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It would be impossible to comment on 
the World’s economies without discussing 
some of the devastating effects of the 
Coronavirus which is virtually shutting 
down activity of all kinds around the 
world, especially in the United States.  
The situation in the U.S. has resulted in 
restaurants closing, even fast food outlets 
are being relegated to drive-through or 
pick up service only. The population is 
being warned to be in groups of less than 
ten people, and not to use mass transit. 
Office workers, especially in large cities, 
are being encouraged to work from home 
until further notice.  Schools are closing, 
or extending Spring breaks for at least 
a week, to provide a two-week hiatus 
from congregating students, although 
many districts are announcing that this 
shutdown will not affect the progress of 
students??  Many elementary schools are 
still operating cafeterias to feed students 
who can’t otherwise be provided meals at 
home. 

Major sporting events, such as the 
College Playoffs (aka March Madness), 
NBA basketball games, and even the 
Kentucky Derby, are being postponed 

or canceled. There are many more 
cancelations, but these few are just to 
give one the perspective of how seriously 
this disease is being taken by our society.  

Meanwhile, the highest levels of our 
Federal Government are meeting 
with business and industry leaders to 
encourage continued production where 
possible and attempting to devise 
a system where employees will get 
enough money to meet necessary living 
expenses if their job is temporarily shut 
down. Also, a major concern is to keep 
the transportation and delivery pipelines 
open to provide necessary products to 
retailers in order to continue to serve the 
people with necessities. 

Grocery stores and big box discount 
stores are scrambling to keep 
merchandise on shelves as consumers are 
in a panic mode buying all the staples that 
their families will need for an extended 
period.  Paper products (i.e. namely toilet 
paper, paper towels and facial tissues) and 
hand sanitizers of all kinds seem to be the 
favored products deemed necessary to 
survive this health crisis. There have been 
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plenty of these products to purchase so far, but warehouses 
are bound to face shortages if the panic wave of buying 
continues. 

Local stores also report shortages of meat products, 
as those shelves are beginning to show up bare. That 
phenomenon has manifested itself in our cattle and hog 
markets as we see fed cattle finally catching a break and 
trading in a five-dollar range this week, starting at $105/
cwt. and being at $110/cwt. before the day was through. 
The beef cutout was even more dramatic, up over last week 
$16.12/cwt. on choice carcasses, and $14.73/cwt. for select.  
This would indicate that there could be more improvement 
in store for next week’s cash cattle trade if we don’t crash 
again before then. 

Though it has not been quite so dramatic, the hog market 
has seen the same pattern, empty shelves in the pork isles 
resulting in higher prices for live hogs, and much higher 
carcass values. We hope this bounce could be the bottom 
for the free-fall in livestock prices we have seen in the past 
60 days.  

The World’s financial community has pretty well resigned 
itself to the fact that we are facing a world-wide recession 
as this disease works its way through the economies. We 
are facing slowdowns in production, transportation and 
services of many, many products and services. Trillions of 
dollars in revenue are being lost by hotels, restaurants, 
airlines and cruise ships, just to name a few of the industries 
affected.  

Time only will tell how long and how severe this aberration 
in our economic activity will last.  The only bright side is 
that when it ends, we should see a robust bounce back, 
maybe not to the euphoric levels of activity that we have 
enjoyed for the past few years, but much brighter than 
we are experiencing now. One note of caution, we expect 
recovery to take months, not weeks or days.

Stay safe, stay out of crowds, and pray that this scourge 
passes quickly.  

Coronavirus (COVID-19) Fears Grip the World’s Economies
By John A. Johnson
Continued from page 1

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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Gross Profit on Cash Revenue
By David Hurley

A friend in the lending business asked me to speak to a 
small group of producers. I love to go to these meetings 
because it gets me in touch with folks beyond just talking 
over the telephone.  It is an excellent opportunity for me 
to get a feel for things producers (especially non-Hurley 
clients) are seeing and thinking.

At these meetings I try to give an outlook as to what is 
driving the markets today and what the implications may 
be to the producers, this is really what they want to know!  
Thankfully, most producers understand enough to realize 
opinions are just those.  When it comes to the market 
forces which move prices around each day there is not one 
single person on earth who can tell you where prices will 
be a year from now.  I often times refer to Hurley acting like 
a giant funnel, taking in every piece of market information 
and funneling it down to your specific operation’s needs.
The one constant theme Hurley teaches is to “know your 
financial index’s and ratios.” 

Ratios are the relationship between two numbers revealing 
the number of times the first number contains the second. 
Practical usage occurs when comparing one element to 
another ... such as “apples to oranges ratio” ... or “sales 
growth to fixed assets growth.”  

