32 years

CZ hastraded 300 or higher 13 out of 32 years
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GARDENCITY CO-OP
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2004-2005
Boyd Lear - Board Chairman
Steve Sterling- Vice Chairman

Andy Strasser-  Secretary/Treasurer
Randy Richmeier -Ass. Sec./Treasurer

Dwane Roth - Director
Michael Deaver - Director
Tim Miller - Director

Steven Krehbiel - Assoc. Director

GARDENCITY CO-OP
STAFFMEMBERS

John McClelland - General Manager
Lauri Allen - C.F.O.
Ken Jameson - V.P. Grain
Barry Brant - V.P. Crop Production
Rod Petty - V.P. Petroleum

Wewelcome
our new member sfromthe
Farmer sCooper ativeElevator
inDighton

Before you climb on that tractor this spring, take the time to comein and
talk tousabout your marketing plan. Y ou spendall winter planningwhat crops
you'll plant thisspring, what seed number youwant, chemicals, fertilizer, etc.,
but how many have something down on marketing? We have amultitude of
contracting methodsand we can hel pyou choosethe onethat best fitsyour risk
tolerance and your operation.

COMMITMENT

STATEMENT

"Moving Forward
Together"
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PETROLEUM NEWS

Rod Petty, V.P. Petroleum Division
TheGarden City Co-op, Inc. Petroleum Division hasstarted thisyear

withal ot of excitingthingshappening. Wearevery pleasedabout themerger
with Dighton Co-op. Thereisagreat deal of work ahead of usbutit means
abetter futurefor both Co-ops.

Someremodeling has been doneat the Petroleum Office, turning the
customer counter around and adding another office. Wethinkitlooksnice
andweinviteyouto stop and haveacup of coffeewith us.

Whileyou are here, ask about fuel contract prices. We continue to
monitor themarketsinanefforttoget thebest pricesfor you. I1thasbeen
very interestingwiththefuel marketsconstantly changing.

Springisontheway and wewant youto beasprepared aspossiblefor
theupcomingseason. Y oumay want tothink about fillingyour tankssoon.
Therewill beal ot of refinery turnaroundsbecausetherefinerieshavetobe
incompliancethisyear withthenew ultralow sulfur diesel specs.

Wearecurrently running our annual Winter/Spring Oil Sale. Bulk oil is
discounted$.40agallonand Drumoil isdiscounted$.30agal lon. Wehave
5-gallonbucket of Gear L ubeonsale, aswell asMolyplex and BlueGard
grease. ThesepricesareeffectivethroughMarch 31, 2005. Stock up now
andsave!

If youneedanew irrigation battery, wehaveplenty instock tohelpserve
you.

Wearealwaysavailabletohear you questionsand/or concerns. Pleasefeel
freeto call usat 620-276-8301 or stop by our officeat 7" and Fulton.

COUNTRY CORNER
SPECIALS

Country Corner isstil having the
Car Wash Special. Buy 7galons
or moreof Ethanol and get $3.00
off the Ultimate Wash. We now
offerpre-paidgiftcards. They can
be purchased for amounts from
$5.00 to $100.00. They will be
rechargableif youwouldliketoadd
more to the card after they have
been purchased. So, if you are
lookingforaquick gift,comeinand
purchaseone. Thismonth, wehave
newitemsinthedei. Wenow offer
FriedMushrooms. Peps hascome
outwithnew Flavored Water from
Aquafina. Thereare3newflavors!
They areonsalethismonth-2for
$2.00sostopinand seeus!!!

Know your Employees...
Kraig Lindsay - Precisson Ag M anager

Kraig Lindsay hasrecently joined the Crop Production Division's Sales
Forcefor theGarden City Co-op. Kraigwill bemanagingour cropconsulting
serviceinconjunctionwith CropProfits. Hewill alsobemanagingour variable
ratefertilizer application, inferred mapping, andinformationtechnol ogy aong
withsalesdutiesinthearea. WithKraig'sknowledgeand expertise, wewill
beabletoaddvaluetoour producersby better utilizingtoday'stechnologies.

Kraiggrew uponasmall farmin South Central Kansasnear Protection.
Whileinhighschool and college, heworkedfor alocal farmer anda sofarmed
withhisbrother.

Kraigreceived an Associate'sDegreein Farm and Ranch Managmentin
1994 fromtheHutchinson Community College. In 1995, heacceptedajob
with Collingwood GraininPlains, KS, workingintheCrop-Timizer program
asacropscout. Whilewith Collingwood Grain, hemovedto Garden City in
January 2002 to manage the Garden City location and most recently he
worked at the Subl ettel ocation.

Kraig and hiswife, Jennifer, just had their first child, Jaron Alan, in
January.
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MARKETING PLANS

The following article on developing grain marketing plans appeared in an issue of Harvest States Newsletter. It was written by Kent
Thiesse, educator at the University of Minnesota Extension Service. Although the author refers to marketing corn and soybeans, the same
basic principles apply to all grains. We think his advice iswell worth consideration.

