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NOW IS THE TIME TO ADAPT
GROWTH AND EVOLUTION NEEDED FOR LONG-TERM SURVIVAL OF ELEVATORS
IN THIS ISSUE
JOHN HUSK, President & CEO
JohnH@elburncoop.com

Not too long ago a colleague sent me an
article about the plan to raze a grain elevator
in South Dakota that was part of my
responsibilities 15 years ago.
My initial reaction was one of surprise
because structurally there was nothing
wrong with the facility. However, after
thinking about it and investigating the hows and whys,
tearing down the elevator did indeed make sense. It had
lost its rail line many years ago and was in a town that
is almost a bedroom community for Sioux Falls. Most
importantly, it made no sense strategically to upgrade the
structure to get it to the place it needed to be to remain
viable.
In South Dakota the grain business is driven by 110-car
trains to the export markets of the West Coast or to local
ethanol and processing plants. In the end, the town
where the elevator was located got the property and it
was converted to green space and a recreational area – a
win for the entire community.
In looking at the grain, agronomy supply, and refined fuel
business in our geography, I found it interesting to note
the differences in the grain delivery systems and supply
chain difference for fuels and fertilizers as compared to
that town in South Dakota.
Our mission in working for you is to make sure we
are involved in all the available markets and systems
to offer you the best opportunity for selling grain and
buying inputs, including fuel. We believe we are correctly
situated to provide the services that our owners and
customers need.

In the last 24 months or so, we have invested heavily
to bring our facilities up to the size and scope needed
to promptly serve you as our owner/customer. We have
established a geography of operations that fits our grain
purchasing delivery programs.
We have also established superior storage and delivery
systems for both fertilizer and fuel. Our trade territory
now wraps around the Chicago metro area from Indiana
up north across the Wisconsin line.
Part of our focus for the next 18 months will involve
being sure we are performing our best practices to better
deliver value to all of our customers at all of our facilities.
We want to be absolutely sure we are delivering the right
products at the right time and that we are consistently
exceeding your expectations.

Corporate
Updates
Encirca services
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Safety
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Location Updates
Human Resources

Our focus is helping our customers succeed. We
accomplish this by helping you grow more bushels per
acre and by offering markets that provide the best return
on your investment. We feel that is the best way for us to
add value to your farming operations.
The issue of the day is low commodity price. We know
that current crop prices will add stress to every producer’s
cash flow and we are here to explore which options can
help you better succeed this crop year.
On both the grain and supply side, our sales and
marketing folks are going to be offering meetings to
discuss hot topics in agriculture, such as farm finances,
understanding grain marketing strategies, grain updates,
and input supply updates. Be sure to ask your grain
originator or sales person about some of these learning
opportunities.

www.ElburnCoop.com

COMPANY UPDATES
LOCAL AND GLOBAL EXPECTATIONS FOR 2015
PHIL FARRELL, Vice President & Grain Division Manager
PhilF@elburncoop.com

Technology has helped to bring better fertility
programs, improved hybrids, increased demand, and
more competitive world markets.
World corn production has increased in the past
several years, up 24% since 2007. The increased
production includes areas west of the Missouri River
where climate, better hybrids, and growing practices
have led to more corn grown on acres that traditionally produced wheat
and other small grain crops.
The international scene is similar to that of the United States, with
increased production due to good returns and better hybrids in the last
several years.
The 12 countries that comprise the former Soviet Union as well as Brazil
have doubled corn production to more than 80 million metric tons in
15 years.
What you see in Brazil is the same that you see in the United States:
hybrids that will perform profitably in conditions where they haven’t
grown before. Traditionally, Brazil has focused on soybean production
and is now nearly equivalent to what the United States produces annually.
However, the country has reached the point where the percentage of
acres it can plant to soybeans is near maximum and corn is part of the
rotation. If anything, Brazil will increase its corn production despite the
lower price.
The increased world production comes at a time when demand growth
has slowed due to a maturing ethanol industry coupled with slower
economic growth in many of the Asian markets that are important to
world demand.
In 2014, the United States exported 1.9 billion bushels of corn, which
was 150 million bushels above estimates. This year, the USDA is again
forecasting exports of 1.75 billion bushels, though the increased foreign
production may keep us from seeing the bump we had
last year at this time.

Another factor affecting the market: ethanol demand has plateaued.
The use of corn for ethanol production was quite the story from 2005
to 2011 with corn demand growing from 1.5 billion bushels to 5 billion
bushels. Growth has flattened because demand is relatively steady. The
2015 forecast for ethanol usage is 5.25 billion bushels.
This February, the U.S. Department of Agriculture World Outlook
Board forecasted fewer planted acres for both corn and soybeans, with
corn at 89 million acres (down from 90.6 in 2014) and soybeans at 83.5
million acres (down from 83.7 in 2014).
Locally, we’re expecting to see more soybean acres and fewer corn acres
than in 2014, but we wouldn’t expect a swing of more than 5%.
The market still has ebbs and flows, of course, and Elburn Cooperative
will be ready to act. If the corn market gives us the opportunity to lock
in prices that are above the break-even point, we’ll need to be more
aggressive with that.
The current market environment certainly puts more importance on
every marketing decision. Elburn Cooperative is striving to make many
different marketing alternatives available that are designed to help you
increase returns and take advantage of market opportunities as they
become available. Our grain marketing personnel are ready to talk with
you about what alternatives we offer and how they may work for your
operation.
One thing we learned in 2014 is the difficulty in predicting the outcome
of the many different world events occurring right now. More than ever
it’s important to take opportunities to lock in profits when we can.
In the last few years, we’ve made significant investments in our
infrastructure and expanded the size of Elburn Coop’s footprint. We’re
now channeling those investments to help local producers get their crops
out more efficiently by providing the best customer service that we can
and by offering grain delivery alternatives that work for you.

The top three destinations for U.S. corn are Japan,
Mexico, and South Korea. We are seeing less demand for
U.S. corn from Japan and South Korea, as they seem to
be securing significant bushels from Ukraine.
World corn production for 2014 is at 988 million tons,
which is up a whopping 121 million tons (4.8 billion
bushels) from the drought-reduced crop 2 years ago. The
increase in corn production has led to a 25% reduction
in price between May 2014 and February 2015. The
lower price has been the major factor in making 2015
planting decisions the toughest in years.
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Annual increase in corn production by the 12 countries of the former Soviet Union and
China from 1995 to 2014 (in millions of bushels).

ENCIRCA SERVICES OFFERS CUSTOM PRESCRIPTIONS, MORE BENEFITS IN 2015
Last year was our first year offering customers
Pioneer® EncircaSM services and customers
have been adapting to it slowly – but very
positively.
Many of our customers are curious about
the technology and how Encirca services can
be used on their farm to improve yields and
profitability. We also have customers using
some, but not all, of our Encirca services offerings. This is a great option and
shows how we can customize the service to fit the needs of each operation.
When talking to our farmers, we describe Encirca services as a program
designed to help manage inputs. We work with the data within Encirca
services to come up with the best solution for our customers, including
input consulting and custom prescriptions.
Our customers will tell us everything they’ve done to their farm and we
let the Encirca services tools run in the background. Then we look at it
together and adjust each area as needed, based on what they want from that
piece of land.
Basically, we build custom prescriptions for every farm.

