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THE FARMER’S EDGE

Is 2020 the Year
of Agriculture Trade?
By Director of Agriculture Chris Chinn
In Missouri, 2018 was the year of the
drought. 2019 was the year of the
flood. 2020 appears to be the year of
international trade. In the heartland of
America, agriculture has been riding a
familiar rollercoaster of ups and downs
thanks to Mother Nature. One thing is
always true in our rural communities: we
are driven by agriculture. In good times,
we are connected through kindness and
generosity. In challenging times, we are
tied by grit and compassion. Lately, our
common thread in Missouri agriculture
has been facing challenges together and
forging a better path forward.

trade relationships with other countries.
Agriculture, he said, wasn’t getting the
best deal it could internationally.

As the Missouri Director of Agriculture,
I am often asked, “what’s next in
agriculture?” Unfortunately, I don’t have a
crystal ball to answer that question. To get
us started, let me show you where we’ve
been over the last few years in agriculture
before I reveal where I think we may be
headed.

President Trump and Secretary Perdue
set out over three years ago to find
a better way. Farmers and ranchers
maintained that we just wanted free
and fair trade across the board. So, the
team of trade negotiators from the U.S.
Trade Representative’s office prioritized
some very important provisions related
to agriculture, and the United States
Department of Agriculture thought
creatively to fill the financial gap
producers would face. We now know

Our trade progress
On the campaign trail, President Trump
made the promise to reevaluate our

As a farmer myself, I’ve watched time
and time again how other countries
place an outright ban on our agricultural
commodities without any scientific
reasoning. Agriculture production in the
United States has grown and adjusted
over the years to match worldwide
demand for our goods. So, when a
country like China retaliates by shutting
off trade for any commodity, it affects our
balance sheets pretty quickly back home.
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By Director of Agriculture Chris Chinn
Continued from page 1

today that the Market Facilitation Program accounted for
roughly one-third of farm income, so its importance cannot
be understated.
Before we take a dive into the numbers, I want to stress
something very important. The progress we see in trade
today isn’t best described by statistics or, frankly, trade
promises made by other countries. The leaps forward we’ve
made secure our market access well into the future by
modernizing our agreements with other countries in a way
that plans for agriculture technology.
Our trade statistics
In the last month, we’ve seen two historic trade agreements
finally – and I mean finally – cross the finish line.
On Jan. 15, 2020, the United States signed the landmark
phase one trade deal with China. In the deal, China
promises to purchase a total of $80 billion in agricultural
goods over the next two years, which essentially doubles
the amount of commodities China would have purchased
in a typical trade year. The agreement eliminates many
trade barriers the beef, pork and poultry industry have felt
for a long time, and creates a much-needed biotechnology
approval timeline with China. For example, it used to take
7-8 years to get a new biotech trait approved in China. Our
trade negotiators chiseled that down to 24 months.
In the 1990s, the United States signed the North American
Free Trade Agreement (NAFTA). Through that agreement,
U.S. agriculture exports quadrupled to $43 billion in 2016.
However, it didn’t account for certain advancements in
agriculture that are becoming more important every day.
Only 24 hours after the phase one deal between the
United States and China was announced, the U.S. Senate
overwhelmingly passed the implementation deal for the
modernized U.S.-Mexico-Canada Agreement. The deal
promises to inject $68 billion into the American economy
and create 176,000 jobs through increased trade.
And just like that, two agreements with three of Missouri’s
top five agriculture trade partners were locked in.

