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IN THIS ISSUE:

When asked by cattlemen and cattlewomen 
what was most enjoyable about being 
president of the National Cattlemens 
Beef Association this past year, I usually 
stop them in their tracks by saying the 
relationships that were built, rather than the 
great political victories and good markets 
we enjoyed in 2017.  As most of you know, 
we will always have issues and challenges 
every year, but it is how we analyze, respond 
and act on those issues that determine 
how we successfully create opportunities 
to address them.  Sometimes we need 
immediate action and sometimes it takes a 
longer time period to accomplish.

In order to have a successful business 
(Association), you must first have a sound 
business plan that people (Members) 
believe in, can get behind, is transparent, 
creates momentum and engages a larger 
body of membership and producers, 
otherwise called RELATIONSHIP BUILDING.  
It starts at the top, with a dedicated staff 
and volunteer leadership TEAM, who 
are unselfish, open in their thinking and 
leading the beef industry forward as a 
group, not as individuals.  As a grassroots 
organization, building a trust with state 
affiliate organizations has been a priority so 
that producers can believe in the mission 
and vision of the national organization by 
getting behind the efforts, sharing their 
ideas, and having engaged conversations 
whether it be a state or national issue.  
Strengthening our committee leaders and 

regional vice presidents has also been a 
long term goal as it helps facilitate open, 
transparent communication throughout 
the country to a larger body of members as 
well as to the whole beef community.  We 
have been striving to be more inclusive and 
believe we have momentum as we move 
to 2018 and beyond.  The main reason for 
my above observations is to show that by 
building a good solid infrastructure, it has 
allowed more success as we have tackled 
our issues. 

I would be remiss if some of our successes 
in 2017, as well as continued in challenges 
2018, weren’t addressed.  Starting with the 
elimination of regulations like WOTUS, 
GIPSA, MCOOL, and BLM 2.0 Rules have 
made doing business less burdensome 
for producers as this administration has 
rolled back 22 regulations for every 1 new 
regulation put in place.  The new tax reform 
package, while not perfect, does a lot of 
good things not only for us as producers, 
but also our consuming public, which 
purchases our product.  Trade was and will 
be a top priority for all of us, and I believe 
we elevated the message in the country.  
While we opened China and saw our total 
export grow 15% in value for beef and beef 
varietal products, we remain vigilant in our 
pressure doing renegotiation not to harm 
extremely important markets like the North 
American Free Trade Agreement (NAFTA) 
worth $1.8 billion and Korea Free Trade 
Agreement (KORUS) worth $1.25 billion.  
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Japan, the big prize we let get away when we left the Trans 
Pacific Partnership (TPP), was a huge market in 2017 with 
over $1.85 billion revenue; however, as other countries move 
forward with a lower tariff rate (ours is at 38.5% and remains 
there, the new TPP 11 will move to 9%) we could see pressure 
over the next several years without negotiating a bilateral 
agreement.  Trade is challenging and never smooth, but 
extremely important to our bottom line for producers as 95% 
of the global market lives outside of the United States. 

Policy issues that still need to be addressed are the 2018 
Farmbill in which we need to protect funding for research 
and conservation titles, as well as developing a secure beef 
plan for disease control which includes funding for a Foot and 
Mouth vaccine bank to insure the security of the beef industry.  
Working on issues such as electronic logging devices, 
ammonium release reporting (CERCLA), Endangered Species 
Act, traceability and protection of key technologies are many 
challenges we will be dealing with in 2018 from the policy 
side.  