We look at the ratio of sales to expense to see if we are 
getting enough out of the market to cover expenses.  
Both have been very volatile in the past few years.

An “index” is a measurement which can be a whole 
number, percentage, decimal, or fraction indicating the 
proportional value of a stated quantity.  

One specific index Hurley promotes is based on the client’s 
cash flow so we can monitor and manage the market risk.  It 
is called the Gross Profit on Cash Revenue (GPOCR). This 
index looks at how much you have left over after variable 
expenses to pay taxes and debt. We all know that if we 

make money, we pay taxes; most 
producers have current principal 
payments to be paid out of this 
year’s crop revenues. Simply stated, this 
means that an operation that generates 
$1,000,000 in gross revenue and has a 20% 
GPOCR will have $200,000 left over to pay 
taxes and service current debt.

Our experience since we started looking at 
producer’s financial information says those in typical 
production agriculture need at least a 10% and 
preferably a 20% GPOCR to stay healthy financially - 
unless current debt gets out of hand.  Current debt has to 
be paid out of that profit after income taxes are paid.

If you know only one piece of information about the 
markets as it relates to your bottom line, this ratio is 
golden.  Consider lessening reliance upon outlooks/
opinions and go more with the business-minded approach.  
There are numerous businesses in the world today 
operating on numbers far less than 20%.  Many earn less 
than 5% GPOCR.  Agricultural producers are fortunate to 
get opportunities that may be at much higher levels…but 
you must be prepared and need to work with those of us 
who can utilize tools best suited for your operations bottom 
line. These opportunities can arrive and leave quickly. 
In uncertain times like we are in today being prepared 
to pounce on the next opportunity will be paramount. 
However, you will not know it’s an opportunity if you don’t 
have well laid out plans for execution.

David Hurley is President of Hurley & Associates Inc. 
and has been a consultant out of the corporate office in 
Charleston, MO for over 20 years. David’s experience in 
working with clients and, particularly, in working with futures 
and options is beneficial to the company and our clients.
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It is no secret; we are in uncharted waters.  Those of us 
involved in agriculture have watched history being made 
in the last 22 months and we have all been knee deep in 
the process.  As a country, we entered into a trade war with 
the largest single buyer of our ag goods on the planet, 
seen major widespread flooding, extremely late planted 
crop, and since September seen 3 “black swan” events 
in our commodity markets including the Tyson plant fire, 
Covid-19, and the Russian/Saudi Oil fallout.  I read a post 
on twitter some days ago, “Market volatility at its Finest!”, 
I cannot argue that statement, but it is the uncertainty that 
makes us lose sleep at night.  

 In every farm shop and farm truck in the country, you 
can shuffle through and find an endless number of tools.  
Some of which are used on a regular basis, a crescent 
wrench for example, there’s one in every vehicle even 
remotely associated with the farm.  Then there are those 
rarely used pieces that are very important for that one time 
every other year when needed.  Farmers are masters of 
their trade or many trades for that matter, but you need 
tools.  

Now, you can probably get that hose clamp off with your 
pocketknife, we’ve all tried it, but it is quite a bit easier with 
a flat head screwdriver, but even better with the right sized 
socket and your cordless impact.   Now, I’ve rambled about 
tools and China, but what do they have in common and 
where are we headed with all of this?  We’ve all got a good 
idea of what is in the toolbox in the shop or in the back of 
the truck.  But what is in your Marketing Toolbox? Are the 
tools in that toolbox the ones you need? Are they in good 
shape and do you know how to use them?    

• Quality Financial Assessment- do you have QUALITY, 
up-to-date financial information for your farm?  Have 
you spent time building that spreadsheet to track this 
information, writing it down in a safe place that can be 
accessed at any time, if spreadsheets aren’t your thing?  
Have your shared this information with your Hurley 
Consultant? (They are a tool as well!)

• Market Plan- Once you share this information with your 
Hurley Consultant.  You will get quality break evens and 
market plan that fits your operation.  Have you studied 
it?  Doubled checked it for accuracy? Primed and ready 
for action if/when the market provides opportunities for 
you?

• Education- Puts, Calls, Market spreads, futures vs cash, 
a combination of all?  Are you comfortable with the 
functions of these market tools?  

• Knowledge of how all of this Impacts your operation- If 
you have prepped your tools and yourself you are using 
a Business Minded Approach.  Understand how using 
these tools affects your bottom line and the success of 
your business.

As the Business Minded Producer, you are ready for the 
uncertainty, prepared to take advantage of opportunities 
that appear and protect your business profits while 
maintaining participation in the market.  If you are using the 
Business Minded Approach opportunities may appear to 
you that the Market Minded person may never see.   

