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THE BOARD OF DIRECTORS FOR BOTH CENTRAL VALLEY AG (CVA) AND FARMWAY CO-OP, INC. 
(FARMWAY) HAVE EACH VOTED UNANIMOUSLY

(Beloit, KS & York, NE) – 
The Board of Directors for both 
Central Valley Ag (CVA) and 
Farmway Co-op, Inc. (Farmway) 
have each voted unanimously to 
begin a formal study regarding 
the possibility of merging the 
two cooperatives. This study will 
be considered and reviewed by 
both cooperatives to determine if 
consolidation and merger would 
be beneficial to the members of 
both cooperatives.

“Increasing and improving the 
value to the members of Farmway 

and CVA is our primary focus,” 
said Dave Beckman, Chairman 
of the Board for Central Valley 
Ag. “This study is the first step 
in allowing us to determine if 
a merger will indeed improve 
such value through improved 
efficiencies and collaborative 
efforts.”

Tim Porter, Chairman of the 
Board for Farmway added, 
“The agricultural marketplace 
is changing rapidly and we are 
committed to be a partner in 
growth with our customers. Both 

CVA and Farmway have many 
strong common values and we 
feel it is wise to explore a merger 
to ensure we are keeping our 
commitment of growth with our 
customers.”

Completion of the study is 
expected within 60-90 days. 
Further action related to a merger 
will be done once the study has 
been completed and diligently 
reviewed and discussed by each 
organization’s Board of Directors.

•••

About Farmway

Farmway is focused on helping 
their producer-owners succeed. 
Headquartered in Beloit, KS, 
Farmway has 37 locations 
across nine counties in North 
Central Kansas, offering energy, 
agronomy, feed and grain 
solutions. Find out more about 
Farmway by visiting www.
farmwaycoop.com.



As the calendar rolls forward, 
we are reminded that we are 
getting closer and closer to one 
of the most anticipated times of 
the year in agriculture, planting 
season!  Each spring, thousands 
of producers get ready for 
another year filled with hope of 
good crops, good prices and a 
safe family. This also means the 
spring insurance price is being 
set on corn and beans, which 
presents a great opportunity to 
finalize your grain marketing 

plan for the upcoming year.  

The market will be trying to answer many questions that will have an 
impact on your farm prices and profitability. 

How many additional acres will be planted to beans in the US?  
The latest reports we are hearing is there could be an additional 
3-5 million acres planted in the US this spring.  During the month of 
December, bean prices were over a dollar higher than the previous 
year at the same time.  The market believes this acreage shift will 
come in large part, at the expense of wheat.  Corn acres are 
expected to remain largely unchanged to down two million acres for 
the upcoming growing season.  If you are planning to change your 
crop rotation, have you made sales to account for those production 
changes? 

How big or small is the South American corn and bean harvest 
going to be?  Reports suggest that Brazil is going to have a record 
crop and while there are dry and wet areas in Argentina, they will 
also have a very good crop.  Paraguay, Uruguay and other areas of 
South America also continue to increase in production.  In general, 
the crop in South America looks to be very good.  Our ability to 
compete on beans and corn in the global market continues to be 
dependent on production and logistic challenges in South America.  

How do we compete in the export arena for our crops?  The big 
challenge for our commodities is the current value of the US dollar.  
As of the first of the year, our dollar was at fifteen year highs.  This 

does affect our exchange rate with other currencies and potentially 
could inhibit export sales.  How does President Trump change or 
impact our relationship and policy with countries we currently export 
commodities?

Is there an El Nino or La Nina weather event and how does it impact 
you at your farm as well as the global market? 

Have you locked in all your crop inputs for the upcoming spring?  
Currently, fertilizer markets are $40-$50 per ton cheaper than the 
same time one year ago.

