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No doubt one of the most taxing and difficult aspects of farming
is marketing grain. It seems as if there are so many tides that
affect the grain markets: trade deals (or lack of them), the
economy, global competition, weather, draught, flooding. Each
year there are new and different challenges. There never
seems to be a status quo when it comes to grain marketing. So
how does one plan to sell grain under these circumstances?
Often, the lack of knowing how to plan leads to no plan, and
you just place hope that the market is at a decent price when you need to sell. But
there are a few planning steps that can be taken to boost your marketing opportunities, no matter how the tides are churning.
1. KNOW WHERE YOU ARE:
-Determine costs associated with producing the crop. Some things to consider are input costs, labor costs, insurance, rent, and repairs.
-Assess anticipated total production. Determine the acres planted and multiply it by the expected production per acre.
-Know the level at which your crop is insured.
-Is there still old crop grain to be sold? How many bushels?
-Determine the timing of payments such as loans, insurance, chemical & fertilizer bills.
-Assess any other factors that could influence decisions made about selling
grain.
2. SET PROFITABLILTY GOAL:
-Establish your breakeven price per bushel using the
costs mentioned above.
-Determine how much profit per bushel is realistic for
your operation and set a profitability pricing goal.
-Along with the pricing goal, set up a structure for selling that incudes your timing needs. (For example: the chemical bill is due August 1. How many bushels must be sold by
that date to make the payment?) Set up a structure keeping
the “musts” in mind. How much needs to be sold by ____ date.
3. CLOSING THE GAP:
Sometimes the market is offering the value of our pricing goals. Marketing is
easiest at this point. Go ahead and SELL at or above your goal. But often, there is
a gap between the current marketing picture and the pricing goal you hope to
achieve. Making these two aspects converge is where the difficulty in marketing occurs. So, whether the market is at your goal, or there is a gap, there are a few strategic tools that can be applied to enhance your marketing.
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-TARGET CONTRACTSThis is one of the most powerful
tools that a farmer can utilize. The
I, _________________________________ offer advantage of Target Contracts is
that the market will work for you
to sell Walker Products Company the following:
17+ hours a day. Often the night
markets show the greatest move___________ bushels of __________________
ment in prices which gives you a
greater chance of hitting your target. Use Targets for
Forward Contracting grain or for grain in storage.
at a price of $_________ /per bushel.
There is no cost for these. (See sample Target Contract to the left)

TARGET CONTRACT

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

-FORWARD CONTRACTS- This is another
valuable tool in the tool belt. Especially for corn, milo
and beans, the best time to price is often during or
ahead of the growing season. Pricing grain ahead of
harvest can be a very smart move. Farmers usually
worry about two basic things when Forward Contracting.
1)Some worry about how much it will cost them if they
can’t deliver all that they’ve contracted. This rarely
happens but when it does the difference between the
futures price on the day you contracted and the futures price on the day of cancellation is calculated. If
the futures is higher on the day you cancel, you will
owe the difference on undelivered bushels. However,
if it is lower, you will be paid the difference. On any
undelivered grain there is a five cent per bushel cancellation fee.
2)Another worry is that markets will rally after signing
a forward contract. Again, there is a tool that can help
with that. It is a Stay-In-The-Market Contract. There is
an upfront fee, but this will keep you in the market after a sale so you can benefit from any market gains.
But because there are unknown elements, we recommend that you only Forward Contract a portion of your
expected production, and only that with which you are
comfortable (any amount up to your insurance limit).

-THINK SMALLER- Another strategy may be to price grain in small increments instead of all at one time. By
utilizing Targets and Forward Contracts this can be easily be achieved before or after harvest. (For example, let’s
say you hope to harvest 12,000 bushels of wheat this harvest. You could set Targets in four groups of 3000 bushels,
setting them at $4.50, $4.60, $4.70, $4.80 respectively.) Re-evaluating this periodically would be recommended,
since the market may not realistically support this. However, the chance of getting some of your targets filled would
be better than shooting for one price alone. This type of pricing structure works well for pre-harvest sales as well as
open storage sales.
-SET DEADLINES- Setting deadlines is an often overlooked strategy, but is a good way
to keep on top of your marketing plan. If a Target is set with a deadline, then when the deadline
occurs, reevaluation can be made to determine whether it should remain or be adjusted. This
ensures that your plan is being continually evaluated. The same is true with grain that is in open
storage. If Targets are not used, but your profit goal is not reached by a certain date, it can then
be reevaluated. Just allowing grain to set in open storage can become very costly. Frequent
evaluation helps keep you out of the bottom.
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-DEFER PAYMENTS- If there are tax considerations in the current year, Defer payments to future years.
Holding on to grain in open storage until next year to avoid higher tax brackets can cause serious loss of revenue.
If the price is good, sell it and defer payment to a future year. We also pay a small premium on these contracts.
-BE WATCHFUL OF INFORMATION OVERLOAD- With social media and the internet, it is easy to find
someone with an opinion. This barrage of information can be confusing and cloud the mind, which makes it difficult
to make wise decisions, especially when the sources contradict each other. Remember most can be right about
what has already happened, everyone is guessing when it comes to the future. Consider finding only two or three
trusted information sources and count the rest as noise. By filtering what you listen to, more effective marketing
decisions can be made.
4. REVIEW, REVIEW, REVIEW!
It’s very important that no matter what your marketing plan is, it must be reevaluated from time to time. If
Targets haven’t been met, reevaluate. If it’s a month after harvest and you haven’t priced your grain, reevaluate.
Keep on top of it. Market swings can catch you off guard if you are not reviewing frequently.
5. WHAT IS YOUR MARKETING STYLE?
Find a “rule of thumb” that works for you. Some price one third of their projected yields before harvest, one
third during harvest and one third after harvest. Others Forward Contract half before, then wait to see what the
market is doing after harvest. Still others price everything during or after harvest. The point is to find what works for
you and what will let you sleep the best at night. But whatever you do, be satisfied with the decisions you make.
No one can hit the high consistently. It is a rarity at best. We all realize how hard it is to be content when selling
one day and then see a rally happen the next. But when selling has been done based on profit goals, the emotion
is taken away. The satisfaction that your marketing goals have been met overrides the concern of what prices others are receiving.
In summary, set realistic profitability goals based on the information you know; costs, projected
production, timing of payments for inputs, insurance, rent, etc. Utilize tools such as Target
Contracts, Forward Contracts, Stay-In-The-Market Contracts. Set smaller, reasonable pricing
goals with deadlines, reviewing frequently, and be watchful of too much information noise.
Without having marketing goals and utilizing these tools, you might just watch a good price sail
right by and disappear. You are the best expert for your operation. You know your cost of operation better than anyone else, and now you have a solid base of facts from which to set your
own personalized marketing goals.

LOOKING AHEAD TO FALL
CROPS
Over the past several years we have
seen a pattern where fall crop grain
prices tend to be at their high at
some point during the growing
months of May, June or July. With
the recent rallies,
We are currently writing Forward Pricing Contracts for all 20192020 crops. Call or stop in if you
wish to participate.

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 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!!

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!!

