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StateLine Cooperative plans  
for future in feed
By Larry Sterk, StateLine Cooperative General Manager

We are in the process of assigning the triple net leases StateLine Cooperative has with local  
farmers to Murphy-Brown LLC, the livestock production subsidiary of Smithfield Foods, Inc. 
When Murphy-Brown, the world’s largest producer of pork products, approached us with this  
opportunity, we tried to vision what the swine livestock industry would look like in five to 10 
years and made the following assumptions: 

E In the last two years we have seen unprecedented prolonged low prices and now we are seeing 
unprecedented high prices—(volatility) in swine values—volatility will continue. 

E Consolidation in the swine 
industry is continuing, today 
many pigs are owned by  
non-production ag owners. 

E Livestock will continue to be 
fed in northern Iowa and  
southern Minnesota where the 
best crops are grown in the 
world year after year. 

E Crop yields are going to 
continue to increase at a higher 
trend line than historic trends.

E The swine industry is a global industry. With many world economies improving, demand for 
meat protein increases. 

Assuming the swine industry will continue to consolidate, we believe barn owners (where we  
currently have leases) will be successful with a long-term opportunity to be vertically integrated 
with Murphy-Brown (Smithfield Foods). Smithfield is a solid long-term player in the swine 
industry. By assigning our existing leases to Murphy-Brown, your cooperative will no longer be 
responsible for the daily care of pigs. 

Our	commitment	to	feed
Your board of directors is committed to the feed industry, however. StateLine Cooperative has 
 (continued on page 8.)
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Have we seen the contracting price highs for 2011 prices? If we knew the 
answer, it would take the thrill out of our anticipation. We have excellent 
charting tools within our website (www.statelinecoop.com) for you to compare 
cash or futures prices. To look at our cash bids simply click on Cash Bids and 
then click on the underlined price to look at the cash bid or basis chart for 
the selected delivery period. You can also click on the Location name to give 
you a complete listing of the cash bids for a location. Click on the underlined 
Cash Price and you will again see the cash bid and basis chart. Scroll down on 
the Cash Bid Chart page and you’ll see “Density” on the left hand side of the 

screen. Density is the amount of time the chart will display. The Density  
will default to the Medium format. If you need to view a larger time 
frame, change the Density setting to High or Max. If that isn’t enough 
charting formats for you, just click on Download chart data located in 
the lower right hand corner under the chart and download the informa-
tion so that you can work with the data in another software program. 

The quickest way to look at a futures chart is to click on the underlined 
month on our home page futures section. This will take you to the Globex 
electronic futures chart for your month. Follow the same instructions on 
Density as described above to increase or decrease your time frame. Futures
 charts default to a Day chart. If you use a Max Density setting, your 
mouse will not display price data. There is too much data for the chart 
to display prices on the Max setting. The upper left hand corner of the 
chart displays the futures month you are looking at. ZCZ11 indicates you 
are looking at the electronic December 2011 corn futures chart. ZSX11 
would be displaying the November 2011 electronic soybean futures. 

If you want to compare 2008 futures prices with today… Scroll down in the CHART 
SETTINGS area and change the Period from Day to Week and the Density from 
Medium to High if you want to compare futures prices from 2007 and forward. 
Your mouse will give you data in the High Density setting. The Max Density setting 
will take you back to 2000 and forward. The Max setting will not allow data to be 
displayed by moving your mouse over the chart information. The upper left hand  
symbol will show you a ZC if you are looking at a corn chart and ZS if you are looking 
at a soybean chart. This tells you you are looking at nearby electronic futures history 
for either corn or soybeans. 

Futures charts can also be viewed by clicking on Futures, then clicking on your 
commodity and then selecting your underlined month. The (P) on the top months 
display the Pit day session only. You will want to scroll down to the information below 
which are the Globex electronic futures. Over 90% of the grain future contracts are 
now being traded in the electronic trading platform. We all know what we should  
have done when the future is history. For assistance with your grain marketing efforts, 
contact your StateLine location manager, or call me at 515-924-3555, ext. 12.

Shouldda, couldda, didn’t
By Dean Kohlmeyer, StateLine Cooperative Grain Division Manager



Improvements	in	agronomy	at	Armstrong
Due to the increased need for agronomy products by StateLine Cooperative customers, 
your board of directors approved updating liquid fertilizer loading capacities and  
expanding fertilizer storage at the Armstrong location. 

