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Elburn Cooperative and Growth
John Husk, General Manager johnh@elburncoop.com

As all of you are aware, Elburn Coop has made
and continues to make changes, including
more facilities, more geography, more product
lines, changes in management philosophy, and
changes in sales and marketing.

Our main drive is to be a strong, locally 
operated, independent cooperative. All of our
strategic decisions are based on that premise.
We believe we will accomplish this by helping
our owner-customers be more profitable 
and successful.

Recently we began initial studies to look at 
a unification with Polo Cooperative; these
studies were cancelled at the request of Polo
management, but I believe other such studies
will be based on the same premise. Regardless
of the project, the executive summary will be 
similar. As it is important that you, our owner-
customer, understand the strategic direction,
we have included the executive summary here.

Executive Summary—Polo Cooperative and
Elburn Cooperative Unification Study
The basic issues in our market place that create
a need for this study include the following:

1.Attracting and retaining talent is becoming
more and more difficult. The size of a 
company and the ability to offer challenges 
and promotions within a company are more
important than ever.

2.Offering a diversity of divisions and 
product lines helps to not only keep seasonal
employees engaged all year long, it helps the
customer feel that his company is in expert
hands in most aspects of crop production. 
We become a one stop shop.

3. Procurement of fuel and fertilizers is
increasingly becoming a volume game. 
In order to be able to buy the products our 
customers need, at the most attractive prices
for them, we need to have a critical mass that
matters.

4.The footprint of the company not only
helps with procurement issues but also helps
with regional downturns in production 
usually related to weather. Covering more
geography and customers helps to mitigate risk
if a customer leaves or, for instance, a certain
area is dry.

5.The long-term sustainability of the compa-
ny as a locally owned and independent is
enhanced if the conditions in points 1 thru 4
are satisfied. Both boards have a vision for
operating strong locally owned community
based companies.

As stated earlier, the study with Polo has
stopped. However, we will continue to look 
at opportunities that benefit our owner-
customers.
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Prices of grain and fertilizer products
have surged to record levels. Despite
volatility in global equity markets and
the spill over into the commodity 
markets, there are few signs of 
deterioration in crop nutrient funda-
mentals or let up in market momentum.

No single factor can result in price moves
of the magnitude we have seen. It is

clearly a combination of demand-pull and cost-push developments.
Because grain and crop nutrient markets are global, a wide array 
of factors—from policies to fight inflation in China to weather 
developments in the southern hemisphere—will impact the prices that
farmers in Illinois or China will receive for soybeans and pay for potash.

On the crop nutrients side, a combination of strong demand and sharp
increases in energy and raw materials cost have sent the price of key 
fertilizers into uncharted territory.

Extraordinary Nutrient Demand Growth
Global nutrient demand is growing at more than double the historical
rate. Estimates from the International Fertilizer Association (IFA) 
indicate that global nutrient use will increase 13% or 20 million tonnes
during the three years from 2006 through 2008. That equals more than
double the annual growth rate from 1995 through 2005. 

The 20 million tonne increase in global demand is almost the equivalent
of doubling US demand in just 3 years. Asia is expected to account for
approximately two-thirds of the projected increase and the Americas are
expected to account for one quarter of the growth.

Record Crop Prices 
Positive farm economics driven by record crop prices support the extraor-
dinary demand outlook. One example is the new crop corn contract,
which closed at $5.16 on January 31st. This was down from the previ-
ous record of $5.31 set on January 14 but up $1.00 a bushel since last
fall. And it was $1.15 more than the 2007 new crop price one year ago.

The same situation applies to wheat and the soybeans. The new crop 
soybean contract was $12.46 on January 31st, less than the previous
record high of $12.85 set on January 15th but up more than $3.00 per
bushel since last fall and more than $5.00 greater than the 2007 new crop
price one year ago.

The new crop hard red winter wheat contract closed at $9.45 per bushel
on January 31st. This was also down from the previous high of $9.67 on
January 18th, but it was up more than a $1.00 per bushel from just one
month earlier and almost $4.50 greater than the 2007 new crop prices
one year earlier.

Aside from corn, soybeans and wheat, rough rice and palm oil were also
impacted. The nearby rough rice contract closed at a record $14.82 per
cwt on January 31st. Palm oil closed at record levels during the month of
January as well.

All of these futures contracts set life of contract highs in January. The
markets are clearly sending very strong signals to farmers around the
world to grower a bigger crop in 2008 because there will be little left in
the storage bins to meet an even stronger demand in 2008-09. 

Positive Farm Economics
Most analysts agree that farm economics will remain strong this year.
Record or near-record prices will increase the revenue side of the farm
ledger and, in most cases, offset the increases in farm input costs. Using
the prices set on January 31st for 2007 and 2008 new crop sales, revenue
after variable cost would increase 25% for corn and 90% for soybeans,
presuming the crops were pre-sold using the January 31st price. These
types of increases will be seen worldwide.