On the checkoff side, NCBA works as a proud contractor to 
help lay the groundwork to advance the benefits of beef.  
Sure we still do research, education and promotion but as 
times change, so do the things the checkoff does.  In 2017 all 
websites that pertained to beef were combined into a one 
stop shop for all things beef, making it simpler to use.  That’s 
right, the old slogan used for many years, “Beef-It’s What’s 
For Dinner” was relaunched as market research showed it 
still had great recognition with consumers, and they could 
find all information on beef whether looking for recipes to 
beef’s nutrition profile, or finding out how beef is raised 
from gate to plate.  Also, aggressive digital marketing was 
launched to millennials and Generation Z through YouTube, 
Facebook, Pinterest, etc. using “Rethink the Ranch,” a social 
media campaign that explains modern beef production to the 
general public who do not understand the way we produce 
that tasty high quality product. 
Issues management has evolved during the last several 
years and has become an extremely valuable tool for the 
beef industry, as it not only monitors communications that 
can negatively affect the product, but it also creates plans of 
work to address and tackle those issues, something that has 
become more challenging with social media. 

Work on sustainability, beef safety research, product 

innovation, nutrition influences and a whole host of others 
will be continued in 2018 and beyond.  New challenges or 
opportunities depending on how you look at them will be 
things like how we market beef in the future with Amazon and 
Walmart racing to change the landscape with home delivery, 
Blue Apron and Farm Fresh sending consumers complete 
meal kits, and what effect that has on beef demand as a 
whole.  Fake meat was a huge topic in 2017 and I don’t see 
it leaving anytime soon, so we will deal with not only plant 
based, but also cell tissue developed proteins that have a lot 
of investment money pushing them into the market place. 

During the last seven years of national industry involvement, 
I have seen many people step up to volunteer their time and 
talent to help move the beef industry forward.  Sometimes 
solutions move quickly, and most often they are on a longer 
trajectory than the producer would like, but that’s usually all 
right as we have to move the industry forward in a responsible 
manner.  It is your industry and so you must understand all the 
issues and challenges that it faces and help turn those into 
opportunities for you and the future generation that follow.  
Get involved, stay involved, don’t get mad and quit when 
things don’t go your way, never give up - it’s a marathon not 
a sprint.  Change is not an option, embrace and be part of it!  
Thanks for all your support the last several years.  It has been 
an honor to serve this state and industry. 

A fourth-generation cattleman from Elwood, Neb., Craig 
Uden has always been active in helping shape the ever-
challenging and changing beef industry. He believes in giving 
back to an industry that has been good to him, and while he 
has stepped aside from the day to day management, he still 
enjoys buying and selling cattle and his customer relations 
title, because it is the relationships that are built in the cattle 
industry that make this business so rewarding. People work 
toward a common goal to improve and learn so that their 
industry is sustainable for future generations. Craig is a partner 
in Darr Feedlot Inc., a commercial cattle feeding operation 
in central Nebraska. Craig and his wife, Terri, also own and 
manage three commercial cow-calf operations.

They have a daughter, Blair, who is involved in agribusiness 
and her and husband own a registered Red Angus operation 
in Minnesota. His son, Andrew, and his wife work on the 
family operation helping oversee the cow-calf operation. 

Serving the Cattle Industry into 2018
By Craig Uden 
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Succession and Retirement 
Planning Offers Many Planning 
Opportunities… Think of it as 
“Strategic Business Planning”
By Andrew Zenk, Consultant – Succession and Retirement Planning Department
AgCountry Farm Credit Services

continued on page 4

I have been working as a Consultant with AgCountry Farm 
Credit Services since 2007.  I have worked with countless 
operations throughout this time, building specialized plans 
tailored to each operation’s unique needs.  Many of these 
plans involve goals to transition the farming operation 
to the next generation, and focusing on succession and 
retirement planning for the senior generation.  This focus 
often includes farm transition planning; estate planning, 
i.e. addressing fair vs. equal for farming and non-farming 
children, efficient tax planning, asset protection and like 
matters.  These components are integral; and a main focus 
for those transitioning the farming operation.  However, 
these plans are a part of a much broader spectrum of 
planning.  This service does not only apply to those whose 
goal is to transition the farm.  

This planning is critical for all types of producers, in very 
different phases of their careers.  Think of this broader 
spectrum of planning as “strategic business planning”; 
crucial for operations in all stages.  Strategic business 
planning is something that all types and ages of producers 
should focus on, and assure that your goals are being met, 
with a focus on today and an eye as well as on the future.  

