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THE FARMER’S EDGE
Proper Planning
in Uncertain Times
By Ed Case
Just when you think you have faced
every challenge possible in production
agriculture, along comes the 2019 crop
cycle and a whole new set of challenges
exist. It has almost become customary to
expect that every new crop cycle is going
to be full of new and, often times, very
different challenges than the previous year.
It makes the task of planning difficult when
you don’t know what to expect and are
unable to predict the outcome.
One is left to ponder whether to stay
consistent with the past planning approach
or whether to introduce change that may
seem necessary in consideration of new
and different challenges. Hasn’t that always
been a part of the process of successful
planning … to measure the outcome of
past planning experiences and consider
continuing the things that worked well
while altering the things that could have
worked better? Isn’t the definition of
insanity one of “doing the same thing over
and over again and expecting a different
result?”
We should always strive to improve the
outcome by attempting to make better
decisions when planning. There is an old
saying that goes “Don’t try to fix something
that isn’t broken.” However, it is also
appropriate to realize that just because
something has worked well in the past does
not mean it will be just as effective for the
future. Effective planning and execution is
the key to success!
An effective market plan ranks VERY
high in degree of importance toward any

operation’s success. A well thought out
market plan greatly reduces the risk of
failure by giving you the confidence to
execute sales when profitable opportunities
exist. Does that mean that every well
thought out market plan is completely fail
safe? Not necessarily.
You create an appropriate plan based on
a forecast or a projection that is subject to
change and the result of the plan can vary
depending on the degree of change. In
addition, lack of execution is critical. That
is why we advise market plans to be flexible
and include risk management strategies
that help minimize financial exposure to
unexpected and unanticipated changes
that can alter a forecast or projection and
result in reduced revenue and/or increased
expense, or both. Examples are droughts,
floods, political impacts and in general
things that are beyond your individual
ability to control.
If we knew for sure what the future
held, marketing would be so simple. If
you knew for sure that your forecast of
production and your projection of the
cost of production would hold true and
accurate, you would be able to execute
sales with confidence. In any given year,
the market will generally give producers an
opportunity to sell for a profit. Otherwise,
how could we stay in business? We would
just sell at an acceptable profit level based
on a projection of production and estimate
of cost of production that we knew would
hold true. The only thing we would have to
control would be our emotions of fear and
greed!
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Proper Planning in Uncertain Times
By Ed Case
Continued from page 1

Unfortunately, it’s just not that simple! Any given year is full
of uncertainties that often lead to feelings of necessity to
alter operational forecasts, which changes our perception
of what we need out of the market and how to get it. The
uncertainties make it difficult to plan for and challenging to
pull the trigger on sales in the face of that uncertainty.
We risk compromising our confidence to execute on
profitable opportunities in exchange for increased emotions
driven by fear and a desire to get all out of the market that
we can causing us to miss opportunities. The marketing
effort is then further compounded by the fact that no one
knows for sure what the market is going to do and when!
So what is the proper market plan approach? It can and
often times does vary between one producer and the next
depending on production risk, market risk bearing capacity,
knowledge and understanding of futures and options and
how and when to use them and individual expectation and
need. It starts with the acceptance that nobody, including
yourself, knows for sure what the market is going to do.
So, stop the bad habit of trying to price pick the market
and begin looking for opportunities based on your own
operational needs.
1.
Determine what you need out of the market
to be profitable. Do a BREAKEVEN analysis by crop
enterprise that includes a forecast of yield per acre
and a projection of per acre cost of production,
including family cost of living, debt retirement
and an acceptable return on investment.
Example on Corn: $650.00 per acre cost
of production divided by 170 bushel per
acre yield estimate = $3.82 per bushel
breakeven.
2. Incorporate OPTIONS use into
your market plan. They can provide
risk management strategies to
help minimize the financial risk
associated with uncertainties
and leave you confident to
execute a well thought
out plan in the face of
uncertainties.