For 2014, most of Encirca services was still in beta testing, but all of the
growers who used Encirca services in 2014 are continuing with Encirca
services for 2015.
“Many of the farms we are working with especially enjoy an Encirca
services feature called EncircaView Premium, which offers industryleading weather forecasts, market news, and analysis,” explained Dave
Myers. “Encirca services even provide data management for growers.”
Myers continued, “We’re especially looking forward to further
developing our relationships with customers during 2015, as well as
finding more farms that find the Encirca services offerings valuable.”
As many growers are concerned about cutting input costs this year,
one tool we’ve been especially developing is EncircaSM Yield Nitrogen
Management.
Many of our customers also are trying to find ways to use Encirca
services to increase savings.
Contact Dave Myers to see if EncircaSM services are something you may
find of value for your operation today. Dave can be reached at 815-5095132 or dave.myers@elburncoop.com

*Source: EncircaSM services
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FARM360 + ENCIRCA SERVICES +
ELBURN COOPERATIVE CRM PLATFORM = SUCCESS
DAVE MYERS, Agronomy Division Manager
Dave.Myers@elburncoop.com

2014 was our launch year of EncircaSM Services and
we’ve seen a lot of customer interest. We’ve been
spending time informing customers of what it is
and what it can offer them.
We look at Encirca services as a customized program
offering because producers have different wants
and needs when it comes to farm information
technology. We will often gather a group of interested farmers and
introduce the programs to them, demonstrating what the programs can
offer and allow them to decide the best choice for their operation.
Encirca services is the most advanced service we’ve offered to date, and
many of our customers are ready to proceed with its tools.
Pioneer® Field360TM mapping services have integrated into Encirca
services, offering mapping and variable rate planting. Field360 was
available before Encirca services, offering mapping and variable rate
planting. When combined, these innovative services allow us to make
more informed decisions on the farm so the producer can increase
profitability.
Program popularity has grown and will certainly continue to grow. We
also see a variety of farms – from small to large – interested in using
these services.

Another improvement currently underway is our customer relationship
management project. One issue we frequently see is incompatible
technology within the Ag industry. Many of our technology companies
have their own software and platforms that aren’t compatible with other –
and sometimes competitive – programs. So we are working with a CRM
(customer relationship management) company to pull data together so it
is all in one place and easier to access. Our goal is to launch the service
this year.
As for 2015, I’m most looking forward to making progress toward
providing an even higher level of expertise and service for our customers.
We’re seeing low commodity prices going into this growing season and
maintaining profitability is at the top of everyone’s mind. Our growers
also want to look at any options that can help increase their yields,
including micronutrients and fungicide; growers are looking for anything
that can help them get the most out of each acre.
As a result, we intend to work more closely with our customers this year
and further help them improve profitability by increasing efficiencies
and yields. Profitability isn’t just about cutting costs, but also about
maximizing production and getting the best return for your investment.
Please feel free to email me if you want to learn more about any of our
data management programs.

PROFITABILITY ISN’T JUST ABOUT CUTTING COSTS,
BUT ALSO ABOUT MAXIMIZING PRODUCTION AND
GETTING THE BEST RETURN FOR YOUR INVESTMENT.
As we look further back to 2013, many improvements were made across
several Elburn Cooperative facilities. We’re always looking to improve
our facilities as part of our commitment to consistently provide better
service for our customers.
Several improvements were completed in 2013 including adding more
storage for both dry and liquid fertilizers. By having this added capacity,
we can provide our customers with product when they need it, as we
also have both the people and the services to assist every customer.
Many of our improvements come from our desire to make sure we’re in
the right position to best serve our customers when they need it.
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*Source: EncircaSM services

LOCATION UPDATES
MEREDITH ROAD READIES FOR PRODUCTIVE SEASON
MIKE KINSELLA, Location Manager, Meredith Road/Elburn
Mike.Kinsella@elburncoop.com

2014 was a tough year with heavy spring rains
contributing to local corn yields being down
compared to yields for the rest of the Corn Belt.
We’re relieved 2014 is in the past, and Meredith
Road is looking forward to a productive 2015.
We are the only Elburn Cooperative facility
that offers both grain and agronomy, so we are
guaranteed to have a busy season.

Finally, as everyone prepares for the 2015 planting season, we are looking
ahead to 2016 and laying the groundwork for Elburn Cooperative
customers to have a successful season then, too.
We have glyphosate-resistant waterhemp in our area, and though we
haven’t seen any resistant marestail yet, it is slowly moving north. By
2017 we’re going to have a lot more resistant weeds that will impact
profitability and yields.
We believe it’s best to be prepared.

In preparation for the upcoming season, many of the customers we have
talked with are concerned about commodity prices. Grain prices are
down, while rent, inputs, and equipment costs have remained the same.
When the markets are down, many growers are tempted to forego inputs
to lower costs. In our opinion, down-markets are when you need inputs
most to get you the highest yield out of each acre.

This preparation not only includes continuing to implement best
management practices, but also adding and changing herbicide
formulations and using multiple modes-of-action in our spray programs.
By taking these steps now, we will help our customers remain ahead of
the game when resistant weeds are widespread.

Therefore, our recommendation is to lock in inputs early to help manage
extra costs.

THE 4RS OF NUTRIENT STEWARDSHIP

We’re also helping customers look for ways to make incremental changes
to inputs by following the 4R philosophy of nutrient management.
Several of my colleagues and I attended the Illinois Fertilizer and
Chemical Association conference in Peoria in 2014, and one of the
management practices discussed was how to use the 4R philosophy to
shave input costs.

1- Right fertilizer source, at the
2- Right rate, at the
3- Right time, and in the
4- Right place

Most growers are aware of 4R nutrient
stewardship, but we remind them that
implementation isn’t a one-and-done
event. Instead, it’s collecting data each
year and using cumulative knowledge
of your fields to determine the inputs
needed for each acre.
This is where EncircaSM services come in.
We use Encirca services – a suite of
decision services available for customers
through Elburn Cooperative – to get a
good picture of where, when, and how
much nitrogen fields need to maximize
profits. This enables us to tailor
our services to each farm and make
recommendations for each acre.

*Source: EncircaSM services

Source: The Fertilizer Institute: http://www.nutrientstewardship.com/what-are-4rs
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INCREMENTAL IMPROVEMENTS
CAN BOOST YIELD AND PROFITABILITY
MATT MONSESS, Location Manager, Newark Agronomy
MattM@elburncoop.com

In 2013, Elburn Cooperative invested in significant
improvements in the Newark Agronomy location and
the investment paid off in 2014.
With all of the improvements, we can now hold enough
material to work 20 days before we need to haul in
product. Before that, we held enough material to last for
only a half-day. The ability to hold 20 days of supply
meant we could work without interruption last fall, which allowed our
customers to run at full speed throughout the harvest.
Additionally, our storage capacity gives us a lot of flexibility on when we
buy and how much we buy. This enables us to take advantage of price
breaks in a way that we’ve never been able to before.
For example, before renovations, we had 60,000 gallons of storage. We
now have a 5 thousand-ton tank. This capacity enabled us to buy nitrogen
in October when the price was down and store it over the winter. In June,
when everyone wants fertilizer and it’s at a premium price, we will be able
to give our customers a price break.

Sharing Our Knowledge
Although I am in my first year as a location manager, I’ve learned
that no matter what my question is, there is someone within Elburn
Cooperative who knows the answer.
This collective knowledge is available to everyone – colleagues and
customers – and I hope all of our growers take advantage of our
expertise. We aim to be the total package for all of our customers.
The Newark Agronomy team is excited about the upcoming growing
season and is looking forward to helping our growers get the most out
of 2015. Call us if you have any questions or to discuss how we can help
you get the most from each acre.