Operations and producers of all ages generally have 
a multitude of strategic business planning needs.  For 
example, estate planning is a need for all.  You should 
assure the proper documents are in place, and that they 
meet your needs for today.  An estate plan lives along 
with you, and needs to be changed as your life changes.  
Often, estate planning documents include a last will and 
testament or revocable living trust based plan, including 
a financial power of attorney, a health care directive and 
a living will.  We work together to build a plan with your 
legal professionals that will meet your needs for today and 
modify into the future.  

Additionally, an important part of estate planning involves 
estate tax planning.  With the federal estate tax rules 
increasing with the recent federal tax reform, it is easy 
to assume that you don’t need to estate tax plan if you 
are below the exemption amount.  But what about state 
level estate taxes?  For example, Minnesota has a state 

estate tax.  This creates a scenario where 
Minnesota residents, or non-residents 
owning property in Minnesota, may find 
themselves not subject to the federal estate tax, 
but being subject to a Minnesota estate tax.  It is 
crucial to assure that your estate planning includes 
proper estate tax planning.  

Most strategic planning situations have multiple needs, 
all which are inter-related, and must work together.  For 
example, if you are considering a major purchase, cash flow 
and viability are crucial pieces.  These are generally a main 
focus in this decision.  What about the income tax planning 
piece of this decision?  Is it part of the planning?  What 
impact will this have on your taxes; both near-term and into 
the future?  Planning requires a specialized approach that 
addresses each facet of the plan individually and also as a 
“whole”, assuring that the individual pieces work together.  
Think of a plan as a big puzzle.  At the beginning, there are 
many pieces.  Strategic business planning works to fit those 
pieces correctly, so they all work together.  

Another facet of this involves co-ownership / jointly run 
operations.  Many operations involve producers who are 
in a working relationship with another producer; either 
in a formal entity (partnership, LLC, corporation, etc.), or 
informally co-owning assets as sole proprietors.  Working 
together through the years has likely proven efficient, but 
it has also likely led to a complicated ownership structure 
where many of the assets are “tied” together, in some 
capacity.  Perhaps all of the machinery and equipment 
may be owned jointly.  Neither owns a “whole piece” 
of the asset.  Similarly, joint ownership of the land, farm 
building site and other farm assets is likely as well.  When 
you are “tied” together in a joint ownership structure, 
what happens if there’s a death? What happens if there’s a 
disability?  What happens if there’s an argument and you 
can no longer work together?  What happens if one owner 
has a child that wants to work into the operation, and the 
other doesn’t?  What happens if one owner wants to retire, 
and the other doesn’t?  What’s the plan?  
  
Furthermore, as a co-ownership / entity structure evolves, 
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Retirement Planning...
By Andrew Zenk, Consultant – Succession and Retirement 
Planning Department
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Nadine Poppinga has strong roots in agriculture.  She 
grew up in a small farming community in southwestern 
North Dakota on a grain and cattle farm.  She has an 
A.S. in Business Administration and a B.S. in Marketing.  
Her professional experience has been centered in 
finance, most recently in the petroleum wholesale 
business.  Building strong client relationships has 
been central in her career development.  She joined 
the Hurley team because she believes in the tailored 
marketing approach and the commitment to client 
relationships that are foundational at Hurley.

Nadine enjoys spending time with her husband, 
Dell, and their three children.  Nadine is also a Board 
Member of the Boys & Girls Club in Brookings.

What do you most 
enjoy about your job?
It is extremely gratifying to be a 
business partner to our producers 
during both challenging and very 
profitable cycles.  I love getting 
to know clients and their families 
individually.  It is rewarding to learn 

about them and discover their true passion and how 
that integrates into the farm.  Each operation has its own 
dynamic.

How did you get started in your career?
It was a fortunate friendship and contact through my 
husband that led me here to serve our clients from the 
Brookings office.   My career path has trained me very 
well to have landed at Hurley & Associates working 
alongside innovative producers.