 If you have questions or need help understanding any 
of the market tools, use your Hurley Consultant for the 
information that you need to connect those dots.   We will 
gladly provide reading material, examples and walk you 
through any situation and how it directly correlates to your 
operation, that’s our job!  We are part of your team and I 
can speak for everyone and say we are PROUD of it!  

        
Travis McCann was raised on a farm right outside of Hurley 
& Associates’ corporate office location in Charleston, 
Missouri. He comes from a farming heritage rich in family 
and friendship traditions. Travis is primarily familiar with 
growing row crops but has also worked with a small cow/
calf herd.  Travis has been a part of the Hurley Team since 
2016.  

What’s in your Toolbox?
By Travis McCann
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On a daily basis, you are analyzing, evaluating, and 
running your business, regardless of the industry in which 
you operate. It can be difficult to know what areas of 
the business are strong, and in what aspects there may 
be opportunity for improvement. Notice that I didn’t 
say “weaknesses.” Looking at a possible weakness as 
an opportunity for improvement or growth changes the 
mindset around that particular weakness to a focus on 
strengthening.

For example, I could say my weakness is good old Nacho 
Cheese Doritos. I can pound a family size bag within 
a couple hours if I allow myself. However, there is an 
opportunity for improvement there for me to eat healthier. 
If I don’t buy the chips, I can’t eat them and hopefully 
I’ll choose to instead buy a bag of carrots, apples, or 
something else to snack on during the day. If I just resolve 
to the fact that the chips are my weakness and leave it at 
that, what stops me from buying and eating them? Instead I 
try to make the conscious decision to bypass the chips and 
go to the produce aisle.

Likewise, in business, every person has their set of strengths 
and opportunities for improvement. Dr. David Kohl, a 
Professor Emeritus from Virginia Tech and a renowned Ag 
Economist that we have followed for many years recently 
came up with a list of questions every businessperson 
should ask themselves. He calls it one’s Business IQ. That 
list of questions which is included this month may have 
a slight leaning toward farm production, but in reality, all 
of the questions ring true in commercial business as well. 
Whether you are someone who produces widgets, provides 
a service, or some other type of business, you, for example, 
need to know what your costs are and whether or not what 
you charge is covering those costs and hopefully providing 
a healthy profit margin while not pricing yourself out of the 
market on whatever it is you are doing. As other examples, 
the list asks what you are doing to manage risk, eventually 
transition or exit the business, who might be on your team 
of trusted advisors whether that be financially or industry 
specific, and the list goes on.

We encourage you to take a few minutes to honestly 
answer the questions on this chart in the context of your 

specific business and your 
specific management of the 
business. Calculate your score and 
circle the areas where you may have 
chosen an answer in the yellow or red 
columns. If you did circle an answer in 
the red column, that by no means indicates 
failure or weakness. Rather, it means that is 
an area to focus on to improve in that area to 
where several months down the road, you can 
answer these questions again and next time circle 
a green or yellow column answer. Here is the chart:

For most of the following questions, Dr. Kohl 
emphasizes that if one’s answer to any certain question 
falls into the “green” column, then that means there must 
be concrete proof of such. For example, if a producer 
answers question 9 as having a written marketing plan, then 
he or she needs to be able to produce that plan. Answer 
the questions below. 

If answering these questions reveal some areas in your 
business management IQ that become concerning to you, 
and you don’t know where to start, our lenders can certainly 
assist in getting started and provide some pointers. Give us 
a call!

If you could create a resolution for 2020 to improve in say 
two areas of your business in terms of management, how 
soon would you want to get started?

Do You Know Your Business IQ?
By Lee Potts I Vice President / Senior Credit Officer, Security Bank

continued on page 7



 

 

Lana grew up on the family grain and livestock farm near Britton, SD, where she and her sisters were the hired hands 
and participated in all aspects of the operation alongside their dad.  She has a B.S. in Education from VCSU, Valley 
City, ND.  She spent the early years of her adulthood working in education and also spent time staying at home rais-
ing her four children.

Lana joined the Hurley & Associates team in January of 2006 when the opportunity arose for her to move back to 
her home town.  Developing strong relationships and assisting farm customers to achieve a profitable bottom line 
continue to be a rewarding experience in her role as consultant.  She also works as the internal compliance auditor 
for Hurley & Associates so has the opportunity to annually visit all the offices and stay up to date on farm conditions 
across the country.

Lana lives in Britton and is actively involved in the family cow/calf operation.  She enjoys visiting her grown children, 
gardening, home improvement projects and being a grandma of two great kids.