A marketing plan isasindividual as abalance sheet and should be carefully tailored to individual needs. To accomplish
that, Thiesse offers the following guidelines:
1. Estimateyour break-even cost. Todothat:
a Determine your total cost of production for corn and soybeans.
b. Determine storage costsif grain will be stored beyond harvest.

2. Determineyour market objective:

a  Review your cash flow needsfor crop input costs, land costs, |oan payments, and family living needs. Know what corn
or soybean price on either grain in storage or new crop allows you to meet those commitments.

b. Study basis patterns at your local grain elevator or point of sale for corn and soybeans. Basisis often an overlooked
factor for determining potential times of the year to make cash sales.

c. Consider your storage situation to determine when the grain has to be removed from the bin. Consider seasonal odds,
such asthe May to early July period, to lock in prices.

d. Knowwhereyour profit marginis. Onceyouknow your cost of production and cash flow needs, you should haveagood
ideawhen you are selling into a profit situation. Remember, everyone' s situation is different, so it is best to use your
own figures.

3. Followthroughwithyour marketingplan:

a  Put your marketing planinwriting and keep it in aplace where you can review it regularly.

b. Reviseyour marketing planasnecessary to accommodate changesin market fundamental's, adjustmentsinyield potential
on your farm, and changing cash flow needs.

¢. Most marketing planshave ascal ed approach, using certain market pricelevelsto signal the sale of acertain percentage
of grainin storage or of the likely production for the year.

d. A marketing plan may strictly involve cash salesand forward contracts at thelocal elevator. However, some strategies
may include options and hedging strategies through the futures market.

4. Shareyour marketingplanwithyour lender:

a A sound marketing plan may be a helpful tool for securing operating and other loans from agricultural lenders.

b. If you planto usefutures and options strategies, be sureto inform your lender of cash flow needsrequired to use these
tools.

c. Keepyourlenderinformed of adjustmentsinyour marketing plan, based on changesin market pricetargetsand production
potential. It is best to relate these adjustmentsin the plan to your annual cash flow budget.

d. Doayear-end summary of theactual resultsof your marketing plan and sharethiswith your lender. Thisisanindicator
of good business management.

5. Other consider ationsregar dingamarketingplan:

a Develop asample worksheet in your farm notebook or on your computer to put your marketing plan in writing.

b. If you planto usefuturesand optionsstrategies, remember to consider option premiums, broker costs, and margin calls.

c. Don't bediscouraged if you sell corn or beans on your marketing plan and the next day, the price goes up. Base your
evaluation of amarketing plan on performance for thewholeyear.

d. Don't by swayed by “naysayers’ at the coffee shop regarding the objectivesin your marketing plan. Remember, your
plan was designed based on your cash flow needs and your profit goals. Many people like to talk about the time they
got thehighest cornand soybean prices, but very few arewilling to discussthe shortcomingsintheir marketing strategies.

e. Informyour spouse and other farm partners about the marketing plan and adjustmentsin the plan asthey occur. Infact,
it is best to develop the marketing plan with ateam approach involving these individuals. If you arereally creative,
designate a certain number of bushelsto your spouse, son, daughter, etc. and allow them to develop a marketing plan
on those bushels.

6. Insummary, Thiesse pointsout that amarketing plan may not allow afarmer to hit thehigh pricefor corn and soybeansduring
agiven market year. However, agood marketing plan, based on cost of production and cash flow needs, may allow farmersto

market grain at profitablelevelsamajority of thetime.
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GARDEN CITY CO-OP
CAN REDUCE YOUR CROP CONSULTING COST!

PURCHASE YOUR SEED FROM GARDENCITY CO-OP
& Qualify for REDUCE COST Crop Consulting

Garden City Co-op will subsidize your current crop consulting serviceor if you arein need
of acrop consultant, we can provide full serviceto you at areduced cost . The consulting
service provided by the Co-op will be in conjunction with Crop Profit owned and operated
by Fred Fisher. The services we are providing and costs are listed below.

CROP PROFIT'S SERVICE INCLUDES
Crop History: Soil Samples, Pesticide Application, Fertilizer Application, and Crop Yield Histories.
Input Decisions: Seed / Pesticide / Fertility Recommendations.
Soil Testing and Recommendations.
Field Scouting: Scouting is on a weekly basis on irrigated, bi-weekly scouting of dry land summer
crops, wheat involves a minimum of eight checks at critical times during season.
Irrigation Scheduling: Estimates of available moisture, expected water usage, and recommendations.

FEES W/ SEED PURCHASED FROM GARDEN CITY CO-OP
Reduce Cost applies to the acre that the seed was purchased from the Co-op.
Yieldswill becollect after harvest and the payment datefor the serviceis Dec 2005.
If youuseyour current consulting service, Garden City Co-opwill pay thesubsidized
amount directly to the grower in Dec 2005.