What are you most passionate about when it comes 
to serving our clients?
Working with producers one on one whether it be over 
the phone, meeting in the shop, the kitchen table or at 
the bank to execute for the business side of the farm. 

What would be your ideal vacation?
One with our whole family enjoying simple life outdoors 
without the distraction of too many electronics.

Consultant Spotlight:
 NADINE POPPINGA

it is important to assure the plan evolves with it.  For 
example, if you entered into a co-ownership / entity 
arrangement with another person 10 years ago, and haven’t 
looked at your governing documents since then, how likely 
is it that your set of rules continues to meet your needs for 
today?  Generally, with all of the changes that occur over 
time, it is not very likely.  Or, perhaps you do not have a set 
of entity rules?  

This task is often put off.  There’s awareness among 
producers that it is important to do, but without a specific 
deadline, it is easy to put it off, especially if all is going well.  
But, what happens if there’s a change, or if something goes 
bad?  Now you’ve passed the deadline, with no plan.  Now 
what?  

Unfortunately, many responses to these questions can 
easily be: “We can work all of this out when and if that 
time comes.  We get along great, and there are no issues.  
No use worrying about it now if it hasn’t happened.”  This 
response is a recipe for potential disaster.  Let me paint a 
picture in your mind, as to what you would have to deal 
with to “work things out” if something happens.  

Imagine you are farming with your brother, and own almost 
everything together.  You share machinery, equipment, and 
a farm / building site.  You own most of your land together, 
as undivided equal owners.  You share all expenses and 
profits, and work load.  Things are going well.  One day 
your brother has an untimely death.  Reality has just 
changed from good to bad.  The sadness and stress for 
your family and your operation is at an all-time high.  Not 
only have you lost a brother, you have lost your business 
partner and a crucial member to your operation.  You 
wonder how things will work now that he’s no longer there.  
What’s the plan?  

Now picture his wife.  She has just lost her husband and 
is overwhelmed with grief and fear.  Further imagine that 
this newly widowed woman has very little to do with the 
farming operation, being busy with her own work off the 
farm, the family, and with all of life’s demands.  These 
demands on her time have not provided her with the day-
to-day knowledge of the farming operation.  All she knows 

continued on page 7
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Taking a Look at Your 
Reputation Equity
9.5 Key Personal Traits 
That Matter
By Brandon Baller
Senior Lender/Chief Credit Officer
Security Bank | Hartington

As bankers, we talk about 
numbers frequently. Rightly 
so, it’s the world we live in 
and our belief is that those 
numbers will speak to you 
if you let them. In many 
cases if we can overlay the 
numbers onto what you 
already know to be true 
regarding production and 
management, it can help to 
provide tools which take the 
emotion out of what can be 
difficult decisions that need 
to be made. 

Although we utilize a 
multitude of numbers 
and ratios to help form 
conclusions, those numbers 
certainly aren’t the be all, end 
all in making credit decisions. 
One of the basic principles of 
lending has always been the 
5 C’s of credit, consisting of 
Character, Capital, Capacity 
for Repayment, Collateral 
and Condition, with the most 
important of these to be 
considered Character. This 
is widely considered to be 
lending 101.

You’ve heard us talk about 
the layers of defense in 
your operation, beginning 
with your earnings stream 
and the need to create 
sustainable earnings that 
are consistent from year to 
year. Should those earnings 
become stressed, working 

capital is relied upon as a fall 
back, or savings account so 
to speak. The last layer of 
defense is often thought to 
be equity in long term assets 
can be a strategy used to 
buy more time and continue 
operations into the future.

Balance sheet equity isn’t 
the only type of equity that is 
evaluated. In fact, it may not 
even be the most important 
form of equity. Reputational 
equity, which refers back to 
character, can sometimes 
trump balance sheet equity. 
Let’s take a look at the 
differences between the two.