All of these increases have made farming an even higher stake poker game
than in the past. Our customers will be risking a larger investment in
their crop production than they did last year to put the crop in 
the ground. As a result, each producer must harvest the maximum 
economic yield from each acre to win this high stakes game. Losing yield
is not an option. Our Agronomy Team is dedicated to helping you
achieve this maximum economic yield. Visit with one of them today.   

Crop Nutrient Prices: 
Where Are We Headed from Here?
John Husk, General Manager johnh@elburncoop.com
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It has been a busy winter at Meredith Road.
Since last summer, we have been steadily
making improvements to better serve our
customers. From our elevators to our equip-
ment to our processes, here is an overview
of what we are up to at Meredith Road.

Grain Elevator Improvements
To ensure the highest level of service to our
customers, we have replaced the pit augers
and pit liners on our corn elevators. We

also replaced liners on some of our conveyers. 

Equipment Upgrades
Our north complex will be the site of construction this summer, when we will
add a dust collection system and complete some minor repairs. We have been
busy moving corn and soybeans into containers this winter, as the container
market continues to be a very strong outlet for both. 

Communication
The spring season is shaping up to be very interesting, and we are wasting no
time preparing for it. If you have not contacted us to begin your preparations,
please do so as soon as possible. We value our customers and understand
how important it is to maintain an open line of communication with them.

Process Improvements
We strive for the best accuracy and timeliness when it comes to applying your
crop nutrients and crop protection products. To help us accomplish this, we
ask that you work with your salesman to create an operational plan for your
crops and color-coded maps of your fields based on the specific crops in each
field. We will keep a copy in our file; just make sure to double-check that the
version we have matches yours. Once you have planted a field, it is important
to call our office immediately so we go over that field and get it on the books.  

Cory Davidson

In the past two months we have seen record highs set in corn, soybean,
wheat, oil, and many other commodities. Also setting record levels are
the inputs to produce these crops such as nitrogen, potash, phosphate,
and chemicals. As you work to lock in higher grain prices for greater
profitability, you may also want to secure the cost side of the equation.
We are talking about using risk management.  By definition, this means
the technique or profession of assessing, minimizing, and preventing
accidental loss to a business, as through the use of insurance, safety
measures, etc.

We have seen record level increases in demand for fertilizers from India,
China, and Brazil. Aging production facilities in the United States have
been overtaken by companies in Europe, where they now produce
more than 50% of some input products. Increasing demand world-
wide, a weak dollar, increasing transportation costs, along with other
factors have pushed input costs higher. Once at our location, interest
costs to carry the products have also increased dramatically.   

Higher prices bring more volatility in all of these inputs. Securing the
price and the products has become a greater challenge than in the past.
Managing price change means first, communicating with your sales
person and second, asking you to assess how much to buy and when
you want delivery.  

As a reliable supplier in the long-term, we try to minimize impact of
changes on input prices by assessing your needs. Sales contracts offer a
way of communicating how much of which product should be bought
for a specific delivery period. Using risk management, you can decide
when to buy and how much. With this commitment, we can anticipate
and purchase the inputs you need. We will pay for the products and ask
you for a down payment to help defray the interest cost that we incur.
This allows you to manage your risk and lock in a profit when you feel
the time is right. 

Market volatility may be here to stay for a while. Prices may go up and
down with bigger swings than ever before; fertilizer may have swings of
hundreds of dollars per ton each way. By locking in prices early, you will
be protected if they go higher during the season. On the same note, if
the prices lower, remember that you are locked in at the price on your
contract. We encourage you to assess your risk with grains sales and
input purchases and lock in profit when you think the time is right.  

The New World Order is here. With good communication, we at
Elburn Cooperative Company are dedicated to help you excel and be
more profitable. 

The New World Order
Ron Alms, Senior Agronomy Salesman rona@elburncoop.com

Meredith Road Making
Preparations for Spring
Cory Davidson, Meredith Road Manager 

cory.davidson@elburncoop.com

By locking in prices early, you will be 

protected if they go higher during the season.

We value our customers and understand

how important it is to maintain an open

line of communication.
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The Grain Page

Grain marketing has never been more complex or risky than in the last
few months, whether you are a producer, grain merchandiser, or end
user. 2007 was certainly a tremendous year financially for almost all grain
producers. These volatile markets exploding to the upside have also led
to higher input prices, farmland valuation and cash rent. Due to these
changes, the margin for error has become greater for 2008 and beyond. 

Before we can understand this market, we need to know the underlining
forces that have driven commodity prices to all time highs. Let’s start
with the globalization that has been a major force in contributing to the
upward spiral in physical commodity prices. In 1997, China, India,
Russia, Brazil and Indonesia represented just 8% of the world GDP. In
the last 10 years, those five countries’ share of global GDP has grown to
a startling 28.3%. Contributing to these forces is the persistent decline in
the value of the U.S. dollar, which gives our overseas customers greater
buying power. Now let’s throw in one more ingredient: the global invest-
ment community’s re-allocating investments away from securities toward
commodities. These trends are continuing as returns on commodities
improve relative to other investment alternatives. All of these factors,
including government mandates on renewable fuels in the U.S. and 
elsewhere, have brought us to this dynamic market. 

