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DESPITE CHANGES, CUSTOMERS
ARE OUR #1 FOCUS

IN THIS ISSUE

JOHN HUSK, General Manager
john@elburncoop.com

Spring is upon us after what
I think we all can agree was a
fairly “toothless” winter. It was
certainly easier than what I can
remember as a young person
in Minnesota—I often tell my
two daughters we used to have
to duck under the phone lines
on the poles because the snow
drifts were so high. Now, of
course, we are all wondering
what weather Spring will bring
and when the planters will roll.
Agriculture has been seeing unprecedented times of prosperity. The sector withstood a historic recession and, by all
economic measurements, not only withstood the down
overall economy but actually grew. The only down side
has been that the industries we engage with have been
negatively squeezed; the most obvious being the banking
industry and trading institutions like MF Global. Very
low interest rates largely caused by this recession were of a
huge benefit to agriculture because of our need for capital
to operate the business but also because of our dependence and need to invest in large amounts of equipment
to perform our everyday tasks.
The production of food is really the bottom line to all of
this. Certainly ethanol production in the past few years
and the near future has positively stabilized our crop
prices. Most folks will agree that, going forward, the
driving force for our grain prices and production will

be exports, especially Asia. It seems that any time China
even thinks about buying corn these days, it is worth 10
cents on the futures market. The drive for food will only
become stronger as we approach nine billion people on
this planet.
How your cooperative deals with all the challenges and
opportunities today and in the future is something that
is top of mind daily for your board of directors and
management.
In the last year we have purchased a trucking company
that was a close business partner and a key part of our
grain and fertilizer business. We started a division that
looks at opportunities to participate in business and with
trading partners that were not part of our traditional
portfolio. Most noticeably to most of our patrons, we
continue to invest in our infrastructure to organically
grow and do a better job for our current customers.
Over the next two years the board has approved growing
our dry fertilizer storage capability to roughly 10,000
tons—three times larger than it is today. We are also planning to double our liquid fertilizer storage just this year.
Today the company has four times the product volume
and 10 times the dollar volume than it had just eight
short years ago. The vision and leadership of the board of
directors guides this progress, but what makes it happen
is our group of employees. Today that group of full time
employees is over 100 strong—up from about 30 in those
same eight years. The diversity of tasks has grown as well
as the additions of different businesses such as fuel, retail,
continued on page 2
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trucking, and river operations. All of this is wrapped
around our core business of supplying crop inputs and
merchandising grain.
In order for Elburn Cooperative to be successful, we
must continue to grow. Our stated goal is to work to
help our customers to be successful and more profitable. Growth to find more grain markets and better
merchandising opportunities is absolutely essential to
that goal. Smart growth is also key. Getting larger for
the sake of getting larger is futile. The best interest of
the customers and employees must always be kept in
mind.
As Elburn Cooperative continues to evolve and grow,
we always want your input as a customer. How can
we better serve you? Another big question is communication; this is our first newsletter since 2010 as we
have focused on some targeted videos, our website, and
social media. What else would you like to see? Is there
any interest in mobile applications? I encourage you to
present us with any ideas you may have so that we can
serve you better.
Safety at our facilities has always been important,
but because of our growth and increased regulatory
mandates, we are spending even more time to be sure
our employees are working in safe conditions and our
customers have the same protections on-site. Please
note this spring the increased focus on the use of
personal protection equipment by our employees and

SMART GROWTH IS ALSO KEY. GETTING

ELBURN COOPERATIVE
COMPANY GIVES BACK
TO THE COMMUNITY
At Elburn Cooperative, we are uniquely positioned to contribute to the fight against
hunger. By leveraging our customer and community relationships, we have been able
to give back to the community in a big way this year.
• Elburn Cooperative Company pledged to donate $50 to Northern Illinois Food Bank
for every field goal scored by the NIU Huskies football team during the 2011 season.
The team scored eighteen field goals, and Elburn Cooperative made good on that
pledge, presenting a check for $900 on January 7 at a NIU Huskies basketball game.
• Since 2009, Elburn Cooperative has donated more than $7,000 to Harvest for ALL, a
program that helps to restock local food pantries and promotes agricultural goodwill. This donation was generously matched by the Land O’ Lakes Foundation.
• The Kane County Farm Bureau received a 2011 Summit Award from the Center for
Association Leadership for its hunger relief efforts.

“Hunger is a real problem for so many people right here in Kane County, and
throughout Illinois,” says general manager, John Husk. “It’s important to give
back to the community not just at Thanksgiving, but the whole year through.”

ELBURN COOPERATIVE COMPANY
WAS PROUD TO RECEIVE THE 2010-2011
FRIEND OF 4-H AWARD FROM THE
KANE COUNTY 4-H PROGRAM ON
DECEMBER 1, 2011.

LARGER FOR THE SAKE OF GETTING
LARGER IS FUTILE. THE BEST INTEREST
OF THE CUSTOMERS AND EMPLOYEES
MUST ALWAYS BE KEPT IN MIND.
our request that our customers use the same when in
certain areas or handling certain products. Some may
view this as silly but we are very serious when it comes
to the protection of all who are engaged in our business.
Please help us help you be safe as we get through a very
busy spring season.
Thank you for your business. We look forward to seeing
you at one of our locations very soon.
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In 1960, a farmer fed
just
26 people.

Today,

the average
U.S. farmer feeds

155 people.

source: America's Farmers.com

RECORD REVENUES
FOR 2011
DALE DYKSTRA, Controller
daled@elburncoop.com

Jeff Keifer presents a check for $900 to Steve
Ericson of the Northern Illinois Food Bank.