NEWARK AGRONOMY BY THE NUMBERS
• 12 full-time employees
• 6 part-time seasonal drivers

This is just one way we offer customers the best return on investment
possible. We also offer a variety of programs and seminars to help growers
understand that putting on more fertilizer isn’t always the path to better
yields.

• Liquid storage – about 6,000 tons (Previously 900)

A common practice has been to put all your fertilizer on at once. We now
realize that concept is like having a huge breakfast and eating nothing for
the rest of the day. A single shot of fertilizer isn’t the best way to get a strong
finish to the growing season.

• 200 ton-per-hour custom blending of product

OUR PHILOSOPHY IS WHEN GRAIN PRICES ARE LOW,
THE BEST APPROACH IS TO MAKE THE MOST OF EACH
AND EVERY ACRE ON YOUR FARM.
The idea of sidedressing – or giving crops a second shot of nitrogen during
the season – is becoming more popular. It costs more to cover the field
twice, but the improvement in yield far outweighs this cost.
Our customers are concerned also with how low corn prices have dropped.
Our philosophy is when grain prices are low, the best approach is to make
the most of each and every acre on your farm.
Many growers think they are already getting the most out of each acre, but
we believe it’s always possible to do a little better.
Micronutrients are a popular way to increase yields. Other ideas are
properly timed fungicide applications, if needed, and working with a
trusted advisor to match your seed, chemistry, and fertilizer needs for each
acre you farm.
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• Dry fertilizer storage – 4,355 tons
• 200 ton-per-hour receiving of product
• 16,000 square feet of equipment storage

Follow us on Twitter and like us on Facebook
Elburn Cooperative Company

@ElburnCoop

THE RIGHT CHOICES CAN LEAD TO
HIGH NET INCOME EVEN IN A DOWN MARKET
DAVE KLECKNER, Location Manager, Sycamore
DaveK@elburncoop.com

We had some small changes in 2014, but it was a routine
year overall at Sycamore.

and forth. Additionally, if customers want to make changes, Ethan can
revise the plan on the spot.

Despite 2014 yields being down due to a difficult, wet
spring, which included 12 inches of rain in June, we
ended with a good, solid year thanks to a strong fall
season.

Winter has been a bit on the dry side, but we’re optimistic about 2015.

Dave Campbell retired in December and Ethan Stahl
is now in charge of doing our VRT fertilizer application. At least 75% of
our customers are already taking advantage of this popular service, so we
wanted to make sure everyone else is aware of it, as well.
Ethan works in our office to customize plans for our customers, but also
visits locations with salesmen and works face-to-face with growers.

We know our customers are very concerned about gross income, which
looks as if it will be down this year. Our goal is to help them make the
right choices so their net income is as high as possible.
At your local Sycamore Agronomy location, we are dedicated to helping
you make the best choices and most economical choices to get the most
for your dollar.
If we can be of any further help or if you’d like to meet with Ethan,
please give me a call at 815-918-2402.

By working in person, customers can review the fertilization plan with
Ethan and respond to it right away, as opposed to sending emails back
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TECHNOLOGY
CHANGE IS IN THE AIR
DRONES MAY BE ADDED TO AGRONOMIC TOOLKIT
JEFF KEIFER, Manager of Data and Technology
JeffK@elburncoop.com

Looking at the upcoming 2015 season, I am most
excited about two special projects: drones and the
Elburn Cooperative “Bean Team.”
As many of our customers know, it is illegal to use
drones for commercial purposes. However, I’ve
been keeping up with the latest news as it relates to
agricultural use of drones from the Federal Aviation
Administration and I think this regulation will change in the near future.
Once it does, I believe drones will become a great tool for production
agriculture. We will be able to monitor fields in a way we haven’t been
able to before. Data captured by the sensors and imaging systems of
airborne drones will help with in-season monitoring at a much lower
cost than other aerial services and at much higher resolutions than
satellite images.
In addition to reading the rules and regulations for drones, I’ve been
flying one.

I have made about 50 flights with a small quadcopter fitted with a
camera. The remote-controlled camera sends a live video feed back to my
controller, so I see what the drone sees. The photos and videos give me a
perspective that opens my imagination to all kinds of great ideas. As these
ideas become reality and drone use becomes permissible for agriculture,
Elburn Cooperative will be prepared to adapt these tools to best serve our
customers.
The second project I’m eager to get to is working with our Bean Team.
In 2008, we formed a team of agronomists and growers and began doing
soybean plots, trying to isolate the ingredients necessary for the highest
yields possible. After seven years of data recording and collecting, we are
beginning to answer some of those questions.
This year we intend to expand our efforts into some of the newer and
more novel ideas to test in our soybean plots. We are also working to
develop some creative programs we can offer to our whole customer base.
I am excited about the possibilities and look forward to sharing the results
with you this fall.

Drone footage.
From Jeff Keifer
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ANALYZING INPUTS? THERE’S AN APP FOR THAT.
JOE RICH, Location Manager, Sycamore Seed
Joe.Rich@plantpioneer.com

This planting season, our customers are concerned with
the cost of production per acre.
The downward trend of commodity prices makes it very
challenging to keep profitability on all acres. Producers
are scrutinizing all input costs and looking for areas
where they can reduce spending. The challenge is in
selecting the appropriate areas to trim without hurting
final yield or per-acre income. This means analyzing the
return on investment for each input is critical.
Pioneer HiBred™ has released a new app that can provide useful information
to help growers with this process. The Pioneer® GrowingPoint® agronomy
app gives you access to hundreds of agronomy insights, articles, and photos
on your mobile devices, providing you with information about weed and
pest control, best practices for crop management, and more agronomy
expertise.
The app is free for iPhone, iPad, and Android phones.
The GrowingPoint app is the latest addition to Pioneer’s suite of apps that
provide customers with real-time data.
We’ve also welcomed some new employees in the last year:
• Micah Duvick, who was previously on the agronomy side at our Sycamore
location, has joined our seed sales side. He will take a more active seed sales
role this year. He is handling Precision Planting sales, as well as parts and
program updates and equipment sales
• Gary Hinds came to Elburn Cooperative last fall and is splitting sales
duties between the north and south seed agencies. He began working with
customers last fall and has been a great addition to the sales team
• Steve Vandeburg began with Elburn Cooperative part-time last spring.
His work with soybean treating, plot work, and warehouse management
was fantastic. He is now full-time and is a great complement to the sales
Elburn Cooperative team

OTHER APPS FROM PIONEER INCLUDE:
• Pioneer® Field360™ Tools – Provides growing season
GDU estimator, Precipitation estimator, and Growth Stage
estimator specific to your area
• Plantability – Planter Setting App – Scans seed tags to
indicate planter type, maximizing planter performance and
seed-drop accuracy
• Planting Rate App – Simply select a Pioneer brand hybrid,
grain price, and seed cost to receive a customized planting
rate suggestion
• EncircaSM View – GPS-powered field documentation tool.
Pinpoints your field location via satellite imagery so you can
record notes or photos on the spot. Organizes your crop
scouting information on your mobile device
All of these apps are free resources for growers. These apps
can be downloaded from https://www.pioneer.com/home/
site/us/programs-services/mobile/download-apps/

If you have any questions about the hybrids and varieties we’re offering
for 2015, our customized seed treatment services, or any of the available
Pioneer apps, please give me a call at 815-895-2731.
As always, we appreciate the opportunity to do business with you and
will do our best to help make your operation profitable.

