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AgMark’s Mission is  to be recognized leader in the grain industry, 

providing long term grain marketing solutions for our customers while 

building a financially strong and stable company. 

Helping you achieve your financial goals 
Grain marketing can be a frustration for a good number 

of you.  The effective management of production and 

financial risks is an integral part of any farming opera-

tion.  The economic effects of market volatility and 

production losses can be severe.  Now more than any 

other time in history, you are having to spend more 

time and resources on keeping up with changes in 

world economics and policy.   

That is why we created the Agmark Revenue Manage-

ment Program (ARM).  In this program you work one-

on-one with your consultant to ensure a high level of 

personal service.  The program helps you combine your 

cost of production, cash flow needs and crop insurance 

into a revenue based marketing plan.  As with any good 

plan the hardest part is the implementation of the plan.  

Your ARM consultant will help you make good profit-

able marketing decisions based on a combination of 

seasonal trends, technical analysis, and fundamental 

information.  Our goal is to help you manage your 

yield and price risk while improving your return per 

acre.  We help bring discipline to your marketing plan 

and know that working together we can accomplish 

more.  To see how our ARM Program can add value to 

your operation contact us today.  (888) 848-9979 

Marketing Recommendations 
Old Crop 2013 Wheat:   
Old crop cash wheat is currently 80c 

higher than just one month ago due to 

the dry weather scare. Scale-up sell 

old crop inventory as previously sug-

gested using Agmark Pricing Targets. 

May wheat APT’s are running about 

36c, so 40 to 70-cent targets make 

sense. Technically, May wheat is in an 

uptrend as it is above the 100-day 

moving average but it is correcting 

from the top witnessed last week at 

7.97 futures area.  

SMARTER  
MARKETING: 
DIRECTION & 
DISCIPLINE 

AGMARK REVENUE         

MANAGEMENT PROGRAM 

 

Integrating grain marketing, crop 

insurance and futures/options 

strategies to effectively analyze 

and manage risks by providing 

direction and discipline. 

YOU SHOULD KNOW…….. 
Zeb joins AgMark with 10 years of ag industry experience from 

across the country.  He grew up on a family farm near McPher-

son and is excited to be back in Kansas.  Zeb will be working out 

of the Beloit office providing guidance and direction in helping 

you get the most out of your crop  insurance - insuring your farm 

for profitability. 

Zeb Larson 
Crop Insurance Manager 

New Crop 2014 Wheat: 
For those of you that covered earlier 

sales with calls, you have noticed a 

quick profit on them. If they are in the 

money deeply and it’s part of your 

marketing plan, have orders in with us 

to roll them up. If you placed profit 

targets or time targets when you 

bought them, STICK TO THE PLAN 

and stay disciplined. In the throes of a 

weather market it is tempting to 

change your mind….stay the course.  

Less than 60 days ago 6.50 July calls 

were trading for 21 cents, today they 

settled at 1.19.  Scale up selling of 

new crop is suggested using 40-cent 

intervals, IF YOUR WHEAT LOOKS 

DECENT!  If production looks 

sketchy, the safest way to market is by 

using min price contracts, utilizing 

either puts or calls. The July 7.90 put 

for 50c or less or the 7.50 put for 30c 

or less could be considered. WITH 

ONLY 15C OF FUTURES CARRY 

FROM JULY TO DEC CURRENT-

LY, FARM STORAGE ISN’T AD-

VISED.  Basis is about normal, histor-

ically speaking, running 25c to 50c 

under July futures depending on loca-

tion.   

New Crop 2014 Corn/Milo:   
Selling new crop corn and milo using min-

imum price contracts remains the recom-

mended path this early in the season. Vol-

atility is still fairly low which keeps the 

premiums down a bit. Selling new crop 

milo in the 4.50 range coupled with a Dec 

30c OTM call for a premium of 30 cents 

would leave you with a base price of 4.20 

cash and you’d still have unlimited futures 

upside UNTIL THE END OF NOVEM-

BER. Put users consider the Dec 2014 

4.70 puts that are trading for 29c. AgMark 

Pricing Targets that measure volatility 

show that sales/purchase targets should be 

set roughly 26c apart for scale-up sellers 

or those wanting to trail a stop. Technical 

trend is NOW HIGHER.   2014 crop-year 

basis bids for fall crops are decent for this 

early in the marketing year (-35Z on corn 

and -40Z on milo at Concordia Terminal).  