Corn -$.02/Bushel
Alfalfa-$.50/Ton

Soybeans - $.075/ Bushel
Sunflowers - $.225/1001bs

FEES FOR SERVICE ON NON CO-OP PURCHASED SEED

Corn -$.04/Bushel
Alfalfa-$1.00/Ton

Milo-$.05/Bushel Soybeans - $.10/ Bushel
Sunflowers - $.30/1001bs Wheat - $.06 / Bushel

Fred Fisher

PO Box 156

Sublette, KS 67877
Office 620-675-2599
Cell 620-640-1600
flfisher@pld.com

FRED FISHER IS THE OWNER OPERATOR OF CROP PROFIT$

Fred operates his business out of Sublette and has been in the crop consulting
business for over 25 years. He has spent his entire career in western Kansas and
understands the farming practices in our area. Our Crop Production Department
worked with Fred thispast season and i slooking forward to working closer withhim
to better our services and our customers' operations.

Garden City Co-op, Inc.
PO Box 838

Garden City, KS 67846
Office 620-277-2230
Cell620-271-3446
Barry Brant
barry@gccoop.com

A MANDATE FOR
OPTIMISM (cont.)

Cont. From Page6

The vote and the resulting
applause was the result of
enthusiasm and optimism. It was
well-calculated optimism as the
members that came to the three
informationmeetingsinDightonand
thetwo in Garden City understood.
The two boards struggled with the
specifics for a year before they
weresatisfiedthat theresulting plan
wasthe best for the 1,000 members
of Garden City and 600 membersof
Dighton. Itisachanceto grow and
become more effective while
retaining the personal touch of a
hometown business. They were
alsoconvinceditwaspositiveforall
of the communities that would be
served by the new Garden City Co-
op.

A year ago at the Garden City
Co-op'sBoard Planning Session, we
adopted thecommitment statement,
“Moving Forward Together.” Itis
meant to indicate that we will not
stand still and be victims of what
comes our way. We chose to take
action and create our own
circumstances. We aso chose to
co-operate and work together to
achievewhat wecan' tindividually.

Co-ops have always been about
working with neighbors. On April
1st, our neighborhood gets a little
bigger and it is an optimistic and
enthusiastic placetolive.

MARKETHOTLINE
CALL 275-9772
FOR DAILY GRAINBIDS
or
Inter net Updates
WWW.QCCOOP.CoM
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A MANDATE FOR OPTIMISM

Enthusiasm and optimism have
to be the most contagious emotions
shared by human beings. A positive
approach cannot be deflected by
negativity forlong. I thinkitisabasic
humantraittobelievethat tomorrow
will be better and good things are
headed our way.

That belief may be best
exemplified hereontheHighPlains.
Thisregionhasrelied onagriculture
in an environment that was
predictably challenging at best. My
mother referred to this as next year
country, always a better crop or
better price next year. My Dad, the
eternal optimist, wasfarmingforthe
year with abumper crop and record
prices. He thought it was probable
eventhoughtithadn’treally occurred
since he bought hisplacein 1947.

To people that don’t understand
this culture or the eternal optimism
of ahigh plainsfarmer, some of our
decisions must seem confusing. In
difficulttimes, our commitment must
seem like arefusal to face the facts
and admit defeat. Every year seems
tobringastory of drought, latefreeze,
hail or low prices. In recent years,
wehavebeen abletotalk about them
all inthe same growing season. We

P.O.Box 838

106 N. 6th St.

Garden City,KS 67846
(620) 275-6161

Y

GCC

GARDEN CITY CO-OPINC,

acknowledge that there will be
challenges. We have seen our
neighbors pay the price for bad
decisions or sometimes just bad
luck. Somehavepaidthat priceand
returned for more. So why not just
giveup?

To understand it, you have to
know how welovethesewide-open
plains. Y ouhavetounderstandthat
we are the sons and daughters of
several generations that chose to
livehere. For all thesegenerations,
we have appreciated the beauty
and abundance promised by green
wheat in March and agood stand of
corninJune. That abundance can
provide a good livelihood with
enough left over to educate our
childrenand helpthemachievetheir
dreams.

We know that enough
enthusiasmand optimismmixedwith
sound business decisions and a
willingnesstotakeacal culated risk
can return plentifully. Maybe it
doesn’t happen every year and
sometimesit canresultintakingthe
belt up another notch. Butweknow
good timeswill come becausethey
always have.

JohnMcClelland
General Manager

That commitment and belief of
the high plains farmers was
demonstrated in Dighton as they
voted to merge the Farmers Co-op
with the Garden City Co-op. It
passed by 92%, 135t0 12. Themost
exciting part of the merger meeting
camewhenthetally wasannounced.
A round of applause and cheers
fromtheaudiencegreetedtheresult.

If you have followed the
coverage of this merger in the
newspapers, youwould believethat
this was a sign of relief that a
struggling co-op had been saved.
All of thereporting talked of drought,
Farmland I ndustriesbankruptcy and
thegeneral declineof rural America.
Nothing could have been further
fromthetruth. Thecondition of the

Farmers Co-op was strong.
Cont. Page5
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