*Source: EncircaSM services
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LOCATION UPDATES
NEWARK GRAIN DOUBLES DRYING CAPACITY
JERRY WHALEN, Newark Grain Manager
Jerry.Whalen@elburncoop.com

We were very fortunate to have an above average
corn and bean crop in our trade area this past fall. We
experienced increases in both corn and bean receipts
last year over previous years.

We continue to make progress on all of the safety issues that are involved
in our industry. We insist all employees follow guidelines that have been
set to ensure the safety of our employees as well as our customers. Safety
remains our number one objective.

The capital expenditures that have been made at this
location have been extremely important for handling
our customers in a prompt and efficient manner.

I’m happy to announce Ryan Whiteaker has taken on a new role as grain
originator at our location. Ryan will now be out working with farmers on
their individual marketing needs. This will help us stay in better contact
with you as the market presents opportunities that can help you improve
your bottom line.

With the final phase of construction at our Newark Grain and Fuels
location nearly complete, we will be better equipped to serve your needs.
The addition of the new dryer and dry leg will increase our drying
capacity by two times the volume we could previously run. This will also
allow us to use our second dump pit on the west side while we are drying
corn. We are planning even more updates as we continue to grow.
2014 was the first year in many that when we piled corn outside in our
temporary storage we were able to complete it rain-free. With the help
of employees at other Elburn Cooperative locations, management staff,
and the Newark Fire Department volunteers, we successfully covered
the pile with a tarp, despite the forceful winds that always come on tarp
day. Thanks again to everyone who helped in this endeavor.

We are also excited to have Royce Mignone as our new grain supervisor.
Royce is taking over Ryan’s previous responsibilities. He brings with him
many years of experience in grain operations.
Adding Royce and Ryan to our existing team of Kyle Mason, Clint
Vaughan, and Megan Devick, I feel we have a very efficient, customerfocused group to work for you and your operations in the coming years.
As temperatures rise and summer comes, we will be working hard to be
ready for the labors of your work this next harvest season. Please call me
at 815-695-5141 if I can be of any help.

FIRST HARVEST AT DARIEN BROUGHT CHALLENGES, REWARDS
CHRIS KEIL, Location Manager, Darien WI
Chris.Keil@elburncoop.com

Darien Grain just concluded its first full calendar year
as part of Elburn Cooperative. I want to personally
thank all the farm families and customers that made
2014 a success. It is truly our privilege to serve you
every day of the year.
Here on the northern edge of Elburn Cooperative’s
territory, we had a long and stressful harvest, which
persisted into December. This harvest proved to be challenging from a
wet spring giving us wet corn to a few mechanical breakdowns delaying
us in the fall. We learned a lot, and we will use this knowledge to
improve your experience for this coming year.
Although I’ve been through other harvests with Elburn Cooperative,
this was my first one as the Darien Location Manager. Overall, it was a
rewarding experience.
We fully expect 2015 to provide its own challenges and opportunities
for Darien. The farm economy is definitely a different environment now
than it was for the past few years. We know our customers are looking
for ways to thrive in this market, and we’re looking for ways to help
them succeed.
[ 10 ]

As a start, Elburn Coop offers marketing classes and seminars that can
assist with grain origination. Attending these seminars will provide you
with the advantage of talking about and developing new ideas with us and
with other growers to be more successful in this challenging marketing
environment.
In our continued effort to better serve our customers,
we have added Kara Karasch to our merchandising
staff and transitioned Chris Daniels to an on-farm
grain originator role. For the first time, we’re going
into the field to work on grain origination where
you live. This gives us an opportunity to work sideby-side more often with our customers.
To ensure you will be contacted about these grain
origination seminars and on-farm opportunities,
contact me at 262-882-4222 to be signed up for
our mailing list.
Thank you for all of your support over the past year.
We look forward to serving you in 2015.

SAFETY
DESPITE DOWN MARKET, STEWARD HAD A GOOD HARVEST
MARTY KEIFER, Location Manager, Steward
Marty.Keifer@elburncoop.com

From an operational standpoint, the 2014 harvest
went very well. We had minimal downtime, very few
equipment issues, and short lines to dump.

conditions to insect control. The course was a good opportunity to
continue to review operational protocols for grain drying and handling
and discuss best management practices.

2014 was also my first full harvest as a location manager
with Elburn Cooperative. I learned what it takes to keep
things running at full speed during our busiest season. I
also learned how to best manage our seasonal employees
while gaining a better understanding of how to supervise
them to ensure they were working where we most needed their assistance.

I also went to a grain entrapment prevention conference in
Bloomington. These types of training events help me stay up-to-date
with the latest safety innovations. Additionally, they offer me a chance
to review the safety measures we have in place to make sure that we
have the necessary training and equipment to prevent entrapment.

However, the down market meant fewer bushels stored onsite in 2014 than
in 2013. When market prices are low, many customers store grain on the
farm and wait for prices to go up. During harvests when it’s advantageous
to sell, the grain will come right into town and be sold that day.
Most of my customers are very concerned about where grain prices are
going. Of course no one knows whether the market will go up or down. I
think it’s important that producers have a marketing plan in place and that
they implement that plan and execute it. I encourage anyone to call me or
any of our grain merchandisers to discuss all the grain marketing options
Elburn Cooperative offers.
I was fortunate last year to attend an elevator manager’s course at Kansas
State University that covered everything from safe grain handling to storage

With Elburn Cooperative’s focus on safety, it’s important that we keep
in mind that these safety measures aren’t just for us, but also for those
who have on-farm storage. Prevention is our focus, and we urge our
customers to always take precautions against entrapment.
Finally, we are planning to host another customer appreciation event
with Malta this year. Last year’s combined event had a great turnout
and we received a lot of positive feedback. The date and location will be
determined later, so stay tuned for that announcement.
At Steward, we are committed to always improving our customers’
experience. Please feel free to contact me with any questions or concerns
you may have. I can be reached by email or at our office at 815-3962234.

SAFETY IS IN OUR DNA
ELBURN COOPERATIVE WELCOMES ENVIRONMENTAL HEALTH & SAFETY SPECIALIST
RYAN BARSCHDORF TO EVOLVE PRACTICES AND PROTOCOLS
Talk to anyone at Elburn Cooperative about safety standards and they
will likely say, “Safety is in our DNA.” Safety is especially top-of-mind
for employees after Elburn Cooperative welcomed an Environmental
Health & Safety (“EHS”) Specialist to further ensure safety is one of its
top priorities.
Environmental Health & Safety Specialist Ryan Barschdorf joined
Elburn Cooperative in October 2014. Ryan, who has a BS in Health
Sciences from Illinois State University, spent three years working as a
Health, Safety, and Environment Specialist in the nuclear industry.
“Because of Ryan’s work in the nuclear industry, the level of thinking
and attention to detail that Ryan brings to our team will improve our
comprehensive safety program,” said John Husk, President and CEO
of Elburn Cooperative. As the EHS Specialist, Ryan ensures Elburn
Cooperative continually improves its safety efforts and remains compliant
with all new and updated safety regulations.
“We believe a key part of our business is to work every day to provide
a safe work space and environment to protect our employees and our

communities,” said Husk. “Ryan’s responsibilities include the alignment
of all Elburn Coop locations’ safety processes and procedures. He is also
leading the implementation of the ResponsibleAg initiative at Northern
Illinois Alliance in Crescent City.”
“Our safety mission states, ‘Elburn Cooperative’s top priority over all
other considerations is to keep people safe.’ Safety at all times is a key
factor in all aspects of Elburn Cooperative’s activities both internally and
externally,” Husk added.
“We have grown quickly over the last few years and we realized the need
for a dedicated team member who can focus on safety and ensure safety
regulations are always implemented at each of our locations. Compliance
is an ever-changing task driven by numerous government agencies; many
of these rules and regulations are frequently updated as new technology
or information becomes available. With Ryan’s experience and training
we feel that he is the perfect fit for our company and our culture.”
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ELBURN COOPERATIVE’S SAFETY PROGRAM
GOES FAR BEYOND JUST MEETING REGULATIONS
RYAN BARSCHDORF, Environmental Health & Safety Specialist
Ryan.Barschdorf@elburncoop.com

