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An Open Letter to Our Customers

I N

John Husk, General Manager johnh@elburncoop.com

Current Fertilizer Market Comments

Due to the turbulent upheaval of our global
economy, the way we purchase fertilizer has
changed in recent months, and that change will
continue. The volatility experienced in the
fertilizer industry has been even more dramatic than what the grain markets have seen. One
of the main factors driving this volatility is that
the grain markets have a futures market where
buyers and sellers come together; as you know
no such market exists for fertilizers. This
past year, many of you have contracted your
fertilizer needs with our company, and, in turn,
we have contracted fertilizer with our suppliers.
In this global market, where supply chains are
longer than ever, these contracts have been
shown to carry a level of risk unlike in past years.
To help prepare you for the coming year, I will
cover the following in this letter:
• How did we get here?
• Where are we?
• What can you expect for future fertilizer
purchases?

How Did We Get Here?
For the past 18 months, our industry has experienced unprecedented instability. Grain prices
skyrocketed to historic levels, followed by the
world economic collapse. Oil per barrel last
July topped $145 and most recently fell into
the $30 range. The stock market peaked at
14,000 and most recently fell below 7,000.
Unfortunately, agriculture is not immune to
such volatility. Per-bushel corn and soybean
prices falling further in the past six months
than their historic values has directly affected us.
The latest downturn—the collapse of the
wholesale fertilizer market—has been compounded by the long lead time to get products
from various ports around the world. To make
sure product was in place for spring, commitments had to be made well in advance. As a
result, tons of product were booked months in
advance by distributors, wholesalers, retailers,
and farmers at what we consider today to be a
high price.
The fertilizer industry is now in lockdown
mode. Falling grain prices prompted many
farmers to delay purchase of fall fertilizer that
was about to be transported. Thousands of
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barges and rail cars remained full into the winter, looking for
a home as the retail sheds stayed full. Outside of agriculture,
manufacturers saw orders for finished products fall, and they
responded by cutting back on orders for raw materials like industrial ammonia. This forced NH3 prices down, at the head of the
fertilizer pipeline, by $800 per ton within just two months.
As you look at the prices being quoted on the Internet, you may
wonder why reliable retailers like Elburn Cooperative are not
reflecting these lower costs. This is because:
• Dealers stocked with expensive product are not willing to sell it
for less.
• Distributors with product are not willing to sell it for less.
• The lower-priced product far up the pipeline has not made it
to a place where we feel comfortable that it will be available by
planting time.
• Widespread plant shutdowns have put in question the availability
of some fertilizer products.

Where Are We?
Many fertilizer retailers adopted a wait-and-see mode regarding
what would happen to prices when we headed for the field.
Meanwhile, Elburn Cooperative was proactive. Last year, we
initiated a program allowing you to buy fertilizer products up to
one year in advance. This concept—to share the risk and rewards
of price fluctuation with you—was and continues to be a solid one.
We gave up some profit potential to those of you who took on the
risk of a price change. By sharing the risk, you agreed to take
a position in the market. Subsequently, Elburn Cooperative
purchased the fertilizer to cover your position—some as early as
May or June of 2008. That is why we must ask you to honor the
contracts to which you earlier agreed. Had prices continued to rise,
you would have reaped the benefit.

The volatility in the fertilizer markets has
been even more dramatic than what the
grain markets have seen; we are here to
help you navigate these choppy waters.
What Can You Expect for Future Fertilizer Purchases?
We can no longer afford to fall back on the old way of doing
things; a price sheet issued December 15 of every year with no
changes is a thing of the past. This unpredictable, global market
will not go away and has changed forever how we all purchase
fertilizer.
This is not necessarily bad. In this type of market, you have the
opportunity to pocket some of the margin the dealer would have
taken in the past; but there is downside risk. To help you manage
that risk, Elburn Cooperative will:
• Continue working with you on grain marketing, but will take
that to the next level by helping you determine what fertilizer
cost works in your cash flow.
• Offer an indication (prediction) of fertilizer prices up to one
season forward, if possible.
• Provide market information on the fertilizer industry to help you
make informed decisions.
• Make market tools available on the Internet to help you make
informed decisions.