Historically, bull markets come and bull markets go, while bear markets
can seem to drag on for years. Explosive markets such as the one we have
been experiencing don’t come very often but can leave their mark for a
long time. These explosive markets can create a lot of havoc in the grain
industry as they put pressure on working capital and credit. These types
of markets also cause concern on the cash grain side of the market, 
especially when they rise higher than the market will bear. As you know,
the price of CBOT futures is one factor in the value for your cash grain.
Basis is the other factor. Recent CBOT price action has led to increased
volatility in cash basis levels. In the last several years we have seen a 
definite increase in the volume of hedge to arrive contracts. This is a 
marketing tool that has given producers more flexibility in pricing their
cash grain, allowing the ability to lock in the CBOT futures price when

it is attractive while attaching a cash basis at a later point in time when
the market is in need of the cash grain. This year producers and grain
merchandisers with hedge grain have been frustrated, waiting for the cash
grain market to “want” our grain. The explosive markets have keep the
pipeline more than supplied with the grain needed to feed the ethanol
plants, feed lots and export demand. 

This lack of predictability of cash grain market basis performance is 
leading to many changes in the grain industry. There is a wide range of
policy changes from the end user to the terminal elevators to country 
elevators. It used to be pretty easy for grain buyers to offer contracting
alternatives to producers. You figure up your transaction costs, add a
nominal amount for financing and go from there. Today, these costs are
impossible to predict and could have a significant range in addition to
capital requirements.

As an example, let’s consider that when a hedge to arrive contract is 
created, the buyer of the grain will in turn sell a contract of corn on the
Chicago Board of Trade. Let’s assume that we purchased 5,000 bushels
of corn a year ago based on December 2008 corn futures. The price a
year ago was approximately $3.80. The price of December 2008 corn
futures today is near $5.80. As grain prices rise, companies must put
more money into their margin accounts to maintain the short 
futures position. In this case a requirement would be $10,000 
($2.00 x 5,000 bu.) at 6.5% interest the cost of holding the position for
one month is over $.01 per bushel, for twelve months the cost would be
over $.12 to maintain the contract. It is pretty easy to see why a $.05
“HTA” fee may be inadequate in such an uncertain market environment. 

The uncertainly presented in the previous example has led Elburn
Cooperative to change our grain contract policies and further volatility
could lead to more changes. Our contract purchase policy is listed 
separately in this newsletter. 

Elburn Cooperative will strive to continue to offer prudent cash grain
alternatives to serve your grain marketing and risk management needs.
We believe that the recent activity will change how you market your grain
for years to come. Feel free to call your grain merchandiser to discuss
what other options may be available to you. 

Understanding Grain Marketing Today
Phil Farrell, Assistant Manager philf@elburncoop.com     Chuck Peterson, Grain Merchandising—Sandwich chuck.peterson@elburncoop.com
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While at Western Illinois University, I took Macro-Economics 201 where
we learned the Law of Demand. It states that, all other factors remaining
equal, the higher the price, the lower the demand. 

The key phrase to note
is “all other factors
remaining equal.” For
producers in the United
States, all other factors
have not remained equal
as stated above, which is
why corn demand 
continues to rise even
with higher prices. In
the past when corn went
to $4.00 or $5.00 per

bushel, demand rationed and the price quickly fell until demand kicked
back up (imagine sliding down the green line in the chart above). What
has change in the past two years that has made the corn price more 
inelastic? The initial increased corn demand has come from it being a fuel
resource in the form of ethanol. Fuel is something the world is craving
more and more each day. Fuel by nature is very price inelastic, meaning
that even with large price swings, demand stays steady.  

For example, if you sat down to do a household budget and you needed
to cut costs, food and fuels would probably be at the bottom of your list
because you really can’t do without either one; that is also how it looks on

the world budget. The U.S. dollar is weak and that has contributed to
export increases as seen in the bottom line in the chart below. Crude oil is
over $100/barrel which has allowed ethanol production to increase to 
government mandates, which is shown on the middle line below. Feed
usage has been steady to higher than that of a year ago due to increased
livestock prices, which is illustrated on the top line. While current 
livestock margins are in the red, the futures market does point to 
continued corn usage with favorable futures prices. What started with
ethanol production has continued with exports and feed usage to make
the corn demand very strong for the following years.  
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Record high prices and higher profits in the grain market as of late have brought
with them record high risk in the way of input and land costs. Any crop loss
could be devastating for an operation. Many producers have chosen to protect
themselves and offset some of the risks by incorporating crop insurance as part
of their marketing program.