Since joining Elburn Cooperative, I have been visiting
sites and working with location managers to provide
our employees with the materials they need and
address any issues they may have.
Each location hosts monthly safety meetings not
only to review the Asmark training material, but also
to hold open discussion on issues the employees are
seeing in the field. These meetings enable employees
to further their safety knowledge beyond just the basic requirements.
One of our training sessions this year included barge safety at our Morris
River Terminal location, which was led by Grain Superintendent Justin
Reed. Our employees enjoy learning from real life experiences, and Justin
has the experiences to share with them and teach them how to avoid
potential issues and how to correct areas of concern.
Additionally, many of our employees attend training through Asmark
on various hazards, such as grain bin entrapment or slips, trips, and falls.
Asmark has a state-of-the-art training center in Bloomington, IL, as well
as centers in Kentucky and Tennessee.
In December, I attended the National Grain and Feed Association’s
Country Elevator Conference in Indianapolis alongside some of the
Elburn Coop location managers. The event was aimed at managers and
provided me with a better understanding of that aspect of the business.
My goal is to understand the entire business to better assist each of our
employees however I can.
As we head into 2015, I’m especially looking forward to my first full year
with Elburn Cooperative, including a planting season, a growing season,
and a full harvest.
I have started taking ride-alongs with our drivers. One of the reasons for
the ride-alongs is to remind our drivers how important they are to us.
They are a big part of what we do, and fleet safety is going to be a big
focus for us this year. I’m committed to being a resource for our drivers.
The one initiative I’m looking most forward to implementing in 2015 is
Near Miss Reporting.
Near Miss Reporting requires employees to report any accident that
could have caused injuries, but didn’t, such as an environmental spill.
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MY GOALS FOR THE YEAR INCLUDE:
• Visiting the Asmark Institute in Owensboro, KY, to understand
everything they offer and participate in training classes
• Building relationships with the managers and employees of
our many locations
• Taking ride-alongs with each of our semi-drivers to get their
perspective of their jobs, to understand their needs, and to
address any issues they have
• Setting up quarterly driver safety meetings, accompanied by
guest speakers that are subject matter experts

The term, “Near Miss Reporting,” sounds nebulous and it is to some
extent because it’s always hard to say what could have happened. For
example, a “near miss” could be when an employee climbs a ladder with
a ratchet in his back pocket and the tool falls out – missing an employee
on the ground by an inch.
However, establishing Near Miss Reporting criteria is an important
preventative practice because we will be able to gain an understanding of
our deficiencies and proactively correct them to prevent major injuries
in the future.
Most importantly, reporting these “near misses” will not result in punitive
action. Instead, if employees take the time to report the accidents, I
can analyze the data for trends and use my findings to recommend
preventative actions.
I have also worked with our IT team to set up a safety folder on our
shared system that location managers can access. The folder includes
documents for employees on Near Miss Reporting as well as other
safety documents. This centralized information will help keep safety
regulations standardized across Elburn Cooperative’s 13 locations.
Please call me at 815-674-4553 to discuss any safety questions you
might have.

[13 ]

RESPONSIBLEAG, MORE GROWTH PLANNED
FOR NORTHERN ILLINOIS ALLIANCE IN 2015
TIM GOCKEN, Location Manager, Northern Illinois Alliance
Tim.Gocken@Nilalliance.com

2014 was a year of firsts for Northern Illinois Alliance
(NIA).
Not only was 2014 the first year of NIA, but we were
also the first facility in the nation to sign up for the
ResponsibleAg Certification Program for the safe
handling and storage of fertilizer.
When NIA opened its doors, we had no employees,
equipment, or customers. Within a month we were fully operational
and working in the fields. We’re proud to say we ended up exceeding all
expectations for the year.
As we are a full service retailer, we measure our success by the success
of our customers. We provide our customers with sound agronomic
recommendations, services, and products to ensure their long-term
profitability. Northern Illinois Alliance achieved its sales goals in 2014 and
has set aggressive goals for 2015 that the staff feels confident that we can
achieve.
At Elburn Cooperative, our priority over all other considerations is
to keep people safe, which is why we’re so excited to participate in the
ResponsibleAg Certification Program.
ResponsibleAg is a voluntary audit and certification effort developed by
The Fertilizer Institute and the Ag Retailers Association. The Washington,

D.C.-based industry trade associations
developed the certification program for
farm supply retailers and wholesalers to
assess and manage safe fertilizer storage and
handling.
The ResponsibleAg team has recruited and
trained auditors to inspect fertilizer facilities and make sure they are
compliant and are keeping their facilities in good repair, up-to-date,
and safe for operations.
We’ve been doing several different radio interviews and a TV crew came
to our facility to film interviews that will be used at several different ag
retail events this year.
We’re happy to announce our community is just as excited for the
opportunity as we are. At Northern Illinois Alliance, we live with
our families in the community where we work. We want to be good
neighbors to the community and make sure that we protect our
community and our environment. The ResponsibleAg program will
ensure the safe handling and storage of the fertilizers and chemicals
we use.
For more information on ResponsibleAg, please visit
www.responsibleag.org. To contact NIA, please call 815-899-8954.

Courtesy of ResponsibleAg: https://www.responsibleag.org/documents/RABrochure.pdf?20150130
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LOGISTICS
GOOD HARVEST KEPT TRUCKS MOVING DURING WINTER
MIKE ETIENNE, Logistics Manager
Mike.Etienne@elburncoop.com

As I transition into Grain Origination, Elburn
Cooperative Transportation is excited to have Ryan
Englebarts from Malta take over as Trucking Logistics
Manager.
Ryan will bring his experience in dispatching, facility
management, and customer relations to the position,
and we expect a seamless handover of responsibilities.
Ryan can be reached at the truck dispatch line at 815-899-4285, toll-free
at 866-676-4285, or on his mobile at 815-761-9386.
Even though my time in logistics has come to an end, I firmly believe
that as Elburn Cooperative grows into new areas and markets, our
logistical capabilities must also grow.
We have a team of 22 full-time drivers, as well as seasonal drivers who
work with us when needed. We also operate a fleet of 26 semi-tractors,
29 hopper trailers, and 27 tank trailers. We continue to update our
equipment to provide support for the company’s merchandising efforts
and the best service possible for our customers.
Another good harvest season in 2014 provided us with plenty of
opportunities to move grain. After harvest wrapped up, strong demand
for corn at local processors and for soybeans at our export river terminal
kept our fleet busy.