Here is what else you can expect:
• Prices can and often will change daily.
• Elburn Cooperative will be open and transparent, offering you
the same information we’re receiving about the market.
• We’ll give you the opportunity to talk regularly with your
location manager or salesperson about how futures prices can be
locked into your cash flow.
As a result of our openness and commitment to be transparent, you
will have access to daily fertilizer markets, no matter the size of
your operation or where you are at the time. However, it will be
equally important to communicate your needs with your location
manager or salesperson so we can get the product you need at
the time you need it, with the right payment plan and at your
chosen price.
In a world of rapid change, Elburn Cooperative continues to adapt
and be proactive to help contribute to our customers’ bottom line.
Every challenge creates a new opportunity, and we believe this market has created new options for you as well. We will continue to
look for ways to help you be profitable and fulfill our role as your
preferred plant food supplier. Thank you for your business.
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Buying Fertilizer in a New Environment
Karl Gust, Key Accounts Manager karl.gust@elburncoop.com

A new online tool is now available for Elburn Cooperative customers
to help determine expected cash flow and per acre profitability. Our
website now features fertilizer prices under the “agronomy tab”, allowing you to plan your future fertilizer needs up to one year in advance.
You can also find out more information about worldwide supply and
demand projections using the Fertilizer Market Updates tab. We believe
this tool will help you better plan your grain sales to offset input costs
and learn about factors that drive price trends by product.

ability to contract with us for tons of fertilizer, and we bought that
amount in the open market. This has allowed us to reduce our fertilizer prices this year as the market price has fallen in correlation to a drop
in worldwide demand. Another benefit of contracting your fertilizer
needs with us is it helps to insure we have the proper amount of product available when you will need it, which is more important now than
ever. At least 50% of our nitrogen comes from overseas, which means
long lead times for physical delivery to northern Illinois.

Lower Risk in Increments
One way to potentially lower your risk in buying fertilizer is to buy it
in the same way you sell grain; incrementally. Most growers sell their
grain in increments over time to spread out their risk and because it is
often difficult to predict and sell at the market high. As you lock in
future grain prices for a percent of your next year’s crop, consider
locking in a percentage of your fertilizer needs to keep your profitability
in balance.

Communication is Key
With the volatility of the last 18 months, it is important to stay in touch
with your salesperson or location manager to receive the best agronomic advice and valuable tools you can use to maximize your income
per acre. For example, we can help determine your replacement fertilization based on actual yield data, putting the fertilizer where the most
was used in the field. This is especially important considering that, for
the last two years, our highest yields came from lighter soils or parts of
the field that were not the highest yielding in dry years.

Benefits of Contracting
Buying fertilizer on contract has allowed Elburn Cooperative to “stay
with the market”. In 2007 and 2008 we began offering growers the

Thank you for your business. We hope that 2009 is a profitable and safe
year for you and your family.

Sycamore Catching Up After Wet Harvest
Dave Kleckner, Sycamore Manager davek@elburncoop.com
This past fall and winter has posed some challenges for us at the
Sycamore location. The wet and muddy conditions made it difficult to
get out in the fields, which has impacted our ability to apply dry
fertilizer. We are working hard to finish that application, as well as
applying nitrogen and herbicide to newly planted corn crops.
We continue to perform maintenance on our equipment and are lucky to
have the same long term applicators that have been with us for more
than fifteen years. We expect all applications this spring to be completed on time.

Competitive Pricing
Over the last year, fertilizer pricing has fluctuated considerably. Like
many of our customers, we contracted fertilizer at last summer’s high
prices. This made it difficult to be competitive when the economy and
prices fell. Luckily, our customer base is understanding and demonstrated that we are all in this together by honoring their contracts. The good
news is that we are now competitive with market prices.

Online Pricing System Help
Now that the new online pricing system has become available, our farmers have the ability to look forward and project their seed buying needs.
Our staff is well versed in using the system and ready to consult with
customers to help them take advantage of this new service.
We wish our family of customers a productive spring planting season,
and we look forward to providing the very best service again this year.
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The Grain Page
Grain Marketing For the 21st Century
Phil Farrell, Assistant Manager philf@elburncoop.com

With unprecedented volatility in the equity and grain markets, the game
has changed for everyone involved. The uncertain market environment
has forced the industry, Elburn Cooperative included, to maintain
capital levels and re-evaluate cash grain alternatives in the event of
increased needs for the financing of grain inventories. For our customers,
finding the most effective and profitable grain marketing strategies has
become equally critical to their success.
At Elburn Cooperative, we are looking at ways to maximize our financial
strength so that we can address the changing needs of our producers.
With more grain being produced, one service to address is the increased
need for storage. Our goal is to find win-win solutions that satisfy our
customers, while allowing us to stretch our investment dollars.