Last spring we experienced a difficult time loading liquid nitrogen out of the  
Armstrong facility during the height of the planting season. No matter how hard  
employees worked, the equipment we used to load tender trucks was just too  
antiquated to get the job done. To remedy this, we have constructed a new UAN 
receiving/loadout facility. This is a modern, environmentally sound, all self-contained 
high speed facility that will serve StateLine customers long into the future. In addition 
to the UAN update, the Board approved building 17,500 tons of additional dry  
fertilizer storage at Armstrong. This additional fertilizer storage is overdue. During the 
2010 fall fertilizer season, with our lack of storage capacity and a lack of dependable 
freight, SLC pushed the storage expansion to an urgent level. 

Membership	meetings	conducted
I hope we were able to connect at a recent Membership Meeting held this spring at 
your location. David Edge, Chief Financial Officer, and I scheduled meetings at each 
location from 8:00 a.m. to 9:30 a.m. to meet customers as they start their day. Our 
purpose is to make us available to our customers and members to answer any questions 
you have as well as update you about your cooperative. These meetings give me the  
opportunity to get into good discussions about your cooperative’s business. 

I also learn from you, and enjoy our discussions on how production agriculture will 
look in 5 or 10 years. The views from location to location vary some, however, the  
underlying belief is that producers will continue to grow, will continue to need services,  
and will engage the cooperative’s services if they can be done efficiently, cost effectively, 
dependably and with an increased reliance on technology to grow and market products. 

There will also be a huge value put on the most important asset of your cooperative, 
and that is offering the most qualified people who know your operation. I firmly 
believe that StateLine Cooperatives employees rate among the highest in skills,  
dedication, integrity and a desire to see StateLine and its customers succeed. SLC does 
not put much emphasis on advertising; we prefer to invest in “boots on the ground,” 
better known as people, to build relationships with our customers. StateLine Coop-
erative has one of the lowest turnover rates in the cooperative system. I believe that 
long-term employees illustrate to the customer that SLC’s ability to provide informa-
tion, advice, and assistance will be here tomorrow, next year and beyond through your 
connection to top employees. As we look forward to spring, StateLine Cooperative has 
equipment and personnel ready for the season. 

Thank you for your support. Thank you for attending the customer meetings this  
winter. The StateLine Cooperative Team is ready and looking forward to serving. 

Manager’s message: 
By Larry Sterk, General Manager
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Articles	and	Bylaws	review

It has been 15 years since the StateLine 
Cooperative Articles and Bylaws were 
written (at the time of merger that formed 
StateLine Cooperative). As time passes, 
the Iowa Codes that affect agriculture 
continue to be updated, and it is time for 
SLC to review its own Articles and Bylaws. 
During this review, the Article that limits 
the number of terms directors can serve 
will be evaluated. 

Each year it is a challenge to find quali-
fied candidates to run for the board. As 
the Iowa rural population continues to 
decline, it is increasingly difficult to fill a 
slate of board candidates. By dropping 
term limits, board of directors will have 
an opportunity to choose to continue to 
serve, no matter how long they have 
already served on the board of directors. 

A nomination committee will still actively 
seek candidates to run so the member-
ship will still have a voice of who is 
representing them, the directors also have 
a choice whether they want to continue 
to serve, and the board is implementing a 
requirement that a director cannot serve 
if he/she is 68 years old at the time of the 
annual meeting. This age limit would pro-
hibit a “life time” position on the board.  

Remember, if there are any changes to 
the SLC Articles of Incorporation and/
or Bylaws, they must be approved by 
the SLC membership. As we study our 
Articles of Incorporation over the next 
few months, we will keep you informed 
of the changes we are recommending. 
The ballot to vote for any changes to the  
Articles of Incorporation will be offered as 
part of the annual meeting notice when it 
is mailed out next November. 
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When I was a kid, one of my favorite toys was a 
scratched up, red wooden yo-yo that was given 

to me by my cousin Jack, after he had about worn 
the string out. I remember spending hours at a time playing 
with that yo-yo, trying to make it work like Jack could. It 
took a lot of practice, (plus I spent a fair amount of my saved 
allowance money on a new glass yo-yo), but I finally could 
go “around the world,” and “walk the dog,” just like the big 
kids could. The actual principles of physics, that when  

properly applied made the yo-yo  
perform its tricks, were totally lost 

on me — I just loved the action. 

