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One of the  benefits of a cooperative is that we’re owned locally by 
our members. United Farmers Cooperative is guided by a 12-member 
board of directors from across our trade territory. These leaders are 
elected by UFC’s members. The directors meet regularly to analyze 
the big picture for the co-op and define strategic goals to help us 
serve our members effectively. 

We need members who are 
willing to run for the board. 
This is a great way to meet 
others who support the co-op’s 
mission, grow your leadership 
skills and give back to the local 
community. 

If you’re interested in learning 
more, contact Larry Weis (641-
745-5816), or Dennis Carlson 
(712-370-0563). We look 
forward to hearing from you. 

Would You Be Willing to Run for UFC’s 
Board of Directors?
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Sales 2022 2021 2020
Total Sales 624,715,235$          464,272,167        335,608,614        

Gross Commodity Savings 36,792,083               31,615,932          26,309,197          
Total Other Income 25,917,724               26,957,077          25,941,973          

Gross Operating Revenues 62,709,807               58,573,009          52,251,170          
Total Expenses 57,974,291               51,242,698          49,321,509          

Savings from Operations 4,735,516                 7,330,311            2,929,661             
Patronage Refund and Investement Income 3,117,322                 1,934,731            3,963,939             
Savings Before Income Taxes 7,852,838                 9,265,042            6,893,300             
Income Taxes (497,399)                   594,696               903,308                
Net Savings 8,350,237$               8,670,346            5,989,922             

Cash 587,215                    793,056               460,139                
Equity 1,370,168                 1,850,464            1,073,658             
Total Allocated Patronage Refunds 1,957,383                 2,643,520            1,533,797             

Unallocated Savings 6,392,854                 6,026,826            4,456,195             
Net Savings 8,350,237$               8,670,346$          5,989,992$          

Current Assets 2022 2021 2020
Total Current Assets 100,213,030             78,076,779          64,630,177          

Investments 25,041,757               26,095,129          25,850,542          

Property, Plant, Equipment
Net Property, Plant, Equipment 73,175,721               71,087,573          58,860,542          

Other Assets
Total Other Assets 191,449                    -                            814,573                
Total Assets 198,621,957$          172,259,481        150,155,653        

2022 2021 2020
Current Liabilities

Total Current Liabilities 72,395,061$             57,432,009          42,473,542          
Long-Term Liabilities

Total Long-Term Liabilities 28,933,829$             27,869,513          25,707,034          

Members' Equity
Total Members' Equity 97,293,067$             89,957,959          81,975,067          

Total Liabilities and Members' Equity 198,621,957$          175,259,481        150,155,643        

Working Capital 27,817,969$             20,644,770          22,156,635          

Patronage Allocation
Rate Rate Rate

Grain Purchased and Sold 3.33¢ 4.38¢ 2.02¢
Retail Feed 1.33% 1.65% 1.56%
Commercial Feed 0.66% 1.10% 2.92%
Agronomy 0.74% 1.81% 1.42%
Merchandise and Services 0.84% 1.01% 1.00%
Petroleum Products 1.23¢ 1.46¢ 1.46¢

United Farmers Cooperative and Subsidiary
8/31/2022

Consolidated Financial Summary of Operations

Distribution of Net Savings
Allocated Patronage Refunds

UFC’s Profits 
Pay Off For You
by John Pruss, General Manager

Financial fitness is a key to success, whether you’re running a 
farm or a cooperative. As we review our most recent fiscal 
year (which ended Aug. 31), the numbers are strong. Here 

are some highlights, which will allow us to make some major 
improvements throughout the co-op: 

• Total sales of more than $624.7 million, up from $464.2 
million in 2018

• More than $1.9 million of total allocated patronage refunds to 
members

• More than $27.8 million in working capital, up from $20.6 
million the previous year

• More than $8.3 million in net savings, up from $5.9 million in 
2020

We’ve also continued to improve efficiencies, thanks to new 
infrastructure we’ve invested in throughout UFC in recent years. 

• Since 2016, UFC has built 5 million bushels of permanent 
grain storage, and 1 million bushels of temporary storage. This 
includes a 4-million-bushel bin at Red Oak. 

• In 2020, we purchased the grain elevator at Essex. This 
helped UFC reach record-high grain volumes. UFC’s volume 
increase from 2021 to 2022 was 5.7 million bushels of corn 
(including 2.5 million bushels at Essex) and 2.8 million bushels 
of soybeans (including 800,000 bushels at Essex). 

• We continue to reinvest to 
improve our agronomy facilities. 
The new anhydrous ammonia 
plant at Villisca went into service 
this fall and doubles our capacity 
here. We’ll also have a new 
anhydrous plant ready at Lenox 
by the spring of 2023. 