Elburn Cooperative’s fiscal year ending June 30,
2011 reflected record revenues of just under $250
million. Local income was rather disappointing at
$496,000, while net income was slightly over $2
million. The company did have capital expenditures
of $5,956,711for the past fiscal year. Items included
in that amount consisted of the new bins and grain
handling equipment at Meredith Road and Newark,
fertilizer applicators in Sycamore and Newark, a new
scale in Morris and various trucks, including the Stover
Brothers trucking fleet. The company distributed earnings via a $294,000 patronage refund comprised of
40% cash. The company also distributed $898,000
of unused domestic production expense to the grain
producers.
The current year started with a tremendous amount of
grain sales in July and August, which resulted with very
low grain stocks on-hand going into the 2011 harvest.
Meredith Road grain stocks on in September had more
wheat than beans, and even less corn on-hand. Harvest
was very smooth with total grain receipts very comparative to prior year for the company. Corn came in at
average moisture of 18.4%, which generated higher
drying income levels from the prior year. Fall fertilizer
movement reflected a small increase in tonnage on dry
while anhydrous ammonia showed a 14% decrease.

Ron Alms presents a check to Rita Burnham, Director of
the Elburn Food Pantry. The check represents a $2300
contribution from Elburn Cooperative in 2010 and $2300
in matching funds from the Land O' Lakes Foundation.

The company is again making significant capital expenditures to provide customer service to you. To date, we
are slightly over three million dollars for floaters, grain
bin & equipment in Newark, an additional petroleum
delivery truck and additions to our truck fleet. This
year, the decision was made to close the Blackberry
Store operation. This space was upgraded as office space
to consolidate the agronomy operations into one office
space there.
The balance sheet of Elburn Cooperative Company
remains strong, with working capital over $8.6 million.
Our biggest obstacle remains to be capital—for financing continued growth and expanding the real property
to provide services to our customers.

On behalf of Elburn Cooperative, Ron Alms receives the 20102011 Friend of 4-H Award from Doris Braddock. This award
recognizes local companies who show a strong commitment
to the community by supporting local 4-H programs.
[3]

AGRONOMY
ADDITIONS AND EXPANSION
AT NEWARK AGRONOMY
ROD AULIS, Newark Agronomy Manager
roda@elburncoop.com

The coming year will bring many changes to Elburn Cooperative’s
Newark Agronomy plant, equipment, and people. We are pleased to
welcome LeRoy Kopmann, who will fill the role of Agronomy Sales
and Custom Applicator out of the Newark Agronomy plant. LeRoy
brings with him many years of agronomy experience in sales, management, and custom application.
Nitrogen management continues to be an area where can help our customers increase
their profitability. Split applications have become increasingly popular, resulting in the
need for additional equipment. Newark Agronomy has doubled the number of liquid
side dress applicators and nurse equipment needed to service customers. This summer,
the team will be custom applying with four liquid side dress applicators. We also have
the ability to apply side dress up to pre tassel if the situation requires.
The Newark Agronomy location is in the midst of a major remodel and expansion of
the liquid plant. When completed, this expansion will allow us to continue to serve our
growing customer base. The first phase of the project involves additional liquid fertilizer
storage. The new tank will increase on-site storage from 900 tons to 5,900 tons. The
second phase will be to replace the existing containment dike with a new concrete dike.
A concrete dike provides more flexibility to handle a variety of liquid fertilizer blends.
The third phase of the liquid remodel project will be to add a second weigh tank and

Agronomy Sales at Newark
Rod Aulis

Tommy Cowherd

Scott Lagger

Jeff Findlay

Joel Anderson

Ken Funk

LeRoy Kopmann

Agronomy Office Newark
Pam Cryder

Agronomy Operations Newark
Matt Monsess

Custom Applicators Newark
John Manning

Ken Funk

Kevin Barth

Mike Mathesius

Bill Spear

Rod Aulis

Tommy Cowherd

Vern Kahle

LeRoy Kopmann

mass meter that will allow the loading of multiple nurse vehicles at the same time.

Here to Help
The staff at Newark Agronomy wishes ou a safe and successful growing season and
thanks you for your continued support. Contact us today to learn more about what our
facility has to offer.

Illinois

is the nation's second
leading exporter of both soybeans and feed grains
and related products.

More than 44% of grain

produced in Illinois is sold for export.

source: America's Farmers.com

A YEAR OF CHANGE:

NEW SOYBEAN
TREATMENTS PLANNED
FOR OPTIMAL YIELDS

EXPANSION AND NEW TECHNOLOGY AT
SYCAMORE AGRONOMY
DAVE KLECKNER, Sycamore Agronomy Manager
davek@elburncoop.com

JOE FIDLER, Agronomy Sales

For the Sycamore Agronomy Plant, 2012 is going to be an exciting
year of changes and new additions. To start with, we’ve replaced the
old three-wheeled floater with a new three-wheeled Terra Gator 7300.
The new floater has VRT capabilities, GPS Guidance and Accuboom,
a feature that automatically shuts off individual sections of the spray
boom to minimize overlap on the end and point rows. The result is a
more accurate and better application of fertilizers and herbicides. This
new machine will prove to be very reliable with the spring nitrogen rush.

This season marks a slight change in how Elburn Cooperative will be treating soybeans. A new treatment from
Pioneer – PPST 2030 – will be applied, along with the
fungicide and insecticide that has been previously used.

joe.fidler@elburncoop.com

Our second improvement is increased water holding capabilities. Late last summer, the
team removed the old water storage tank and replaced it with a newer tank that nearly
doubles our water storage capacity. This improvement will greatly help out during the
post-spraying season, eliminating the possibility of running low on water.
We are pleased to announce in early April the old dry fertilizer building is being removed
and will be replaced with a larger and more efficient fertilizer plant. With current government regulations, all the blending and loading of trucks will be done inside to minimize
any airborne dust or fertilizer run-off. This new plant will feature two 70-foot domes,
each having approximately 2,000 tons of holding capacity. The increased capacity will
allow a barge, which carries approximately 1,500 tons, to be unloaded while still having
some inventory in the dome.
A 105’ leg with a 200-ton-per-hour unload rate will be used to fill the domes, enabling
a barge to be unloaded in a day’s time. The two domes will be joined together by a 75’
x 62’ building, which will have a drive-thru alley to allow pull-through and loading of
tender trucks. Above the alley, two 30-ton overhead tanks will be in place to pre-load for
incoming tender trucks and eliminate the waiting time while fertilizer is being blended.
The two overhead tanks are filled by a 300 ton-per-hour leg that is fed by a 16-ton vertical fertilizer blender. Along with the blender there will also be two weight hoppers that
will enable us to load out products at a variable rate, eliminating the need to put everything through the blender. The speed, capacity and efficiency of this new facility will be
a great addition to the northern territory of Elburn Cooperative.

