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Commodity Marketing – Are you using risk management strategies?
I do not think I have ever heard anyone say, “prices are too high, I’m going to give some back.”
Even in 2014 I remember selling yearlings for over $2/lb. Everybody took the entire check. Those
are rare marketing opportunities and they did not come about through brilliant marketing
strategies. They just happened. However, I do hear so often that prices are too low. Yet few
producers I talk with about minimizing price risk implement any type of price protection.
One of the hard parts of utilizing price protection over time is that we remember the times we
did not get top dollar, or that the market worked against us, and I had to pay margin calls or
when I purchased price insurance and the market went up.
I am not trying to scare anyone, but I have an opinion that both the ag economy and our nations
economy are going to see serious turbulence. And I do not mean that is going to bad overall. I
think some people are going to make lots of money through it all. I also think some are going to
lose a lot. I do not claim to know what is going to happen with prices, but I am pretty sure they
will be changing quite a bit and incorporating price protection to minimize the chances that the
market will work against us. I have been an advocate of the of the USDA-RMA Livestock Risk
Protection program. It has paid to own it each of the last two years and looks like its going to pay
again this year. I have not studied the Livestock Gross Margin program, but it offers protection
from feed price increases.
Producers that are large enough can purchase puts and calls. I may times wish I were big enough
to use them. I own some farm ground in Illinois, and it is farmed on shares. About 20 acres of
soybeans and 20 acres of corn. Not enough bushels to buy puts, so I usually try to contract about
half of my expected production by cash contract. Of course, I thought I was pretty smart when I
contracted corn at over $4.00/bushel and beans over 11, until about two weeks ago I could have
locked in over $6 and 15. I am good with 4 and 11. Some would be upset that they didn’t hit the
highs. I am just glad to be selling at a reasonable profit.
There are other marketing challenges. The number of producers selling directly to consumer has
been increasing across the Upper Peninsula. I think we are about to see significant inflation and
food costs are going to go up significantly. Unfortunately, that will not always be relayed onto
the farmer. In these instances, cutting the middle marketer out will be of great benefit. There
will be challenges. Small plant slaughter capacity is nearly full. Others geared up for markets that
have been lost.
When Covid hit the packing industry last year, animals were being euthanized on the farm
because the animals were harvest ready, but capacity was full. This caused a supply and demand
situation which led to smaller aggressively contract marketing cattle. Once the slaughter capacity
normalized, the small marketers had over contracted and dropped some of their established
clients. Also, JBS in Green Bay had started procuring grass finished beef but are now slaughtering
for other companies. However, they will only receive cattle coming in on semis. So smaller
producers are challenged with trying to combine multi owner cattle loads to fill semis. I want to
help if I can in these situations. If you have grass finished beef you would like to get onto a multiproducer load, please give me a call and I can help put you in contact with other producers
trying to do this.
I think we are in for a wild ride of ups and downs and managing price and market risk will be
critical. I highly encourage producers to investigate every option and implement risk
management strategies. It is an area I have been increasing focus. If you want to discuss
strategies, please, give me a call.
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Economics of Improving Soil Health
By Frank Wardynski, MSUE

Soil health is a topic that has been long debated regarding its importance and even its definition. There are many agronomic
management practices that farmers have used through time to maintain and improve soil heath to varying degrees of
success. Planting cover crops, implementing conservation tillage systems and application of compost to agriculture fields are
common practices used to improve soil health. These types of management practices have been well documented as having
beneficial effects on soil health parameters such as soil microbial populations, humus and organic matter content, nutrient
retention, and erosion control. However, it is difficult to demonstrate these benefits from an economic standpoint.
One popular method of evaluating management changes is to use partial budgeting. Partial budgets quantify the positive
effects of increased revenues and decreased costs, as well as the negative effects of decreased revenues and increased costs
associated with a given management change. The revenues and expenditures are annualized over time to account for
intermediate and long-term purchases. One of the greatest challenges with using partial budgets is determining accurate
predicted values.
Work conducted at Iowa State University by Plastina and Liu utilized partial budgeting to evaluate the use of cover crops in
Midwest row crops. Table 1. Illustrates the values they assigned to partial budgets. Their findings indicate a net loss of
$21.79/acre when utilizing cover crops as compared to not using cover crops. The purpose of using this example is not to
prove that cover crops are not financially feasible, but rather to demonstrate how partial budgets function and the challenges
associated with proving that implementation of soil health management changes are financially profitable.
TABLE 1. Partial Budget for cover crops
Positive Effects:

Negative Effects:

Increased Revenues

Decreased Revenues

Increased Yield

$8.27

Cost Share

$11.73

Grazing

$0.67

Total Increased Revenues

$21.23

Decreased Cost

None

$0.0

Total Decrease Revenues

$0.0

Increased Cost

Lower Herbicide

$0.67

Cover Crop Seed

$20.40

Lower Nitrogen Fertilizer

$1.00

Cover Crop Planting

$20.27

Erosion Reduction

$1.10

Cover Crop Termination

$2.72

Reduced Tillage

$0.54

Increased Management

$0.56

Extra Herbicide

$0.48

Extra Nitrogen

$1.65

Increase Tillage

$0.24

Total Decreased Cost

$3.31

Total Increased Cost

$46.32

Total Positive Effects

$24.54

Total Negative Effects

$46.32

Annual Net Gain or Loss

$-21.79
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Making true improvements in soil health is a long-term process. Changing the soil significantly to increase organic matter,
water holding capacity and other properties typically takes decades rather than years. Long-term change can potentially
increase yields to a point that allows for consistent yield increases that will offset the cost associated with changing soil
health. There are other factors to look at to increase revenue or decrease costs, such as negotiating lower land rent values
with landowners that value stewardship management practices, and access to more government programs. Land owners
can also place a higher value on erosion control.
Utilizing soil health management practices on land is often impacted by land ownership. It is easier to make long-term
investments, such as practices that affect soil health, when the land is owned and controlled by the farmer. However,
rented land brings challenges with these long-term improvements. Many parcels of land are rented short-term. This makes
it difficult to invest in soil health management practices that may not show returns for 10-20 years. However, some
landowners may be willing to negotiate rental prices if farmers are willing to invest resources into soil health improvement.
Farmers should discuss these possibilities with landowners and be willing to incorporate this into a contractual agreement
for reduction in cash rent prices.

Investing in soil health management practices makes sense from the aspect of evaluating various stewardship parameters.
However, it can be difficult to justify those efforts from a purely economic standpoint. Producers should be challenged to
utilize partial budgeting and evaluate the benefits needed to be assumed to breakeven. Tracking yields over time will help
determine how well the investment is performing.

Potassium fertility impacts hay and pasture performance during drought
Low soil potassium (K) levels reduce a plant’s ability to withstand stress from drought, disease, insects and winter damage.
In hay and pasture, both grasses and legumes are negatively impacted by potassium deficiency. However, grasses are
better able to extract potassium from low-K soils. Low soil K does not affect the quality of forages in terms of TDN and ADF,
but it certainly can decrease overall yields, especially in stressful growing conditions. Soils with high potassium levels can
result in “luxury” uptake by most forages, including grasses, resulting in high-K forage when fed or grazed. Low-K forages
are useful in pre-calving transition diets on dairy operations to avoid hypocalcemia in early lactation, and can sometimes be
sold at a premium price.
Hay and pasture performance has been hurt by drought this year across Michigan. Most of the northern areas have
received more timely rain in late June and early July, but the damage has already been done and 2012 yields are badly
reduced. Southern Michigan and most of the greater Midwest remain in the grip of a serious drought. If soil test
information is available for your fields and pastures, check the potassium level on fields and pastures most severely
affected by drought. Compare performance with fields that have adequate potassium levels.
In less stressful years, hay and pasture producers may get by with skimpy fertilizer applications. Everyone knows that
nitrogen gives the best “bang for the buck” on grass hay and pasture. However, a drought year, hard winter or some other
extreme stress factor can bring other management practices, including potassium management, into focus.