Increasing UFC’s rail-loading 
capacity 

UFC’s financial strength is also 
allowing us to upgrade our rail-
loading facilities. While we’ve had a 
110-car-loader at Red Oak for awhile 
now, we added a single-car loading 
facility at Osceola in 2018. Now 
we’re preparing to invest several 
million dollars into a shuttle loader 
at Osceola. We’re moving Osceola’s 
single-car loading equipment to 
Essex so we can use it there.
 
Since UFC’s unification with South 
Central Cooperative in 2019, we’ve 
been working to develop more 
markets for farmers’ grain in the 
eastern part of our trade territory. 
This major investment at Osceola 
will allow us to load a 110-car train in 
15 hours or less. We’ll provide more 
updates as this project takes shape 
in the weeks ahead. 

Thank you for all your support of 
UFC. We’ll continue to look for ways 
to keep the co-op strong in 2023 
and beyond to serve you effectively.

United Farmers Cooperative and Subsidiary
8/31/2022

Consolidated Statement of Operations
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Here at United Farmers 
Cooperative, we offer a variety 
of tools to help you manage 

price risk and profitability. This time 
we’ll focus on cash sales, forward 
contracting, basis contracts, HTA 
(hedge to arrive/futures only), and 

price later or storage options.
First, though, let’s review the three 
factors that determine the price you 
receive for a bushel of grain:

1. Futures price. The futures 
price refers the futures month 
that the bid is being based on.  
These future months are listed 
on the Chicago Board of Trade 
and are based off established 
months for both corn and 
soybeans.

2. Basis. The basis is a calculation 
of handling the grain, such as 
freight, storage, insurance and 
other factors.  

3. Actual cash price received. This 
is the different between futures 
and basis. The pricing formula 
is: futures plus (+) or minus 
(-) basis = cash price (which is 
known as your local cash bid.) 
Here is an example: December 
futures $6.80 minus (-) -$.30 
basis = $6.50 local cash price.

Making Sense 
of 3 Grain 
Marketing Tools

Let’s Talk
If you’re interested in learning more 
about any of these contracts or UFC’s 
grain marketing services, feel free to 
contact one of our team members: 

• KC Nash, Grain Department 
Manager, 712-370-5577,                    
knash@united-farmers.com

• Tony Hoskins, Grain Origination 
Manager, 641-247-1126,           
thoskins@united-farmers.com

• Brandon Kreps, Grain Operations 
Manager, 712-621-6092,                 
bkreps@united-farmers.com

We want to help you grow your grain 
profits and look forward to serving 
you. 

Overcome the Unknown 
With a Flexible Marketing 
Plan
by Tony Hoskins, Grain 
Origination Manager

When we look back, 2022 
will be remembered as 
a challenging growing 

season. Rains were limited and 
spotty, and drought conditions still 
persist. While the western part of 
United Farmers Cooperative’s trade 
territory fared better than the east, 
conditions overall were less than 
desirable for this year’s growing 
season.

Corn and soybean yields have been 
all over the spectrum, not only in 
this area, but across the entire corn 
and soybean production belt.  

Then there are transportation issues. 
Low river levels due to the drought 
are impeding barge traffic. Railroads 
are dealing with union issues, plus 
there’s the possibility of strikes, 
along with crew and equipment 
shortages. There are also plenty of 
unknows with the global markets.  
What type of growing season will 
Brazil and Argentina have? What 
will develop in the Black Sea region 
regarding Russia and Ukraine?  

USDA report offers insights

The U.S. Department of Agriculture 
(USDA) released their latest Crop 
Production and Supply & Demand 
Reports on Nov. 9.  Both corn and 
soybean production saw increases, 
as did ending stocks for corn and 
soybeans in the United States.

World stocks of corn saw a 
reduction, while soybean stocks 
increased. With the question of 
US production now answered, the 
focus will turn to South American 
production in Brazil and Argentina. 

The following chart below shows 
USDA’s reported numbers, 
compared to market expectations. 

So what does this mean for risk 
management? Do you sell or store? 
If you store, do you use price later 
or regular storage?  Each farm is 
different, and there’s no cookie-
cutter approach to managing price 
risk and maximizing returns.  

The only advice that fits everyone? 
Don’t put all your bushels in one 
basket. We can help you design a 
well-thought out, flexible marketing 
plan that can adjust to changing 
market conditions. To start the 
conversation, contact any of UFC’s 
grain team members.