Uncertainties drive market perception that can create
market gains or losses. PUT options offer protection
against market equity losses. CALL options offer
participation in market equity gains.
3.

Create a market plan that targets an acceptable
bottom line profit determined by your breakeven value.
Develop a target plan on all price components including
futures, basis, carry values and option investments and
gains.

4.

Execute the plan with confidence, keeping your
emotions in check!

Simple is hard, but the best approach is to keep it simple.
Use a market strategy that locks in floors, not ceilings,
while uncertainties exist (during the growing season). A
strategy that can add value after you have taken a position
of protecting downside price risk (i.e. made a sale) is to
buy a Call. A Call option can add value if the market
moves significantly higher after the sale and that gives one
confidence to make the sale.
Or, if production prospects are uncertain enough to prevent
you from being comfortable committing bushels to a
deliverable contract by making a sale but you wish to protect
current market equity, a Put option will avoid a delivery
commitment and protect current market equity by adding
value if the market goes down, but also allow added value on
unsold bushels if the market goes up.
Both strategies create confidence to be proactive when
market opportunities exist. Emotions can cloud judgement
and undermine confidence, keeping us from executing on
market opportunity. The fear is that we make a sale and
then the market goes higher leaving us disappointed. Or,
we do not make a sale and the market goes lower leaving
us disappointed. Options strategies takes away the fear of
being wrong and allows us to execute with confidence!
Marketing unsold bushels post-harvest is a little less
complicated because both production and cost of
production is clearer. It becomes more of a determination
on when is enough, enough. Remember, a profitable sale is
NEVER a wrong sale!
In the end, the challenge is to determine which approach
makes the most sense for your particular operation and
your needs and goals. Work with your consultant to create
and follow a plan that allows you the confidence to execute
when opportunities present themselves. Don’t look back to
second-guess decisions that have been made. Keep your
continued on page 5
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Wisdom on Your Way
By Annie Huber

Throughout the year, we have opportunities to attend
various educational events where we hear others share their
experiences in life and in business. Although our line of
work and lifestyle may be worlds apart, we find similarities
in having relationships and goals throughout the journey of
life. As agriculture has evolved over the decades, we have
seen operations with a business-minded mentality stand
out. Below are some simple take-a-ways that make a big
impact.
Determine your WHAT and WHY
Typically when looking to the future, whether it be setting
10-year goals or determining the weekly task list, we
commonly define the future by the WHAT. WHAT is it
that we are working toward? WHAT is it that we need to
accomplish?
How often do we define the WHY? WHAT provides the
direction but WHY provides the inspiration. Connecting
the WHY to the WHAT creates buy-in and provides an
anchor of commitment to the destination. For instance, let’s
look at two similar goals.
•
•

Goal #1: Bring back the next generation to the family
farm.
Goal #2: Bring back the next generation to the family
farm so they can continue on our legacy and raise their
children with the same values and experiences we had
in our family.

Goal #1 sounds like an exciting, do-able goal on day 1.
However, as we encounter bumps or unforeseen obstacles,
we are much more tempted to avoid the bump and avert
the goal.
Goal #2 provides the same result but as the hurdles appear,
you can quickly revert to your WHY and leverage it as your
strength to persevere. Having a vision for your future is
no doubt important, but defining your purpose creates a
beacon when the water gets rough.
Fulfilling needs externally versus internally
Whether we are diagnosing a sick child, an unhealthy
plant, a troubled relationship, or a struggling business,
the world today has taught us to seek out an external fix.
For example, when you go to the doctor, an individual
evaluates internal symptoms that are typically followed by
an external solution. Nothing against using medicine as
an appropriate resolution, as I too have found relief in this