Here to Help
The 2012 growing season will be an exciting time. Contact us today to see how the
Sycamore Agronomy Plant can service your needs.
Our new 105’ leg with a
200-ton-per-hour unload rate
will enable a barge to be
unloaded in just one day’s time.
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PPST 2030 is a seed-applied biological product containing selected living microorganisms that enhance nitrogen-fixing nodulation, nutrient uptake and rhizobial
activity. By promoting nodulation and helping plants
resist environmental stresses, this new product eliminates
two factors that have reduced yields in the past.
Combining fungicide and insecticide with PPST 2030 in
a single treatment provides the bump necessary to achieve
optimum yields. This combined treatment has replaced
the separate fungicide, insecticide and optimize treatments that have been used in the past.
For those customers planning to rotate fields with five
or more years of continuous corn to soybeans, Pioneer

PONCHO®/VOTIVO® IS A NEW
TREATMENT THAT PROTECTS EARLYSEASON SEEDLINGS AND ROOTS FROM
INSECT AND NEMATODE PESTS. THE
RESULT IS IMPROVED PLANT VIGOR
ANDCONSISTENTLY HIGHER YIELDS.
has a separate product – PPST 120, which has the rhizobial inoculant/extender. PPST 120 provides an abundant
source of rhizobia bacteria for geographies where rhizobia
are needed, such as fields with continuous corn.
Poncho®/Votivo® is also being applied to seed in some of
our plots for added protection and to monitor response to
the treatment. Poncho®/Votivo® is a new biological modeof-action treatment that protects early-season seedlings
and roots from numerous insect and nematode pests. The
result is improved plant vigor and a more uniform crop
with consistently higher yields.

THE CHS CONNECTION
CHS: WEATHERING MARKET SHIFTS
PLANNING, EDUCATION, TEAMWORK AND
DISCIPLINE ARE THE KEYS TO STANDING FIRM
IN ECONOMIC TURNS, SAYS CHS' LYNN FOTH.

Q: We understand here at presstime that Carl
is going to announce some specific steps CHS
will be taking at your year-end annual meeting
— and you can’t talk about them yet. But can
you share some general retail projects?
A: From the Aligned Solutions group, I can say we’re

stressing that members really spend a lot more diligence
on what we call the ABC’s of good retail.
January 23, 2012
While dealers have enjoyed two years of strong bottom lines, the cyclical nature of the ag
economy demands companies prepare for challenging times ahead. Co-op powerhouse
CHS Inc., headquartered in Inver Grove Heights, MN, has been doing just that, and
CropLife editors wanted to learn from its efforts. We talked with Lynn Foth, vice president of Aligned Solutions there. He joined CHS in March 2011 but has spent 36 years
in agriculture, many of them at the local cooperative level and many as the CEO/general
manager of retail sites in Iowa and Illinois. He describes what CHS is doing internally
to be ready for market changes.

Q: You head up CHS’ Aligned Solutions group, formerly known as
Business Solutions. What does this segment of the company do?
A: We used to be the business consulting connection between CHS corporate and its
locations across the country. With my arrival this year, we went to a different format
to identify all the potential offerings that our company has to help local cooperatives
through our 14 different divisions. We’re focusing on assisting local cooperatives with
market development and market growth, particularly with some of the threats that are in
the marketplace today — the multinationals and some of the things that are happening
in grain and nutrients today.

A major emphasis now in our group is on external education, what is happening in the
macro world, if you might, that the co-ops live in. We are also emphasizing planning
to a much higher level — after you understand the world that you live in, you spend
time planning.
This group has had a strong history of providing valuable training services and talent
development and placement. While we’re not leaving that arena, our number one objective now is to help companies grow their markets and where appropriate, help connect
them with some of the resources in our building.

Q: How did CHS identify areas within the company that
needed attention?
A: We got started about three years ago when our former CEO John Johnson began

an initiative known as 2020. The goal was to focus on what may be coming down the
trail by the year 2020 and how prepared CHS might be to meet those needs, as well as
thinking about what our highly valued customers in the local cooperative community
might look like then.
Our new CEO Carl Casale came on board early last year, took those efforts, and did an
excellent job of rallying the management team, looking at how we might execute what
was learned and build a platform around what our CHS aspirations might be moving
forward. We came up with five key aspirations: 1) global commodities expansion, particularly in grain and nutrients; 2) energy platform growth; 3) food ingredients growth —
the last two were specific retail aspirations; 4) how to become more producer-focused;
and 5) how to leverage our own enterprise for more customer value.
Carl spent a lot of time early in 2011 in meetings around the country to get feedback
from our local coops, as well as to introduce the aspirations.
[6]

“A” would be alignment. I think in these times it’s critical
that producers align with their board, the board align with
the CEO, CEO with senior leadership team, senior leadership team with employees, then basically the employees
back to the producers — so that everyone understands
the vision and mission — and the aspirations of the local
cooperative as well as connecting links in terms of alignment to vendors. This would allow deeper partnerships
in this climate.
“B” would be balance. A company’s balance centers a lot
around its equity programs. These need to be reflective
of your past heritage, your current patrons, and your
future customers.
“C” is capital situation. In particular, look at the relationships that you have with your banker — and all relationships down through producer financing.

Q: How are you starting to execute some of
the changes?
A: From Carl’s discussions across the country and from

work within the company, we’ve developed a list of
mutually beneficial projects that we hope to explore
moving forward.
We’re much more team-driven now, and people are
engaging and becoming involved with each other to look
at problems and promote solutions collectively — which
I think is very much appreciated by the staff. Staff are
working with people in the company that perhaps they
didn’t have the opportunity to work with before. It’s
kind of broadened everyone’s horizons on who CHS
is, our connection out into the country, and the focus
that’s needed between our business units and our valued
customers.

