
Grain Marketing – turning pennies into dollars 

Friday, January 19 @ the Lena Town Hall, 9:45 a.m. to 3 p.m. 

$10 registration fee – includes lunch 
Pre-register by calling 715-732-7510 or e-mailing to scott.reuss@ces.uwex.edu 

 
 Did you make money on your grain acres in 2017?  Do you still have grain in storage that is not priced?  

What about 2018 production? Do the current area cash bids for harvest 2018 delivery scare you or make you 

feel some level of confidence?  (P.S. those values are $3.11 for corn; $8.93 for soybeans, and $3.63 for wheat as 

of 12-19-17.)  Can you make money at current cost and income projections?  What can you afford to pay in land 

rent on different soil types to be able to effectively cash flow?  Can we be proactive about grain marketing, 

while not placing our farm at any extra risk? 

There are many uncertainties when we start marketing our crops.  However, there are certain cycles to 

the grain marketing year that any crop producer can take into account to help them plan out their grain 

marketing strategies.  This can be especially true in a lower grain price climate, such as it appears we will 

continue to face in the upcoming year. We will be concentrating on the grain price annual cycle and how to put 

a plan into place through which you make sound decisions that take emotion out of your pricing decisions. In 

the process, we will analyze the different pricing or protection tools that you can use in your marketing plan. 

 Proper marketing does not mean getting the best price per bushel.  However, a good marketing plan will 

usually net extra pennies/nickels/dimes per bushel, which all add up and can help you increase your bottom line.  

It also includes understanding a few key components of your own operation.  One of these is cost of production, 

so we will start the day with a review of expected costs of production and how you can go about modifying 

those estimates to get an accurate estimate for your operation.  Having an understanding of your costs will allow 

you to make better, more confident decisions regarding pre-harvest pricing opportunities. 

 Another aspect that any producer needs to understand and analyze is how their grain marketing 

decisions interact with their other risk management techniques.  For most farms, the main risk management 

program is their crop insurance policies.  Thus, we will take some time to analyze how crop insurance and grain 

marketing can work together, or at least how you can consider having them do so, if you so desire. 

 Although we will analyze the current market conditions, I believe it is safe to assume that no one will 

have their crystal ball along that tells them precisely what to do, when to do it, and what tools to utilize.  We 

will analyze the various grain marketing terms, tools, and techniques and develop a simple marketing plan 

template for your operation.  You will be able to continue to develop your individualized plan over the rest of 

the marketing year and hopefully use your sense to capture more cents per bushel. 

 

 

Land Rent: Value or Market Approach? 
 Above, I ask ‘how much can you afford to pay in land rent?’.  Do you really know the answer to that 

question?  How do you calculate a land rent value when proposing an annual (or multi-year) land rent to a 

landowner?  Does it change your approach, at all, when you hear that the average acre of corn in Illinois didn’t 

cover the cost of land rent in 2017?   

 I am not able to give anyone an absolute answer when it comes to the question of land rental valuation, 

but there are certainly a number of ways that you can calculate approximate values.  There is also the aspect of 

business preservation that comes into play, though.  Being blunt, the average acre of farmland in our two 

counties is worth more for manure spreading than it is for growing crops (Yes, I get that those two things go 

hand in hand, but they are very different calculations, in my opinion.). Because of that fact, the market approach 

generally overpays land rent, as opposed to what it would be worth solely from the crop production economic 

aspect.  If you want a packet of the resources I utilize at the land rent workshops, either give me a call or an e-

mail and I will send them to you, or consider visiting aglease101.org for a review of those concepts. 
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