process. But, how often do
we look at the story as a whole
instead of just focusing in on the
immediate symptoms?
In the business world, if the results of
the effort are not producing the needed,
necessary fruit, do we interject a “quick
fix” to solve the problem? Do we analyze the
history, strengths, and weaknesses to determine
the needed changes? In our industry today, we
have seen this take place through the selling of
assets to inject cash, while disregarding the need to
evaluate and make changes to the operation.
Dealing well with emotionally-charged people
I am the proud mother of two young boys, ages five and
two. My youngest has a very colorful, charged personality.
In other words, he can be described as a handful. His highs
are very high and his lows are very low. It’s not the high
moments that keep me up at night as a parent. It is the
out of control, “You are not understanding me”, “I’m not
giving up until you get it” moments. The ones that, you
know, usually take place in the line at the grocery store,
in the middle of a crowd of people, or in the church pew.
The ones you wish you did not have to experience and the
ones you would like to forget. Although I would love to go
without these experiences, I have learned so much from
this tiny little human.
I have been humbled time and time again. I have learned
to look for insight from the root of his emotion, versus the
action of his emotion, as a guide to help him learn. I have
also discovered that, much to my dismay, he probably
inherited those characteristics from someone… and it is
not my husband. Did I mention humbling? In digging
into these discoveries, it has taken me down a path of
evaluating my own actions, strengths, and weaknesses
to leverage that insight into improvement. One speaker
I listened to noted, “Learn something from highly
emotionally charged individuals, even if that is anger. Look
beyond their presentation, learn something from their
passion, and remember your why.” Unfortunately, we all
interact with those who express emotions in ways that make
us uncomfortable and frustrated. While we cannot control
their actions and emotions, we can control what we take
away from those situations.
continued on page 5
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Distraction vs. Focus
By Jared Knudson

Our world appears to have an appetite for distractions at an
ever-increasing pace. Today’s world is noisy to say the least.
We have an unlimited list of things to occupy our time and
attention. Smart phones, social media, television, political
candidates, etc. all vie for our time. Access to information is
unlike any other point in history.
Some distractions can be beneficial – a hobby you enjoy
or time with family can provide a respite when times are
challenging. However, in today’s environment, it seems that
more often the unhealthy distractions get top billing. The
advent of smart phones and social media in particular has
accelerated this trend. At our fingertips are the thoughts
and opinions of others who may take us off course and
distract us. Often times in grain marketing, these thoughts
and opinions are proclaimed with a frightening degree of
certainty.
Short term, distractions can lead to inaction, cloud our
judgment or make us second-guess ourselves. When focus
on the big picture is lost due to distraction, our decisions
tend to become increasingly short sighted and lack a longterm strategic element. Sound logic is eroded. Emotional
or apathetic decision making can take over, causing us to
improperly assess the long-term implications of what we are
doing (or not doing).
Long term, the compounding effect of poor decisionmaking can have challenging ramifications. Often times
for agricultural operations, this leads to stress and tough
choices. However, there is something we can do to rectify
this issue. The first step is recognition of the fact that we are
distracted and a genuine interest in changing it. From there,
we can develop a plan to enhance our ability to focus. Let’s
walk through a few steps to start moving this direction.
1) Prioritization of your personal big picture - This involves
determining what is most important to you and asking
yourself the question of “does the way I currently live
reflect these priorities?” The key here is matching your
time and effort with the most meaningful priorities
in your life. For example, it is one thing to say your
family is your first priority but the proof is in the action!
Distractions can work to pull at these priorities, occupy
our time and thoughts and reduce our engagement in
the present.
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2) Goal setting for the future - Use the priorities you
establish to drive your thought process of where you
want to improve or be in the future. Then take that one
step further to the actions you will need to execute to
accomplish these goals. Having goals can provide a
roadmap to decisions you make in the future, especially
as distractions try to divert your attention elsewhere.
3) Persistent pursuit of the above and a conscious effort to
block out the noise - Consistently reminding yourself of
your priorities and goals provides clarity and a backdrop
with which to make decisions. Sometimes this requires
resetting or refocusing your attention or consciously
eliminating a distraction that is taking you off course.
As we filter this down to the world of agriculture and
specifically marketing, the current distractions are easy to
identify – countless “certain” social media predictions of
crop size, constant reporting on progress (or lack thereof) in
the trade war with China, rumors of government payment
changes, etc. The question to ask yourself though is how
much of this really matters to the big picture priorities and
goals of your operation? While these examples are a few of
the countless elements that influence price movement, do
they make the list or are they simply distractions? The key
here is that one can apply the principles above to the act of
securing revenue for their operation.
The silver lining I see lies in self-awareness and the potential
rewards for those who can proactively manage this balance
between distraction and focus. As the saying goes, “in
the land of the blind, the one-eyed man is king.” So,
perhaps the new norm in our world is “in the land of the
distracted, the one with the greatest focus is king!” Focus
is a challenge to maintain all the time. We all have traps that
distract us (again, some of this can be healthy!). However,
think about how much progress you could make on your
goals if you spent more time each day in real concentrated
focus? Engagement in life and our businesses leads to many
benefits. Perhaps the ability to focus your efforts and resist
distractions could be part of your competitive advantage.