Q: Where do you think you’ve seen some
companies falter when they’ve hit some
tougher times?
A: I think a lot of it is really understanding the external

world they live in as well as their internal capabilities,
capacities, and gaps.
Look at the world in three-year windows. I don’t like to
see companies take the five-, 10-year approach. Companies should put a lot of time in assessing the three-year

windows that lie ahead and in learning from the three-year windows that they just
exited. If they’ve been disciplined enough to go through that and really make it more
than just a one-day business planning event — make it perpetual ongoing business plan
— I think those are the ones better equipped to make the changes.

Q: Any advice for ag retailers coming off these good years?
A: I can’t emphasize planning enough, that’s the greatest advice I could suggest. But even

more so than planning, have the discipline to execute those plans.

We need to really understand that we are in exciting times but also very challenging
times. Our two greatest assets are changing. One is our people — we are going through
a generational transformation. But we’re also seeing a necessity to shift some of our longstanding asset base.
So that would be my advice: Put a lot of effort into your planning
process, but make sure you execute it with the next generation.

DEEPENING OUR RELATIONSHIP
WITH CHS, WIDENING OUR
INFLUENCE IN THE WORLD
As Elburn Cooperative has evolved into a leading Illinois River shipper, our relationship with CHS has also grown. It started from a need to originate grain from Elburn
Cooperative customers into the CHS worldwide market system—an arrangement
that is truly beneficial to both parties. This is a case where our cooperative system
is really making a difference for the producer and our global customers. In addition to the grain business, Elburn Cooperative buys fertilizer and refined fuels from
CHS. Despite the fact that our partnership is not bound by any asset co-ownership
or any financial agreement, it is very solid. Staffs at both companies enjoy a strong relationship and mutual respect.
We are also involved with CHS through their Aligned Solutions division, which is dedicated to assisting cooperatives like ours to be much more strategic for the long-term by
providing a much higher-level understanding of the markets we depend upon. As we
look at the cooperative system today, we are seeing a rapid rate of consolidation and
an increasingly big divide between the various companies’ size and scope. A group like
Aligned Solutions allows management and board to get a longer and more global view of
what is going on help to help with our visioning and planning.
Our general manager, John Husk, also sits on CHS’s Ag Advisory Board with other
cooperative managers across the country. By participating in
various functions on the Board with his peers and through the
Board’s activities, Husk is able to get a pulse on the markets and
provide feedback based on what our customers are telling us.
Most recently, he was asked to represent Elburn Cooperative on
a leadership conference panel in Arizona.
Through our relationship with CHS, Elburn Cooperative
Company and its customers now have greater influence and
recognition in the agricultural industry.

EXPECTATIONS &
RESPONSIBILITIES OF
CHS AG-BUSINESS
ADVISORY BOARD
MEMBERS
Ag Business Advisory Board Responsibilities
• Committed Participation
Participation will be a key to the future success of
the Advisory Board.
• Provide Feedback to Grain Marketing as to How
Grain Marketing is Performing in The Following
Areas:
- Providing timely and valuable market
information.
- Competitiveness
- Procurement staff
- Freight Services
- Grain Accounting
- Export facility operations
- Grain Marketing participation in country events
• Are there emerging markets or market trends in
the country unknown to CHS Grain Marketing?
• How is CHS servicing the needs of our
cooperative customers in areas such as:
- Board of Directors / Meetings
- Services – Budgeting, Planning Sessions, GM
Placement, Country Development, Etc.
• What services can / should Grain Marketing
provide that are not provided by the industry?
- IT services
- Grain accounting and settlement services
- Other needed services
• Country Perception
- Comments through / from fellow managers
- Are there systems – procedures - policies
being used within the industry that Grain
Marketing may benefit in providing
exceptional customer service.
Ag Business Advisory Board Expectations
• Updates from CHS management and senior staff.
• Information regarding:
- Direction of CHS
- Operational results
- Regional issues vs. local issues
- Equity retirement
- Industry changes in operations affecting local
cooperatives and regional locations.
• Recent changes and or developments of industry.
- Ethanol
- Bio Diesel
- Railroads - Barge and ocean freight
- Milling and processing
• Net working opportunities with CHS staff & fellow
Ag Advisory members.
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GRAIN
IN TODAY’S GRAIN
MERCHANDISING, CORN IS KING
PHIL FARRELL, Assistant Manager, Grain Division Manager
philf@elburncoop.com

Deciding what to plant in any given year isn’t an easy decision. However, in Northern Illinois, it seems that corn is
more and more becoming the crop of choice. Since 1985,
Northeastern Illinois corn acres have ranged anywhere from
1,353,300 to 1,032,200 acres, and that number continues to
climb. This increase has resulted in fewer bean acres planted.
It also means that we could see twice as many acres of corn
planted than beans in Northeastern Illinois, with some counties such as DeKalb likely to see three times as many corn
acres as bean acres. The recent trend back to more corn acres, combined with higher
trend yields, helps explain why total grain production is on the rise, with corn and
soybean production likely to reach 250 million bushels in 2012.
The need for more corn acres, even at higher yields, has been brought about by a number
of factors:
• Increased world demand for a protein-based diet due to larger meat
consumption in the developing world
• Increased demand for the production of ethanol, with plants being built
and expanded
• Several corn shuttle train loading operations being built in past 15 years
• Continued influence of the export market via barge and container loading