In these extremely volatile markets, many producers may have selected RA
rather then CRC. RA and CRC have not usually had wide variance in premium
cost in the past, yet RA does not have a cap on the second pricing date, 
where CRC does. Producers who have sold well over 50% of their production
pre-harvest might find substantially more protection with RA than CRC,
because RA could allow you to buy back contracts should production fall. 

For those producers who have a substantial amount of acreage within one or
more counties, GRIP is the most likely option for this upcoming year. As always,
the biggest risk with GRIP is that you collect on the average yield within your
county. This means that if you realize significantly lower yields than the 
county average, you may not collect at all. 

Each type of crop insurance protection has implications. Feel free to talk to 
us about how different marketing tools may work well with the insurance 
protection you have chosen. Market is more important then ever with the
volatility we are seeing. 

The Demand for Corn Versus the Law of Demand 
Scott Meyer, Grain Merchandising—Sycamore scott.meyer@elburncoop.com

Choosing the Right Crop Insurance
Chris Spurlock, Grain Merchandising—Steward chris.spurlock@elburncoop.com



A Hearty Welcome from Sandwich
Chuck Peterson, Grain Merchandising—Sandwich

chuck.peterson@elburncoop.com

Having been at the Sandwich location for 13 years, specializing in feed
and grain merchandising, I am thrilled to serve as location manager here
at Sandwich. I grew up on a farm in rural Lisbon and attended Lisbon
Grade School, Newark High School and Joliet Junior College. I prepared
myself for a career in agriculture, starting with an associate’s degree in
agriculture. I worked for four years in the agronomy field, three years
with a national agricultural retailer and sixteen years with a regional 
fertilizer and grain company. In 1995, the opportunity came up to 
purchase the elevator here at Sandwich, and in April 2007, we became a
division of Elburn Cooperative. 

Grain merchandising has evolved quickly over these last few years. With
so many new markets available to the producer—ethanol, containers,
rail, and other traditional markets—we have to calculate which market is
the best for our customers. Working with Elburn Cooperative affords
you some of the best merchandising opportunities in North Central
Illinois. Feel free to call us at anytime at (815) 786-8149 or mobile 
(815) 739-2136.

The Grain Page

Elburn Cooperative will offer HTA and cash contracts for grain to be
delivered within the next twelve months of the contract date. HTA 
contracts will have service charges based on the following sliding scale. A
service charge of 2.5 cents per three month period for corn HTA’s from
the date of the contract. Wheat and soybean contracts will have a service
charge of 5 cents per three month period. Contracts beyond that time
frame may be offered at a later point in time. The company will allow
HTA contracts to be rolled one time, within the same crop year, for a fee
to be determined at the time of the roll.

The company will offer cash wheat contracts only during CME group
agricultural trading sessions. The company policy on Wheat HTA’s will
be that we will offer HTA contracts in 5,000 bushel increments. We will
allow a producer to contract a lesser amount if the initial position can be
purchased simultaneously with another amount that will allow the 
company to hedge a 5,000 bushel position. 

Elburn Cooperative Grain 
Contract Purchase Policies

The fall season saw a bit of change for
Elburn Cooperative, including additions to
staffing and facilities. Fall dry fertilizer 
volume was up 17% to 12,300 tons, while
anhydrous tonnage increased 39%. Lime
tonnage was 30,910 this fall, an 86%
increase over last year’s volume. Grain
bushels handled since the start of the fiscal
year have seen considerable jumps as
well. Corn receipts are up 57% to 19,352,000
bushels, while soybeans experienced a
3.6% decrease to 2,691,500 bushels. Sales
volume for this time period also grew to
15,586,000 bushels, up 64%. 

Capital expenditures were $4.25 million
through the first six months of the fiscal
year, with additions to our transportation

fleet, two floaters, and the various Steward
projects, including the driveway, a bin, a
dryer and the two million bushel temporary
storage ring. We have extended our term
debt to finance these additions that help us
improve our service levels.

We have completed the Newark Farmers
Grain property closing and made payments
to equity holders for their stock and 
allocated equities as per the terms of the
purchase agreement. Your board of direc-
tors approved all equity redemption
requests presented to date in the December
board meeting. Elburn Cooperative
Company is up to date on all redemption
requests, and our revolvement program has
redeemed all issuance prior to 1980.

F I N A N C I A L
C O R N E R

Dale Dykstra ,  CPA,  Control ler  
dale@elburncoop.com
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Lots of exciting changes are happening at Newark Grain. Construction 
is coming to an end on our project to remodel the office. We have 
reconfigured the layout to better suit customer needs; stop in and see what
we’ve done.