As we worked through February 2015 we again saw cold temperatures
affecting barge movement on the Illinois River. This presented us with
logistical challenges to work through as we awaited warmer temperatures.
We are preparing our equipment to provide service to floaters and keep
liquid fertilizer supplies flowing at our facilities this planting season.
Again this spring, we are partnering with CHS Transportation to haul
anhydrous ammonia. This partnership along with our relationships with
local trucking companies will ensure the timely movement of ammonia
and other fertilizer products to our facilities throughout the spring
planting season.
We continue to provide on-farm pickup of your grain when needed. Our
trucks can deliver your grain to a variety of markets, depending upon
your needs.
All locations can call 815-899-4285 or 866-676-4285 for all truck
dispatching needs.
Our team of merchandisers, salesmen, and location managers all strive
to meet your transportation needs. We look forward to hearing from you
and stand ready to serve your grain and fertilizer hauling needs.

MALTA LOCATION TRANSFORMED
TO MEET SPEED AND SPACE DEMANDS
RYAN ENGELBARTS, Location Manager, Malta
Ryan.Engelbarts@elburncoop.com

Hard work and determination pay off.
This past year the Malta facility has undergone
a total transformation to meet the demand for
speed and space. We’ve added a 1,200-bushel pit, a
15,000-bushel-per-hour wet corn leg, and a 90-foot
bin to accommodate our local producers’ needs.
In the last year, we also purchased property to the
south of the old elevator and converted a building there into an updated
office space with a conference room.
In 2014, I was honored to attend the National Grain and Feed
Association’s Country Elevator Conference in Indianapolis.
This was a two-day event where we listened to national legislature
discuss topics that effect our business. Some of the most crucial were the

discussions on the farm bill, railroad traffic and how it will affect logistics
in the grain industry, and the use of robotics, which is becoming more
prevalent in agriculture.
As for 2015, I am looking forward to another challenging harvest and
doing my part to get the crop out of the fields in an efficient manner. I
am eager to provide our producers with the level of customer service that
Elburn Cooperative is known for.
Finally, I’d like to introduce Steve Meisch, who is taking over as location
manager at Malta. You can reach Steve at 815-825-2435. I am now
the Trucking Logistics Manager, heading up Elburn Cooperative’s
transportation network.
I’ve enjoyed my time here at Malta and I know I’m leaving you in good
hands. Thank you for your patronage.
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PETROLEUM
DRAMATIC DROP
FUEL PRICES PLUMMETED IN 2014, SET RECORD FOR FASTEST DECREASE
ZACH WINTER, Petroleum Division Manager
Zach.Winter@elburncoop.com

2014 was the year fuel prices dropped dramatically.
In fact, the recent decrease was the fastest move south
since the market has been traded.

hedging your fuel needs when it’s near or below that price. Layering
forward prices in tiers tends to work the best as you are never over
committed and never over bought at any one number.

What we’ve learned as an industry is that the energy
market is evolving into something that no one really
understands yet. As a result, we don’t know if we’ve
seen the bottom of the market or if oil and fuel prices
will go even lower.

It’s about being profitable, not trying to pick the “bottom” of the
market. As the saying goes, only one trade is the bottom, and that, too,
is temporary.

The cause of the considerable drop in such a short amount of time is the
ability of the United States to recover crude oil at record levels day-onday, week-on-week, month-on-month, and year-after-year. As U.S. oil
continues to flow, we will see further price adjustments in the market as
the cost of production changes and evolves with technology.
In other words, expect continued price volatility until the market finds
its equilibrium. That statement may seem a little obvious, but we are
looking for a new range in the fuel market, a new bottom and a new top.
In order to truly understand the risk of the high side of the market we
need to test a ceiling and fail, which hasn’t happened yet.
As a result of this movement, many Elburn Cooperative fuel customers
want to know if it’s a good time to do forward contracting. My advice is
“don’t speculate” on the energy market. Use contracting as a true hedging
tool to manage your risk. The temptation is to try and play the market
to get the lowest possible price for fuel, but that can be risky because the
market is uncertain on the true value of fuel at the moment.
I advise customers to take a risk-management strategy for fuel. First,
determine the price point at which you make a profit, and then consider
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For 2015, we are looking forward to continued success in the energy
division. Success, for us, includes providing customers with the best
customer service and market intelligence available. To do both, we
believe it’s important to continue to push new and renewable energy.

THE MAJORITY OF OUR CUSTOMERS USE BIODIESEL,
WHICH WE SEE AS A SOCIALLY RESPONSIBLE
PRODUCT THAT HELPS DRIVE DEMAND FOR OUR
CUSTOMERS’ CROPS.
The majority of our customers use biodiesel, which we see not only
as a socially responsible product but also as a product that helps drive
demand for our customers’ crops.
In our ongoing efforts to meet customers’ needs, we also offer bulk
oils and lubricants, as well as diesel exhaust fluids (DEF). We will help
customers set up the necessary infrastructure to use bulk storage systems
in your operations.
To talk to a fuel expert or learn more about our fuel systems, call us at
815-899-6900.

COMPANY UPDATES

DRAMATIC DROP
FUEL PRICES PLUMMETED IN 2014, SET RECORD FOR FASTEST DECREASE
DALE DYKSTRA, Secretary/Treasurer & Controller
DaleD@elburncoop.com

Harvest 2014 developed slowly across the Midwest as
we anxiously waited for what was widely forecasted
to be a huge harvest. In our trade area, the harvest
was mixed, with better than average yields to the
south and below average yields in the mid-part due
to some heavy rains in June. The northern parts of
our trade area did pretty well.
Because the largest bulk of our capacity is in the mid-part of the territory
we saw an almost 9% decrease in corn receipts. Soybeans saw a 1%
increase.
Also, corn was also significantly more dry overall, with moisture content
dropping from almost 21% in 2013 to 18.5% in 2014.
The delayed harvest as well as commodity price uncertainty affected
the amount of fertilizer applied in the fall, which decreased by 16% in
dry fertilizer and 37% on the ammonia. We continue to monitor a
hesitation in committing to planting intentions due to lower commodity
prices. Our refined fuels business continues to grow as we reflect a 20%
volume increase thus far this fiscal year.
Elburn Cooperative continues to provide improvements and expansion
of our facilities with expenditures exceeding $9.5 million in the first half
of the 2015 fiscal year.
Overall, these improvements allow us to provide improved customer
service to our growers, the owners of this cooperative organization.

IMPROVEMENTS INCLUDE:
• An additional grain dryer in time for the 2014 harvest at our
Newark Grain facility
• Two new bins and leg replacements to increase the capacity
for handling grain receipts at Morris
• The bulk fuel plant in Hampshire was completed just in time
for the grain harvest season
• Four grain trailers for the logistics division
• A fertilizer applicator for Meredith Road
• The demolition of the old office and the west bin cluster at
Malta. The office oved into a property to the south. A new
scale and a new 485,000 bushel bin was added, and another pit
and leg were added on the north side of the property.

If you are getting grain checks or ACH’s from us, you probably have seen
a switch in bank name on the settlements. In February we completed
the change in bank syndication to include two additional banks, led
by BMO, and the departure of Rabobank, which discontinued doing
business in what is called the midmarket in the United States. The grain
checks and ACH’s are being drawn on the BMO treasury platform; Tom
has more information in his column.
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GROWTH, TOP-NOTCH FLEET INCREASE
ELBURN COOPERATIVE’S RELEVANCE TO GROWERS
TOM KNIEF, CFO
Tom.Knief@elburncoop.com

During the last 24 months, Elburn Cooperative
spent a large amount of time, effort, and capital
(more than $30 million) to increase locations, speed,
and space, as well as overall relevance to our patrons.
We spent 2014 continuously improving these
facilities and replacing necessary rolling stock items
to ensure a top-notch fleet.
Elburn Cooperative also enhanced its syndicated banking relationship,
which includes BMO, Wintrust, and Bank of the West. We are pleased
to be working with these financial partners and look forward to long and
beneficial relationships. Another important local bank partner is First
State Bank at Mendota. They handle our NIA LLC’s treasury platform
as well as some of the company’s mortgages.