Farmers should have reasonably accurate estimates of forage yield and fertilize accordingly. It is also important to soil test
periodically to get accurate plant nutrient availability information. Developing a strategy for potassium management can
include adjustments to manure application plans, utilization of cover crops to capture and recycle soil K, and judicious use
of commercial potassium fertilizers. “Crop removal” information for most Michigan field crops is readily available. If soil K is
high enough, potassium fertilization may be deferred for a while as a cost-saving measure. But keep in mind that removing
crops without replacing plant nutrients will “draw down” your reserves of available plant nutrients. Fertilizing to replace
nutrients lost by crop removal is a good strategy to maintain current K levels. However, if your K levels are below optimum,
then a strategy to build them up should help your future crops better withstand the next drought.
For more information, contact Jim Isleib, Upper Peninsula crop production educator, at 906-387-2530.
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MSU wildlife damage survey reveals needs and priorities of Midwest farmers
By James DeDecker, MSUE

Conover (2002) estimated that wildlife-related economic losses to farmers and ranchers in the U.S. exceed $4.5 billion
annually. More recent research from McKee et al. (2020) estimated that annual losses of just soybeans ($324M), corn
($194M), and wheat ($27M) to wildlife in the US total more than $545 million. For comparison sake, weeds are estimated to
cost the US agricultural economy approximately $26 billion annually. Identifying effective solutions for wildlife damage is
critical to agricultural sustainability, particularly in Midwest states where agriculture and wildlife commonly coexist.
In fall of 2019, the MSU Agriculture and Wildlife Coexistence Working Group, supported by the North Central IPM Centers,
administered a survey of farmers to gauge needs and priorities related to wildlife damage management on Midwest farms.
Two hundred and forty-three farmers responded to the survey, 195 from Michigan, 42 from Indiana, as well as a handful
from Iowa, Illinois, Minnesota, Ohio and Wisconsin. Respondents indicated that they manage approximately 142,000 acres
of agricultural land across those seven states producing field crops (52%), vegetables (21%), tree fruit (13%), small fruit
(12%) and ornamentals (2%).
Wildlife damage differs farm-to-farm based upon available habitat, crops produced, wildlife species present and any damage
control measures in place. Resources available to farmers for wildlife damage mitigation vary according to federal and state
policies, wildlife management agency culture, land tenure, access to experts, socioeconomic status, etc. Eighty-one percent
of our survey respondents rated the issue of wildlife damage management as “important” or “critically important” to their
farm operations, while only 20% rated currently available wildlife damage mitigation resources as “moderately adequate” or
“extremely adequate”.
Respondents were asked to list the three most damaging wildlife species present on their farm. Ungulates, including whitetailed deer and elk, were rated as the most damaging species by 47% of farmers. Deer were reported to damage many
different crops, including both commodity field crops and specialty crops. Birds were rated as the second most damaging
species, with 26% of respondents listing them as a priority. This included 12% of responses noting songbirds causing
damage, 7% highlighting migratory birds like cranes and geese, and 7% mentioning turkeys. Songbird damage occurred
mostly in small fruit and tree fruit, whereas migratory birds and turkeys reportedly caused damage to field crops. Additional
responses focused on damage caused by raccoons and skunks (14%), rodents (8%), predators like coyotes, bear and cougars
(1%) and feral hogs (<1%).
Food safety is an increasing concern for farms experiencing wildlife damage, particularly since the implementation of new
federal food safety policies like GAP and FSMA. Fourteen percent of our survey respondents indicated that they are
required to have a wildlife exclusion plan to comply with modern food safety standards, while an additional 18% were
unsure whether they were required to exclude wildlife or not. Those required to exclude wildlife were commonly producing
high-value specialty crops for human consumption, such as vegetables or fruit.
These survey results provide valuable insight into the needs and priorities of Midwest farmers regarding wildlife damage and
resources available for mitigation. This information can be used to guide future research and outreach by prioritizing the
most damaging wildlife species and/or vulnerable crops. Additional research is needed to identify what damage mitigation
strategies farmers are currently using in the Midwest, and which are most effective in particular situations.