Change is occurring outside of the office as well. The old elevator and two
silos will soon be demolished to improve traffic flow for truck movement
in and out of the facility. The elevator was part of the original storage 
facility built in 1914. In those 96 years it has certainly served its purpose.
With the transition from wagons to semis, the elevator simply has become
too small to serve the needs of our customers today. In anticipation of
spring, we are gearing up for the small seed season. Whether you need 
pasture mix, lawn seed, or alfalfa seed, we can custom mix seed to meet
your specific needs. No job is too big or too small! 

The energy department is also seeing some changes; the old chemical 
containment building is being retrofitted into our new fuel bulk plant.
Permits have been applied for, tanks have been ordered, and construction
will soon begin. A new 4,000-gallon delivery truck has been ordered,
which will allow us to refurbish our existing truck and give us two 
delivery trucks. All these updates allow us to provide product to the entire
Elburn Cooperative service area. The following products will be available:
gasohol, on and off road diesel, biodiesel blends, and lubricants. Packaged
oil products will be available at your local Elburn Cooperative location.
Thirty gallon and 55-gallon drums will be available for pickup or can be 
delivered from Newark. 

Midland Crossing Reaches “First” Milestone
Midland Crossing will celebrate our first anniversary on April 1st. Since
opening, we have made a number of changes to meet our customers’
needs. Inventory and product lines have been adjusted to better serve the
local area. 

It’s beginning to look a lot like spring at Midland Crossing, which means
the return of flowers, bedding plants, and hanging baskets. Stop in as early
as May 1st for the best selection. 

Back by popular demand, Chick Days are returning to Midland Crossing.
Order your chicks, ducks, quail, and pheasants in April. Last year, we sold
more than 1,500 chicks during Chick Days! Poultry feeds and equipment
will also be featured. Contact the colonel, also known as Clint Vaughan,
if you would like to place an order. 

Finally, don’t forget to check out Midland Crossing for all of your spring
cleaning and sprucing up needs. From paint to lawn fertilizer, we have
exactly what you need. 
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After another successful harvest, we moved
record amounts of grain into our facilities.
We continued moving grain through what
seemed like a very long winter. Both hopper
truck and containers moved corn and 
soybeans through the winter, and we will
continue into the spring. Our on-farm pickup
service has been successful, as record
prices have increased demand and drawn
grain out of storage. Communication 

continues to be a key component in providing superior service to our 
customers. Our drivers strive to lead the way by communicating regularly 
with customers.

With the addition of Newark Grain this fall, we added three new drivers and
trucks to our fleet, as well as new customers to serve. We welcome Rex
Hardersen, Jim Whalen, and Nathan Herrman to our team. They will join Carl,
Terry, Bob and our local trucking companies to help serve all of our customer’s
hauling needs.

We look forward to helping you with all of your grain hauling needs. The 
dedicated dispatch line we set up this fall has been successfully providing a
single contact point for all grain trucking needs. Contact us at (815) 899-HAUL
(4285) or toll free (866) 676-HAUL (4285). I can also be reached by cell phone at
(630) 327-2305 or by Nextel Direct Connect 111*4757*65.   

Mike Etienne 

Newark Grain Gearing Up for Spring With Changes Throughout
Jerry Whalen, Newark Grain Manager jerry.whalen@elburncoop.com

Ready to Help With Your Hauling Needs
Mike Etienne, Trucking Logistics Manager mike.etienne@elburncoop.com

power up

Beginning April 1, we’re pleased to offer 
the following to our entire customer base:

• Engine oils, hydraulic oils, and lubricants

• Gasoline, gasohol, and biodiesel

• Farm-delivered refined fuels

• Fuel contracts

To help you maximize your energy investment, we offer a 5-cent-per-gallon discount
on gasoline or diesel fuel when payment is received within 10 days of delivery.

For more information, please call:
Jerry Whalen at 815-695-5141, ext. 25 or Andy Kuntz at 815-693-6883

P E T R O L E U M  A N D  E N E R G Y
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A lot has happened since last fall. The
value of crops and inputs has changed
significantly and keeping track of
inventories has become even more
important. A loss of even a few tons of
fertilizer can add up to thousands of
dollars. To help us address these
changes, a new truck scale is being 
constructed at Sycamore, set directly to

the west of the office running length-way north and south. The scale
will be utilized for inbound and outbound fertilizer and for bulk 
chemical deliveries. It will also aid in the calibration of all liquid meters.
Permits for the scale were granted last fall, and a new driveway was 
constructed before winter. 

We know that agricultural businesses and their producers depend upon
correct meter calibrations and inventories. Over-applying fertilizer
and/or pesticide with improperly calibrated equipment can be a very
expensive mistake. It is important to have your insecticide properly 
calibrated on your planter and sprayer monitor. This will not only save
you money, but is environmentally responsible to do so. Please contact
your local Elburn Cooperative salesperson for any assistance.