Jared Knudson is a Farm Marketing Consultant with Hurley
& Associates, based in our Brookings, SD office. He works
primarily with producers in South Dakota, Southwest
Minnesota and Nebraska.
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Consultant Spotlight:
ANNIE HUBER

Handling mistakes well
Dr. David Kohl stated in a presentation, “Don’t be so afraid
of making a mistake that you do nothing at all. The only
mistake I’ve ever seen take down a business is the one you
make more than once.” None of us enjoy making mistakes,
and we enjoy reliving them and dissecting them even less.
But where is it that we learn some of our most valuable
lessons? It is not coming off the peak of our greatest
accomplishments. It is in the pit in our stomach, knees
to the ground moments; the moments we hope never to
experience, but the ones that make the biggest impact on
our lives.

What do you most enjoy about your
job?
The people. The clients we serve,
the teammates beside me, and the
leadership of the company. I truly feel
like I hit the jackpot when it comes
to careers. Our clients are some of
the best in the business - not only as
producers, but also as individuals. The opportunity to
work for top-notch families who entrust so much to us is
an honor. As a team, we have been blessed with some
incredibly talented and passionate folks who take pride
in serving others. We are fortunate to be able to serve
our clients on the foundation of faith, family, and morals.
A foundation that the leadership at Hurley planted and
cultivated into our very rare and blessed culture.

When reflecting on the year of 2019, many can agree that it
will be one we won’t forget. While many of the challenges
may have come from an external source, we still have a
choice in what we make of it. What will we take away from
2019 to leverage into power for our future? Will there be a
change in your operation that will turn into an unexpected
positive impact? How will the roller coaster of 2019 prepare
you to define and carryout the vision and purpose for your
operation?

How did you get started in your career?
I initially worked for Hurley & Associates while attending
school at SDSU. I was confident my destined career was
in accounting but, after some experience in the field, I
discovered otherwise. Through connections made during
my previous days at Hurley, an opportunity arose to join
the crew at Hurley full-time. The position provided the
ability to mix two things I am very passionate about:
numbers and people. It has turned out to be better than I
could have ever imagined.

Regardless of your career, so much of this can be applied
to life in general. Define your vision and hold tight to your
purpose. Learn from things that make us uncomfortable.
Consider your story - it holds the key to undiscovered
treasures.

What are you most passionate about when it comes to
serving clients?
The opportunity to make a difference in the lives of
others. Whether it be financially or personally, the ability
to change someone’s day, perspective, or future is a
humbling honor. It is an unmatched reward to see the
impact you’ve had on someone’s life.

Proper Planning in Uncertain Times
By Ed Case
Continued from page 2
eyes open to the future and adjust as needed to reach your
goal of a profitable year.
Here’s to a prosperous 2019 and beyond!

