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This past year of grain marketing
has been a difficult one to navigate.
With commodity prices low, and
input costs high one can feel as
though you’re in a ship tossed at
sea, or maybe even sinking. When
is the time to sell? How do I continue when the market isn’t paying
enough for my crops? What if I sell
now and the market rallies, or what if I
don’t sell and the markets drop further?
These are difficult waters to navigate and
difficult questions to answer. In times like
these it becomes more and more important
to have an anchor – something solid to
serve as a foundation to get perspective
when things get topsy-turvy.
For grain marketing that anchor has to be
something simple - something that remains true no matter what the markets are
doing or what all the “experts” are saying.
It is really a simple idea. It is one that is
the bedrock of success in any business,
but is so simple that it can be easily dismissed or overlooked. Put simply, you
must know your costs, so that you can sell
grain for more than it costs you to produce
it. To be successful and stable over the
long term, you must do this repeatedly.
Knowing your costs provides you with
many things:
A meaningful reference point to make
pricing decisions.
The ability to avoid fruitless conversations about where the price has
been or where it is going.
A meaningful tool to measure what
the value of grain prices mean for
your operation on a given day.
The market is not guaranteed to provide
you a profit, and knowing your cost
doesn’t make the price move in your favor. But knowing your costs does provide
you an anchor to steady your ship. We

suggest the use of Target Contracts
as a way to put your plan for profit
into positive action. Settle on a
PROFIT GOAL and then enter Target Contracts to achieve that goal.
(Target Contracts have no fees.)
Doing so repeatedly helps remove
some of the emotions of marketing
and ensures a more stable outcome
over the long term.
We’d like to work with you in this process. Our success is closely tied to yours,
and our community will be stronger when
we can work together for mutual profit.
Please call or stop by the office to enter
your targets and/or discuss putting together a marketing plan.

Most parents who have raised children have experienced a natural phenomenon known as the TERRIBLE
TWOs. Around the age of two or
three, children tend to enter a transitional period between relying on their
parents and wanting to gain their independence. If you have not experienced this personally, no doubt you
have witnessed the havoc and frustraSee Fall Crops (pg 3)

HARVEST DO’S
DO call us ahead of time to make
changes to field splits or names.
DO remember to tell your driver what
field you are on.
DO be safe and have a bountiful
harvest!!
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Spring is a time for renewal and refreshment. The old is
gone and we look forward to the fresh, new beginnings of
another crop year ahead. For most, we think about what
has worked in the past and look to what might be changed
to improve future outcomes.
Regarding any Unsold 2016 Crop. Here are some things to
think about:

1. Figure your cost of production, actual yield, and the
amount you have received on what you’ve already
sold.
2. Calculate the value of your 2016 crop as of today by
adding what you have sold to what you would receive if you sold the rest of the crop today. Then
ask yourself, “Where does that put me in terms of
profit?”
3. If you like what you see, then your plan is simple –
take it off the table by selling. Remember, you are
accepting additional costs (risk) if you choose to
wait to sell. If you’re not satisfied by what you see,
then determine the results you’d like to have and
translate those into a target price on the remaining
bushels.
4. Another tool is to use a Stay in the Market Contract. This gives you a guaranteed price floor while
leaving the upside open to capture a higher price if
the market should rally. You get paid the minimum
price up front, but may get more if the market rallies. (There is a cost to these contracts but is close
to the cost of storage for the period).
Regarding the 2017 Crop:
1. Take a look at what you already know for sure. Have
you pre-paid all or part of your fertilizer, seed and/
or chemical bills? What do you expect your cost per
acre to be for the 2017 vs. what your cost was in
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2016? How many acres of the respective crops to do
you plan to have along with the yield you would
expect to raise on those acres?
2. Once you have this information, it’s important to
take the next step and determine what kind of profit
you would like to receive by adding an expected
profit per acre for each crop to the cost and determine how much revenue you will need to generate
per acre. Divide that number by the expected yield
and you have your target price you will need to
achieve for 2017.
3. Think about how much you would be willing to
contract prior to harvest.
4. Consider putting in Target Contracts for the 2017
crop.
In Summary
There are a lot of important decisions to be made in the
coming months. The better informed you are about your
own operation, the better position you are in to be decisive
when opportunity arises. Given the volatility in the markets
and the critical nature of these decisions, we would suggest
that you work through the numbers and set some pricing
targets that will allow you to reach your goals. We are here
to help, so stop in or call if you have any questions or wish
to set some targets.
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FALL CROPS (Cont. from page 1)