Now, years later, I’m still  
fascinated by yo-yos, only with 
a lot more at stake than my last 
three weeks allowance, and not 

much more understanding of 
what makes them work. 

As I watch and try to understand the yo-yo that is today’s  
fertilizer market, one thing remains the same as in my youth — 
how the yo-yo performs is very much dependent on  
“outside forces,” and how they are applied. When fertilizer 
pricing was based on a “cost plus” philosophy, meaning that 
the price charged for the product was calculated by taking how 
much it cost to make the product PLUS the desired sales  
margin added, it was a relatively simple to estimate what a 
fertilizer product should cost at a wholesale level. There was a 
lot of history to aid in this process, and one could track a few 
products such as natural gas, heating oil, and get a pretty good 
idea how much the cost of this year’s fertilizer would vary from 
last year’s product cost. 

In today’s world of fertilizer production, however, it appears 
that the basis for setting the wholesale price of a ton of fertil-
izer is much more likely to be impacted by how much of the 
end sales value of a bushel of the crop being fertilized can be 
extracted by the fertilizer producer, than by any notion of what 
the actual cost of production of the fertilizer might be. The net 
effect of this producer “de-correlating” of the cost of fertilizer 
production from the wholesale pricing of the product is that to 
a varying degree, as the value of corn goes, so goes the value of 
fertilizer. And yes, there is still the supply vs. demand issue, and 

production interruptions do occur, but still, one of the most 
significant “outside forces” that control the movement of the 
“fertilizer market yo-yo” is now the price of the grain commodi-
ties that use the fertilizer.

As farmers, like fertilizer manufacturers (and also, not coin-
cidently, cooperatives) work with their lenders, a phrase that 
one hears more and more often these days is risk management. 
Generally, this takes the form of finding another party to 
shoulder your risk, because there really is no way to eliminate 
risk in our businesses, be it your own operation, or that of your 
cooperative. 

Contracts	common	for	transactions
As a result, more and more transactions now require contracts 
in order to consummate a purchase. Certainly this is true at the 
fertilizer wholesale level, as there are now only a few suppliers 
that will sell any product for a future delivery time of more 
than a couple weeks away that do not require a signed contract 
to lock the deal. (In general terms, I am not opposed to this, 
because we do intend to take the product and “live with” the 
deal.) The difference today is that the risk of being “wrong” on 
a purchase is much greater than in the recent past. Doing due 
diligence used to be a straight forward exercise in our fertilizer 
business, and the risk of being wrong on a purchase was limited 
to how well you did your price discovery. Today’s fertilizer 
marketplace functions much like the grain marketplace. What 
was a great price yesterday might be a lousy price today, but it 
could be a REALLY lousy price tomorrow. A key difference is 
that your cooperative does not have any of the tools to manage 
our purchase risk that you as producers have to manage your 
grain sales risk. And that’s when the fun really begins for your 
StateLine Agronomy Department Manager. 

Keeping	your	fertilizer	business	simple	and	transparent	
Your Board of Directors asks us to operate in an efficient,  
effective, and customer-focused manner, while generating  
adequate earnings, and also managing our risk. 

Our lender, CoBank, is taking a much more active role in 
observing our risk position, and suggests tools to help manage 
that position. One tool we use is written contracts for early  

StateLine Agronomy thoughts:  

A yo yo of markets common today
By Chuck Peter, Agronomy Department Manager 
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purchases of fertilizer by our customers. 
This interest in forward purchasing of  
crop inputs has grown during periods  
of relatively attractive future grain prices, 
such as today’s markets, and some  
customers look to lock their cost of 
inputs for the next crop when they are 
simultaneously selling some of that same 
crop. StateLine Cooperative has taken the 
position that if our customers wish to take 
such early ownership of inputs, we need to 
supply them with a means to do so, and 
we use written contracts for that purpose. 