Ed joined the team of Hurley & Associates in 1995 as a
Marketing Consultant and has become one of our leading
consultants. He serves as a consultant in the Bootheel of
Southeast Missouri and surrounding areas.

What would be your ideal vacation?
As much as I love people (and conversation), vacation for
me involves a quieter time of reflection with my spouse
and/or my family. With that combination, the location is
irrelevant to me.
Annie was raised on a family farm near Rockham,
South Dakota. She graduated from South Dakota
State University with a major in business economics
and accounting minor. Initially drawn to the world of
accounting, she found herself searching for a career
that connected her roots with her passion for business
and building relationships. Through Annie’s previous
experience with the Hurley program, she saw an
opportunity to provide real value to farming operations.
Annie joined the Hurley team fulltime in 2008 and enjoys
being a valued partner in family farms, encouraging them
to operate with business in mind and legacy as their goal.
Annie lives near Wessington with her husband, Joe and
sons Knoxx & Rook.
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U.S. Economy Continues to Pick Up Steam as
Military Struggles to Regain World Dominance
By John A Johnson

The U.S. Economy continues to roll along with a strong
3.1% growth in GDP for QIII of 2016P.

military buildup and to include restarting the space
program, as well as funding for cyber defense spending.
The good news about this deal is that we will very likely
avoid a government shutdown, which is a big loser for
all. On the other hand, it doesn’t require a lot of study to
see that starting with roughly 22 ½ trillion in debt, as our
country presently has, and funding a 23+% increase in
spending while increasing income only 7% is a recipe for
financial chaos at some point. Somewhere, someday, we
will not be able to sustain such a spending vs. income ratio.
It is very easy to make financial agreements when one owns
the printing press and money is conjured up at the flip of
a switch. Apparently, our elected representatives merely
made a list of desired spending projects and agreed to go
full steam ahead.

The economy has managed to post positive gains every
consecutive quarter since the QIV of 2016. On July 24,
2019 the Congress and administration have announced
agreement on a deal hammered out over the weekend to
raise the debt ceiling to accommodate further expansion,
but the agreement also entails rather sharp increases in the
National Debt. Following is a table showing the increased
spending limits in relation to present budget limitations.
The essence of the proposed budget agreement is as
follows:

Proposed Agrmt		

(in billions)		
			
Category
FY 2019 FY 2020 FY 2021
Defense
716
738
741
Non-Defense
605
632
635
			
Discretionary Spending
+3.5%		
Non-Discretionary Spending +20%		
Revenue
+7%
The spending details are yet to be hammered out, however,
it has been reported that the lion’s share of spending
increases will continue to be focused on the ongoing

The World economy is experiencing a slowdown, which is
largely the result of strife in the Middle East, Chinese and
U.S. trade squabbles, and a virtual meltdown of the remains
of Venezuela’s economic establishment.
The Middle Eastern chaos is largely due to the strict
sanctions placed upon Iran by the U.S and several of our
Allies. Recently Iran seized a British tanker, which was
supposedly transporting crude oil to Syria in defiance
of a part of the sanctions imposed by the International
Coalition. In retaliation, Iran seized a British tanker as it
made its way through the Strait of Hormuz. This area has
been a veritable tinderbox for political and military strife
for decades, ever since crude oil became such an essential
commodity to every economy in the world. The Strait of
Hormuz is a very important artery as so much of the World’s
oil supply must be shipped through very narrow passages.
In negotiating these passages, ships mush pass very close
to hostile enemy forces, with planes, missiles and artillery
with easy range. Much firepower is in the hands of very
few people in modern warfare, and one small mistake
could turn very deadly and catastrophic in the proverbial
heartbeat. This waterway provides the only sea passage
from the Persian Gulf to the open ocean and is one of the
world’s most strategically important choke points for crude
oil shipped from the Middle East to anywhere in the world.
China and the U.S. have been very close to a trade
agreement at one time and now seem to have drifted apart
continued on page 7
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U.S. Economy Continues to Pick
Up Steam as Military Struggles to
Regain World Dominance
By John A Johnson
Continued from page 6
after the Chinese delegation allegedly backed away from
many of the major points that U.S. negotiators believed they
had agreed to. Some 6 weeks ago, we virtually had to begin
again from scratch and re-plow ground that we thought was
well behind us. Our understanding is that one major area of
disagreement primarily centers on the Chinese propensity
to demand ownership of any proprietary information such
as recipes, formulas and/or design specs etc. of products
manufactured in China. The Chinese government has
acquired literally billions of dollars’ worth of research and
design technology in this manner. Many U.S. trade officials
and corporate executives believe that the technical property
rights should be owned by the developer/inventor of the
products being manufactured. The U.S. trade delegation
is on the way to Shanghai this week to continue talks in
an attempt to restart the free flow of trade between our
respective countries.