Chute-side Cattle Processing Demonstration
Michigan State University and Copper Country Farm Bureau will be teaming efforts to sponsor a twilight meeting June 15, at
6:00pm EDT. Caleb Accaccia will be hosting the event at 15249 Hamar Rd. Baraga, MI 49908. Frank Wardynski will be present
to assist in demonstrating proper injection techniques for intramuscular, subcutaneous, and intravenous injection. Other
procedures to be demonstrated include pulling blood from the tail, using an esophageal tube feeder on calves, ear tag
application, ear tattooing, and collecting ear notches, dehorning, castration, pain mitigation.
The program is free, but participants are asked to call 906-884-4386 to rsvp for an accurate estimate of attendees.
Please Note: guidelines for Covid as issued by Dept of Health and Human Services will be followed.
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What would you like from a field day?

Classifieds

MSU Upper Peninsula Research and Extension Center took a
year off from our field day in 2020, but we will be open to the
public again soon, and would like to host educational activities
for farmers this summer.

FOR SALE: Simmental Bulls, mature and young, registered
and non-registered. Call Duane Kolpack (906) 362-6862.

We are looking for your feedback to plan a relevant and useful
field day. If you are interested in attending a field day, please
respond with your preferences.

FOR SALE: Alfalfa Balage, 2nd and 3rd crop alfalfa. $60/bale.
(906) 630-4945.

To take the survey: https://msu.co1.qualtrics.com/jfe/form/
SV_0NWDrzCMVJ43gx0

FOR SALE: 2nd and 3rd crop alfalfa, small square bales.
Marenger Potato Farm, Flat Rock. (906)384-6587.

FOR SALE: Registered Dexter cattle, all ages and models. Call
Tolfree Farms (906) 884-2351 or email
countryj@jamadots.com.
FOR SALE: Hay, large square bales 3x3x7.75 Timothy grass,
4,000 to sell. Former dairy farm doing all big square bales hay.
Call Dave Bell in the EUP 906-440-6455 or email
Bellsdairy@yahoo.com. Also a realtor in the UP so contact me
for real estate here. Dave@smith-company.com
Beautiful property in the Upper Michigan, 130 acres In
Perkins for sale or pasture for rent for livestock for the 2021
season. Beautiful river running through it. Great for hunting,
building or developing, or simple grazing livestock. Land is
divided into 9 paddocks with high tensile electric fence and 5
stock watering ponds. Call (906) 359-4825.
FARM FOR SALE: Upper Peninsula Farm with over 1,100
acres, water access, maple syrup production, and much more!
Shady Lane Farms
http://shadylnfarms.wixsite.com/shadylnfarms
Henry DeGroot (906) 238-4251
hjdegroot@alphacomm.net
FOR SALE: John Deere B. Clean, less than 50 hrs on rebuild.
Allis-Chalmers C. New paint, runs good. Hay Hauler. Hauls
up to 10—4x6 round bales, use spear on back, don’t have to
unhook. Call Terry (906)644-2777.

FOR SALE: Reh-Morr Farm, Eben Jct. MI, N5057 Benson
Rd. Rock River Twp. Alger Co.
Acreage includes field, maple forest, loamy, sand soil, high
ground, conifer wind breaks. Zoned agriculture.
Blackberries, raspberries, cherry trees (sour), asparagus,
rhubarb, currants.
High tunnel hoop houses. 3-30 X 72, 1-20 X 27
Barn with lean-to. 30 X 55
Sauna-outdoor, wood heat.
Garage new-30 X 40 2 story, lower level 2 car garage, large
workshop, upper level partially finished and storage.
House 3 BR, 1 Bath, 2000 sq. ft., wood heat, electric
baseboard, small walk-out basement.
Well water. On Gravel Road. Owned since 1989. Pesticides
not used.
Contact: Dan or Mary (906) 439-5558 evenings
dbrabine@yahoo.com
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Registered Maine Anjou and Angus

CLAY KNOLL FARMS
President: Rod Johnson

Open & Bred Heifers and Breeding Age
Bulls Available

Secretary: Shannon McHugh-Sanders
(906) 779-1774

Weston, WI
(715) 573-4924
www.srangus.com

Breeding cattle to impact the
present and influence the future.
Breeding Stock—Bulls
Show Prospects–Steers
Duane & Lisa Simpkins & Sons
Duane Cell 989-329-6141
Lisa Cell 989-578-0328

Gary & Jan Simpkins

Service age bulls, open females and show prospects
for sale private treaty. Bulls are fertility tested
and bred for calving ease and performance.