Old Crop 2013 Corn/Milo:   
SELL YOUR CORN AND MILO AND 

RE-OWN WITH 20c OTM July calls for 

17c. If you have basis contracts on the 

books with us, have orders in with us to 

price the futures on a rally. Those that set 

basis on milo/corn a few weeks ago were 

quickly rewarded as it collapsed due to 

the futures rally and rail logistic issues to 

the tune of 20 to 30 cents.  Suggest a 

price and time method of setting futures 

on the old crop.  (i.e. so much every 

month or “x” price whichever happens 

first, WITH A GOAL OF BEING SOLD 

OUT BY MIDDLE OF JULY.  

LIVESTOCK PRODUCERS: Quite a 

bit of corn is trying to move before 

planting. Book summer needs now OR 

use an OTM call option at the very least 

to protect against a runaway weather 

market should it develop. According to 

the NOAA Drought Monitor maps, there 

remains an abnormally large area of dry 

topsoil extending all the way north from 

Southern TX panhandle to southern Min-

nesota. The ethanol industry and live-

stock folks are making money again and 

that is shoring up demand. There won’t 

be a shortage of 90 to 100.00 cwt hogs 

and they will eat CORN. 5.50 Sept calls 

are trading for around 21c per bu.  

Old Crop 2013 Soybeans:   
100% sold. Current futures structure is 

still inverted (nearby May at 14.64 and 

Nov at 11.87, shows the lack of carry 

and a whopping 2.77 inverse). Basis con-

tracts are recommended for those that 

usually store until mid to late summer 

(stops storage/service fees). Elevator PL 

contracts can easily be converted to basis 

contracts. Example: -65 May today at 

country elevators equates to +2.12 No-

vember…..so why would you store and 

accept a new crop basis of -50 or -70 

Nov for old crop beans??????? Once 

futures are priced, suggest buying July, 

August or September 2014 calls AND 

MOST IMPORTANTLY, PLACE A 

PROFIT TAKING OFFER TO SELL 

THE CALL THE DAY YOU BUY IT, 

or at least have a plan on how long 

you’re going to hold it.  

E -Marketing Notes 

New Crop 2014 Soybeans:   
Bean acres are projected to be 5 million 

more than last year. Harvest is a long 

way off, but if we grow a good bean crop 

nationally this year, new crop beans 

could be substantially lower than the 

current 11.00 to 11.50 cash price range. 

Additionally China has been redirecting 

earlier South American purchases to 

North America importers over the last 30 

days.  Right now the APT’s are still sug-

gesting targets of 45cts apart. TECHNI-

CALLY THE NOVEMBER CON-

TRACT IS STILL STUCK IN A SIDE-

WAYS TREND, NOT IN AN UP-

TREND LIKE THE OLD CROP MAY. 

Dry land producers are encouraged to 

use min price contracts once a good ROI 

can be locked in. In running cash flow 

numbers the other day, it appears many 

producers probably have a breakeven of 

8.00 per bushel using historical yield 

averages.  Right now, 11.40 Nov puts for 

2014 beans are around 40c per bushel 

and 12.40 Nov calls estimated at 42c.   If 

you buy those puts, leave an order on 

how they are to be managed. Strongly 

suggest open-orders to roll them up in 

1.00 strikes for .25 or less. If you sell 

forward contracts now cover with Nov 

13.00 calls for 30c or less. That would 

give you a minimum price of at least $11 

per bushel and unlimited upside. At the 

very least have a plan to cover your new 

crop 2014 sales with July 2015 ATM 

calls by Nov 1st, 2014.     

** If you’re having difficulty in setting targets or making futures pricing decisions on your option 

strategies, be aware that AgMark now offers Flex Floored Average contracts on all commodities. 

They can be done in 1000 bu increments (normal min price contracts are 5000 bu minimum) and 

they have the added feature of allowing the producer to set his averaging period which automati-

cally converts it from a minimum price type to a cash forward priced contract. This is a relief for 

those that agonize “when” to sell the option and “when” to price the futures. Generally the cost of 

these is about 80% of their exchange-traded counterparts.  Call one of our AgMark originators for 

details.  

Thank You for your business! 
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