This tremendous growth in total production spells out the need for more storage space,
both on the farm and at the commercial elevator level. At Elburn Cooperative, we have
made significant investments in the last several years to improve our ability to serve
customers at harvest. It can be a challenge to keep up with the improvements in harvest-

ing technology, but we continue to strive in providing
facilities to accomplish a successful harvest each year.
We also strive to offer market alternatives that allow
customers to target markets with the highest demand
for grain at any given time. This past year has provided
a good example of how the cash grain market works.
Conventional wisdom tells us that in years where exports
are low, river basis levels will be weak. This year’s corn
exports are projected to be around 1.7 billion bushels,
down from 2.0 bbu two years ago. But, in the last few
months alone, corn basis levels in Northern Illinois have
been at historically high levels.
The basis levels have been strong on the river this year
because producer movement in the western corn belt
have been slower than usual, so the cash markets have
had to bid more aggressively for corn. This has certainly
helped give the Northern Illinois producer better basis
opportunities than in previous years. And it’s not just the
river basis that has proven strong. Other markets have
had to bid more aggressively to get their corn as well, with
the local ethanol and corn sweetener processors paying
good values. Local rail markets have also opened up to
buy corn.
With so many markets to choose from, the region is in a
strong position. Our goal is to offer customers a glimpse
of these markets every night via our bid sheet to help
decide which market best fits your individual needs.
We continue to monitor local markets, and provide our
customers access to that insight.
This year, Elburn Cooperative expects to merchandise
upwards of 30 million bushels of grain in the area. We
believe our experience and expertise within the industry

In 2012, Elburn Cooperative expects to merchandise upwards of
30 million bushels of grain in Northern Illinois.
Northeast Illinois Planted Acres

Northeast Illinois Corn & Soy Production
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gives Elburn Cooperative the knowledge it needs to offer our customers an informed
look into the markets when seeking the best opportunities in grain merchandising.
Elburn Cooperative Grain Division’s goals are simple: deliver the services our patrons
need to have a safe and efficient grain harvest, and provide market access for that grain
throughout the year. For those producers currently marketing grain with us, we thank
you for trusting us to find the best market opportunities, and we hope to continue to
provide the market access you are looking for.
Feel free to contact Elburn Cooperative today for your local grain marketing needs, and
to discuss how we can help diversify your cash grain market exposure.

EXPORTING –
20 TONS AT A TIME
Through relationships and strategic alliances, the
Elburn Cooperative is working to enhance our access to
export markets with containerized grain. You may see
containers around the facilities at Steward and Maple
Park as our grain merchandising team continues to look
for any and all possible ways to increase market access
and add value to our producer’s grain.
There are small consumers in Pacific Rim nations that
are looking for grain that is arriving in smaller quantities. Those buyers, in nations with exports to the USA,
have a round trip freight opportunity with containers
of consumer goods coming into the USA and containers of food products leaving the USA.

I’LL TAKE A LARGE CROP,
WITH EXTRA VOLATILITY!
HOWARD LAUBE, Cross Country Trading Manager
Howard.Laube@elburncoop.com

The knowledge that every crop year is different helps us understand the difficulty in
marketing each crop. To help with the decision-making process, it is both informative
and enlightening to look back on our markets from time to time. All of the marketing
decisions we make are based on experience and the information that is available at the
time the decision is made.
The increase in grain prices over the last five years and the reasons for that increase are
well discussed and debated regularly. But the volatility of the market and its impact on
the market participants, both buyer and seller, is perhaps less understood and digested.
How does the speed of those changing values influence the producer and consumer
decisions regarding when to buy or sell the crop?

In 2011, over one hundred million bushels of grain
was loaded into containers and shipped to Pacific Rim
destinations from Illinois. The Elburn Cooperative
is committed to recognizing the opportunities that
exist with this segment of the market, and working to
develop closer marketing relationships with the participants in that market.
“It is all part of creating more value for our grain,” said
Howard Laube, Elburn Cooperative grain merchant.
“The more buyers that compete for Elburn grain, the
stronger our markets will be.”

Take a look at Table 1, which examines the last ten years of data, sourced from the CBOT.
Weekly Range is shown in cents per bushel and highlights the difference between High
and Low for each week. Crop Year is the September through August time period for
each year (e.g., 10/11 crop year is Sep 2010 through Aug 2011). Average Price is the
average closing price on each Friday for the crop year.
It is easy to see from this table that the increase in prices led to an even more impressive change in the weekly range of prices or volatility. Last crop year, 10/11, the average
change in price per week was an incredible 49 cents. There were seven weeks last year
where the change was over 70 cents!
March 1st marked the half-way point for the current marketing year, and the average
weekly range is at 35 cents. We anticipate that the market will have another volatile
growing season. So, how does the market participant, armed with good intentions,
become comfortable with marketing decisions?
There is certainly no easy answer. The data may simply reveal that this difficult decision
process is measurable and most certainly not going away.
Volatility will bring opportunity to the market participant who plans for making sales
and sticks to his plan.
[9]

Source: CBOT

HUMAN RESOURCES
EMPLOYEES ENRICH ELBURN COOPERATIVE
ANN BINDSEIL, Human Resources Manager
Ann.Bindseil@elburncoop.com

Elburn Cooperative Company is a very successful agri-business with
beautiful facilities and state of the art equipment. But our employees
are the heart of our company and the reason for our success. Our
employees provide the best service, often times putting in crazy schedules to make sure our customers’ needs are met.
My responsibilities as Elburn Cooperative Company’s human resource
manager allow me a great deal of time to interface and interact with
the most important asset of this company – our employees.
This past year has seen continued company growth through the acquisition of the Stover
trucking operations. The relationship between our two companies goes back several
years, so adding the truck fleet and welcoming those fourteen employees made perfect
sense and has proven to be very beneficial to Elburn Cooperative and our customers.
We feel our benefits and compensation package is what allows us to maintain such consistent employment. Nine of our employees have more than twenty years of service to our
company and another twelve have been with us for between 10 and 20 years. It is hard to
believe that we had 38 employees 10 years ago and have grown to 111 employees today.
We work with universities and OUR EMPLOYEES ARE THE HEART OF
local community colleges to offer
an extensive intern program for OUR COMPANY AND THE REASON
students interested in an agribusiness career. This opportunity FOR OUR SUCCESS.
allows students to get a hands-on view of the industry, as well as Elburn Cooperative
Company as a prospective employer. Elburn Cooperative also gets a chance to get an in
depth look at the way this person might fit in our company.