Now, let’s explore three tools we have available to help you manage price risk and profitability: 

• Cash or spot sales/forward contracting. A cash sale is just what is sounds like. You deliver grain and price the 
bushels at the local posted bid. There’s very little risk involved with cash and spot sales, since you know the cash 
value you’ll receive. Forward contracting is similar in that way.

The difference between the two is that in forward contracting, the delivery period is set for a future time period. 
This could mean the current month, a few months out or more. This is a contractual obligation to deliver grain to a 
specific location, for a specific quantity and price, for a specific time period.

• Basis contracting. This means locking in only the basis part of the pricing. This contract is used when the bias is 
that future prices will improve from where they are when you set the basis. Later you will have to determine where 
the futures will be set, or roll the basis to another month. There’s no fee to enter this contract, but if you roll the 
basis, there is a fee.  

This contract has some advantages but comes with some risk. Basis contracting helps you avoid any storage or 
minimum dump charges. Once the bushels are delivered, you can take an advance up to a certain percentage 
of the price, so you don’t have to wait for all your money. At some point, though, you will have to set the futures 
price. This is where the risk comes in. Until you set that future price, you’re open to future prices going lower. This 
could mean a lower cash price than what you were looking for.

• HTA (hedge to arrive/futures only). Here you’re only locking in the future price on the bushels. There is a fee to 
use these contacts. The fee is based on how far out the futures month is. There’s also a fee if you roll it. These can 
be rolled from one futures month to another but must stay with the same crop year.  

These are primarily used when the bias is that future prices could be weaker during the time you’re planning to 
deliver. More often, we see these used to market new-crop bushels. The advantage is you have the future price 
locked in after fees. The risk is that basis could become weaker prior to delivery. A lesser risk is that futures prices 
could become stronger or go higher after you lock in an HTA.

Three Tools Offer Different Risk-Management Resources
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by Darin Schlapia, Energy Department 
Manager

Thanks for your business this past year, and 
thanks to the employees at United Farmers 
Cooperative who dedicate their career 

to providing high-quality service and energy 
products to our customers. Thanks to your 
support, UFC’s energy division saw a combined 
quantity increase of 2.5% in sales of gasoline, 
diesel and propane during fiscal year 2021-22.  

If you’re concerned about what the future holds 
for energy costs, there’s a lot driving these wild 
price rides. It hasn’t been uncommon to see gas 
and diesel price movements of 10 to 50 cents per 
day, (and farm diesel at times close to $5 a gallon), 
depending on the news.
 
A big factor driving this massive volatility is the 
federal government’s push in the last two years 
for more green energy and the elimination of fossil 
fuels. This has occurred right when the United 
States and world oil producers and refineries are 
still trying to recover from the demand destruction 
caused by the COVID-19 pandemic lockdowns of 
2020.

Due to this, the energy industry has shied away 
from new investments in wells and infrastructure 
to supply the post-COVID demand for diesel 
and gasoline. In fact, five refineries in the 
United States have shut down since 2020, due 
to overburdensome government regulations, 
unprofitability stemming from COVID demand 
loss, and market uncertainty. 

Despite this, many industry experts expected the 
undersupplied energy market of 2021 to become 
a slightly oversupplied market in 2022, bringing 
price relief along with it. That all changed on 
February 24, 2022, when Russia invaded Ukraine 
turning world markets upside down with sanctions 
placed on all things Russian, including energy.  

UFC = Energy You Can Count On

Have any energy-related questions or 
fuel contracting needs? Want more 
information about anything you have 
read about here?

Contact Katie Jolliff (641-414-9923), 
certified energy specialist, eastern 
region, or Tianna Fisher (712-370-8051), 
certified energy specialist, western 
region. 

If you’d like to place a fuel or propane 
order, contact your nearest UFC location. 
We appreciate the chance to earn your 
business and look forward to hearing 
from you. 

Our Certified Energy 
Specialists Are 
Here to Help

Get More Miles Per Gallon 
The Easy Way

Think all fuel is alike, no matter 
where you buy it? There’s a 
reason why United Farmers 

Cooperative provides Cenex®- 
branded fuels. No doubt you have 
heard us talk about all the benefits 
of Cenex® premium diesel, but 
did you know Cenex® TOP TIER™ 
Detergent Gasoline also includes 
a special detergent package that 
has 2.5 times the cleaning power 
of conventional gasoline, and it’s 

proven to remove engine deposits? 
This provides better fuel economy 
and engine performance.

In our experience, Top Tier gasoline 
helps you get an extra 1 to 3 miles 
per gallon, compared to non-Top 
Tier fuel.  Fill up with Cenex® TOP 
TIER™ Detergent Gasoline at 
any of our fuel stops or off our 
delivery trucks all across southern 
Iowa.