With those top headlines catching most of the oxygen in
the news cycle, it can be easy to forget some of the other
advancements we’ve made in agriculture trade. In the last
year, we’ve seen bi-lateral agreements with important trade
partners like Japan, South Korea and the European Union.
Japan is a growing country that imports more than 60%
of their food for 127 million citizens. Our trade deal with
Japan promises to reduce tariffs on $7 billion in agricultural
goods, including beef, pork, wine, cheese and more. Trade
with South Korea also received a boost this year with an
agreement that brings 130,000 tons of American rice to the
table for their citizens, averaging 5.5 lbs. per capita. The
European Union also agreed this year to triple duty-free
imports of American beef.
Although it may take some time for us to see some of
these agreements implemented and affects realized in
the markets, there is something for almost every Missouri
farmer to celebrate.
Our trade future
I’ve always believed that with each signed agreement, we
strengthen our position in the global marketplace. It signals
to our trade partners that American leaders, negotiators,
workers, farmers and ranchers are all on the same page. So,
where are we headed next?
My team and I have had some personal experience that
may indicate where the next destination may be, and U.S.
Secretary of Agriculture Sonny Perdue provided his own
analysis last week.
I attended a meeting last fall hosted by the U.S. Meat
Export Federation where they discussed how meat moves
around a consumer’s plate. When their economy is in
development, a typical consumer’s plate highlights protein
on the outside of the plate as a side. When the middle
class of that same country grows, protein moves from the
outside of the plate to the center of the plate as an entrée.
This is a thought that drives many of our decisions as
leaders in diplomatic roles. Which countries are successfully
growing their middle class?
continued on page 4
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Impeachment, China Trade and
MCA Deals Dominate Financial
News
By John A. Johnson
Our treatment of the impeachment process now underway
in the U.S. Senate is decidedly brief. The news sources
around the world are locked in on the proceedings and
providing a myriad of “wall to wall” coverage. We probably
do not need my feeble commentary other than to observe
and point out that the proceedings don’t seem to be
affecting the vibrant economic activity now on full display in
our country.
Meanwhile, President Trump continues to travel the
world making appearances touting the strong American
economy and success in trade negotiations with Mexico,
Canada, and China. At this writing, he is speaking in Davos,
Switzerland to the World Economic Forum extolling our low
unemployment rate and record job creation for the past
two to three years.
We in the farm community are pleased with what appears
to be a successful end to the Chinese stalemate, whereby
they will cease trying to punish the U.S. farm community
by withholding commodity purchases from the U.S. This
was being done in order to undermine the negotiating
posture of our President costing him the support of the
overwhelming majority of agricultural interests, most of
which have supported him since his announcement as a
presidential candidate for 2016.
The next objective for our U.S. trade negotiators is to make
a more equitable trade deal with the Europeans. Many
of our agricultural products are struggling under a very
one-sided tariff system, and in some instances are banned
altogether.
Another area of political and economic confusion in Europe
is the situation with the U.K. and the European Union. The
official “Brexit”, or total exit date for the U.K. from the
European Union is January 31, of this year. We really wish
them the best of luck, and hope that all goes smoothly for
both sides.

Around the world, the world’s
#2 economy (i.e. China), is in a
hopefully only temporary, pause due
to a rapidly growing outbreak of nCoV,
(novel Corona Virus). Currently there are
over 100 deaths world-wide, and thousands
of people are already infected with the rapidlyspread, highly contagious, flu-like disease which
has appeared in parts of China. This disease will
not kill enough people to affect demand for food
and fiber, but any widespread fear, which limits travel
and going into crowds for entertainment or shopping,
will bring about at least a temporary slowdown.
Venezuela is on the same destructive economic course
they have been on since the election of Hugo Chavez in
1999, and rapidly accelerated under the current President,
Nicolás Maduro. Their economy has been slowing down,
but inflation has left the currency nearly worthless and
many of their people facing near starvation. Venezuela
has lost some 3 million citizens since Mr. Maduro’s election
to other countries as they flee the socialistic system. The
hyperinflation is considered to be the precursor to total
economic collapse. This is so sad for one of the countries
that is so rich in natural resources and was once a beacon
of prosperity for all of South America.
Our secretary of State, Mike Pompeo is in Columbia for a
3-day counter terrorism meeting. While he is there he is
meeting on the side with Venezuela’s opposition leader
Juan Guaido, who is recognized as the rightful President
of Venezuela in many circles, due to alleged rampant voter
fraud in the last election, in which Maduro re-claimed the
Presidency. Some relief for its citizens is urgently needed,
and soon.