Today’s farmer

twice as
much food as
grows

his parents did using

less land, energy,

water & fewer emissions.
source: America's Farmers.com

NEW EMPLOYEE
FOCUS: MEET RANDY
AND DEAN
Randy
Seggebruch
joined the Midland
Crossing staff as Store
Manager in January
of 2012. He brings
with him over 20 years
of experience within
the retail industry,
working
previously
as a tire salesman for
an agricultural-based
company. His passion for agriculture stems from his lifetime involvement in programs such as 4-H and Future
Farmers of America – a passion he has passed on to his
own sons. Randy loves the old time general store feel of
Midland Crossing, and providing solutions to customer
needs through the store’s wide selection of products. He
firmly believes that its high quality products and high
quality employees make Midland Crossing one of the
best-kept secrets around. He and his wife Karla reside in
Milbrook, IL.
Dean Miller officially
became an Elburn
Coop truck operator
in April of 2011, when
his employer of 12
years, Stover Brothers
Trucking, was bought
by Elburn Cooperative
Company. While he is
a licensed truck driver,
Dean is a farmer at
heart. He grew up on a dairy farm near Batavia, and
farmed in St. Charles until 2000. He began his trucking
career when his farming career took an economic turn
for the worse. Whether its hauling grain in the fall or
liquid nitrogen in the spring, Dean loves working with
the farming community he knows so well. He and his
wife Karen live in DeKalb, IL. They have raised two children and enjoy the company of their two grandchildren.
When he’s not trucking, Dean enjoys a good game of golf.
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LOCATION UPDATES
FACILITY IMPROVEMENTS
IMPROVE CUSTOMER SERVICE
JEFF NEISLER, Morris River Terminal Manager
Jeff.Neisler@elburncoop.com

As the Manager of Elburn Cooperative’s Morris River Terminal, it
is a pleasure to be a part of a team that continues to move forward
in search of a better tomorrow. We continue to focus on facility improvements at the Morris River Terminal to better serve our
customer base. Some recent additions include a new scale, a widened
dump shed, and a remodeled grading/scale house. These improvements were a necessity to improve our truck flow and meet customer
demands.
Our constant search for ways to improve our services includes the exploration of
expanded storage demands and improvements to our reclaim abilities to the barge load
out. We are always finding ways to provide expanded customer service.
In addition to our operations roles, we still offer grain merchandising services. This is,
not surprisingly, one of producers’ larger concerns moving forward, as we are dealing
with more and more dollars at stake on a per-acre-basis. It does appear that we are
approaching a growing season that could replenish corn to a more comfortable carryout
level. With that being said, soybeans have caught some traction and have put together a
respectable $2/bushel rally in a bid for acres.

Here to Help
As we head into spring and welcome the onset of a new crop, we at the Morris Terminal
would like to thank all of our patrons for your business this past fall and winter. Feel free
to contact us with any merchandising or operational questions.

NEW PEOPLE, NEW TECHNOLOGY
MIKE KINSELLA, Meredith Road Manager
Mike.Kinsella@elburncoop.com

Meredith Road has experienced its share of change throughout the
year. This past summer, I moved from the Morris River Terminal
to become location manager of Meredith Road. Meanwhile, all the
sales personnel and support staff were moved and physically consolidated to one office to promote better interaction and communication there. From this new location, sales employees handle chemical,
seed, and fertilizer sales that were previously handled at Meredith
Road. Retail items that were sold at Blackberry Station can continue
to be purchased from the agronomy office, including lawn fertilizer, bag feed, bedding
for horses, cattle and livestock, and much more.
We continue to update our facility and the technology we need to offer top-notch grain
and agronomy service at Meredith Road. In 2010, we added a 750,000 bushel storage
bin, and our trucks, floater fleet, and sprayers all have new technology upgrades.
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Meredith Road is capable of storing up to six million
bushels of grain storage, five thousand tons of liquid
fertilizer storage, and thirty thousand gallons of ammonia
storage. We also offer crop protection, Pioneer seed
services, and grain drying.

Here To Help
Without our customers, we would not be here; thank
you for your support. We strive to be the number one
service provider for grain and agronomy needs in the
area. Contact us today about our agronomy services.

LOCATION UPDATES
NEWARK GRAIN EXPANSION
CLINT VAUGHAN, Newark Office Manager

Clint.Vaughan@elburncoop.com
Elburn Cooperative continues to expand and improve grain handling
and storage capabilities at the Newark Grain location. Our 2010
improvements include:
• New dump pit and dump pit building, which has increased our holding
capacity to approximately 2,000 bushels.
• New 15,000 bu. per hour receiving leg to convey grain from the new pit.
• New pit basement to house a new pit conveyor for transferring corn from the dump pit
to the grain conveying leg.
• 3,200 bushel load out tank over a second pit in the new building.
• 54 ft. diameter bin to serve as a wet corn holding tank for 150,000 bushels.
• Concrete around the new conveyors, around the new dump pit building and to the
west of the grain dryer, which will help in maintaining a clean facility.
• New asphalt between our fuel storage building and the new dump pit building.
• New 105 ft. diameter bin, which can hold 750,000 bushels of corn, raising our overall
Newark Grain storage amount to 2.4 million bushels.

This year, we plan to construct a new 54 ft. diameter bin to hold another 150,000
bushels of grain. We will also be finishing construction on another dump pit, located in
our west dump pit building. This new pit will feed a 10,000 bu. per hour leg.

Here to Help
All of the improvements we make at Elburn Cooperative Company are intended to
provide a clean and efficient facility for the delivery and storage of your grain, as well as
excellent service to assist you in managing your operation. As always, we thank you for
your business.