Then there’s the fact that America’s Strategic Petroleum 
Reserve (SRP) is being depleted. In 2022 alone, the federal 
government has drained the SPR by about 35% of its near full 
levels one year ago. The SPR is intended to maintain a reliable 
source of energy in the event of a catastrophe, not to be drained 
for price control. 
 
However, what single item could drop the energy markets like 
a rock? A crashing economy. Soaring inflation, rising interest 
rates, declining stock markets, home sales and employment 
reports can all put downward pressure on the energy markets. 

Cenex® helps us provide reliable energy solutions

While none of us can control many, if any, of these variables, 
we can control who we do business with. I’m glad UFC partners 
with CHS. You may know them for Cenex® brand premium fuels 
and other agriculture-related products. 
 
CHS is one of the largest cooperatives in the world and owns 
two refineries in America for the sole purpose of keeping their 
members supplied with fuel for farming. When a member-
customer like UFC orders energy products, they can pull trucks 
from all over the nation to deliver products to where at when 
they are needed. Because of our strong, long-term connections 
with CHS, they tell us we’ll be one of the last to run out of 
supplies if times get really challenging.  

What the next six months hold for energy prices is anybody’s 
guess at this point, and it really boils down to locking in a 
price that fits into your operation’s budget.  I encourage you 
to contact one of our energy sales team members anytime for 
current updates. We appreciate your business and look forward 
to serving you in the future. 

Are You Ready for Winter? 
Our Diesel Blends Are!

If you drive a diesel vehicle in the late fall and winter, you don’t want to 
mess with gelled fuel. We keep a close eye on external temperatures and 
add #1 diesel when needed to the diesel fuel in our fuel pumps at our 

convenience stores and fuel stops. We also include cold-flow additives to 
keep your vehicle running smoothly, even when the mercury dips below 
zero. 

For our bulk customers, we can blend down diesel whenever you want us to. 

Tianna Fisher, 
Certified Energy 
Specialist - West

Katie Jolliff, 
Certified Energy 
Specialist - East
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CENEX® Offers 
You Gift Cards 
For Gallons
Loyalty has its rewards! 
From now through February 
28, 2023, earn one $50 
VISA® gift card for every 
100 gallons of qualifying 
CENEX® lubricant products 
you buy. Qualifying oil 
products include:  

• Irriflex®

• MP Gear Lube

• Maxtron® DEO

• Qwiklift® HTB®

• Maxtron® Enviro-EDGE®

• Superlube 518®

• Maxtron® GL

• Superlube TMS®

• Maxtron® THF+



by Blaine Steffen, Merchandise Dept. Manager

There are few things more frustrating than unreliable, 
slow, expensive internet service. That’s why United 
Farmers Cooperative has connected with Lockridge 

Networks, which provides high-speed internet service for 
southern Iowa. 

“As UFC has grown, we need good internet connections to 
communicate and operate efficiently throughout the co-
op,” said Dave Shields, IT department manager for UFC. “So 
much of what we do today requires reliable internet service, 
from the phone system to our accounting system.” 

UFC’s relationship with Lockridge Networks began a few 
years ago as a result of Ringold County Development 
Corporation’s rural broadband expansion efforts. The two 
companies were introduced and Lockridge approached the 
cooperative about the possibility of putting some of their 
transmission equipment on of UFC’s grain silos. 

The more UFC learned about Lockridge Networks, the 
more they saw a good opportunity. Today, UFC has 
internet connectivity through Lockridge Networks at five 
locations, including Clearfield, Lamoni, Chariton, Humeston 
and Cainsville, Missouri. “This is a great story of two local 
companies partnering for a solution,” Shields said.
 

Expanding across southern Iowa

Lockridge Networks began about five years ago with a 
local resident named Pete (who is an engineer) worked with 
Lockridge, Inc. as he built a new house in southern Iowa. 

Based in Promise City, Lockridge, Inc. (hardware and 
lumber) has been in business 50+ years and has four 
locations in southern Iowa. When owner Dale Housh and his 
team learned about Peter’s skill set, they asked if he could 
link their four locations with a reliable, affordable internet 
connection, which he did. 

Connecting to Home-Grown 
Internet Solutions

Need Cattle, Swine, 
or Poultry Feed?
by Doug Hays, Feed Department Manager

Tired of that old flooring in your kitchen? Wish you 
could remodel that outdated bathroom? Thinking 
about a home addition, garage or shed in 2023? 

Now’s the time to stop by our Red Oak location.