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.
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The answer lies in a neighbor to China in Asia – India.
According to Secretary Perdue, the country is set to
outpace China in population in the coming years. At 1.386
billion citizens strong, their market may prove beneficial to
American agriculture very soon. Both President Trump and
Secretary Perdue have announced a “mini” trade deal is in
the works.
Although our population is nearly 1 million fewer than
India, America has approximately three times more land
available to us to grow agriculture products. It makes sense
for us to partner. In 2018, the top U.S. agriculture exports
to India were tree nuts, cotton, fresh fruit, dairy products
and prepared foods. Analysts with Pro Farmer point to that
list being driven by “unscientific restrictions on livestock
feeding” under the Generalized System of Protections,
so the opportunity for protein exports to India exists. The
possibilities in India are immense as we look towards their
economic projections and many of us in agriculture will
be eager to grow the quantity of goods their country will
purchase in the future.
Also this fall was an exclusive trade mission to London
with a visit designed to introduce state agriculture leaders
to decision makers in the United Kingdom. As their
government prepares for a Brexit from the European Union,
leaders wanted to be sure they had strong relationships
to fall back on. During the trip, we had a chance to better
understand their agriculture system and discuss what a
potential agreement may look like after Brexit. In 2018, the
United States exported wine and beer, prepared foods,
tree nuts, livestock and soybeans. The UK is expected to
leave the EU on Jan. 31, 2020, and we will be watching
closely as they move past the legal and trade hurdles that
will inevitably face them.
Our real trade gains
The U.S. Farmers & Ranchers Alliance published a
documentary called 30 Harvests several months ago, which
highlights the fact that we only have 30 – now 29 – harvest
seasons before we will have to feed a global population
of 9 billion people. American farmers and ranchers are
prepared to do our part, but we must have agriculture
technology on our side.
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Like I said, the greatest gains for agriculture won’t be
seen in a statistical analysis of these trade agreements.
For the first time in American history, we’ve seen in blackand-white a number of provisions that protect market
access by requiring science-based decisions, remove
regulatory and tariff barriers, guarantee purchases and
include enforcement provisions. Our trade negotiators
have represented the United States well and were sure to
design agreements that, as a whole, provide something for
everyone.
I’m proud of the work that our leaders, farmers, ranchers
and agribusiness have accomplished together. It’s our
common goal to leave agriculture better for the next
generation that unites us. When we come together, there’s
nothing American agriculture can’t accomplish. Looking at
these agreements, and the precedents they set, I’m even
more excited for the young people choosing agriculture
today. We have done, and will continue to do, our part in
fighting for a stronger agriculture community for them.
To learn more about the Missouri Department of
Agriculture and the services we offer to farmers, ranchers
and agribusinesses exploring new markets, visit Agriculture.
Mo.Gov/exports.

Chris Chinn, a fifth generation Missouri farmer from
Clarence, was named Director of the Missouri Department
of Agriculture in January 2017 by Missouri Governor
Eric R. Greitens. Director Chinn has held leadership
positions in agriculture on the local, state and national
level for more than 12 years, working to move the state’s
agriculture industry forward. Chinn is a member of the
National Association of State Departments of Agriculture
(NASDA), which represents the departments of agriculture
in all 50 states. She is a member of the Missouri State
Fair Commission, Missouri Wine & Grape Board, Missouri
Development Finance Board and Missouri Agricultural and
Small Business Development Authority Board of Directors.

Leadership Refined
By Ben Hawkins

You have surely been in, or are currently in, a position
where others depend on you. Maybe you serve in the
role as a farm or ranch manager or in a similar capacity for
another business in the agricultural sector. You may have a
spouse, children or other family members or relatives that
rely on your ability to think long term. Maybe you report
to an executive group or individual that expects you to
perform specific duties or meet team goals. It’s possible
you are a member of a church or school committee or
board.
As people, we often are called to serve in many capacities.
Some of these roles may come very natural to us, whereas
other roles we may lack comfort. Whatever the role you
find yourself relating to, there is a commonality to all of
them.
In every role, we are either expected to work alongside,
report to or provide value for a team or individual. None
of us are completely self-sufficient. We rely on others and
others rely on us. If we take a step further, many businesses
rely on us and us on them. In other words, there is a human
interaction aspect in just about everything we do.
I recently read a book titled, “Leadership Strategy and
Tactics,” written by retired U.S. Navy Seal Jocko Willink. He
takes an in depth look into leadership strategies and tactics
he has tested and proven on the battlefield, in business
and in life.
There were several key elements I took away from the
book and I would like to share a few of them with you.
Regardless of the role you serve in your day to day life, I
believe we can all relate to the following topics.
The Power of Humility – As you evaluate the roles you
serve in, it’s only natural to believe in and have confidence
in your abilities to fulfill your role. You may have served
in this capacity for many years. With this comes much
experience and with experience follows opinions and
possibly strong opinions at times. However, we all have
weaknesses and short comings. For us to be successful
in our roles, it is important for us to eliminate or reduce
our ego and admit our weaknesses. By admitting this, not
only to ourselves but, to our peers we strengthen the team
or the business. Jocko writes, “People who lack humility
cannot improve because they don’t acknowledge their
own weaknesses. They don’t work to improve them, and

