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The Cambridge Dictionary defines bridging the gap as this: to connect two things or to
make the difference between them smaller. It’s a concept used in expressing the need to
improve a situation. For instance, coaches of sports teams will often say something like,
“We just have to continue to go out every day and try to get better – bridge the gap!” In
grain marketing the gap simply means the difference from how much profit you are making and how much profit you could be making. In this article we will discuss distractions
that stand in the way of making that gap smaller and positive ways to close that gap.
DISTRACTIONS
1. Grain Prices – This is the first thing that comes to mind when discussing marketing.
Trying to get the highest dollar for your grain can be one of the biggest distractions that
keep you from attaining your profit goals. Instead, focus on hitting a desired target price
based on production, cost and desired profit. A focus on hitting the highest price often
freezes your ability to sell at a profitable price and likens your marketing strategy to playing a game of rock, paper, scissors.
2. Input Costs – Input prices are important and critical to managing your business. However, they can sometimes cause an unnecessary panic or exaggeration. For example, let’s
say fuel costs jump $2.00 per gallon. Many people would say they need to have 30-50
cents more per bushel to cover that cost. However, upon working the numbers, in many
areas of the country, a $2.00 jump in fuel would only change the breakeven cost by around
5 cents/bu. Of course, it is different depending on your yield, but it is something worth
(Cont. Page 2)

AS ANTICIPATED THE 199A TAX LAW HAS BEEN CORRECTED!
Bottom line: Walker Products’ customers can put their minds at ease!
YOU WILL NOT MISS OUT ON THE 20% TAX ADVANTAGE BY BRINGING YOUR GRAIN TO
US. ALL non-corporate farmers have a new 20% deduction to their net business income
that they didn’t have last year. THIS INCLUDES CUSTOMERS SELLING GRAIN TO
WALKER PRODUCTS COMPANY! YOU DO NOT HAVE TO SELL TO A COOPERATIVE.
(Please contact your tax advisor for information on how this specifically applies to your farming operation.)
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figuring out for yourself.
3. Basis - One significant distraction in grain marketing is
worrying about basis levels. Ultimately the point of grain
marketing is securing as much profit as possible. One thing
that has stayed consistent, even through volatility, is how
basis reacts. Basis is not a very complicated idea. When a lot
of grain is being sold, basis lowers. When not much grain is
being sold, basis rises. Basis acts as a tether to keep prices
where they need to be to keep grain moving. So, those who
want to sell the highest basis may end up selling at the lowest
prices. Focusing on basis is a distraction when it comes to a
better bottom line. Selling at good, profitable levels does affect your bottom line. Over the years, the most successful
grain marketers have consistently sold a lower basis, but yet
a higher price.
4. Confusing Marketing Plans and Contracts - Another
large distraction in grain marketing can be marketing plans
and/or contracts that appear complicated and confusing.
These risky ways to market grain reinvent themselves with
new names year after year. The recurring theme with all
these is that they are something hard to understand and usually involve a lot of futures or options transactions to be put
into place. A lot of the time you don’t even know how they
are doing it on their side, just what they are offering you. Reliable marketing contracts should be very straightforward and
simple, ones you can completely understand without a lot of
jumps in and out of the market. You should know exactly
what price you are getting and exactly how many bushels
you have sold and the terms should not change after you have
signed the contract.
CLOSING THE GAP
So, how do you bridge that gap between how much profit
you are making and how much you can make? It’s important
to note here that trying to hit a homerun and sell at the highest possible price is not only statistically impossible but can
be very dangerous to the future of your farming operation.
So, here’s a few suggestions on what your focus could turn to
aside from price.