When we look at your 
balance sheet, a 50% equity 
position is something to 
strive for at a minimum. The 
same can be said for your 
reputational equity. If you 
take inventory of your own 
farm, which category do 
you fall unto for each of the 
character traits listed above 
and do you have at least 5 
that would be considered 
assets? In difficult times 
your lender will be looking 
for reasons to be optimistic 
about the future of your 
operation. Confidence in the 
some of the traits on the left 
inevitably have proven over  

 

time be a leading indicator 
of how the numbers will 
turn out.  Careful attention 
to these details will help to 
produce results that speak 
for themselves. Work with 
your lender to strengthen 
some of the character 
assets on the left and don’t 
be afraid to think outside 
the box. Some of the best 
producers, marketers and 
record keepers in the 
industry live and work closer 
to you than what you might 
realize. Seek these people 
out for advice to sharpen 
your skills in each facet of 
your operation!



Trade Fears Shake Markets
By John A. Johnson

Global economic news is dominated lately by the U.S. 
threats of economic sanctions against countries that import 
goods into the United States, particularly China’s exports 
of steel and aluminum. In fact, one round of sanctions 
have already been announced, and President Trump is 
considering more tariffs that would punish China and 
others.  Many countries are petitioning for relief from the 
imposition of the tariffs, and some have been granted. 
There has been no secret the action was aimed primarily at 
the Chinese.

The President is ready to announce more tariffs for Chinese 
products, but we will learn to tread lightly since our country 
will need their cooperation more than ever in the coming 
years to fund the U.S. government’s expenditures. China 
is by far the largest holder of U.S. Treasuries, which is the 
debt that the United States sells in the form of bonds when 
it needs to borrow money.  The amount of our debt that 
China holds rose to an astounding $1.18 trillion last year. 

We are soon going to be forced to sell even more debt, 
due to recent cuts in federal income tax and the spending 
deal just reached between our President and Congress. 
These moves will require even more borrowing unless 
the domestic economy can grow fast enough to offset 
the looming shortfalls in revenue. The Committee for a 
Responsible Federal Budget estimates that the deficit 
could swell to over $1 trillion next year.
 
All this borrowing is very likely to force the government to 
have to pay higher interest on the bonds it sells in order to 
entice investors to buy them. There are many other kinds 
of debt that follow Treasury rates, mortgages are but one 
example. A rise in rates will raise the cost of borrowing for 
business and personal borrowing.
 
The huge trade deficit that our country presently runs 
with China is the principal reason that the Chinese have 
managed to own so much U.S. government debt. China 
exports manufactured goods to us, and we export dollars 
to them.  

Guy LeBas, who is the chief fixed income strategist at 
Janney Capital Management, was recently quoted as 
saying, “The Chinese have to buy something with those 
dollars.  The only way their purchases of Treasuries will fall 
is if the trade deficit begins to decline.” 

The trade deficit with China presents problems of its own 
from a liquidity standpoint.  If or when our deficit with the 
Chinese begins to fall, the number of U.S. Dollars they 
have to invest in Treasuries will be reduced. This means 
less capital available to the Chinese for the purchase of our 
bonds; therefore, less money for our government to fund 
its many expenses and projects.

Moving along, we are sad to report the state of Venezuela 
is deteriorating rapidly.  The Maduro government is 
contemplating removing some of the zeros from its 
currency to make it less problematic to print.  Inflation 
is running astronomically high as their native currency 
becomes more worthless by the hour. There are reports 
of children literally roaming the streets in packs searching 
through garbage cans and dumps for any morsel of edible 
food. People are dying in the streets for lack of food 
and medical supplies. This is the horror of socialism run 
amok, as one of the formerly wealthiest countries in South 
America is reduced to this.

 Elsewhere in the world, the North Korean dictator, Kim 
Jung-Un, has traveled to China earlier this week. The 
discussion almost certainly centered around the incessant 
saber rattling by Kim, as he comes ever closer to being a 
nuclear power with the capability to create havoc in the 
world.  After consultation with his Chinese “friends,” Kim 
has announced there is, in fact, a possible path to his 
nation giving up its nuclear arms.  That action is, of course, 
contingent upon certain conditions being met by the U.S. 
and South Korea.  The world, especially South Korea and 
Japan can breathe much easier if and when this can be 
accomplished. 

