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Always Moving Forward
BY SHAWN KINKADE, CFO

Since this is my first time writing to you, I’d like to properly introduce 
myself. My name is Shawn Kinkade. I’ve spent a majority of my 
career working in the Central Illinois grain industry roles related to 
operations, merchandising and management. I started at Premier as 
Merchandiser in August 2020 and took on my current role as CFO in 
January 2021. Being from Piper City, Illinois originally, it is a pleasure 
to have a stake in the local grain trade.

 
When the pandemic hit, Premier was deemed an essential supply chain and remained fully
operational. Although the economy slowed down, the industry’s work never ceased. Taking all
necessary safety precautions, Premier was able to navigate these challenging times and keep
our operations steady thanks to our dedicated teams who put the needs of our customers first.
 
Premier has had a strong past, and we are always looking to make our future even 
stronger. If there is one thing I’m excited about, it’s how we are continuing to improve the 
communications between ourselves, our customers, and our employees. With today’s 
technology, there are opportunities to take advantage of that will lead us to accomplishing 
this goal. One key piece of technology that you will notice in 2021 is improved reporting 
through our new accounting platform.

Premier is constantly analyzing every aspect of our business practices to find ways to give our 
employees more time to spend with our customers. This will remain a key focus of mine, in an 
attempt to provide our customers with the information they need in an accurate, timely manner.
 
In the end, our goal here at Premier has always been, and will continue to be, to bring as much
value to our patron shareholders as possible. I want to thank you for your continued business, and 
I look forward to working with you in 2021 and beyond. ❍



This winter has been busier than any I 
can remember in the recent past. With 
grain sales this past fall and the market 
dictating early shipments of grain, the 
operations, maintenance and logistics 
staff have been busy loading out grain by 
rail and truck. 

December and January weather conditions were mild to start but 
February is more than making up for the cold and snow. As I write 
this in mid-February, we are digging out from 10 inches or more of 
blowing snow with temperature highs of single digits.

I cannot express my pride and thanks enough to all the employees 
that braved these conditions, maintaining and repairing our facilities, 

moving grain, loading trains and trucks for hours in extreme 
conditions. Premier is lucky to have so many dedicated employees 
with a common goal of getting the job done. 

Preparations are under way for the construction of a grain bin at 
our Sidney location. This bin will allow us to hold the equivalent of 
four grain trains without shipping at harvest. Four less grain trains at 
harvest will help with efficiencies and allow us to take advantage of 
market improvements.

The Dewey Bulk scale project started before harvest is getting a 
good workout with six to eight 110-car trains per month for January, 
February and March. While we still have some fine-tuning adjustments 
to make, the feedback has been very positive to date. ❍

Winter Goes Out Like a Lion
BY JEFF BREEN, CHIEF OPERATIONS MANAGER

Happy to Be Here

I can’t tell you how excited I am to begin 
my role as CEO of Premier Cooperative. 
Coming from the position of General 
Manager at United Prairie, I’m already 
aware of the fantastic staff I have the 

pleasure of working with, and most importantly, our loyal customers. I 
think having this familiarity will help me be the best I can be. 

I was raised on our family farm in rural Sidney, and my brother and 
nephew still farm in the area today. My wife Amy and I have two 
children, Hayden and Ellie. Hayden works for Fertilizer Dealer Supply 
in Philo and Ellie is a Junior in Elementary Education at Illinois State 
University. We recently celebrated our 25th wedding anniversary.

I was with United Prairie for a combined 17 years, 14 as the General 
Manager and three years as a Sales Agronomist. I was fortunate to 
be a part of a great team at United Prairie and we were able to grow 
United Prairie from a $12 million dollar company with four locations 
and 27 employees to (most recently) a $130 million dollar company 
with 11 locations and 138 employees. My prior career path was my 
role as the Eastern Region Fertilizer Manager for United Suppliers. 
My responsibilities were managing the wholesale fertilizer business 

for them in the Eastern region of the United States. I was also an 
Account Manager for Pioneer Hi-Bred, managing the sales activities 
in various districts in Central Illinois and spent some time with Cargill 
Ag Horizons as the Sales Manager for the Central Illinois group, 
responsible for managing the grain buying and farm marketing team.

Providing as much value to our customers as possible has been a 
goal of mine since the beginning. This is a philosophy I have based 
my entire career upon while at United Prairie. Through this, myself 
and all of the staff at United Prairie have managed to aggressively 
grow as a company. 