1. Focus on Profit Per Acre – The goal of any business is
to make more money than you spend consistently over a long
period of time. Everything else is no more than a tool that
can help you accomplish this goal. When too much focus is
put on one tool to the point that you lose focus on the main
goal (profit), opportunities can be missed. Instead, stay focused on the profit per acre that you want to make. Then figure out what other pieces will help you accomplish your
profit goal. This is the key to a successful farming business.
So, set a profit per acre goal for the farm and then figure out
what price you need to make that happen. The next step is
action. When the price gets there, take it! Ignore the noise

that tells you it could go higher or the greed that tells you to
hold out for more.
2. Discipline – One of the simplest ways to improve your
grain marketing is discipline. Create a profit-based, disciplined
plan of how to market your grain that you can use every year
no matter what. The key is then to stick with your plan every
year. Sure, there will have been years where you could have
gotten more, but that’s true every year. The old adage applies
here – You can’t go broke making a profit!
3. Focus on your area of expertise – A lot of time and worry
can be spent trying to figure out which way the market will
move throughout the year. Rather than spend your time figuring out if you should take $3.80 on corn or wait for $4.00,
spend your time doing what you do best – growing the best
crop you can. If you remember that the focus is PROFIT, not
PRICE your time may be better served figuring out how to
raise the best crop possible. After all there is more money in
$3.80 corn if you grow 120 bushels per acre than in $4.00 if
you grow 90 bushels per acre.
So, Close the Gap! Focus on PROFITS, not PRICE! Be
Disciplined and TAKE ACTION!
(Adapted with permission from White Commercial publication, “Farmer’s Corner” May/June 2009)
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TARGET CONTRACTS
Target contracts are an effective tool
in your grain marketing program that
can be used for currently stored grain
or in forward contracting grain. We
highly recommend the use of these as
you anticipate your marketing goals.
In deciding on a price for forward
contracting, the plan is simple; know your per acre cost,
add the profit per acre you wish to receive, divide that by
your estimated yield and you have a TARGET price. If
the market is at your target goal, forward contract your
desired amount of bushels. If not, fill out the Target form
to the right and bring it to us, or just call to put in an order. For stored or DP grain, the process is similar to
above, except you know your yields. If the market hits
your target, your grain is sold. There is no cost to you
and these can be change or cancelled prior to the target
hitting.
Keep in mind Target Contracts are watching the market
for you over 17 hours a day seeking your desired price.
When selling without targets YOU are subject watching
the market. During the business day the market is only
open 5 hours, and difficult to continually monitor.
Placing Targets allows the market to work for you!

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.
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TARGET CONTRACT
I, _________________________________ offer to sell
Walker Products Company the following:
___________ bushels of __________________
at a price of $_________ /per bushel.
DELIVERED TO: Walker Products Company
DELIVERY PERIOD:__________________
This offer is good until cancelled by producer.
___________________________________
(Producer)
Date ____________
___________________________________
(Elevator)
Date____________
Please complete this form and mail or bring it to the
Walker Products office. This offer is not
valid until confirmed by Walker Products, Inc.
Mailing address: P.O. Box 349, Lincoln, KS 67455

DO check your tickets daily to make sure the names
and splits are correct. Changing tickets right away is
easy for us to do. But after landlords or farmers
sell, we are not able to make any changes.
DO be safe and have a bountiful harvest!!

LOOKING AHEAD TO FALL CROPS
Over the past 5 years, fall crop grain prices tend to be at
their high prior to each harvest during the months of May,
June and July. This may be a good time to think about
pricing some of your fall crops. Forward contracting is a
valuable tool in pricing grain. We are currently writing
Forward Contracts for years 2018 and 2019. These cost
you nothing and will lock in a price for your desired
amount of bushels for fall delivery. Target contracts can
be used to price the grain if it’s not quite where you want
it. To take advantage of this valuable marketing tool, just
stop in or call the office.

WHEAT OPEN STORAGE POLICY FOR 2018
ALL WHEAT RECEIVED DURING 2018 WILL BE
PLACED IN OPEN STORAGE.
Title of grain will remain in the farmer’s name
until sold to keep you eligible for any government assistance programs that might become
available due to the low wheat prices.
For those who keep grain in storage for a number of
months, we may request that it be placed on Delayed
Price (DP) later in the year so that we will be able to ship it
out. But for now, all wheat will be placed in open storage.

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).
15 day grace period before storage starts.
(Storage/DP will then revert back to delivery date).

FIND US ON THE WEB

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

Available on Mobile Devices

Committed to Your Success!!

