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A Big-Picture Perspective
Leads to Better Marketing Decisions

In the past year have you ever said, “If only | would
have. ..?’” Or “You know, | thought about that but. . .7’
Let’stalk about that for aminute. What isit that makesit so
hard to make good marketing decis ons?For mog, it'sgoing
to beone of two things: fear (being afraid of not sellinga
crop beforeit’sbeen raised) or greed (fear of selling too
low).

The hardest thing for any producer to do isget past those
two barriersto more cons stent, more profitable marketing.
Forward selling at profitablelevel susing target contracts
will dramatically improveyour outcomes. Thosewho have
been ableto successfully adopt thistype of marketing
have accepted somekey points asreality.

First, you will never get thehighest priceavailable. In
fact, many timesthe market may continue up after you sell.
Has that happened to you before? Of course it has. It
happensto all farmers, no matter how you market your
crops, and it will continueto happen. Therewill beyears
whereit lookslikeyou sold way too soon. But the success
of marketing isnot truly measured in the outcome of any
oneyear. We retaking about condstently selling & profitable
levels, year after year, crop after crop, and that will lead to
greater success and stability than selling randomly or, as
happens so often, selling because of aneed for cash flow.

Second, thereisalwaysarisk of non-production. There
aregood plansfor dealing with that. Crop insurance can be
a huge help in that area. It's vital to have a good
understanding of what kind of insuranceyou have and how
it can supplement your marketing program. The option
market can a so provide valuable protection against having
to buy out of acontract.

Third, they arein farmingfor thelonghaul. That means
the overall goal isto sell at a profitable average. Most
farmerswillingly admit that if they have sold $10 soybeans
once, they have sold for loanrate or lessmany times. This
doesn't resultinavery good overall average.

Thekey tolong term successisto sell aprofit, andto do
that you need to have asolid, well thought out plan.

The Plan

1. Determine on average what yields you can expect
and how many acresyou planto plant. Thiswill tell
you how much grain you have to sell on average
every year.

2. Determine how much it costs you to raise that crop
per acre.

3. Determinehow much profit per acreyou arewilling
to accept and be satisfied with.

4. Determine the target price by adding your cost per
acre and the profit per acre and divide that number
by your averageyield.

5. Puttargetsinto sell grain.
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Theplanisreally that smple. Making yourself comfortable
withthat planisthehard part. Getting yourself comfortable
withthenumberswill begetting yourself started well dong
theroad.

Getting yourself past the uncertainty of raisingthecropis
another issue that must be dealt with. There are athree
waysto deal with uncertainty of production, and you should
befamiliar withthose,

How Variable Is My Yield, Really?

For most people, half acrop is about as bad as it gets.
Some areas experience more swingsinyieldsthan others,
but the point isthat every person has a certain comfort
level wherethey fed that they would bewilling toforward
contract. For someit might be 20-30%, othersmight say
75% or more. They key pointistofind your comfort level.

I Insuran

The recent changesin crop insurance have led to some
really good thingsin marketing cropsahead. Infact, that's
the key reason that the Revenue Assurance (with thefall
price option) and the CRC or Crop Revenue Coverage
policiescameinto being. Thegoal for thesepoliciesisto
promote good marketing habits.

Talking to your crop insurance agent now to understand
thedetailscanrelieveagreat amount of marketing stress.
Once you have that understanding, you will begin to
understand that the“what if | sell grain, don’t raiseit and

themarket goesup” istaken careof inthesepolicies, you
will feel more confident in making those profitablesaes.

Inboth policies, the producer hasabase pricein the spring
that heisguaranteed to receive on acertain percentage of
thecrop, but hasthe optionto receivethefall priceif itis
higher. That meansif you forward contract, theinsurance
vaueincreasesto offset thecost of buying out of your contract
if youdon'traisethebushels.

tion

For those that don’t purchase crop insurance of thetype
we' vediscussed or just can't stand to missout onarally,
you can use optionsto stay inthe market.

Staying in the market with optionsallowsyouto sell your
grain at aprofitable priceand participatein higher pricesif
themarket rdlies. Thismeansthat if youraisethegrain, your
grainisworthmore, or if you don’t raisethegrain, you have
themoney inthe contract to buy out.

Summary

Marketing successisabout thelong term. Selling at agood
overal averageiswhat will put thekidsthrough college or
allow youto retire comfortably. You must understand how
to ded withtheanxiety of lockingingood pricesand seeing
the market move higher in those few years where that
happens. The good marketer spendstimefocusing onthe
next opportunity to come, not what has happened in the
past.