We have done our best to keep those 
contracts as simple as possible; protect-
ing the agreed to quantity and price for 
the customer, while ensuring that while 
StateLine may be at risk if we do a poor 
job of procuring the product, StateLine is 
not also accepting risk for the customer’s 
decision to own the fertilizer. Our written fertilizer contracts 
currently are single page, in contrast to the 2-5 page documents 
our suppliers require of us. In our contracts we attempt to 
mirror the significant terms that we receive from our suppliers, 
including the time period the product can be taken. StateLine 
agrees that we will supply the agreed upon quantity of product 
at the agreed to price, providing our suppliers also honor their 
contract with us. We want each and every agreement we enter 
into with our customer/owners to be transparent, fair, and  
easily understandable, whether written or verbal. 

Our Sales Agronomists will gladly take the time to walk 
through each agreement with every customer, and will obtain 
answers to any questions you may have. We have never had an 
issue over a fertilizer contract with a customer that was not the 
result of a misunderstanding. Where those misunderstandings 
have occurred, our solutions have been fair. This year we will 
work hard to eliminate misunderstandings.

Quoted	fertilizer	prices	good	only	for	24	hours
One misunderstanding I will address here is the issue of a 
“quoted price” changing. In the future, until StateLine  

Cooperative publishes a seasonal price sheet in October or 
December, any and all quotes given for sales of fertilizer for this 
coming Fall of 2011 and Spring of 2012 will be good for 24 
hours only. 

Much of the time when I am asked by a Sales Agronomist 
for a price to quote to a customer for Fall 2011 fertilizer, and 
particularly for Spring 2012, StateLine may not currently own 
enough product to cover that price quoted, particularly if it is 
a day with a lot of customer interest and quotes. I must cover 
that price by purchasing product to honor it if customers 
choose to buy. The price quotes I get from our suppliers are 
generally good for the day they are quoted, but on occasion 
they change during the same day. The further away from the 
time/season the fertilizer is to be used, the more likely this is 
to happen. I don’t like it this way, and I deeply resent fertilizer 
manufacturers putting you and us in this position, but that is 
why it is sometimes virtually impossible to guarantee a fertilizer 
price past the day quoted. 

Please have a safe spring season. StateLine Cooperative 
THANKS YOU for your business each and every year.
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As I write this title, I’m encouraged when I compare and contrast the current winter 
season’s conditions to 2010. It appears there may already be more opportunities for suc-
cess in 2011 than 2010. The following points will help to explain the thought process:

E Soil moisture at harvest – In the fall of 2009 we harvested a wet heavy crop on 
extremely saturated and easily compacted soils. The tillage that did take place that 
fall did little to remove the compaction that was created by means necessary to 
harvest the crop. While 2010 was by no means considered a drought year, it was 
significantly drier at harvest and tillage was more productive than the previous fall.

E Residue – 2009 residue had very little opportunity for breakdown. Stalks and leaf 
tissue in many cases were still green when the combine rolled through. In contrast, 
2010 stalks were breaking down even prior to the harvest. With less residue in the 
field, we should have warmer and drier soils for 2011 spring planting. 

E Soil frost depth – Last winter’s early heavy snowfall made any soil freezing extreme-
ly difficult. This winter (2010-2011) there was less snow, and colder temperatures. 
The National Weather Service reports frost depths of 9” in Kanawha and 13” in  
Des Moines on February 7. This, along with some freeze and thaw cycles will go a 
long way towards breaking compaction, improving drainage, and keeping pathogens 
and insects in check.

Tips	for	a	cool,	wet	spring
First, be patient. Should you try to plant when soils are too wet, this can cause more 
damage to the crop than what you might gain by planting at the right date for maxi-
mum yields. The consequences of planting too wet will not only include uneven stands 
and emergence issues, it will also lower the crop’s ability to take up moisture and nutri-
ents, and then to yield well if the weather turns dry during the summer.

Here are some tips for a potentially challenging, wet spring

E Ensure soil is fit: If you do your tillage before the soil is dry enough, you have a 
good chance of having a “cloddy” seed bed, which will lead to uneven and poor 
stands and will cause other problems such as side wall compaction, which will  
restrict root growth and nutrient uptake.

E Be patient with planting delays: On average, the planting date window in our area 
is from April 21st to May 6th; this would put us within 1% of the maximum yield 
potential. There could be about a 4% yield reduction when planting until mid-May.