We have hired Adam Day to better service our Sycamore customers.
Adam grew up in Sycamore and started with the Sycamore FFA while
he was in school. He focused on agriculture through his tenure at
Sycamore, he worked on a local dairy farm, and he helped with other
farming applications in the summer time. While in FFA, Adam
received his State FFA Degree and was the Star in Placement for the
American Degree Award for Illinois. He also won many other awards
at the State FFA level. After high school, Adam worked in the retail fer-
tilizer business with applications in crop scouting, soil sampling, yield
monitor service, auto-guidance systems, and chemical and fertilizer
mixing. We welcome Adam to Sycamore sales team and are confident
that he will be an asset to our customers.

The spring planting season is approaching fast. We want to remind 
you to be careful and have a safe spring. Thank you very much for your
continued support.

Dave Kleckner

New Truck Scale at Sycamore 
Will Help Better Track Inventories
Dave Kleckner, Sycamore Manager davek@elburncoop.com
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Newark Agronomy would like to 
welcome all Newark Grain customers.
The transition to combine both agron-
omy plants is near completion. 
In order to provide timely service 
during the transition, we have added or
updated both applications and nurse
equipment, and we added storage
capacity at the Route 47 location. 

Scheduling workload will continue to be the key to success this spring.
We will need to know about any changes in your cropping plan to
insure that things keep rolling during the busy planting season. If you
have made changes, please advise your Elburn Cooperative salesperson.
You can help us maximize employees and equipment productivity by
communicating your needs two days ahead of time.

As the facilities and equipment have been consolidated, so has the
Agronomy staff. Jeff Findlay joined Route 47 Agronomy, and he will
continue to service the Newark Farmers Grain customer base. On the
custom application side, Mike Mathesius is now full time and will play

a key role in servicing Newark customers. During the spring rush you
can expect to see many other familiar faces from Newark Grain. As
always, our goal is to meet your needs in a timely fashion.

We wish you safe and successful planting season and thank you for 
your continued support.

Rod Aulis

Communication Key to Agronomy Success this Spring
Rod Aulis, Newark Manager roda@elburncoop.com

AGRONOMY SALES AT NEWARK
Joel Anderson Jeff Findlay 
Rod Aulis Ken Funk  
Tommy Cowherd Scott Lagger

NEWARK AGRONOMY OFFICE MANAGER
Pam Cryder

NEWARK AGRONOMY OPERATIONS MANAGER
Matt Monsess

NEWARK CUSTOM APPLICATORS
John Manning Nat Herman
Mike Mathesius Tommy Cowherd
Dave Nichols Ken Funk
Rod Aulis

It’s important to have your insecticide properly

calibrated on your equipment; this not only saves

you money, but it’s environmentally responsible.



9

This is the time of year when we see
increased inquires about soybean seed
treatments. The current fall prices have
prompted more interest than we have
seen in past years. Elburn Cooperative
has been custom applying soybean seed
treatment for six years, and once again
this year we will be treating soybeans with
WardenTM RTAR (fungicide) and adding

WardenR CZ (All-in-One Protection). 

WardenTM RTAR provides contact and systemic control for seed and
seedling from several major diseases, including: 

• Phytophthora • Pythium
• Rhizoctonia • Phomopsis
• Fusarium • Seed-borne Sclerotina

WardenTM RTAR protects yields by defending seed and young seedlings
from disease. The extra seed protection allows producers to plant earlier
into cool, wet soil, therefore reducing the risk of replanting. Other 
benefits include: 

• Improved germination • High-value seed investment protection
• Enhanced early season vigor • Defense against replanting costs
• Earlier canopy • Excellent return on investment

WardenTM RTAR maximizes your Phytophthora and Pythium protection
by providing two times the rate of Mefenoxam
(Apron) as compared to other fungicide products.

WardenR CZ is an insect and disease protection
premix formulation of CruiserR (thiamethoxam)
and WardenTM RTAR. WardenR CZ will provide
all the benefits that come with WardenTM RTAR,
plus the benefits of CruiserR. CruiserR protects
soybean seed and seedlings against destructive
pests, including soybean aphids, bean leaf beetle,
seed corn maggot and wireworms, with minimal
impact to beneficial insects. It keeps pest popula-
tions under control and protects soybeans from
viruses that insects can transmit.

The chart at the left from the Illinois Agricultural
Pest Management Handbook can help you 
determine if you need to use a fungicide.

Ron Alms, Karl Gust, Joe Rich and Nick Scherer
are ready to assist you with any soybean seed
treatments that may benefit your operation. Call
us today to begin planning for the spring season. 

Thanks for your past business. We look forward
to working with you this spring!

Current Prices Have Spiked Interest 
in Soybean Seed Treatments
Joe Rich, Seed Division Manager joe.rich@plantpioneer.com

Joe Rich



Bob Wicklund, Lawn Care Manager  bob.wicklund@elburncoop.com

In the midst of record-breaking grain prices, Blackberry Station has
increased feed sales. Quality suppliers like Purina, Kent, Buckeye, and
Diamond have allowed us to supply a wide range of animal nutritional
needs with fresh product, picked up at our facility or delivered by one
of our courteous staff. Our bulk delivery service provides customers
with efficient delivery at reasonable pricing.