NEW FACILITIES INCLUDE:
• Darien, WI (grain)
• Malta, IL (grain)
• Hampshire, IL (fuel)
• Newark Seed, IL (seed treatment) and
• Northern Illinois Alliance, a joint venture
with CHS in Crescent City, IL (agronomy)
In addition to these locations, we made substantial
improvements to the following facilities:
• Morris, IL (grain)
• Newark Grain, IL
• Newark Agronomy, IL

Once again in 2015, Elburn Cooperative will be working with CHS
Capital to provide producer credit. 2014 was our initial year with the
CHS Production Credit arrangement, which proved successful.
As in 2014, a producer can apply for up to $250,000 in convenience
credit with a one-page application. Convenience credit is designed to
pay for purchases made at Elburn Cooperative. CHS Capital can also
provide full lines of credit in excess of a million dollars.
It is certainly no secret the drop in commodity prices has stressed cash
flows. I have had multiple conversations with various lenders. As a
consensus, they advise growers to work with their accountants to use
accrual income statements. They also suggest providing a very accurate
projected cash flow, which is highly beneficial when obtaining credit.

Above: Malta location
Left: Morris location
[ 18 ]

PROPER SEED SELECTION HELPS TO MAXIMIZE PROFITS
NATE RINK, Location Manager, Newark Seed
Nate.Rink@elburncoop.com

We’ve added two new seed salesman to our team
in 2014. Gary Hinds comes to us with 25 years of
seed sales experience and Kurt Schobert, an Illinois
State University Ag Business graduate, is beginning
his career with Elburn Cooperative. They look
forward to providing high quality service and seed
recommendations for your operation.
Here at Newark Seed, we specialize in providing you with a customized
planting and seed treatment plan that takes into account each acre
on each field you farm. We sit down and go through our products
individually because we understand our growers have different desires,
fields, and other variables that lead to fluctuating outcomes. Our goal is
to help you get the right products on the right
acre at the right time.

Although many growers are looking to cut costs this season, we advise
our customers to not cut seed costs. Proper seed selection is critical for
a good harvest. We can answer questions and make recommendations
on the best seeding rates and treatments to help ensure our customers
maximize profits.
We will host our customer appreciation event in the fall before harvest
again this year. Stay tuned for more information on an exact date. If
you have any other questions, don’t hesitate to contact me or any of the
Newark Seed staff. We can be reached on our cell phones, as well as at
815-791-0941.

We are always aiming to keep up with the
constant improvements in seed and planting
technology to ensure we are the experts in seed
planting and treatment.
We demonstrate this by having our team
attend training events hosted by Pioneer.
These events include extensive agronomy
training with the many resources Pioneer
offers, including product updates and current
agronomic issues. These events further ensure
we are the experts in your planting needs.
Last year was our first year offering Encirca
services and customers are showing high
interest. At least half of our customers are
capable of using Encirca services and we’re
hopeful more will take advantage of this
offering.
The program gathers DTN weather data, crop
scouting notes, and other crop management
data into one location to help growers more
effectively analyze inputs, such as nitrogen, to
improve profitability.
This year we are going to have eight multihybrid plots with competitive products
strategically placed across our footprint. This
will allow growers the opportunity to see our
Pioneer lineup next to competitive hybrids
across multiple environments. We will be
hosting plot tours throughout the growing
season so customers can see how the products
do over the season and to discuss current
agronomic issues.
*Source: EncircaSM services
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BIGGER, FASTER, LESS DUSTY
INVESTMENT AT MORRIS RIVER TERMINAL IMPROVES CUSTOMER EXPERIENCE
JEFF NEISLER, Location Manager, Morris River Terminal
Jeff.Neisler@elburncoop.com

Elburn Cooperative made a significant investment in
the Morris River Terminal in 2014.
We’ve turned the dirty, dusty gravel roads into paved
roads, increased our grain handling and unloading
speeds, as well as increased our shipping speeds – all
to make for a better customer experience.
We also have new storage bins to allow us to hold onto
grain during adverse times, such as last fall when barge freight costs were
high, to increase our profitability.
During the 2014 harvest, barge freight costs became very expensive. The
price was a challenge for us, but we adapted quickly and did our best to
delay loading to get customers cheaper barge freight.
Despite holding onto some shipments in the short-term, the amount
of grain we shipped in 2014 was more than double the volume we sent
downriver in 2013. As we’re seeing good demand on soybeans and corn
demand increasing, we’re expecting to ship out even more grain in 2015.

Despite the tough market, grain still has to find its way to markets to
prepare space for the incoming harvest. Domestic demand is met first,
but when prices are low the international market gets busier as other
countries look to buy at the lower price.
We know growers are worried about the short-term, but we are reminding
our customers that tough times can also be opportunities to reevaluate
your business practices and possibly expand your farm operation as
others decide to step away from the industry.
Another addition to our location is Justin Reed, our new Grain
Superintendent. Justin has invaluable industry experience he can share
with our entire staff, myself included. He will assume all operational
duties, including outside operations for employees and daily tasks, such
as grading grain. We expect him to expand our knowledge and continue
to develop us as a very strong, goal-oriented team. We’re happy to have
Justin on our team.
If there’s ever anything we can do to better serve you, don’t hesitate to
call us at 815-942-9486.

INTRODUCING JUSTIN REED
Justin Reed has taken on the new role of Grain
Superintendent at the Morris facility. He has
more than 16 years of experience, 12 of those in
management, and is in charge of implementing
everything that has to get done on a daily basis.
Justin has a passion for the agriculture industry,
particularly river terminals and the diversity
they allow. Above all else, his primary goals
for his current position at Elburn Cooperative remains around
communication, both with his customers and his staff.
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He believes in open communication between employees and
management, as well as between our company and customers.
Whether you want to compliment the Morris facility and team or
inform them of where they could improve, don’t hesitate to contact
Justin. He wants to ensure all customers are satisfied with their
experiences at the Morris facility. Justin and the Morris employees
take pride in working for Elburn Cooperative, and Justin wants to
make sure customers take pride in working with them, too.
To get in touch with Justin, call 630-918-0748 or email him at
justin.reed@elburncoop.com.