tion that it can create for others. Not good! The grain
markets are subject to a similar transitional natural
phenomenon period each year which we might term
the TERRIBLE TOOs. It often comes with some havoc and frustration, but also good opportunity for the
producer.
Most seasons, beginning with the release of the
USDA Planting Intentions Report, the market begins
its intense observation of the production prospects
for fall crops. Often, during this period until pollination or flowering, there are times when planting and
growing conditions are either too wet, too dry, too
cold, too hot or too late. As a result of these TERRIBLE TOOs, the market begins to perceive a problem
with yields, and ultimately production and the supply/
demand balance. Is this a reality at this point? No –
it’s just a perception.

Monthly Average Price of Dec Corn Futures
2007-2016 Contracts (10 Years)
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The TERRIBLE TOOs often result in a rally in prices,
and that’s not just a perception. It’s a real opportunity
to lock in good prices. Most years, as the season
progresses, the perception of low yields turns out to finding some perception that prices will certainly ralbe false and lower prices then become the reality.
ly. So, how should we handle these phenomena?
There are exceptions to every rule, so we must
The accompanying charts demonstrate this tendency speak in generalities. Generally, it appears that harfrom both a short-term (2016) and long-term (ten
vesting a good crop is a reality more often than not.
years) perspective.
The market’s perception of a less than ideal crop,
and a corresponding rally during the early growing
To carry this thinking a step further, when the reality season, is usually a reality. How about accepting the
of a good harvest arrives and prices are depressed, realities and rejecting the perceptions? Sell bushels
many bushels go into storage because of the ease of during the spring and summer rally for delivery during and/or after harvest. At least lock in enough
Monthly Average Price of Nov Soybean Futures
2007-2016 Contracts (10 Years)
bushels to cover costs.
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What could go wrong with such a strategy? There
will be years occasionally when the yields are less
than ideal and prices continue to rally. History will
prove that these years are the exception rather than
the rule. A good profit-based marketing program, using Target Offers, Forward Contracts and utilizing the
benefits of Crop Insurance will survive the test of
time over the long haul.
The season of the TERRIBLE TOOs is upon us. The
excitement could begin any day, and who knows
what it might be. Get your targets entered into the
market and occupy yourselves with your specialty—
growing bountiful crops for a hungry world.
We wish you a safe and prosperous planting season!

5 KEYS TO UNLOCKING THE
CHALLENGES IN GRAIN MARKETING
1. Know your production costs. Costs impact the outcome and
change the definition of a “good price” so knowing this number is essential.
2. How many dollars do you need from your total production to cover costs, pay yourself and make a return on your investment? You know your
costs, so decide what you need to keep for yourself and decide on the percentage of return that is practical for your operation. Don’t forget to take into
account any government program payments that may be coming your way.
3. Know how many bushels per acre you are likely to produce. If
the crop is at the elevator, you know this number. If it’s in the field, you will
have to make an educated guess based on previous history and crop conditions.
4. Find your number by dividing your gross revenue needed per acre
(step 2) by your average yield per acre (step 3). This gives you the dollar
number you need to sell your grain.
5. Act. If the market is at your number, sell your grain in the elevator or
forward contract it. If it isn’t at your number, take action by placing target
orders or selling your grain and utilizing a Stay in the Market contract.
With today’s low prices, it may happen that you won’t see the number
you need to make a profit. It is at this point that you have to juggle the numbers in step 2. Costs are fixed and not likely to go down, but adjusting the
amount you need for yourself or the return you wish to make can make a
dramatic difference. The point is NOT to shoot in the dark. Pick a practical
target and aim for it! It will work to your advantage in all types of marketing
years to know your numbers!

FIND US ON THE WEB
www.walkerproducts.net

Storage & DP Rates:

Storage and DP rates will remain the same for all commodities.
-Wheat, Milo and Corn are .0015 cents/bu/day. (4.5 cents/month).
-Soybeans are .0017 cents/bu/day (5 cents/month).

Grain Quotes (updated every 15 minutes)
Producer Resources, Storage & DP rates, Discount Schedules

Committed to Your Success!!
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