E Apply a pre-emergence herbicide: In a wet spring, rainfall after planting on already 
wet soils can make it difficult for timely post-emergent application of chemical. 
With a pre-down, it will give you some early weed control and allow for a wider 
window to apply your post emergence herbicides. 
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Is 2011 spring season looking better than 2010?
By Steve Mulligan, StateLine Seed Sales Manager

As we move into the spring corn 

planting season, I’m hopeful  

the conditions will be perfect,  

and you don’t need any of these 

cool, wet weather growing tips.



E Consider a boost in seeding rates: If it appears to be a cool wet spring it might be 
wise to bump up your seeding rates a bit, especially in a corn-on-corn or  
high-residue situation.

E Remove residue from the seed zone: Use row cleaners at planting to move residue 
off the row to help soils warm up more quickly and enhance growth. Avoid the 
temptation to plant shallow when soils are cooler and wetter than normal. Shallow 
planting increases the risk of poor nodal root establishment, which could reduce 
yields and increase the potential for lodging. 

As we move into the spring corn planting season, I’m hopeful the conditions will be 
perfect, and you don’t need any of these cool, wet weather growing tips. Always know 
your StateLine Cooperative local agronomist is a phone call away to help you sort 
things out.
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Soybean diseases that can affect your bottom line

Pythium

Present in all soils and most  
active in cool (soil temperature  
is less than 60° F) and wet con-
ditions (no-till, minimum-till, and 
early planting). Cruiser Maxx 
Plus will protect from this. 

Phytopthora

Present in heavy and moist 
soils (high clay content, bottom 
ground, or poorly drained). The 
activity is increased in warm 
soil (70-80°). Some soybeans 
are resistant to certain races of 
phytopthora but Cruiser Maxx 
Plus is needed to protect the 
seedling against damping off.  

Rhizoctonia

Most active in warm and wet 
soils and is most aggressive 
when the soybeans are under 
stress. This disease has the 
potential to build-up in the soil so 
fields with past problems should 
definitely use a seed treatment 
such as Cruiser Maxx Plus

Fusarium

Most active in cooler and moist 
conditions. Can cause pre and 
post-emergence damping off. 
Cruiser Maxx Plus has excellent 
activity on fusarium 

Below are just some of the soybean diseases that can affect the soybean plant and reduce yields. With high commodity prices, 
lower yields affect your bottom line very quickly.  

Thank you for your continued support of StateLine Cooperative, and for your agronomy and seed purchases.

Farm safely this spring
Have a safe spring season, and thank  
you for allowing us to be your supplier  
of choice this and every season.  
We will continue to work hard to earn 
that opportunity. Please remember  
that at StateLine Agronomy, the main  
reason we exist is to help you improve 
the profitability of your farming  
operation. If you have any questions  
regarding StateLine Agronomy, please 
call Chuck Peter, Agronomy Depart-
ment Manager, at 515-924-3859,  
cell phone 515-320-1466 or e-mail 
cpeter@statelinecoop.com.
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(continued from page 1.)

worked hard to get the Lone Rock Feed Mill to the high quality 
and dependability standards we now have. 

We know that the long term goal of the FDA is to be able to 
trace the pork chop you purchase in the grocery store all the 
way back to the sow from where it came, as well as be able to 
trace what it was fed during its life. We also know that mixing 
tolerances continue to narrow. With the existing cost of feed, 
we see the future feed providers will demand pelletting  
capabilities that can produce an 8% feed efficiency in the pigs. 
Some quick math will show you that 8% of $6 corn compared 
to 8% of $3 corn will show good returns to the cost of the pig. 

As we look closer at our Lone Rock Feed Mill capabilities, the 
cost of retrofitting the existing feed mill to the standards that 
FDA and future feed customers will demand, is prohibitive 
compared to building a new feed mill. 

As a result, your board has directed your SLC management staff 
to put a proposal together to build a new feed mill. The propos-
al will be presented to the SLC Board by the end of July 2011. 
Below are the requirements set out by your board of directors:

1 The new feed mill must cash flow.

2 The new feed mill must provide an “end user” corn market 
for SLC.

3 Must present a risk management plan to protect the 
investment. 

The management team is currently working on this proposal 
for your board of directors. We are evaluating potential build-
ing sights based on natural gas availability, existing structures, 
and corn basis levels.

StateLine Cooperative plans for future in feed (cont.)