HUMAN RESOURCES
ELBURN COOPERATIVE TO SOLIDIFY GROWTH IN 2015
ANN BINDSEIL, Human Resource Manager
Ann.Bindseil@elburncoop.com

2014 in particular was a very busy year for Elburn
Cooperative. Between new locations and expansion,
we gained employees, bringing our total work force to
145, not including seasonal employees.
Looking back, I believe everyone acclimated well
to these changes. Our employees fully understand
and embrace our philosophies, cultures, and beliefs
because we make a point to manage the environment
of Elburn Cooperative as opposed to micro-managing our employees.
Although many companies choose to move away from customer service,
at Elburn Cooperative we believe making our customers happy is just the
right thing to do. It’s also good business.
More than once in 2014, we saw our lines of business crossing because
of our outstanding customer service. We had customers calling to tell us
someone had provided customer care that exceeded their expectations.
Because of this extra service, they were going to begin doing business in
a new area with us.
Between our sales people and their extensive knowledge, our ability to
help cut costs by buying the right products at the right time, and our

wonderful staff, we have the best team in the business. We are ready and
willing to provide the best service.
I also was fortunate to attend a Human Resources (HR) counsel event at
Land O’Lakes, where about 60 HR people from cooperatives across the
United States gathered. HR Industry professionals were brought in, and
we spent an afternoon learning about healthcare options, networking,
sharing ideas, and growing as an industry.
In 2014 I attended the Illinois Fertilizer and Chemical Association
convention in Peoria to network and walk through the convention center.
It was great to renew relationships and meet new business partners.
Internally, we’ve had healthcare insurance changes that will yield a
cost savings. Externally, I’m eager to see how training for the sales and
management staff improves business.
With no major renovations or acquisitions planned for 2015, we will
spend this year regrouping with our leadership and internal management
teams to ensure we understand our Team Goals. It’s a wonderful thing
to work with people that you are comfortable with, trust, and are able to
bounce ideas off of, all while using each others’ strengths.
I’m looking forward to watching all the changes we’ve made in the last
two years fall into place this year.

AN EXCITING YEAR FOR
GRAIN MARKETING AT ELBURN COOPERATIVE
MEGAN SCHMIT, Strategic Marketing Manager
Megan.Schmit@elburncoop.com

With a very different market than we’ve experienced
price-wise compared to the past couple of years,
it’s been a big challenge for producers to look at
breakeven costs, and then determine the best plan for
selling their grain.
It’s easier to farm when prices are in the $6/bu level, as
opposed to when we dip below $4/bu corn.
To help growers meet this challenge, Elburn Cooperative has continued
to expand our grain marketing toolbox for producers, giving them more
opportunities to leverage prices.
We had a tremendous year for our Average Price Program that closed out
with prices well above the fall market in both corn at $4.23 and soybeans
at $11.37. We’re offering that program again this year, using the average
price from April through September of 2015.
In the 12 months that I’ve now been at Elburn Cooperative, we’ve
introduced Grain Marketing Classes for producers.
We hosted our first round of classes in 2014, including classes in
Sycamore, Malta, Newark, and Darien, with more than 80 producers

attending in total. The classes offered basic market knowledge, and then
moved through more advanced marketing tools that producers can use
to capture the best prices based on the market direction, their market
bias, and risk tolerance.
We will expand our class offerings in 2015 to include an Advanced Grain
Marketing class and Developing a Grain Marketing Plan.
This year we also kicked off a series of classes geared toward women.
These classes are similar in content to our general marketing classes,
but focus on women who are becoming more involved in their farming
operations. These classes will be designed with a more open environment
for questions and discussion and will include information for attendees
who may be new to grain marketing.
Class offerings are provided via the morning commentary email sent
out to our bidlist. To ensure you’re signed up, please email me at
megan.schmit@elburncoop.com
Additionally, if you have suggestions for something you’d like to learn,
please call me at 815-315-3381 or email me to share your ideas.
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A FEW THINGS YOU MAY NOT
KNOW ABOUT ELBURN COOPERATIVE
Tom Knief, CFO:

Dave Myers, Agronomy Division Manager:

Elburn Cooperative ranks in the top 100 grain companies in the United
States in two categories: Total Grain Storage places us at No. 56, and Total
Agronomy Revenue places us among the top 70 agronomy companies.

At Elburn Cooperative, we continue to make positive change behind
the scenes. We try to improve the way we serve our customers and the
products we offer to our customers. We consistently spend time training
and working internally to find ways to serve our customers better. Your
success is our success.

Marty Keifer, Location Manager, Steward:
Elburn Cooperative offers an array of different marketing classes and
tools to help with the business side of your operation. Call Megan
Schmit or your local grain originator for more information.
Matt Monsess, Location Manager, Newark Agronomy:
We have a lot of people that are grain or fertilizer or fuel customers
ONLY, but we have the employees and resources to answer any question
a customer may have. Our attitude is: “If I don’t know that answer, I’ll
find out for you or I’ll put you in touch with someone who does know
the answer.” Our goal is to be the total package for everyone.
Mike Kinsella, Location Manager, Meredith Road:
At our Meredith Road location this spring we’re looking to speed up
our liquid operations and liquid building to better serve our customers.

ELBURN COOPERATIVE RANKS IN THE TOP 100
GRAIN COMPANIES IN THE UNITED STATES IN TWO
CATEGORIES: TOTAL GRAIN STORAGE PLACES US AT
NO. 56, AND TOTAL AGRONOMY REVENUE PLACES US
AMONG THE TOP 70 AGRONOMY COMPANIES.
Tim Gocken, Location Manager, Northern Illinois Alliance:
Northern Illinois Alliance is the first facility in the country to sign up
for the ResponsibleAg program. ResponsibleAg, an initiative by The
Fertilizer Institute and the Ag Retailers Association, is designed to
ensure the safe handling and storage of fertilizers used in agricultural
production.
Joe Rich, Location Manager, Sycamore Seed:
We’d love for our customers to tell us if there are any other services we
can offer that would be important and beneficial to them.
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Ann Bindseil, Human Resources Manager:
Elburn Cooperative truly aims to serve our customers in the best way
possible. Our employees are dedicated to working long hours and going
out of their way to ensure our customers are taken care of and are satisfied
with our service.
Zach Winter, Petroleum Division Manager:
Many of our customers don’t realize we’re now offering bulk oil, lubricants,
and DEF (diesel exhaust fluid). We’ve also created a bi-weekly delivery
route offering a more frequent delivery system for bulk oil and lubricants
for commercial and farm use. The advantage for our customers: you’re
saving your packaged product, there’s a savings to the bulk system.
Jeff Neisler, Location Manager, Morris River Terminal:
Elburn Cooperative is engaged in trying to meet and exceed our
customers’ wants, demands, and expectations. Many other companies
don’t do that. Our customers can always rely on Elburn Cooperative to
help make the best decisions for your business.
Phil Farrell, Vice President & Grain Division Manager:
Elburn Cooperative is the only local, Illinois-owned coop that operates
a river terminal on the Illinois River, which helps to bring expanded
markets to our local owners.
Nate Rink, Location Manager, Newark Seed:
The Newark Seed location has been in business for several years, but
Elburn Cooperative hasn’t owned it for very long. We have a highly
developed bulk system and offer customized seed treatment. Many of
our customers have not yet been to our facility and we encourage you to
visit. We have the full package here.

CONGRATULATIONS RON ALMS –
2014 ILLINOIS CROP ADVISOR OF THE YEAR
Our very own Ron Alms from our Elburn Office and Feed
location has been named 2014 Illinois Crop Advisor of
the Year from the Illinois Farm Bureau and the Illinois
Certified Crop Advisors. This year the competition was
higher than ever with the biggest class submitted yet.
The award was presented at the 2014 Illinois Farm Bureau
Annual Meeting at the Palmer House in Chicago on
December 6th and at the 2014 Illinois Certified Crop
Advisors Conference in Springfield on the December 11th.
Ron is both honored to receive the award and humbled to
have had his friends and colleagues nominate him.

Newark Team Golf
Outing.

Source: ®, ™, SM Trademarks and service marks of DuPont, Pioneer or their respective owners. © 2015 PHII. EncircaSM services are provided subject to the terms and conditions of purchase which
are part of the purchase documents.
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