New Approach to Storage
One such solution is condominium storage where a farmer pre-pays storage fees for a period of up to 15 years and can utilize their “space” every
year as much as is necessary. Traditionally, storage rates have increased
over time based on the cost of building storage facilities, will these rates
keep going up? With condominium storage, our producers can “lock in”
a long-term storage rate that does not fluctuate based on how long they
need to store their grain or how much grain they need to store. Condo
Storage converts a variable to a fixed expense and gives
producers the ability to forecast storage costs. There is a benefit for
Elburn Cooperative as well. With this type of arrangement, we may be
able to invest in equipment and offerings that better serve our customers.
March 31 Planting Intentions Report:

Our goal is to find win-win solutions that
satisfy our customers, while allowing us
to stretch our investment dollars.
Rethinking Marketing Programs
Another consideration in this unstable environment is your marketing
program. What pricing mechanisms are going to be most effective in
selling your grain? In the past, we have relied on Hedge-to-Arrive and
other cash contracting alternatives; however, those contracts didn’t
perform as well last year because of weak basis levels. This year the
Hedge-to-arrive contract has been replaced in popularity by the basis
contract, but will higher futures prices come in the following months to
make basis contracts an effective strategy this year? Time will tell.
What Do You Think?
We want to know your thoughts about grain marketing programs. What
types of programs are you interested in seeing? You can share your ideas
by emailing me directly at PhilF@elburncoop.com, you can talk to any of
our local grain merchandisers or you can give us your ideas by posting a
comment about one of our blog entries at elburncoop.blogspot.com.
At Elburn Cooperative, we continue to pursue our goal of assisting our
producers, handling the grain that they harvest and maximizing their
profits, which means developing marketing programs and utilizing
storage to carryout those programs for the highest possible return.
2009 Acres

2008 Acres

% of LY

2009 Acres

2008 Acres

% of LY

The first reaction to the 7 mln acre planting decline was: NO WAY!! But,
if you look at 2006 acres planted when profitability was lower, like this
year we are 2.5 miln acres higher, about the CRP retirements going into
corn/soy.
Food for thought: Since 1999 corn planted acres have gained between
1.0 and 3.0 million acres three times (2000, 2004, 2007) but on only two
occasions have we seen a significant decrease in acres (1999 and 2001)
and both of those years the decrease was less than 1 million acres.
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FINANCIAL CORNER
Dale Dykstra, CPA, Controller dale@elburncoop.com

New Website Tools Available
Chris Spurlock, Grain Merchandising—Steward
chris.spurlock@elburncoop.com

The Elburn Cooperative website has added new tools to help keep
our producers up to date on the latest market news and provide a
marketing utility.

Stay informed: visit www.elburncoop.blogspot.com
for daily market evaluations by our team of
merchandisers.
New Blog
Our new blog is published every day with an evaluation of the market
from one of our merchandisers. Check it out on the website or by
going to www.elburncoop.blogspot.com.
Online Offer System
Studies have shown that farmers typically use their computers between
7:00pm and 6:00am, which can impact their ability to manage offers
for their grain. We have created an on-line offer system that allows our
producers to submit and manage grain offers 24 hours a day, seven
days per week. For example, if a farmer wants to sell 10,000 bushels
at a particular elevator at $4 a bushel, he or she can post that offer
on the system. Once the market hits that price, the offer will be
automatically picked up
While this is a firm offer system, meaning that the offer will be picked
up when the market hits the specified price, producers can pull their
offers as long as that price hasn’t been hit.

Submit your grain offers 24/7 through our
NEW Online Offer System, available at
www.elburncoop.com. Click on “See How
It Works” to get started today.