Mr. Johnson will officially take office
later this week, as Ms. May meets with
the Queen to officially step down, and
Mr. Johnson takes his turn at meeting the
Queen to request permission to accede to
the post of Prime Minister.

Around Europe, the big news is the recent replacement
of Ms. May as British Prime Minister, by Mr. Boris Johnson.
About all we know about his election is that he has
promised to effect the complete pullout of the UK from
the European Union by October 31. Ms. May has failed in
several attempts to structure an agreement that can gain
the approval of their Parliament.

John A Johnson has worked for Hurley & Associates since
2007. John is semi-retired now living the life of chasing his
grandkids. John is based in Sikeston, MO.

Meanwhile in Venezuela, blackouts have plagued
the citizenry, Mr. Maduro has blamed the blackouts
on a mysterious “electromagnetic attack” by
some sinister force, while not mentioning by name,
and the inference is that it would be presumably the
U.S. The present blackout lasted some 9 hours before
power began to be restored to the country. Venezuela’s
infrastructure continues to deteriorate in every area, which
affects the quality of life for all but the very elite.

“Soil is a living ecosystem, and is a farmer’s most
precious asset. A farmer’s productive capacity is
directly related to the health of his or her soil.”

– Howard Warren Buffett
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Except as otherwise noted, the contents of this newsletter are copyrighted
materials of Hurley & Associates Agri-Marketing Centers of Charleston, Inc. and
contain trademarks, service marks and trade names of Hurley & Associates
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ALL RIGHTS ARE RESERVED.
While the information contained in this newsletter is derived from sources
which are believed to be accurate and timely, there may be inadvertent factual
inaccuracies or typographical and other errors, and the information is not
warranted or guaranteed for accuracy or completeness. Any opinions expressed
herein are subject to change or correction without notice and Hurley & Associates
Agri-Marketing Centers of Charleston, Inc. and its affiliates disclaim all liability
for errors or omissions in these materials, and disclaims all liability for the use or
interpretation by others of information contained in this newsletter. This material
should be construed as the solicitation of trading strategies and/or services
provided by Hurley & Associates, Inc. noted in this newsletter. We believe
positions are unique to each person’s risk-bearing ability, marketing strategy, and
crop conditions, and therefore, Hurley & Associates Agri-Marketing Centers of
Charleston Inc. does not give blanket recommendations. Any examples given are
strictly hypothetical and no representation is being made that any person will or is
likely to achieve profits or losses similar to those examples.
Decisions based on information contained in this newsletter are the sole
responsibility of the reader, and in exchange for receiving this information, the
reader agrees to hold Hurley & Associates Agri-Marketing Centers of Charleston,
Inc. and/or its affiliates harmless against any claims for damages arising from any
decisions that the reader makes based on such information. The risk of loss in
trading commodities can be substantial, therefore, carefully consider whether such
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not indicative of future results, and there is no guarantee that your trading
experience will be similar to past performance.
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