Moving to Premier, I’m bringing that same philosophy and hoping 
it will lead us to continued growth into the future. With plenty 
of experience, I believe I can bring in a fresh set of eyes. As I 
continue to settle in, I’m constantly looking for new ways to boost 
the efficiency of our operations, bringing a higher level of service 
to our growers. 

While I am starting anew, I will remain a member of the board for 
United Prairie and will continue to give my all for them. Together, I am 
confident that we will see plenty of success into 2021 and beyond. ❍

BY TIM HUGHES, CEO
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I think we can all agree, 2020 was 
unforgiving in many ways. With the 
economy taking a hit, the market 
followed in suit, preventing growers from 
maximizing their profits. Although this 
was the case for 2020, it’s important to 
remember that every marketing year will 
be different. 2020 will not be the same 
as 2021 and beyond.

With the markets falling off in March, the pandemic didn’t leave 
many opportunities for growers to profitably participate in forward 
contracting. Jumping ahead to harvest time, a majority of grain was 
sold across the scale as prices began to improve. With this, selling 
upon delivery then became the main focus for growers as a way to 
avoid delayed price charges. Prices then continued to rise sharply 
during the winter months, and those that decided to store their 
grain found themselves profiting off of a rising market.

With so many challenges and unexpected shifts in the market, 
we at Premier have focused on approaching new-crop marketing 
plans that will help our growers make sales at profitable levels and 
take advantage of favorable market conditions. The best way to do 
this is by evenly spreading your price risk by pricing your grain in 
different windows of time.

For example, taking a portion of your grain and forward contracting 
it now will ensure you receive a profitable price upon delivery. From 
there, the remainder of your grain can then be marketed according 
to the current market conditions to bring maximum profitability 
during harvest season. It’s important to not put all your eggs in one 
basket and to revisit your intentions for these bushels as market 
conditions change. 

It’s still early in the year, and it can be difficult to make these 
decisions before your crop is in the ground. As we move further 
into 2021, it will become easier to see how you can best price your 
grain. Finding the right balance between these different pricing 
windows will help you find success during harvest season.

Please feel free to reach out with any questions or concerns you 
may have. ❍
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Protecting Yourself 
From Price Risk
BY DARRIN WAX, FARM MARKETING SPECIALIST



In any situation, it’s important to have a 
marketing plan in place. With how last year 
played out, it’s a perfect example of why 
you need to be as prepared as possible. 
Premier is here to help our growers 
be prepared and have the knowledge 
necessary when harvest time comes.

When looking at your options, we take your crop insurance plans into 
consideration. Crop insurance is vital for any grower. Of course, most 
insurance plans don’t always cover your entire crop. For example, if 
you have a plan that covers 80%, there is still 20% that isn’t. That’s 
where we come in. We want to help you sell 100% of your grain and 
get you the best possible price when doing it.

To start, growers can put in a simple offer, like a set amount of grain 
for a set price, with payment upon delivery. With an offer, there are 
two options: cash upfront or futures. If you’d prefer futures, you have 
the chance to let your basis improve and if it does hit, you can make a 
few more pennies. 

There are also some newer contracts available. We have something 
called an accumulating average. With this, we let you place a floor 
under the market while allowing the potential of an upside price. 

Each day the market settles above your floor, you’ll sell at the market 
settlement price. If the market settles below, you maintain that floor 
and sell for the original set price. This contract helps to build a well-
rounded average. An expiry date is required with this contract and it’s 
up to you whether or not you’d like to shorten the expiry date, based 
on market trends.

There’s one more I’d like to highlight: an accumulator with a floor and 
a ceiling. With a floor set, each day the market settles above that 
floor, you’ll sell your pricing period quantity at the market settlement 
price. Again, if it settles below, you’ll still be selling at floor price. This 
contract also has an expiry that can be changed. The difference here 
is there is no cost. Additionally, if the market settles above the floor on 
your expiry date, you’ll have to bring in another like amount.

The main idea with these contracts is that we are providing our 
growers with information that can help them to better make these 
decisions. As we move closer to planting season, harvest will be 
here in no time. It’s important that you organize a marketing plan as 
soon as possible. Please feel free to stop by or call in and speak to 
someone who can help you find the right plan to fit your needs. ❍

BY ED HANNAGAN, FARM MARKETING SPECIALIST
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