A NEW TEAM AND A NEW RECORD
SEAN MORGAN, Steward Elevator Manager
Sean.Morgan@elburncoop.com

Change has been the theme at Steward Grain over the past year.
Following my promotion to Manager, we were pleased to welcome a
new Grain Originator, Karen Kearns, who transferred from the Sycamore office in December of 2010. Together with Royce Mignone, who
marked his fourth year as the Outside Superintendent, the three of us
make up the Steward team.
Accomplishments throughout the year include cleaning out the remaining 2009 crop
from our bins. The temporary corn storage pile was moved in just eight days — a new
record for the Steward Elevator. This feat would not have been possible without the help
of Elburn Cooperative’s other grain locations and trucking and logistics division.
Steward Grain enjoyed a successful and moderately quick harvest this year thanks to
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all of its devoted customers in the area. The majority of
the corn received by our elevator was in the high teens
for moisture range, and we were able to fill our approximately two-million bushel temporary storage for another
consecutive year.

Here to Help
With approximately 4.2 million bushels of grain storage,
Steward Grain is your trusted grain storage and receiving
facility. Contact us today to assist with your crop storage
needs.

PETROLEUM
A CHALLENGING YEAR
BRINGS NEW CHANGES
ZACH WINTER, Petroleum and Fuel Manager
Zach.Winter@elburncoop.com

It’s been a volatile year for Elburn Cooperative’s Petroleum and
Fuel division. With prices on the rise and the industry left in a state
of uncertainty, we’ve made changes to our division to combat the
instability.
In addition to adding a new truck to the fleet, our fuel trucks have
received a technological makeover. All three of the trucks now include
an onboard computer system that allows employees to access the petroleum and fuel
database, making for better management of customer contracts and billing. We now can
service customers more accurately, giving us a much sharper logistics plan to get from
point A to point B more efficiently and taking care of everyone in a more timely fashion.
We are also pleased to announce that Elburn Cooperative’s Petroleum and Fuel division
has become a BlueDEF branded dealer in diesel exhaust fluids.
The division has teamed up with Lee Agra, Inc. to offer portable fuel trailers. Customers will now be able to haul 900 or more gallons of fuel with them to a field or job site.
As the power source for Elburn Cooperative, we offer the most efficient and cost effective way to provide fuel within our business and to our customers.

Here to Help
As the fuel market continues to fluctuate, we are working with clients to create new
contracts and lock in competitive prices. Contact us today to learn more about our great
buying options.

Illinois'agriculture generates more
Corn

$9 billion

than
a year.
accounts for nearly 40%,
and
contribute about
one-third of that total.

soybeans

Source: Illinois Department of Agriculture

PRECISION AGRICULTURE
PRECISION PLANTING
PAYS OFF
NICK SCHERER,
Seed and Precision Ag Specialist
Nick.Scherer@elburncoop.com

These are exciting times for precision agriculture at Elburn
Cooperative. The agriculture industry is now managing
crops by the seed, rather than by the field. Precision planting is an innovation of planter technologies that offers
better results and more efficiency for farmers. Precision
emphasizes the fact that there is only one opportunity to
put seed into the ground, so precautions must be taken
to give that seed the best chance to thrive. University data
continues to show that when planters achieve the “picket
fence” stand with even emergence, they are setting the
stage for increased yield and profitability.
Elburn Cooperative handles the entire line-up of Precision Planting products for your planter. The seed division carries time-tested products from Precision such as
eSets, Precision finger meters, and Keeton seed firmers.
The division’s test stand has been updated to the MeterMax Ultra, giving Elburn Cooperative the versatility to
test a wider range of planter units that it could not calibrate before. The seed division works closely with growers
to outfit planters with a range of products to increase
production, including hydraulic drives, air and electric
clutches, and the 20/20 SeedSense monitor. The team
is also working with growers to utilize and navigate the
necessary equipment to take advantage of variable rate
prescriptions that have been generated in FIT Studio.

U.S. farmers

produce about
40% of the
world's corn,
using only
20% of
the total area
harvested in the world.
source: America's Farmers.com

ELBURN COOPERATIVE BUILDS
ON PRECISION TECHNOLOGIES
JEFF KEIFER, Precision Ag Specialist

Jeff.Keifer@elburncoop.com
At Elburn Cooperative, we’ve invested in the technologies that ensure
you get an accurate custom application every time. Sure, we have
paper maps to direct application equipment to the field and systems
that direct us to the right field, where we apply the right product at
the right rate.
But, having GPS in application equipment is just “table stakes” these
days. We take it a step further and have begun installing systems in our equipment that
allows us to wirelessly transfer information to and from the machines. By sending variable rate prescription files straight to the machine, we reduce downtime. Field boundaries are transferred to field computers to ensure the equipment is in the proper field.
Using the same technology, “as applied” maps are created and stored on a database
which can be retrieved at any time for reference. These “as applied” maps contain time
and date of application, as well as other important information that may be of use at a
future date.
Operators have internet access in the cab, which means they have the most up-to-date
weather information at all times. This is especially important in making informed decisions when applying in marginal weather conditions. Email communication with the
dispatcher is also utilized to track and record the operator’s progress throughout the day.
The GPS technologies we use have improved in our application equipment as well. Most
of our equipment has auto steer functionality for accurate tracking. Sprayers and UAN
side dress equipment utilize auto swath technologies that can reduce overlaps and skips,
saving product, time and the environment. Automatic boom leveling systems are also in
use with machines that have long boom spans. Using this feature, sprayer booms always
stay at the right height to ensure proper coverage of product.
We are committed to reinvesting money into our application equipment for the latest
technological advancements. Our goal is to continue as a very high service company
with accurate application equipment and committed operators.
If you are interested in learning more about the technologies used by Elburn Cooperative and how they may be used in your operation, give us a call. We offer a full
line of precision farming equipment for tractors, planters, application equipment and
combines. And we provide products and service for Ag Leader, Precision Planting,
Trimble, Ag Cam, and more.
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SEED
can then be used in the treatment analysis extension—a
tool used to compare different layers. The analysis generates a polygon map where different treatments and yield
are displayed within each polygon. This is a great tool for
analyzing how various treatments have impacted yield.