they won’t bring someone
onto the team to offset their
shortfalls. This person will never
improve.” (pg. 69) Jocko writes, “A
good leader builds a great team that
counterbalances their weaknesses.”
(pg. 66) What are your strengths and
weaknesses?
The Power of Truth and Communication Truth enables you and your team to take steps in
a positive direction. Sometimes the truth is easy
to communicate. Especially when its in the form
of successes. Of course, there are truths that can be
very difficult to convey as well. You have likely been
both the messenger and been on the receiving end
of harder truths. Often, it’s as difficult to communicate
harder truths as it is to receive them. Jocko writes, “Truth
and honesty are perhaps the most essential of leadership
qualities. Tell the truth to your people. Tell the truth to
your boss. Tell the truth to your peers. And, of course, tell
the truth to yourself.” (pg. 78) Certainly there are instances
when the truth needs to remain confidential. You be the
judge! Jocko stresses the importance of communicating
regularly with your team to develop solid relationships with
each of your team members. Both up and down the chain
of command. Honest communication develops trust. The
more we communicate the successes to the team and know
our team, the easier it will be to convey the harder truths.
(pg. 79)
The Power of Detachment – It’s easy to become
completely engrossed in our day to day work. Situations
regularly pop up unannounced. We often make snap
decisions in order to continue moving forward with the
day. Some situations may require an immediate response.
However, many situations allow us a moment, or more, to
evaluate our choices, our words and their outcomes. Jocko
refers to a few key indicators to be aware of in potentially
stressful or difficult situations. Are you raising your voice, or
breathing hard? Are you clenching your teeth or squeezing
your fists? He refers to physically taking a step back in
order to mentally take a step back. (pg. 19) If this situation
involves a team member, you have every right to ask for a
moment to gather your thoughts. You will thank yourself
afterwards! Detaching from the chaos of a situation allows
us all to make more rational decisions.

continued on page 7
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Consultant Spotlight:
CASSIE GALM

What do you most
enjoy about your job?
The diversity. No two weeks, months or
years have been the same so far. That
being said there are no two operations
that are the same either! Also, each
consultant is their own person and being
able to glean knowledge from my coworkers can be a lot
of fun. Everyone has their own special talents and ways
to approach a challenge and it’s a huge help to have
the open lines of communication that we do within the
company.
How did you get started in your career?
Through my experiences growing up on the family farm
and being involved in 4H and FFA at the local, state
and national levels I knew I wanted build my career
in Agriculture. Initially, I thought my calling was to
become an AgEd instructor at a high school, teaching
the next generation. While attending the Iowa State
University Agriculture and Life Sciences Career Fair I
came across the Hurley & Associates booth. They gave
me the sales pitch for an internship with the company
and I was sold! After completing a few interviews I
gained the opportunity to complete a summer long
internship experience with the company. The following
fall I was made an offer to become a full time employee
after graduating from ISU! Now I work to educate my
producers on the marketing tools that are available to
them.

What are you most
passionate about when it
comes to serving your clients?
The educator in me needs to make
sure the client understands what we
are doing and how it benefits their
operation. We as consultants first want to
understand the operation’s needs and what
individualizes them from the farm down the
road. Then we can dig in and make the plan
that is best suited to them. Also keeping in mind
that this plan needs to be flexible and willing to
adapt it to meet the farms changing needs as well as
an ever changing market environment.
What would be your ideal vacation?
Camping trips to remote locations that have zero cell
phone service and miles of beautiful hiking trails. We
have a truck box camper and are currently checking
Minnesota state parks off our list, but ideally I would love
to go visit national parks. Yosemite, Yellowstone, Zion,
Sequoia, Grand Teton, Glacier and the Grand Canyon
are just a few on the bucket list! There is nothing more
relaxing then cooking supper over a bonfire with a nice
glass of wine after a day full of hiking!