What a difference a year can make. Last year, commodity prices were
skyrocketing. We were focused on extending our lines of credit to cover
these rising costs in order to finance our company-owned fertilizer
inventories, grain inventories and the margin deposit requirements for
company-owned grain, as well as forward contracting with our patrons.
This year, the commodities markets and the world’s financial markets
have collapsed. Our borrowing level at the end of February was down
nearly $50 million dollars from the last year.
Corn basis has narrowed 25 cents and soybeans 63 cents as compared
to last February. Cash grain prices are also down by $1.72 and $6.01 for
corn and beans respectively. Grain stocks on hand are at 8.2 million,
nearly the same level as last year, farmer stored corn has increased by
3.5 million bushels, and we have seen a decrease in beans by 282,000
bushels.
The same fertilizer and chemical inventory quantities are costing a total
of $3.8 million more this year than last year. As a result of these higher
unit costs, our prepayments to suppliers have increased by $1.4 million
and producers’ prepayments to us by $1,274,000.
Your cooperative has spent more than $1.6 million this year on improvements to better serve your needs. Trucks, load out bins, the Newark temporary storage structure, revising the former chemical facility to bulk
fuel, and a floater and dust suppression system at the Meredith Road
soybean complex are the major changes completed this year to date.

Volatile times call for
informed decisions.
ELBURN COOPERATIVE GRAIN MERCHANDISING

Learn More
To find out how to use the on-line offer system, go to our website
(www.elburncoop.com) and click the “See How It Works” button in
the Online Offer Center section. Or, you can “Get Started” using the
system.
Users with an existing ID and password are free to use the system. If
you don’t have an account, sign up for an account to begin using
the system.
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What Do You Think?
By Steve Richter, CHS Inc.
Reprinted with permission from C magazine, published by CHS Inc.

Producers weigh in on changing
opinions about dealing with
suppliers and other preferences.
Russell Isaacs, a young producer who is involved with farming several
thousand acres in the Oklahoma Panhandle, has gained a “hands-on
education” about how his cooperative supplier can better serve him and
other customers.
Isaac’s informal class started three years ago when he looked beyond
buying strictly on price and learned the value of service available from the
Turpin, Okla., location of Equity Exchange, based at Perryton, Texas.
“When I started farming, I was in debt like every other young farmer, so
I had no loyalty to cooperatives,” says the 30-year-old who, beyond
farming his own land, has separate partnerships with his father and
an employee.

Primarily because of the cooperative’s convenient location, the Isaacs
family has always marketed most of its crops there, including irrigated
and dryland corn, wheat, sorghum and sunflower. But they had been
buying the cheapest crop protection products they could find from
brokers up to 400 miles away. The family team also purchased and
transported bulk liquid fertilizer, blending it themselves to suit the
nutrient needs of individual fields.
Eventually Equity Exchange, which had hired new management and
other knowledgeable employees, convinced Isaacs he could get a
competitive price there. Along with the favorable pricing came the
benefits of added service such as custom blending with field delivery and
support programs from name-brand product manufacturers. “I soon
learned there is something to having that service,” he says.
About 18 months ago, his education expanded when Isaacs was elected
to the cooperative’s board of directors. “That has solidified its value for
me,” he says.
“The cooperative provides creative solutions that are valuable to
producers of all sizes, big to small.”

Other Producers Speak Up
Opinions of producers like Isaacs are critical to CHS, its member
cooperatives and other dealers. To gather the latest opinions of producers
throughout its trade territory and beyond, CHS helped sponsor the 2008
national survey of producers conducted by Purdue University’s Center
for Food and Agricultural Business.
The telephone survey included more than 2,500 producers in enterprises
including corn/soybeans and wheat/barley, along with hog, dairy and cattle
producers. The Indiana land grant university has conducted a similar
survey every five years since 1998, providing a comparative baseline.
The in-depth producer survey helps gauge changing attitudes, preferences and buying behaviors for a variety of inputs, as well as capital and
financial products. The questions cover farm management practices, plus
brand, distribution, and sales and marketing preferences.
Following are five key survey findings.

“I wish everyone could serve on a
cooperative board,” says Russell
Isaacs, a Turpin, Okla., producer.
“It opens your eyes.”
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1. Expansion
Despite reflecting a high level of optimism, participating producers
overall anticipated much slower growth in the next five years. Using one
crop segment as an example, in 1998, 41 percent of corn and soybean
growers expected growth, and in 2003, 34 percent expected to grow their
operations, but in 2008, only 16 percent were looking to expand. Purdue
ag economists Allan Gray, Ph.D., and Michael Boehlje, Ph.D., say this
could be due to a combination of factors, including satisfaction with
current size and profitability, capital and management constraints, and
overvalued land.

5-Year Growth Expectation by Year

The exception to the growth trend, the economists add, is an indication
by the largest producers that they are still looking to grow. Their responses
indicate farmland consolidation will continue, but at a slower pace than
in the recent past.