Yes, we carry lumber, hardware and have an interior 
design showroom, but did you know we offer:

•  •  Plenty of stylish choices. Plenty of stylish choices. Whether you’re interested Whether you’re interested 
in cabinets, flooring, vanities or showers, we have in cabinets, flooring, vanities or showers, we have 

many styles and colors to pick from. We offer top many styles and colors to pick from. We offer top 
brands like the ONYX Collection, which includes brands like the ONYX Collection, which includes 
showers, tub-to-shower conversions, lavatories, trim showers, tub-to-shower conversions, lavatories, trim 
and other accessories to your specifications. Our and other accessories to your specifications. Our 
interior design consultant, Brynn Schuldt, can help interior design consultant, Brynn Schuldt, can help 
you every step of the way. you every step of the way. 

•  •  Quick price quotes. Quick price quotes. Whether you need garage Whether you need garage 
doors or other supplies, we can get you a quote doors or other supplies, we can get you a quote 
within 24 hours. within 24 hours. 

• • An alternative to the big-box stores. An alternative to the big-box stores. Want to work Want to work 
with knowledgeable people who have expertise in with knowledgeable people who have expertise in 
the products they sell? Come see us. Our customers the products they sell? Come see us. Our customers 
consistently tell us they appreciate UFC’s superior consistently tell us they appreciate UFC’s superior 
customer service. customer service. 

If you haven’t stopped by our Red Oak store lately, 
we’ve added new products in our fasteners and screws 
department. In the weeks ahead, we’re also going to 
install a new front counter. 

We’re open Monday-Friday, 7:30 a.m. to 5 p.m., and 
Saturday from 7:30 a.m. to 12:30 p.m., or call us at 712-
623-2575. We look forward to working with you.

Now Is the 
Time For Home 
Improvement 
Projects

“Then COVID-19 hit, more people started working 
from home,” Pete said. “We kept getting more 
requests from people in Humeston, Chariton and 
other areas who wanted a different option for 
internet service.” 

This fueled the growth of Seymour-based 
Lockridge Networks, which serves more than 
45 southern Iowa communities and continues 
to expand its coverage area. “You shouldn’t be 
penalized with poor internet service just because 
you live and work in a rural area,” Pete said. “Our 
system is built for—and by—southern Iowans. 
When you call us for service, you get a response 
from a real human, not an automated system.” 

Designed for the “internet of 
things”

This is especially important as the “internet of 
things” (IOT) grows, Pete added. On the farm, 
the IOT includes computerized barn monitors, 
moisture sensors in grain bins and other 
technology that transmits data. “We’re building 
our network for reliability,” Pete said. “We want 
this system to be as reliable as turning on the 
lights in your house.” 

Pete enjoys working with UFC as Lockridge 
Networks expands its coverage area in southern 
Iowa. “I appreciate UFC’s professionalism and 
deep roots in the region. They’re very attuned to 
the needs of the communities they serve.” 
 
The UFC-Lockridge Networks’ partnership is a 
win-win, Shields said. “We wanted reliable internet 
connectivity to become more productive, and 
we’re glad this is creating more options for other 
people in our trade territory, too. The decisions we 
make are all about serving UFC’s members.” 

If you’re looking for a reliable feed supplier for 
your cattle, swine or poultry business, we can 
help, no matter what challenges come along. 

The commercial feed industry has experienced 
a number of challenges over the past year, both 
nationally and at the local level. From a fire at a 
one of our customers’ production facilities,  to 
an outbreak of highly pathogenic avian influenza 

(HPAI) within our trade territory, to one of 
the deadliest strains of porcine reproductive 
and respiratory syndrome (PRRS) the pork 
industry has seen in years..

Through every hurdle, United Farmers 
Cooperative’s commercial feed service 
was unwaivering. The team’s commitment 
was clear in the way they adapted to the 
challenges of the last year—and succeeded. 

As a result, we’re seeing growth in UFC’s feed 
business, including new opportunities and 
the return of previously lost opportunities. 
It has been 16 months since Dan King (feed 
operations manager) and I assumed the 
reigns of UFC’s commercial feed department. 
The decision to bring UFC’s retail feed and 
commercial feed divisions together has been 
positive for our customers, as well as a more 
efficient use of the co-op’s financial resources.  

I appreciate the dedication of our UFC 
commercial feed employees and your ongoing 
support. We appreciate your business. 
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As we transition into 2023, a new corn disease is on 
our radar. Tar spot showed up in our area this past 
summer. Even if you haven’t seen tar spot in your 

fields, it’s going to be a challenge going forward.