Cassie grew up in Spencer, IA where she found her passion for agriculture working on the family farm growing
corn, beans, hogs and goats. She graduated from Iowa State University with a degree in Agricultural and Life
Sciences Education. During her time there she was involved in the Iowa FFA Association, 4-H programs and the
Iowa Corn Board.
Cassie first joined the Hurley & Associates marketing team the summer of 2015 as an intern. She was impressed
by the individualized approach to risk management marketing and the strong family values the company upheld.
In June of 2016 Cassie began working full time as a Farm Marketing Consultant in Glenwood, MN.
Her mission prior to Hurley & Associates was to, “Arm students with the necessary knowledge and skills to
be successful in the agricultural industry.” Now her goal is to “Alleviate the stress of marketing grain and
livestock off the producer. Allowing them to focus on their passion for farming and grow that passion in younger
generations.”
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Annual Lender Meetings: They Are Here To Help
By Lynn Weeks
Producers begin to prepare for the upcoming 2020
production season, not knowing what challenges lie in front
of them they will formulate some proactive plans to reduce
any surprises and stress points that could arise. Sitting down
with their lenders tend to be one of the very important
meetings that producers have at the beginning of the
planning season.

Remember, be prepared. Come into your renewal
appointment with a plan. By having a detailed estimate of
your costs for the coming year, a cash flow that makes sense
and includes reasonable spending for family living. If your
cash flow shows significant changes from previous years,
come with an explanation. Be as detailed as you can and
include all information

Prepare an accurate and up to date year end balance
sheet
• List of accounts receivable, including names that monies
are due from, dollar amount and estimated date to
expect money.
• List of accounts payable and to whom is owed, how
much and date payment is due.
• List of prepaid expenses for inputs.
• List of inventory consisting of quantity, whether any is
sold and at what price, and a plan for anything that is
not sold.
• Any Government loans and what commodity it was
loaned on including the quantity and interest rate.
• Any assets consisting of land and equipment.
Removing anything that was traded or sold and adding
their replacement to the asset list.

Also, be honest. Being honest with yourself is just as
important as being honest with your lender. Take a hard
look at your operation and figure out WHY your operation
is having a tough time at renewal. It isn’t just because
commodity prices are down. If that were the case, every
operation would be experiencing this stress and they are
not. So, what’s different about your operation? What costs
have changed in the past several years? Where can you make
different choices about your costs? Is there ground that is
marginal and doesn’t provide an income in majority of years?

Prepare a budget and cash flow for the upcoming year
• Include a marketing plan with a list of acres, percent
share, estimated yield and a realistic price. Provide
any grain that has already been sold or hedged. Some
lenders will incorporate these numbers, if not almost all
lenders will automatically use FSA price estimates.
• Include any non-farm income such as trucking or
custom harvesting.
• List of all inputs and the estimated costs.
• List of equipment leases, both current and new.
• List cash rent with the number of acres and how much
the cash rent per acre is and when it is due.

Leadership Refined
By Ben Hawkins
Continued from page 5
Jocko leaves us a few of his rules for success. (pgs. 157,
158)
- “Treat people with respect. Regardless of rank,
everyone is a human being and plays an important
role in the team. Treat them that way. Take care of
your people and they will take care of you.”
- “Take ownership of failures and mistakes.”
- “Have integrity. Do what you say; say what you do.

Some producers do not like the thought of meeting with their
lender, but one thing to keep in mind is that your lender is
there to work with you to come up with a successful financial
plan. The earlier you can get in to meet with your lender
the better, that way if an issue does come up there is plenty
of time to calculate a solution before the first bit of ground
breaking occurs.

Lynn joined the Hurley & Associates team in 2011. Lynn
is a Farm Marketing Consultant and Group Leader in our
Charleston, MO location. Lynn’s knowledge in marketing,
finance and the different levels of the grain elevator business
– along with the general workings of a farm – assists in his
ability to help producers understand and manage their risk
and make educated marketing decisions.

Don’t lie up or down the chain of command.”
- “Build relationships. That is your main goal as
a leader. A team is a group of people who have
relationships and trust one another. Otherwise, it is
just a disconnected, incoherent cluster of people.”
If we do these things well, we enable the team to succeed!
If the team succeeds, we all succeed!

Ben Hawkins is a Farm Marketing Consultant with Hurley &
Associates, based in our Glenwood, MN office. He serves
the North Dakota, Northern South Dakota, and Minnesota
areas.
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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
Agri-Marketing Centers of Charleston, Inc. and/or affiliates.
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
trading is suitable for you in light of your financial condition. Past performance is
not indicative of future results, and there is no guarantee that your trading
experience will be similar to past performance.

Trent Hurley, Chief Executive Officer
David Hurley, President of Hurley & Associates, Inc.
Ida V. Hurley, Founder
Dennis E. Hurley, Chairman of the Board
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