JOE RICH, Seed Manager (North)
Joe.Rich@elburncoop.com

Throughout the year, Pioneer offers a variety of mapping and planning
services that can help you make profitable decisions. From planting
maps that provide accurate, in-field records to harvest summary maps
that can help you decide which hybrid/variety to plant on an individual field – your Pioneer sales professional has access to state-of-theart tools that help deliver outstanding services, field by field, to help
maximize your returns.
• Pioneer FIT® Field Planner is the program that we have used to create your
customized planting plans that are printed out for you.
• FIT® As-Planted Maps is the program in which we download data from your planting
monitor in order to create the maps of your fields showing where the actual hybrids
are planted. It can also show other planting data that your monitor may record while
planting, ex. spacing, population, etc.
• Pioneer FIT® Mapping System at Harvest is the program that we copy your harvest
data to and print out yield maps. This program can over lay the soil types and show
yield within each soil type region. If you have utilized the As-Planted Maps function,
these maps can print out yield by hybrid.

New for 2012 is FIT® Studio
FIT® Studio is a Pioneer-branded version of MapShots’ AgStudio™ precision-ag software.
Pioneer has worked with Mapshots, a software development company that specializes
in crop management applications for agriculture, to develop the features of FIT Studio.
This brings to Pioneer the powerful analytical and reporting capabilities of AgStudio™.
Benefits for our grower will include:
• Receiving fast, professional basic mapping services
• Tracking Right Product, Right Acre produce placement
• Maximizing income analysis of spring and fall maps
• Recording yield levels per field
• Increasing our knowledge of your operation, better enabling us to provide customized
services that provide your operation performance benefits.

For spring 2012 the first benefit you may be able to utilize is the VRS (Variable Rate
Seeding) Rx prescriptions. This program can create VRS prescription from three
methods:
• Using a soil type layer
• Using a crop-zone boundary
• Using a management zone such as a normalized map created from previous harvest maps

In each of these methods, any hybrid that will be planted can have its own plant population set for each zone that is in that particular field. Check blocks can also be created
within the field so you can evaluate the effectiveness of VRS in your growing environment. If you have utilized the FIT Harvest Mapping, we can pull up your yield data
and, using the Multi-Year Yield Analysis procedure, we create a normalized yield data
management zone that could be used for setting up a VRS prescription.
The new FIT® Studio program has been developed to work with most all planters
and combine monitors. It has the capability to import any shape file, allowing for the
creation of data layers, such as soil types, fertilizer application, fungicide application,
side dress application, and any other data that is in the shape file form. This information
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Here To Help
As technology continues to develop, Pioneer will
continue working hard to keep us on the leading edge.
The programs and training that Pioneer has supplied to
us will enable us to provide enhanced customer services.
If we can work with you on a VRS prescription for this
spring give us a call. We look forward to being an asset to
your operation.

SEED AND SERVICE AT

STEVE SCALF, SeedPros - Seed Manager (South)
steve.scalf@elburncoop.com

When the planting season rolls around,
customers can rely on SeedPros to
provide high quality and efficient
service for all of their seed needs. After
a successful year, bean sales are up,
corn sales are steady, and new changes
have been implemented to continue a
productive service for clients.
This year, we welcomed two new sales employees to the
team. Nate Rink and Fred Blue jumped on board to help
expand sales and provide more efficient customer service.
Other major additions to the SeedPros facility include
a new forklift to help handle the load during the busy
planting season, and two new bulk seed bins, bringing
total storage space up to six bulk seed bins.
Seed treatment remains the most popular service we offer.
From insecticide to fungicide to various inoculants, SeedPros works with the customer to create a highly individualized product based on customer needs. We offer a full
line of premium seed treatment for soybeans, as well as
field scouting, field planting, soil testing and more. Since
not all customers are the same, we can adjust to create a
unique prescription for each customer.

Here To Help
We are here for our customers when you need us and
are open just about all the time in the spring. Contact
us today to learn about our planning, research, and seed
services.
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TRUCKING
TRUCKING DIVISION WELCOMES
STOVER BROTHERS TO THE FAMILY
MIKE ETIENNE, Trucking & Logistics Manager
Mike.Etienne@elburncoop.com

The past year has seen several changes at Elburn Cooperative Transportation. After a long and successful partnership, Stover Brothers Trucking became part of Elburn Cooperative last April. All of the drivers and
equipment joined Elburn Cooperative, enhancing the trucking team
and fleet. As part of that transition, most of the truck maintenance was
transferred to the Stover Brothers shop in Elburn, providing a central
location for maintaining trucks and equipment, as well as keeping
records to make our maintenance program as efficient as possible.
The transition of drivers and equipment from Stover Brothers, as well as some additional
equipment purchases, has significantly increased Elburn Cooperative Transportation’s
capabilities. The team is comprised of 22 full time drivers, and several seasonal drivers.
The fleet includes 23 semi-tractors, 25 hopper trailers, and 23 tank trailers. Equipment
is routinely updated to support merchandising efforts and provide the best possible
service for customers.
Grain movement after harvest has been steady this winter as river and processor markets
have been strong. Elburn Cooperative Transportation helped in the successful pick-up
of the ground pile at Newark and will soon be working on the pile at Steward.
As Elburn Cooperative’s agronomy plants gear up for spring planting season, the Elburn
Cooperative Transportation group is also making preparations. Equipment is being
prepared to provide service to floaters and to keep liquid fertilizer supplies flowing at
the different facilities. Additional trucking partnerships will compliment the Elburn
Cooperative fleet resources.
The trucking division will partner once again with CHS Transportation this spring to
provide transportation of anhydrous ammonia. This partnership will insure the timely

movement of ammonia to Elburn Cooperative facilities
throughout the spring planting season.

Here to Help
We continue to provide farm pick-up of your grain as
needed and stand ready to serve your grain and fertilizer
hauling needs. Together with our team of merchandisers,
salesmen, and location managers, we strive to meet your
transportation needs.
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