Tar spot appears as small, black, circular-to-irregular 
shaped spots that can’t be scratched off the leaf surface 
in the lower canopy. Farmers in other areas who’ve been 
fighting this disease have had to move to more than one 
fungicide application. 

Leaf moisture favors tar spot development. As the 
growing season progresses, tar spot inoculum likely 
increases, notes ISU Extension. The efficacy of many fungicides applied earlier in the season starts to wane, 
so more disease can develop.

Iowa State University recommends that a fungicide be applied no earlier than V12. This is based on field 
trials conducted in the past five years in Wisconsin, Illinois, Indiana, Michigan and Ontario, Canada. Talk to 
your United Farmers Cooperative agronomist about treatment options. 

Rotating to soybeans next year may also help reduce the tar spot inoculum in fields where you grew corn 
in 2022, noted ISU. Another consideration is to plant a tar-spot-tolerant hybrid in that field and surrounding 
fields. Some seed companies will have tar-spot scores for some of their hybrids in the coming year.

Contact your UFC agronomist for more details. We appreciate your business. 

Did You See Tar Spot 
This Year?

Make Best-Management 
Practices Pay with Corn, 
Soybeans
by Chris Russmann, Agronomy 
Department Manager

If it seems like there’s a lot of 
uncertainty as we wrap up 
2022 and prepare for 2023, 

you’re right. We felt it here in the 
agronomy department, which is 
coming off a very challenging, 
but successful, year.

Volatility due to Russia’s war in 
Ukraine, and hangovers from 
the COVID-19 pandemic have 
caused major disruptions to crop 
inputs. Fertilizer prices have 
doubled on some products. 
Now we face new issues with 
fertilizer shipments, as water 
levels in the Mississippi River 
drop, due to drought. We’re also 
facing increased freight rates on 
fertilizer, due to high fuel prices. 

Crop protection products have 
also been a major challenge, with 
allocations on almost everything 
we use. At the same time, 
grain prices have responded 
with major demand for U.S. 
production that has helped 
growers as we come off of a 
record 2021 crop and what looks 
to be an average 2022 crop in 
our trade territory.  

Try Advanced Acre® Rx to 
boost your ROI

With so many factors beyond our 
control, it’s more important than 
ever to control the areas you 
can with crop production. We 
encourage you to consider the 

Advanced Acre® Rx prescription 
program. Think of this as a low-
cost insurance program that 
can help you make the most of 
best-management practices for 
your 2023 crops. 

Data and insights are the 
backbone of the prescriptions, 
which are designed to help 
increase your profit per acre 
and lower per-bushel costs 
for corn and soybeans. All 
you need to do is gather your 
certified yield history from 
your fields and contact your 
United Farmers Cooperative 
agronomist. 

All options in the Advanced 
Acre Rx program include an 
agronomic plan (complete 
with products and ag 
technology recommendations), 
and a service warranty for 
performance. If you follow your 
customized plan and don’t get 
105% of your approved yield, 
the program will cover the cost 
of services. 

Grow your profit 
potential, even on low-
yielding areas

The Advanced Acre Rx program 
can help boost your return on 
investment (ROI) on your acres, 
even on low-yielding fields.  

With the 100% approved yield 
approach, tests showed that 
Advanced Acre Rx prescriptions 
led to an average increase 

of 15.4 bu/A in low-yield 
environments. At a price 
of $5.50 per bushel, 
this extra yield nets a 
$68.20 per acre ROI, after 
additional input expenses, 
on your Advanced Acre® Rx 
investment.

The numbers also pencil 
out for soybeans. When 
targeting 100% approved 
yield, tests showed 
that Advanced Acre Rx 
prescriptions led to an 
average increase of 3.9 
bu/A, with an ROI of $22.65 
per acre after additional 
input expenses (assuming 
a cash price of $13.50 per 
bushel).
 
The Advanced Acre Rx 
program also builds on the 
Catalyst™ Program from 
WinField® United, which 
rewards you for purchasing 
qualifying seed and crop-
protection products. 
When you participate in 
the Advanced Acre Rx 
program, you double your 
Catalyst points, which you 
can redeem for tools and 
other items. 

We’re excited to offer 
Advanced Acre Rx, which 
gives you options and 
the confidence to make 
the right decisions for 
your acres. Contact your 
UFC agronomist for more 
details. 
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From Our 
Kitchens

Brandied 
Cranberry 
Apricot Orange 
Relish 
¾ cup orange juice or other
   fruit juice
¾ cup granulated sugar
½ cup thinly sliced dried
   apricots
Zest or thin peels from an
   orange 
½ teaspoon cinnamon
¼ teaspoon allspice
1 bag (12 ounces) fresh
   cranberries (3 cups)
2 tablespoons brandy

In small saucepan combine 
fruit juice, sugar, apricots, 
orange zest, cinnamon and 
allspice. Heat to boiling 
over medium-high heat, 
stirring occasionally. Stir in 
cranberries; return to boiling. 
Reduce heat to medium-
low; cook 12 to 14 minutes or 
until most cranberries burst; 
stirring occasionally. 