Home 989-426-8185
Cell 989-329-4668
Gladwin, MI

Ray’s Feed Mill
At the heart of growing America

100 years of Ag Experience
Loans, ag taxes, farm records, consulting
1801 N. Lincoln Road, Suite A, Escanaba, MI
(906) 786-4487 Fax: (906) 786-3450

Johnson Brothers Livestock

Ration & Crop
Consultants
Feed  Seed  Fertilizer
(800) 832-1822 or (906) 466-2231
Bark River & Norway

Rosebush Sale Barn, Inc.

3740 18th Rd. Escanaba, MI

Sale 1st Wednesday of each month
Baby heifer & bull calves sell every Tuesday at noon

Buying or Hauling Cattle

Over 40 years experience in Dairy Business

St. Louis—Mondays, Gaylord—Wednesdays

If you’re thinking about selling your herd, or a portion of it,
call us! We can help!

Call Gary Johnson
Office (906) 786-4878 Gary Cell (906) 235-0099
Steve Cell (906) 399-2858

Hay & Straw available
Robert Filhart (989) 330-6005
www.rosebushsalebarn.com
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Marlette Livestock Auction
Monthly Dairy & Feeder Cattle Auctions
Sale date June 12, 2021

St. Louis Sale every Monday
Collection point in Escanaba
Call for more information (989) 681-2191

Skinners

Featuring Dairy Cattle, Cow/Calf Pairs & Bred Brood Cows,
Breeder Bulls, & Feeder Steers & Heifers
Hay & Straw Auction - Every Monday @ 12:00 PM
1000+ Small Squares & 150+ Rounds/Large Squares Weekly
Livestock Auction - Every Monday @ 1:00 PM
Including Calves, Sheep & Goats, Feeders, Hogs, Bulls, Beef, &
Butcher Cows
6381 Euclid St., Marlette, MI 48453
Robert Filhart, Owner (989)330-6005
Haley Filhart, Owner (989)430-2055

Pickford, MI
(906) 647-5655 or
(877) 647-2500
Kubota, AGCO, Massey-Ferguson, New Idea, Hesston,
Gehl, Bush Hog, H&S, and Kverneland

Your source for Polled Genetics

Richlo Dairy Farms
Engadine, MI
Polled Holstein, Jersey & Norwegian Red Bulls
available!
Employment Opportunities!
For all information on polled bulls in AI, call
Jonathan (906) 477-6505

SMC

Stephenson Marketing Cooperative
We want to be your first choice!
Agricultural Services & Supplies

Stephenson, MI
Powers, MI
(800) 445-6167
(800) 962-3008
Aurora, WI
(800) 962-3007

Market Report
Choice Steers
$100-$117 per 100 lbs.
Holstein Steers
$90-$105 per 100 lbs.
Hogs
$80-$92 per 100 lbs.
Lambs
$200-$270 per 100 lbs.
Cull cows
$60-$70 per 100 lbs.
Calves
$75-$120 per 100 lbs.
Goats
$200-$350 per 100 lbs.
Breeding and Feeder Animals
Grade Holstein cows $800-$1500/head
Grade Holstein bred heifers $1200-$1700/head
Feed Prices across the U.P.
Avg. $/cwt Avg. $/ton Price Range
Corn
$15.26
$305.25
$230-426
Soymeal
$27.08
$541.50
$472-624
Oats
$13.25
$265.00
$220-340
Barley
$12.43
$248.50
$200-314
Average price/100 wt. for 1 ton lots
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