2. Marketing and Management Needs
Producers, particularly those with larger operations, expressed a greater
need than ever for marketing and management advice, according to the
survey results. When asked about their top management challenges in
the next five years, producers indicated profitability continues to lead the
list, although less so in 2008 than in 2003. But marketing and management needs drew more than double the response from five years earlier.

Top Management Challenges in the Next 5 Years

“Agronomics—planting, harvesting, crop protection—that’s the fun,
easy part,” one survey respondent said. “The tough part is the strategic
part of the business.”
Large producers also indicated they are employing more of all types of
risk management tools and are using them more frequently. “Mitigating
risk is all I think about and read about,” commented one participant.

3. Price vs. Convenience
Relative to price, the value of convenience has climbed in importance for
producers. One of the most significant findings of the 2008 survey, the
Purdue economists say, is that producers generally place less emphasis on
price in relation to convenience, which in some cases may mean they
choose the supplier that is “easiest to do business with,” Boehlje and
Gray surmise.
The larger their businesses, the more producers place almost equal weight
on price, product performance and convenience/location, followed
closely by customer service.

4. Loyalty
Generally, producers consider themselves to be loyal to their primary
local suppliers of expendable ag inputs—a finding that was stronger than
the Purdue team expected. More producers than in the past said they
consider themselves loyal to input brands, although that preference is still
trumped by loyalty to suppliers.

When considering the opinions of retailers on these topics, producers
and retailers generally agree on the level of loyalty to crop nutrients
suppliers, say the economists, as well as the perception of loyalty to seed
brands. Producers feel more loyal to crop protection brands than
retailers tend to believe, they add.

5. Quality
All size, enterprise and age groups surveyed reported they prefer supplier
salespeople to be honest and technically competent over other possible
attributes. Producers look for the sales personnel to provide relevant,
timely information and good follow-up service. About 60 percent of the
producers agreed there are significant differences in quality of services
from one local supplier to another, but that makes less of a difference in
buying decisions than in the past, particularly for large producers.

WEIGH IN
Read more about the producer survey and
provide your own input at www.chsinc.com/c.
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New Bulk Site at Seed Pros
Steve Scalf, Seed Pros steve.scalf@elburncoop.com
On-site seed treatment is about to get easier at Seed Pros with the
addition of our new bulk site. Construction began last fall and continued
through the winter, despite some weather issues. We plan to be
operational in time for planting to better assist our customers.
The new site, which includes four 3,000 unit bins to hold different
varieties of bean seeds, will allow us to move any amount of seed into
our building by way of a new conveyer belt, weigh out seed and treat it
before loading into our customers’ tender or wagons. We also can load
the seed into boxes. My son, Jacob, will be handling all of the seed
treatments and has received his commercial license to perform the
treatments.
Aside from the expanded capacity, this new site gives Seed Pros and our
customers more flexibility in fulfilling custom-treated seed orders.
Previously, a custom treatment would need to be ordered from Pioneer
early enough to ensure treatment before shipping. We weren’t always
able to satisfy customers who had last minute needs. Now, with the new
site, a farmer who calls in an order of 100 units of treated soybeans can
come and pick it up right away, as well as choose how we should load
the beans to best meet his or her needs.

Prepping for Spring Planting
In preparation for the spring planting season, we have been getting
ready to deliver seed to our customers and have already started making
some deliveries. We should have a full supply of seed for any last minute
orders our customers might need, and our supply of genetics for
in-season needs is plentiful.

Our new bulk site gives our customers
more flexibility in fulfilling custom
seed orders.
Here to Help You
Another service that Seed Pros offers during this season is field
placement. We know how important it is to place the right seed in the
right location to achieve the highest yield. This can help take the guess
work out of planting hybrids and provides our farmers a record of exactly
which seeds should be planted where and at the correct population.
We look forward to helping our customers have a successful planting
season. Contact us today to order your seed and discuss your field
placement.