Remove saucepan from heat; 
stir in brandy. Allow relish to 
cool slightly before spooning 
into serving bowl. Cover and 
refrigerate for several hours, 
or up to 4 days.

Makes about 2 ½ cups. 

While end-of-the-year business planning is important this time of 
year, it’s also wise to make time for farm transition and estate 
planning.

“We’re all going to die, and none of us gets out of here with a U-Haul,” said 
Melissa O’Rourke, an attorney and a farm and agribusiness management 
specialist with Iowa State University Extension.  “You have to plan ahead if 
you want to keep the farm in the family for generations to come.”

O’Rourke details 10 farm transition and estate planning mistakes she 
commonly sees, as well as strategies to avoid these pitfalls:

1. Procrastination. “We’ll get around to it one of these days” is one of 
the biggest fallacies in farm transition and estate planning. A shocking 
majority (89 percent) of farms don’t have a farm transition plan, while 
60 percent do not have an updated estate plan, O’Rourke noted. Don’t 
put it off, and don’t worry about perfection. “There is no perfect farm 
transition and estate plan. Some plan is better than no plan.”

2. Failing to clarify your goals. Make time to define how you want you 
farm transition and estate plan to look. “What’s your vision, your 
mission, your goals for the farm?” O’Rourke asked. “What are you 
trying to accomplish? Don’t expect your attorney to figure all this 
out.” Once again, getting some type of plan in place is better than 
no plan. “Those who die with no plan get the state’s plan,” O’Rourke 
said. That’s called intestate succession, and it’s not a good strategy for 
successful farm transition and estate planning.

3. No plans for substitute decision making and health care directives. 
The time to sign a power-of-attorney form and specify your wishes 
through a health care directive is long before you need either of these 
legal documents. These agreements list the person (or people) you 
designate to make financial or medical decisions on your behalf, in the 
event that you become incapacitated and can’t make these decisions 
yourself. Consult with your attorney when preparing financial power-
of-attorney forms and health care directives. “Don’t just going online 
and find the forms,” O’Rourke said. “You need to make sure this is 
done right.”

4. Poor or no communication. When it comes to farm transition and 
estate planning, there should be no family secrets. “Everyone needs 
to know what’s going on,” said O’Rourke, who recommends setting 
up regular times for family meetings. “Commit to a calendar, establish 
an agenda for each meeting and consider using a meeting facilitator.” 
Can’t meet in person? Take advantage of video conferencing 
technology. Use these meetings to set goals, make decisions, delegate 
responsibility, share information and solve problems that arise. “All 
these actions help build trust,” said O’Rourke, who recommends that 
all generations in the farm need to be included in these conversations 
as much as possible.

5. Failing to take an inventory. This involves not only listing the assets 

and liabilities of the farming 
operation, but clarifying who 
owns what. Be sure to account 
for creditors, divorces, and adult 
children who have “borrowed” 
money from the parents’ 
financial resources, O’Rourke 
said.

6. Treating everyone equally. 
There’s an old saying in farm 
estate planning that “fair isn’t 
always equal.” Maybe you’re 
wondering how you can pass 
the farming business to the next 
generation without creating 
animosity or envy between 
the heirs. If you divide the 
farm equally between all the 
children, will it create such small 
pieces that the successor can’t 
make a living operating the 
farm? O’Rourke encourages 
farm families to search online 
for “Putting a Value on Sweat 
Equity” from the University 
of Minnesota. This publication 
takes a look at how to value the 
equity built into the farm.

Avoid These Top 10 Farm 
Transition and Estate 
Planning Mistakes

7. Not knowing state and federal inheritance tax laws. Gifting strategies 
can be part of estate planning, O’Rourke said. It’s vital to work with an 
attorney who understands current state and federal inheritance tax laws 
if you want to limit your family’s tax liability.

8. Disorganization. While proper planning is step one for successful farm 
transition and estate planning, keeping all the essential documents 
organized and accessible is equally important. O’Rourke is a fan of three-
ring binders with plastic, protective sheets to hold pertinent information. 
Label each binder clearly, and keep the binders organized on a shelf. 
“That way they are easy to find and always ready to review,” said 
O’Rourke, who also recommends safe deposit boxes and fireproof filing 
systems to protect key documents.