What do you most 
enjoy about your job?
I really enjoy all the relationships I’ve 
built with my clients and co-workers over 
the years.  Working toward a common 
goal with a great team is rewarding.  My 
particular position as both consultant 

and corporate employee (internal compliance auditor, 
client letter writer, etc.) also provides a lot of variety to 
my job.  There is never a dull moment, and there are 
constant opportunities to be learning new things. 

How did you get started in your career?
My sister, Janelle Swanson, started the Britton office in 
2000, and as it grew, she knew toward the middle of 2005 
she would need to be hiring a third consultant soon.  At 
the same time, I very much wanted a career change and 
to move back to our hometown.  I had the opportunity 
to attend a Hurley annual meeting as her guest, met 
the Hurley family and most of the consultants, and 
learned a lot about the company and what we do.  I was 
hooked and began the process of going after the job.  
Fortunately, they took a chance and, starting in January 
of 2006, the rest is history. 

What are you most 
passionate about when it 
comes to serving your clients?
I am most passionate about the 
farming and ranching way of life.  I 
cannot even imagine not having grown 
up on our family farm, working alongside 
my dad and sisters in the field and with the 
cattle.  As a parent of now grown children, my 
biggest regret is that I wasn’t in a position to be 
able to raise them on a farm.  Being able to work 
with my clients towards sustaining the farming and 
ranching way of life by helping them become more 
financially secure through increased profitability is what 
drives me. 

What would be your ideal vacation?
I was trying to think of a place or type of place for the 
answer to this question.  I love the beach, the mountains 
and even short visits to large cities, but any one place 
isn’t what comes to mind.  My ideal vacation involves 
doing interesting, novel things with people I care about 
with a relaxed, unhurried schedule.  I can enjoy camping 
up in a pasture by the lake, doing a little fishing and 
having a bonfire as much as visiting a museum, staying 
in an upscale hotel and eating at a five-star restaurant.  
As long as I’m with fun people and don’t have to be 
anywhere at a set time, I feel like I’m vacationing.

Consultant Spotlight:
LANA WIETGREFE
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6 Impacts Covid-19 Could Have On Farming

Mark Stephenson and John Shutske with the University of Wisconsin-Madison say there are six specific things farmers, farm 
families, ag employers, and employees need to be aware of and plan for.

1. MARKETS AND FARM PRICES
 a. Dairy is predominantly featured in out-of-home 

eating, and there may be some disruptions in food 
service sales.  This will likely have an impact on 
markets and prices.

2. SUPPLY CHAIN SLOWDOWN AND   
 SHORTAGE
 a. The American Veterinary Medical Association 

suggest the potential for animal pharmaceutical 
products to be in short supply for at least some of 
the larger drug manufacturers.

3. FARMERS HEALTH
 a. The 2017 ag census shows the average age of farm 

operators to be almost 58.  Data from other countries 
suggest that COVID-19 has a much higher level of 
severity for those in their 60s and older.

4. THE FARM WORKFORCE
 a. Even if the infection rate stays low, it is highly likely 

that workers will need to be out of work particularly 
to stay home to care for sick or elderly family 
members.

5. WORKER SAFETY AND PERSONAL  
 PROTECTIVE EQUIPMENT
 a. There are shortages of protective equipment vital for 

keeping workers and animals healthy.  As a result of 
the current demands, N-95 respirator supplies are 
highly limited.

6. OTHER DISRUPTIONS
 a. In some areas for students, classes and services are 

being taught online.  This may be difficult for some 
rural residents as high-speed internet service is not 
available in some areas.

https://www.agriculture.com/video/6-impacts-covid-19-could-
have-on-farming

“Agriculture is the most healthful, most useful and 
most noble employment of man.”

–  George Washington
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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.

415 E. Marshall
PO Box 471
Charleston, MO 63834

Phone: (573) 683-3371
Toll Free: 1-800-524-0342
Fax: 573-683-4407
email: mail@hurleyandassociates.com
www.hurleyandassociates.com

Trent Hurley, Chief Executive Officer
David Hurley, President of Hurley & Associates, Inc.

Ida V. Hurley, Founder 
Dennis E. Hurley, Chairman of the Board

Grundy Center, IA
319-823-8018

Cologne, MN
320-634-4001 

Glenwood, MN
320-634-4001

Wheaton, MN
320-563-8490

Caruthersville, MO
573-333-1138

Charleston, MO
573-683-3371

Fayette, MO
573-683-3371

Britton, SD
605-448-0058

Brookings, SD
605-692-1533

Wessington, SD 
605-554-0230
  
Canyon, TX
979-272-2182

Snook, TX
979-272-0539

Edna, TX
361-782-6715

LOCATIONS