This year we are increasing our commitment to provide quality grass
seed, fertilizer, organic fertilizer and feed, and related products and 
services. In addition to offering Martenson grass seed and Pasture
Perfect pasture seed, we are pleased to announce our dealer relationship
with Earth Carpet and Forage First seed products. Earth Carpet has
equipped us with marketing assistance, both on site and in the field, 
giving us the tools to serve our community with the right information
for lawn, garden and pasture care. Again this year, we will be happy to
receive soil samples for analysis. Knowing your soil pH is the first step
in treatment for a healthy lawn, pasture or garden.

Blackberry Station Forges
New Dealer Relationships

Morris River Terminal Spout
Raising Makes All the Difference

Five-Step Program is 
Back at Elburn Lawn Care
Our five-step program is back:

Step 1 20-0-6  Early season nitrogen application with
added dimension (.10%) for crabgrass.
Contains 20% sulfur-coated urea (SCU).

Step 2 28-3-10 Balanced second step with N, P, & K. 
Contains 50% Uflexx (providing extended
nitrogen availability) while reducing
nitrogen loss from volatility. 

Step 3 21-3-8 Contains .20% merit (for long season
grub control). 50% SCU promotes even, 
stabilized feeding through summer
stress.

Step 4 28-3-10 Perfect analysis for the late season
application. Extra potassium ensures
healthy plants come next spring.
Contains 50% Uflexx.

Step 5 25-0-4 The last step is an application of 50%
slow release. Slow release is never
more important than when going into
winter. This enables the plant to get
steady feeding as it prepares its roots
for the cold season.

Services for the 2008 season include soil test analysis, lawn
seeding and over seeding, core aeration, and landscape, lawn,
and tree and shrub consultation. 

Interest in our Pasture Care Renovation, Seeding and Repair
Program has grown dramatically since last fall. Related servic-
es include soil test and analysis, custom fertilizer application,
core-aeration and animal friendly broad leaf weed control.

We look forward to seeing you this spring!

Steve Scalf Seed Pros is thrilled to work with Elburn Cooperative Company and
their excellent sales team, including Joel Anderson, Scott Lagger, Jeff Findlay,
Tommy Cowherd, and Ken Funk at Route 47 under the direction of Rod Aulis,
Location Manager. 

After establishing ourselves in the community and having many years of 
experience selling Pioneer Seed, we saw the need to broaden our reach and
add of expert agronomy from Newark Agronomy at Route 47. We now have a
great team in place that can handle precision agriculture, chemistry, fertilizer,
seed, mapping, crop scouting and soil testing.

Through this union, our customers will benefit from the convenience of better
accessibility to superior products and exceptional service, adding value to your
operation. As the 2008 growing season approaches, we are eager to offer 
solutions to the challenges you may face. We look forward to assisting you and
contributing to your success.

Over the next four years, we will run a Hi Yield Soybean project. Our mission 
is to take soybean yields from where they are now, 55 BPA, up to 70 BPA on a
consistent basis. It will not happen overnight, and it will not be completed 
without some expense. However, with soybean prices at $12-$14, the payoff
could be a $3 return for each $1 invested per acre. Expect to see more coming.
Watch on www.elburncoop.com

No Challenge is Too Great for Seed Pros
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In previous seasons, when water levels were high, we were not able to
load barges. Since raising our spout, we have been loading barges
despite record snowfall and reaching flood stage water levels several
times. On many occasions we pulled out the barge winch motor, only
to put it back in again. This year, we had to build a dike just one time.

The extreme subzero temperatures have made it difficult to keep our
machinery in working order. We are definitely welcoming the sun and
rising temperatures as spring arrives. Please remember to keep safety in
mind as you begin your spring planting.  

Welcome Steve Fronczak
We are pleased to welcome Steve Fronczak to our team. Steve lives in
Morris with his wife, Gladys, and enjoys fishing, softball, and camping. 



Evan Easterhouse joined Elburn
Cooperative Company in January
2008. He performs general elevator
operations such as loading and unload-
ing grain trucks and general upkeep of
the Steward facility. Evan is a Steward
Volunteer Firefighter and is studying to
become a level two firefighter and 
an EMT.

Joe Dorneden came to Elburn
Cooperative in October 2006. He has
since played an integral role in opera-
tions at Steward. Joe served in the
Marine Corps and is a graduate of
Coastal Carolina University with a
degree in business. He is a father of two,
Jackie and Frank, and recently became a
grandfather.

Ashley Randall came to Elburn Coop
in 2007. She is the office secretary and
scale operator at Steward. Ashley 
handles weighing of the trucks and 
sampling grain. She also runs the front
desk, greets customers, answers the
phone, enters inbound and outbound
ticket information into the computer,
and cleans the office. Ashley grew up in

Maple Park and attended Kaneland School District. Besides working
full time at the Elburn Coop, she is also a full time mother to her 
two-year-old daughter, Abigail.