Population and Placement Are Key to Yield Optimization
Joe Rich, Seed Division Manager joe.rich@plantpioneer.com

The big question everyone has been asking about is when will the
weather change and let us get into the field. Due to last fall’s late
harvest, not much tillage work was done. This will be a factor in a
possible shift from corn to soybeans. If the weather has you considering
changing some acres to soybeans, we have a great supply. We also have
the ability to treat soybeans in season and customize treatments to meet
your needs

Prepping for Spring
The big question everyone has been asking about is when will the
weather change and let us get into the field. Due to last fall’s late
harvest, not much tillage work was done. This will be a factor in a
possible shift from corn to soybeans. If the weather has you considering
changing some acres to soybeans, we have a great supply. We also have
the ability to treat soybeans in season and customize treatments to meet
your needs.
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Research is showing that optimum yield potential of new hybrids is
now in the range of 34,000 to 35,000 plus. This year may be a good
time to up your population or make a few rounds at a higher
population. Using combine yield monitors or our weigh wagons is a
great way to test population in your fields. It’s especially easy if you have
a variable rate drive on your planter. With the newer planter monitors,
it is easy to map where you are testing population rate. Pioneer Hi-Bred
Int’l FIT program will allow us to work with you in printing out
planting maps; this will give you a record for use at harvest. Combine
this with harvest maps that have soil types overlaid and you can see how
hybrids perform on your farm at different populations and soil types.
As always, we appreciate your business and are willing to work with you
and provide the services that are a benefit to your operation. Please let
us know if we can be of any help. Hope everyone has a safe planting
season and a prosperous year.
For more information on any of these services, contact Joe Rich at
815-895-2731 or joe.rich@elburncoop.

New Bulk Plant Means Expanded Services
Jerry Whalen, Newark Grain and Petroleum jerry.whalen@elburncoop.com

We are happy to report that our new bulk fuel plant is open and
operational after almost a year of preparation. The larger pumps will
allow us to fill trucks faster, and our new bean oil tank now gives us the
ability to do custom biodiesel blending for the first time.
Fuel prices have come down considerably since the fall season, but we
are seeing crude oil prices rising. As spring turns into summer, we
expect to see an increase in price and demand for diesel fuel. In the
meantime, we have been contracting with farmers and trucking
companies for future fuel delivery.

In the area of grain, we are continually upgrading the facility to make
it more harvest friendly and strive to offer competitive purchase prices,
as well as prices for grain drying and storing. It is possible that we may
even further expand the capacity of our grain elevator this summer to
better serve our customers at harvest time.

Welcome Zach Winter
We are pleased to welcome Zach Winter to our team as a fuel salesman.
You can reach him at zach.winter@elburncoop.com or 815.905.0363.

Ready for Spring Challenges
Mike Etienne, Trucking Logistics Manager mike.etienne@elburncoop.com

With daylight savings time in full effect and warmer temperatures
occasionally breaking through we are reminded that spring is right
around the corner. It seems as though we just completed harvest as
weather conditions stretched corn harvest well into January and in
some cases even later. Grain movement after harvest has been strong
especially, in late February and into March, and we were happy to help
clean up ground piles at the Newark and Meredith Road facilities.
As our agronomy plants gear up for spring planting season, the Elburn
Cooperative transportation group is also making preparations. We have
made arrangements for three additional liquid semi-tanks this spring to
provide more capacity in servicing floaters and hauling liquid fertilizer
supplies to our facilities. These additional tankers will compliment
those we previously operated and those of our local trucking
companies.

Our continuing partnership with CHS Transportation, along with our
relationships with local trucking companies, will insure the timely
movement of anhydrous ammonia to our facilities throughout the
spring planting season.
You can count on our on-farm grain pickup service again this spring.
We will deliver your grain to a variety of markets to suit your needs, and
all locations can call one number for all of your truck dispatching needs.
Together with our team of merchandisers, salesmen and location managers, we strive to meet all of your transportation needs.
Contact us at (815) 899-HAUL /4285 or toll free at (866) 676-HAUL
/4285 to schedule a pick up or deliver. I can also be reached by cell
phone at (630) 327-2305 or by Nextel Direct Connect 111*4757*65.
We look forward to hearing from you this spring and stand ready to
serve your grain and fertilizer hauling needs.

Spring Has Sprung at Meredith Road
Cory Davidson, Meredith Road Manager cory.davidson@elburncoop.com

At Meredith Road, we are busy preparing for the spring planting
season. Our staff is putting a new tank and booms on some of our
floaters and switching application equipment. We’ve added some
chemical storage capacity in our chemical warehouse and updated
product handling by installing an injection system that will allow us to
load trucks more efficiently. As always, we continue to offer customers
a valued price and service that is above and beyond our competitors’.

