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Meet our New Merchandiser
Shawn Kinkade joined the Premier Cooperative team in the role of
Merchandiser in late August. Born and raised in Piper City, IL and
currently residing in Champaign with his wife, Shawn is well-versed in
Central Illinois agriculture. He has been in the grain industry for several
years after completing his M.S. degrees at the University of Illinois. Please
reach out to Shawn at (217)599-0306 anytime!

Pre Harvest Tips
Darrin Wax
Before harvest gets into full swing, we’ve got a few last-minute reminders and
tips.
•
•
•

•
•
•
•
•
•
•
•

Reach out to your local settlement office if you have any changes in
deliveries or splits.
Drivers will NOT be allowed to enter our offices due to COVID-19 policy.
Make sure drivers are given the correct field/farm names.
If possible, call ahead when changing fields. Having signs with field names
is also appreciated.
All hoppers, wagons, etc. will be probed.
Drivers must not leave the scale until they are signaled to do so.
Please stay off of your phone and remain in the vehicle while in the pits.
Put your vehicle in park and pay attention while your grain is being unloaded to avoid accidents.
Please double check outbound tickets before leaving.
Upon returning to the field, check hopper doors to make sure they are completely closed before loading.
If you need to speak with someone in the office, please call or knock on the door and wait for a Premier
employee for assistance.

The risk of loss in trading futures and/or options is substantial and each investor and/or trader must consider whether this is
a suitable investment. Past performance, whether actual or indicated by simulated historical tests of strategies, is not
indicative of future results. We do not guarantee that such information is accurate or complete and it should not be relied
upon as such. Trading advice reflects our good faith judgment at a specific time and is subject to change without
notice. There is no guarantee that the advice we give will result in profitable trades.
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Harvest moisture and yield loss
Tanner Saltsgaver
As the season is officially upon us, I want to wish everyone a bountiful
harvest. My years in Ag retail were full of field trials and helping
producers with trial work to find out how to produce more bushels in
profitable way. One thing that I found over the years of trial work and
observation of many different operations is the effect that harvest
moisture has on overall yield impact.
While we can sometimes get caught up in the cost of what the drying
may cost us, we often fail to realize the impact that letting the crop dry
down in the field has on our overall yield. There have been many
studies over the years done on this. I completed a few last year and
letting the corn dry from 26% moisture to 16% moisture had an overall yield loss impact of 20.3 bushel to
the acre. I thought this seemed like a lot. My knowledge and desire to learn more caused me to research
this a little more. I have found several studies by different seed companies and university’s that support
this same type of data.
The University of Perdue completed a multiyear study in the mid 90’s that says you loose about 1% of yield
for every 1 point of moisture you lose. This goes to say that if your corn dries down from 28% to 18% in the
field you would loose 10% of your overall yield. If you use the Premier crop tour results with an average
yield of 203 bushel that would mean a loss of 23 bushel to the acre. That is substantial. I have found
through my studies over the years for the sweet spot to be between 20% and 25%.
I encourage producers to constantly be trying trials on their own farms to see results for themselves. This
would be a great opportunity for that. If you need help setting up a trail like this, please reach out to me
and I will be more then glad to assist you in doing so. I look forward to this Fall and finding ways to help
our producers become more profitable.

The risk of loss in trading futures and/or options is substantial and each investor and/or trader must consider whether this is
a suitable investment. Past performance, whether actual or indicated by simulated historical tests of strategies, is not
indicative of future results. We do not guarantee that such information is accurate or complete and it should not be relied
upon as such. Trading advice reflects our good faith judgment at a specific time and is subject to change without
notice. There is no guarantee that the advice we give will result in profitable trades.
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Marketing Strategies for this years & next years crop
Lane Avenatti
2020:
Harvest is rapidly approaching, which makes for this year’s new crop even more important. Especially, if
not much is sold leading into harvest. Here are a few options that could be considered for this year’s
crop. The first one is selling some at our current fall bids because we need to stay reminded of where we
were a month ago on both corn and beans. Typically harvest adds downward pressure on markets
because there is ample supply. If the prices aren’t quite what is desired, consider attaching one of our
Premium Offer contracts to your sale. This will improve the attractiveness of prices. Another option is
doing a Minimum Price contract, which will allow you to set a floor, but allow you to participate in
upward movement of the market if it happens. For farmers with on-farm storage our specialty contracts are still at attractive
levels. Please call your Premier Farm Marketing Specialist with any questions.
2021:
Next year’s crop is still a decent ways away, but it isn’t too early to start considering all the different marketing alternatives we
offer. We are offering Min/Max contracts that are at attractive levels and that are relatively cheap. Along with these we also
have our accumulator contracts that are at attractive levels since there is more time value added to them. These accumulator
contracts have many different functionalities and your Farm Marketing Specialist would be happy to walk you through them. It
also wouldn’t be a bad time to put some cash offers in at levels that are attractive and profitable, this will provide relief on
staring at the markets. Premier’s Farm Marketing Specialists would be happy to sit down and discuss marketing so please feel
free to reach out.

Harvest reminders
Ed Hannagan

Another Harvest is upon us, we will start combining our crops in the next week in some areas . One
thing to remember is to have a Safe harvest, It doesn’t matter if you caught the high in the market
and had the highest yield if your not able to enjoy it. I have been through 37 harvests in my career
and I think out of all of them maybe a minor accident that I can remember. Our area farmers are
all in the line of fire when it comes to harvest time, if its not long hours it’s the drive from field to
field or working after dark. Our farmers always take the time to keep the traveling safe with any
equipment there in along with the traffic around them.

At our locations don’t forget about the seasonal labor dumping your trucks, a good percent are new and if
you have a certain way you want them to unload your vehicle, please mention it. Any more there are so
many a like but feel free to say something if its out of the norm.
Seasonal scale help, If there are any changes in your accounts it would be great to get them changed before you bring the first
load in. With a good harvest coming again it would help speed up scale time, and at the start most of the new help take a while
to get to know accounts. We really appreciate your drivers checking accuracy over the years and my guess some drivers are new
too, scale tickets can be fixed right then and it will happen sometimes.

Before you know it this harvest will be over too, don’t forget you can market grain at any time this Fall and I know our Farm
Marketing team will be calling you. Have a Safe Harvest.
The risk of loss in trading futures and/or options is substantial and each investor and/or trader must consider whether this is
a suitable investment. Past performance, whether actual or indicated by simulated historical tests of strategies, is not
indicative of future results. We do not guarantee that such information is accurate or complete and it should not be relied
upon as such. Trading advice reflects our good faith judgment at a specific time and is subject to change without
notice. There is no guarantee that the advice we give will result in profitable trades.
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Farm Marketing Team Contact Info
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