Finally, there is one more alliance of economic note forming 
on the world stage.  Saudi Arabia and Russia are working 
to form a multi-year agreement for the production of crude 
oil.  These are two of the biggest players in the world’s oil 
production, and any cooperation between them becomes 
very important concerning the availability of crude oil to the 
world market. A firm relationship between Russia and Saudi 
Arabia seems much like oil and water, due to the difference 
in religious beliefs etc., but it seems that politics are not 
the only component which makes for strange bedfellows; 
economics are very powerful influences, too.      
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Succession and 
Retirement Planning...
By Andrew Zenk, Consultant – Succession and Retirement Planning Department
AgCountry Farm Credit Services
Continued from page 4

is that there are a lot of expensive assets and that there 
are liabilities against those assets.  She knows because she 
signed the notes for them as your brother’s spouse.  She 
wonders how she will pay for all of those liabilities, and 
support her family.  What’s the plan?  

Now picture the time when your brother’s estate is being 
administered.  Imagine yourself sitting down with your 
brother’s widow, and her estate planning professionals and 
the discussion begins on what happens with the jointly 
owned farming assets: your machinery and equipment, 
your farm site and buildings, your land.  You share assets, 
but you do not share goals for the future.  Your goal is to 
continue farming.  Her goal is to make sure she receives 
her assets and can pay off her debt and support her family.  
What’s the plan?  

The key to avoiding this and many other similar situations 
is to proactively plan for them using a method known 
as a “buy-sell agreement.”  A buy-sell agreement is a 
document where all owners of a business proactively plan 
and agree on a course of action in the event of death, 
disability or departure (break-up of the business.)  Think 
of it as being proactive: having a clear, fair way to handle 
any of the above referenced situations.  It is a “roadmap” 
that outlines how the farm would continue in the event of 
death, disability or departure.  Additionally and equally as 
important, it outlines how the families would be taken care 
of as well, should something happen.  It creates awareness 
and peace of mind within the operation, and those involved 
know that a plan is in place, should something happen.  

In closing, I hope to have given you a better understanding 
that these plans are a part of a much broader spectrum of 
planning.  This service does not only apply to those whose 
goal is to transition the farm.  This planning is critical for all 
types of producers, in very different phases of their careers.  
Strategic business planning is something that all types and 
ages of producers should focus on, and assure that your 
goals are being met, with a focus on today and an eye as 
well as on the future.  

Disclaimer:  The information contained 
in this publication provides a general 
overview on various topics and is strictly for 
informational purposes only.  The reader should 
consult a qualified professional for advice based 
on his/her specific circumstances.  The writer nor 
his employer make zero representations as to the 
accuracy or completeness of any information, and shall 
not be liable for any errors or omissions herein or for any 
losses or damages resulting from the display or use of this 
information.  
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In addition, Andrew works with his own high tech animal 
information company. Craig graduated from the University of 
Nebraska. He has been involved with NCBA since the mid-
1980s and has served on several committees throughout the 
organization.

Craig is currently serving as NCBA Past President; he has 
previously served as the President, President-elect, Policy 
Division Chairman and Federation Division Chairman. He has 
been involved in a number of functions on a local and state 
basis, including past chairman and elder of Trinity Lutheran 
Church in Lexington, Nebraska, member and past chair of 
the Dawson County Cattlemens, and a 4-H leader. Along with 
serving on the Nebraska Beef Council, Craig has served on 
the Nebraska Cattlemens Board of Directors as a committee 
chairman and vice chairman, the Nebraska Cattlemens 
Research & Education Foundation, and involved in Nebraska 
Feedlot Council. Craig is also a member of Nebraska Ag 
Builders and sits on the Foundation Board of Alpha Gamma 
Rho Fraternity.
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