Who Tells You When To Sell?

Many producersfind themselvesinvolved, probably not entirely by choice or even conscioudly, inwhat wecall event-
oriented selling. Inother words, the decisionto sell isoften made not by the producer, but by someevent that requiresthe
producer to spend some cash. Tax time, land payments, holidays, and equipment repair arejust afew examples.

The obviousweakness of thistype of selling isthat the need for cash flow and good prices do not necessarily coincide.
TaxesaredueApril 15 every year, whether pricesare high or low. School startsthe sametime each year, regardless of
whether pricesaregood or not. Equipment doesn't wait for arally beforeit breaksdown.

What that meansis, event-oriented sellingisaroll of thedice. Thereisno guaranteethat the need for cash will ariseat the
sametimeasareasonableselling price. Of course, when cashisanecessity, the grain hasto be sold no matter what the
priceis.

That'swhy werecommend setting apricegoal early, and turning your graininto money assoon aspossibleat areasonable
price. Good businessdecisionsare abetter reason to sell than financial need.



Habits of Successful
Farm Marketers

Look At The Big Picture . . .

Farming is not a short-term business—it’s a lifetime
endeavor. Theoveral successof your farming effortswill
not be determined by any one year or by any particular
ingtanceof sdlling for agreet price. Each year, each harves,
isone brick in the structure of a successful lifetime of
farming. If looking at the big picture becomesahabit, you
will findthat youarenot eeslly caught upinemotiona turmoail
that can cloud your mind and cause you to make bad
decisons.

Focus On Profit, Not Price . ..

Infarming, asin any business, consistently selling your
product at aprofitisthekey tolong-term success. Farmers,
though, have the added opportunity (and sometimes
distraction) of being ableto choose from many different
and sometimeswidely varied pricesfor their product. The
vaueof asinglecrop can changedramatically fromday to
day, from well before it is planted until well after itis
harvested. If you arefocused on price movement, itis
almost impossibleto stick to any sort of plan. Thekey is
toturnyour attentionto selling at aparticular profit level.
Onceyou have devel oped ahabit of capturing that profit
consistently, youwill bemuch lesslikely to bedistracted
by movementsin price.

Sell As Soon As You Can . ..

Onmany occasions, thepricethat will allow youtoreach
your desired profit margin on acrop becomesavailable
well before the crop is harvested, or even before it is
planted. Youmay beableto achieveyour profit god severd
different times, or theopportunity may comeonly once. If
you aregoing to reach your goa of selling profitableevery
year, you haveto beready and willing to take advantage of
theearliest opportunity to sell. Atfirst, thedecisontosell
acropthatisn’t finished growing yet (or that hasn’t even
been planted yet) can beadifficult one, but it isnecessary
tomakeaplanlikethiswork, and will proveitself inthe
longrun.

Manage The Future, Don't Worry
About The Past . . .

Itisvery easy tolose focusif you agonize over missed
opportunities. Thepast isover; it cannot be changed, it
will not get any better or any worse, and no amount of
wishing will make it go away or come back. The past
cannot be managed, but the future can. Concentrating on
the past isahabit that can bevery damaging toyour ability
to focus on capturing future opportunities. Whatever
happened |ast year or last week cannot be changed. You
can, however, make avery real differenceinwhat will
happen to you from now on. Making ahabit of managing
for thefuturewill helpyou achieveagreater level of success
inbusinessandinlifethanlivinginthepast will.



The Secret Is, gT he
There Ts No Secret \gm.Coffee

Thereare peoplewhowould likefor youto believe that successful, profitable crop
marketing requiressomesort of insider or expert information about when and how pricesare goingto move. Thesesame
peopleare morethan happy to provideyouwith thisvery information, for afee of course. Therearemany different sources

out therewith many different opinionsand price prediction techniques, and dmost dl of themwill beright fromtimetotime.
Of course, the oppositeisalsotrue.

_ Thereisno special secret to successful marketing. Infact, those producers who enjoy consistent
L profitsand stability will tell you that they oweit to personal discipline and consistency rather thanto
any insider information. That'swhy wetry to keep our message consistent inlow pricesand high,
before, during, and after harvest, all thetime. Circumstances change, but thesmpleand disciplined
practicesthat arethefoundation of successful marketing do not.

So, welll keep on putting out the same message, because wetruly believethat the s mpleaternativeswe
awaystalk about arethe surest way for you to reach your goa sthrough farming.