New Faces at Meredith Road
We are pleased to welcome Levi Brundige to our team. Levi has been
with the Cooperative for the last three years in the lawn care division.
He recently transferred to Meredith Road and will be assisting with
grain handling. Kim Rehr has joined our office team and will be
helping with billing, accounting and answering phones. Make sure
to say hello to our new team members.
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Newark Agronomy:
Ready to Serve You

Equipment Investments Helped
Steward Through Wet Harvest

Rod Aulis, Newark Manager roda@elburncoop.com

Mike Harmon, Steward Manager mikeh@elburncoop.com

The past year has seen large swings in inputs and commodity
prices, bringing about new challenges for the agronomy sales team.
Now, more than ever, communication between growers and their
agronomy sales representatives is critical to understanding the
mutual implications of supply and demand.

After two years of improvements and additions, we are finally getting
back to status quo at the Steward location. We handled the late harvest
well this past fall. Much of the grain came in with 25-30% moisture
rates, which tested our new equipment. The good news is that we were
able to keep the lines down, despite closing earlier in the day to dry out
the grain coming in. Because our competitors were not necessarily as
prepared for the wet grain, our business increased. We brought in a total
of four million bushels of corn.

Our commitment to providing the very best service means that we
are actively seeking new ways to help customers take advantage of
marketplace opportunities. We look forward to working with you
and catering our services and programs to fit your operational
needs.

Welcome To Our New Custom Application Staff Members
We have added two staff members to the Newark Agronomy location staff: Kevin Barth and Dale Manning. Their combined experience allows us to continue providing timely service for our growing
custom application business.

In preparation for spring planting, we have been loading grain into shipping containers and getting the site ready and prepped for this year’s harvest. With any luck, we will have a drier fall!

Kevin Barth comes to us from the local production agriculture community. He brings years of experience with several different progressive growers in the community, making him a perfect fit for the
custom application role. Dale Manning grew up in the local farming
community and has many years of mechanical experience with
large construction companies in the area. His diverse experience is
a great asset to the Cooperative .

Wet Harvest Season No Problem
for Morris River Terminal

Equipment Improvements Are Complete

The wet fall and winter made for a challenging harvest at Morris River
Terminal. Despite flooding of the Illinois River, we were able to keep
water out of the elevator and limit down time by building a dyke wall
out of gravel and plastic in the driveway. Since then, we have been busy
shipping barges.

Many improvements have been completed at the Newark Agronomy
location that will help us better serve you. Our liquid blend plant
has been expanded and upgraded to keep up with the growing
demand. A second airflow for dry fertilizer applications and a high
capacity sprayer has been added to the fleet. In addition to the
application equipment, we have bolstered our nurse equipment to
maintain machine productivity.
We wish you a safe and successful planting season and thank you
for your continued support.

We’ve come a long
way in 88 years.
E L B U R N C O O P E R AT I V E A G R O N O M Y
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Mike Kinsella, Morris River Terminal Manager
mike.kinsella@elburncoop.com

During spring planting when demand for shipping declines, we will
perform more maintenance and upgrades for the facility, including a
new barge sampler and a new pit conveyer. We also want to remind
farmers that our grain merchandiser, Jeff Neisler, is available on site to
answer questions about buying grain and to bring you up to date on the
market forecasts.

Newark Grain Ready for Spring
Clint Vaughan clint.vaughan@elburncoop.com

The fall season was a busy one at Newark Grain. Our new temporary
storage bunker worked well, and we were able to empty it out by the end
of the season. Since then, we have been completing general maintenance
and working on the load out containers. Our new fuel plant and storage
facility will allow us to more easily load delivery trucks for the spring.
We will continue to carry any type of bulk grass seed for lawns, pastures
and waterways and are participating in the Chick Days program. Order
your baby chicks, ducks, birds, turkeys and pheasants year-round.
Orders that were placed before March 31 will be filled by the first week
of May.

Retail Locations Feature New Services and Product Lines
Bob Wicklund, Manager of Retail Sales and Marketing bob.wicklund@elburncoop.com

Elburn Cooperative
R E TA I L

Pasture and Lawn Care
• Forage First™ offers a high quality pasture seed with orchard grass,
timothy, alfalfa, rye, fescue (endophyte free) and several others.
We can help determine the type of seed and fertilizer needed for
optimum health.
• Our 5-step program will guide you through proper lawn treatment
and health. Bring your soil sample in for a simple ph balance test or
we will send it off for detailed analysis. We are happy to assist you
with insect, mole and grub issues.
• Need help picking out fertilizer? Ask one of our staff members for
help. Many of them have agronomy and agriculture backgrounds to
assist you.