Katie Wishall, whose roots are in a farm
near Yorkville, is a graduate of Illinois
State University with a degree in Ag
Business. Her career has included duties
as an Agronomy Operations Manager
for a multi national company in Texas
and most recently as an agronomy
products sales person for a cooperative
in Western Iowa. Katie’s primary

responsibility at Elburn Cooperative will be to introduce fuels and
lubricants to the entire Elburn geography. She will be making farm calls,
visiting our locations and introducing weekly market updates of the
petroleum markets via our website and emails. During the upcoming

spring planting rush you will find Katie at Meredith Road assisting with 
spraying operations. Katie and her husband Brian had been living in
Council Bluffs, Iowa and are in the process of moving to the area. 

Adam Day grew up in Sycamore and
was very active in FFA. His previous
employment kept him busy installing
monitors for farm and custom 
equipment. He wanted to make the
next step by getting involved on a more
personal basis with growers, so we
brought him on for chemistry and 
fertilizer sales. He will work the
Sycamore area reporting to Dave

Kleckner, Sycamore Location Manager. Adam is halfway to completing
his undergraduate degree in business. He lives with his wife and child
near Hinckley, IL. 

Nick Scherer started at Elburn
Cooperative in January 2008, and
comes to us with four years of 
experience running floater equipment
at another retailer. He grew up on a
family farm north of Genoa, where they
grew corn and beans. Nick graduated
from Illinois State University in 2003
with an agricultural business degree.

Nick is a very steady, committed young man who looks forward to
working with farmers in the community. He will be promoting Pioneer
Seed out of Sycamore, working under Joe Rich as he is learning the seed
business over the next year.

You can expect to see both Nick and Adam planting plots, treating seed,
and making sure seed, chemistry, and fertilizer are in place. Even more
important will be the visits to your farms as they become acquainted
with you and your operations. They will get to know each of you and
establish an understanding of your needs so they can provide the best
service possible. 

Brett Garland joined the team at Meredith Road this past winter. One
of Brett’s main jobs will be helping with lime in the fall along with 
helping haul grain to all the different markets. When Brett is not in a
truck he will be helping with different aspects of grain and agronomy
duties at Meredith Road. Brett has worked in Alaska on the pipelines
for the last 15 years. He lives in Sycamore with his two girls. 

Elburn Cooperative Welcomes New Staff 
With Expertise to Serve You Better

Evan Easterhouse

Joe Dornedon

Ashley Randall

Katie Wishall

Adam Day

Nick Scherer
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What an amazing fall we had at Steward.

I want to thank all the customers who brought
grain to Steward. We managed to keep lines
down to a minimum on most days, even with
the huge increase in corn acres.

Record breaking prices made for some very
happy farmers in 2007. We brought in nearly
4,000,000 bushels of corn and approximately
315,000 bushels of beans. Once again, we
filled the elevator to the maximum in the fall
and moved some grain out during the harvest
period to assure room for farm deliveries. 

Improvements
In the Lee, Ogle, and DeKalb counties we saw
an increase of 108,000 acres of corn over the
2006 crop, resulting in nearly 25,000,000
more bushels of corn for each one put away.
The decision made earlier in the year to add a
new dryer and bin from Brock Manufacturing
really paid off. The new dryer ran very well for
us, allowing Steward to keep up with demand
for space. As many of you commented to me,
the new dryer was considerably quieter than
the old one, and the area around the dump
pits was a lot cleaner. The new bin holds
514,000 bushels and was completed just in
time to keep the harvest rolling along with
only minor delays. The third and largest addi-
tion was the rebuilding of the ground pile,

which now holds an extra 2,000,000 bushels.
It was finished on October 21st, and we filled
it in only 14 days. This helped to finish up the
corn harvest.

On the opposite end of the spectrum last year
were the beans. With 111,000 fewer acres, we
produced 6,800,000 fewer beans. From con-
versations I had with customers, I suspect they
would have reduced production even more. It
seems that no one had a smooth bean harvest.
From green stem that refused to go through
the machines to the flooded areas where the
head wasn’t even visible, the bean harvest
seemed to go on forever. The good news was
that it gave us more room for the corn.

Around the Elevator 
Since last fall, we have had some returning
faces as well as a few new faces at Steward.
First, returning to the pits were Nick Hankes
and Joe Dorneden. Chris Spurlock was back
to help customers with market advice. New
this fall was Ashley Randall, who handled
scale duties and answered the phones. Evan
Easterhouse joined us in January; he moved to
the area last July from Libertyville. Last but
not the least, I am going on my 4th year here.
As always, let me know if there is anything I
can do for you.

Outstanding Fall Prepares Steward for Spring 
Mike Harmon, Steward Manager mikeh@elburncoop.com