9. Not having a team of professional advisors. Successful farm transition 
and estate planning doesn’t happen by accident. It requires a team of 
professional advisors, including a lawyer, banker, insurance agent, real 
estate specialist, financial planner and spiritual guidance. “The time 
to find these professionals is not when someone dies,” O’Rourke said. 
“Build a relationship with these people. Don’t expect them to call you. 
Stay in touch with them on a regular basis—at least once a year.”

10. Failing to continue the conversation. Estate planning is never done. 
Life is full of changes, including births, adoptions, marriages, divorces 
and more. “People’s goals change over time, and you need to keep the 
lines of communication open,” O’Rourke said. “Don’t make the mistake 
of failing to continue the conversations around farm transition and estate 
planning.” Think all this is too much hassle? Realize that 80 percent of 
Americans receive no inheritance, O’Rourke said. Of the 20 percent who 
do, the average inheritance is $49,000, she added. “Isn’t the inheritance 
of a farm a nice problem to have?”
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Let’s keep in touch

Know anyone who’s looking for a job? Have you 
thought about recommending United Farmers 
Cooperative? People are often surprised when they 

learn just how attractive a career at the co-op can be, for 10 
big reasons:

• Earn a competitive salary. If you think a co-op means 
minimum-wage work, think again. We offer a wide range 
of jobs that pay competitive wages, from entry-level 
roles to skilled positions for experienced professionals. 

• Enjoy great benefits. It’s hard to beat UFC’s benefits. 
We offer both a 401(k) retirement savings plan, along 
with a defined benefits plan (pension); health insurance; 
term life insurance that can cover you, your spouse and 
children; and other attractive benefits. 

• Choose from a range of career options. Working at 
the co-op doesn’t just mean dumping grain. We offer 
jobs in sales, accounting, information technology (IT), 
agronomy, feed, trucking, convenience store service 
and more. No matter where you’re located, we have 
openings throughout our trade territory in southern 
Iowa and Cainsville, Missouri. 

• Reduce the commute. With today’s high fuel prices, 
driving long distances to work can really stress your 
budget. With more than 20 locations throughout 
south-central and southwest Iowa and one in Cainsville, 
Missouri, there’s a UFC location close to you. (See for 
yourself at www.united-farmers.com/locations).

• Work with modern technology. Agriculture is a 

competitive industry. We reinvest regularly in 
our state-of-the-art equipment and facilities, 
from our feed mills to our crop-protection 
applicator machines. 

• Support local. UFC is member-owned and 
is managed by a board of directors from the 
local area, not investors far away from rural 
Iowa.

• Count on job security. We’ve never had a 
layoff at UFC. 

• Stay close to things you care about. Think 
of how convenient it can be to have your 
children’s daycare, school and other services 
you need close to work. 

• Contribute to a positive company culture. 
At UFC, you not only know the department 
managers, but they’re easy to connect with. 
We strive to create a good work-life balance 
for all our employees. If you appreciate a 
friendly work environment, take a look at UFC, 
a visionary company that connects you to 
opportunity. 

• Keep our rural areas strong. We’re proud 
to serve local farmers and other customers 
in our area. UFC also donates to many local 
organizations each year, including 4-H, FFA 
and other worthwhile organizations. UFC 
remains a solid business that puts money 
back into our local communities through 
taxes, salaries and more. All this creates 
opportunities for people to thrive in rural Iowa 
for generations to come. 

Next time you or someone you know is looking 
for a new career opportunity, consider the co-op. 
For more information, visit us at www.united-
farmers.com/careers.

by Monte Hamilton, Operational Employee Manager

Top 10 Reasons to 
Grow a Career 
at UFC

AFTON
641-347-8428

ANITA
712-762-3217

ARISPE
641-347-8428

CAINSVILLE
660-893-5218

CHARITON
641-774-2135

CLEARFIELD
641-336-2311

CLEARFIELD C-STORE
641-336-2052
 

CORNING C-STORE
641-322-3488

CRESTON
641-782-7202

CRESTON GRAIN 
641-782-9495

ESSEX 
712-379-3156

FARRAGUT
712-385-8176

HAMBURG
712-385-8176

HUMESTON
641-877-2711

LACONA C-STORE
641-534-3611

LAMONI
641-784-3326

LENOX
641-333-2202

MACKSBURG
641-347-8428

MORTON MILLS
712-826-4682

MOUNT AYR
641-464-3821

OSCEOLA
641-342-2139

RED OAK
712-623-5453

SHENANDOAH
712-246-2474

VILLISCA
712-826-2232

VILLISCA NAPA
712-826-2172