Sales at Midland Crossing in Newark and Blackberry Station in Elburn
have been steady through the winter. Our knowledgeable and friendly
staff continues to focus on providing the best in customer service, and
we continuously strive to provide the highest in quality foods and feeds
for all of your indoor pets and outdoor friends. We believe proper nutrition is vital and understand that nutritional needs may vary from one
animal to the next. We rely on our own observations and research to
aid in nutritional improvement and at times refer to our nutritional
resources for further evaluation and recommendations.

New Services Available to Our Customers
We are offering a new horse blanket cleaning and repair service in
response to requests from a number of our customers who have wanted a reliable cleaning service that was local and affordable. We are glad
to provide this service to our existing and new customers. We are also
providing hay sampling and analysis to accompany our soil testing.
New and Existing Products
We are pleased to carry Best Cob horse bedding. Made from beeswing,
pith and chaff of the corn cob, the most absorbent and lightweight
components, this has proven to be an economical and eco friendly
product which outperforms wood shavings. Pine shaving products are
also available. Midland Crossing and Blackberry Station now carry
Kent Feeds.
You may notice that our store displays and retail items occasionally
move from one location to another in our stores. That’s because we have
found that the mere act of changing their location can significantly
impact sales. “Items that haven’t been selling suddenly get noticed once
we change their location in the store,” says Jerry Whalen, Midland
Crossing Manager. We will continue to make sure that our retail store
layouts remain customer friendly.

Feed
• Dog food sales continue to increase due to public awareness of potential health issues as a result of imbalanced or improper nutrition. We
offer top of the line products in Purina’s Exclusive, Kent’s Native,
Black Gold, Fromm, Diamond and more.
• Popular and healthy cat foods such as Chicken Soup for the
Cat Lover’s Soul, Diamond, Wellness and Nutro Max Cat are also
available.

Other feed products include:
• Show feeds for cattle, csheep, goats & swine
• Alpaca, llama, and exotic animal feed
• Purina, Kent and Organic poultry feeds
• Corn, cracked corn, and high quality oats
We also sell bird seeds and accessories, as well as soft water salts.
Delivery of all feed types is available in bulk or bag.

“Customers are definitely not sacrificing quality
when they choose their products,” says Jerry
Whalen, Manager of Midland Crossing.
Economy Impacting Purchasing Trends
One trend we have been watching as the economy fluctuates involves
the purchasing habits of our customers. In the pet food category, specifically, many of our customers have been buying smaller quantities feed.
“Customers are definitely not sacrificing quality when they choose their
products,” says Jerry Whalen, “but the days of buying in bulk seem to
be over…at least for now.” Even with this change, our sales have
continued to increase steadily in all of our product categories.
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Mark Schramer . . . . . . . . .President
Ed Gorenz . . . . . . . . .Vice President
Tracy Jones . . . . . . . . . . . .Treasurer

Regarding Our Credit Policy
Spring is here and we are excited to get out there and assist you with your crop needs. While we
wait for warmer weather we would like to remind all of you as to the credit policy of Elburn
Cooperative Company.
The board of directors has established a net 30 day credit policy for the company. All product
purchases are due 30 days from invoicing, with all spring input due as of the company’s fiscal year
end June 30. We will be monitoring total credit outstanding this year. We know that with the
activity of spring it is sometimes hard to reconcile some invoices and understand waiting to have
them figured out, in the meantime we may ask customers to make payments on these accounts
as the outstanding credit levels approaches certain levels.
We are happy to offer accounts to all of our qualified customers, we do ask our customers to work
within our credit terms. Credit is a privilege we extend to you our customers and we need to work
together for the benefit of all as to the financing of your cooperative and you as producers.

Bob Barkei . . . . . . . . . . . .Secretary
Richard Biddle . . . . . . . . . .Director

coming soon...new and improved
Jim Gord . . . . . . . . . . . . . . . .Director

www.elburncoop.com

Don Rowlett . . . . . . . . . . . . .Director

In addition to the new upgrades we’ve added to
our current web site, we’re in the process of
reworking it to better serve our customers needs.
Look for more details in the coming weeks...
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