As you can see, these are just a few of the many questions that 
producers as well as the marketplace are trying to answer prior to 
spring.  Each of these potentially have a profound impact on your 
farm.  There are two places you can go to help you navigate the 
answers to these questions.  Central Valley Ag Cooperative and 
The Home Agency.  Crop insurance and grain marketing go hand 
in hand and the relationship between these two companies have 
the same goal: to help you succeed.  The Home Agency is working 
closely with CVA producers to provide insurance coverage that 
gives the peace of mind that your production is covered to then be 
able to forward contract grain with CVA at profitable levels.  Central 
Valley Ag Cooperative offers an array of contracting options that 
provide the producer opportunities to lock in profitable levels.  
Some of these contracting options are only offered by CVA and our 
ProEdge team.  CVA currently has 11 ProEdge Specialists and three 
ProEdge Consultants on our team that are focused on helping you 
with your marketing plans and offer these contracting options to you 
and your farm.  I would encourage you to reach out to The Home 
Agency to look over your insurance coverage for 2017 and contact 
the CVA ProEdge team about contracting options for 2017 and 
beyond.  

These are challenging and exciting times in agriculture.  Together, 
The Home Agency and Central Valley Ag Cooperative would 
like the opportunity to help you steer through the markets and 
provide peace of mind and sound marketing solutions for your 
operation.  Please contact The Home Agency and Central Valley Ag 
Cooperative today and have a safe and prosperous spring season. 
•••
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ARE YOU PREPARED 
FOR SPRING? 
TOGETHER, THE HOME AGENCY AND CENTRAL VALLEY AG COOPERATIVE WOULD LIKE THE OPPORTUNITY TO HELP 
YOU STEER THROUGH THE MARKETS AND PROVIDE PEACE OF MIND AND SOUND MARKETING SOLUTIONS FOR YOUR 
OPERATION.

THERE ARE TWO 
PLACES YOU CAN 
GO TO HELP YOU 

NAVIGATE THE 
ANSWERS TO THESE 

QUESTIONS.

Matt Ashton | SVP Grain
p 402.362.8450
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I finished loading and pointed 
the nose of the truck towards 
the house for the weekend. 
The “Big Cat” growled and 
the coal rolled easily from her 
stacks as we climbed out of the 
Mississippi River bottom, up 
onto the gently rolling ridges 
striped with harvested corn 
rows. The fields of Iowa, 3 
months ago having shown they 
could singlehandedly feed 
the world, now lay bare and 
desolate; frozen and looking 
like a waste land. It was a 
gorgeous day; no wind, bright 
sun, and clear skies. 

Heading home to see Mrs. Lyon 
is one of my favorite things to 
do, and I was in a good mood 
all day. I was also headed home 
to see “Copper” play a little 
basketball. (Copper: nickname 
of my youngest son. He reminds 
me of Copper from “Fox and the 
Hound” in that every day is a 
bright new discovery for him. It’s 
hard to keep a puppy focused 
on any one thing longer than 2 
seconds and that just sums him 
up. Anyway, I digress....) 

The actual logistics of my 
delivery on Monday morning 

were questionable, as the 
weatherman had predicted 
a major ice storm to hit our 
part of the country, sometime 
Sunday afternoon through 
Tuesday morning. It was going 
to be “Yuge”; “Bilgly” as they 
say. (See what I did there? I’m 
making creative expression 
great again.) It was a slow 
moving system; stretching from 
Western Mexico up through the 
plains of Kansas and Nebraska, 
then out to the Ohio River Valley 
and across the coal mines of 
West Virginia. To top it off, it 
was moving only slightly faster 
than the line at the DMV. It was 
definitely going to be here for a 
while! 

I picked up the phone and 
eventually was transferred 
to the bulk liquids manager 
at my delivery point. We 
discussed possible scenarios 
and he suggested I come in 
late Friday. I explained I had 
my sons basketball game 
Friday night to attend. “Oh, 
go do that for sure!”, he said. 
“That’s way more important 
than our delivery.” (I found 
out later that he had played 

college basketball at Wayne 
State in Nebraska.) That was 
my introduction to Kenny. It was 
the first indicator of a service 
driven mindset that he had, and 
I was soon to find out how far 
he would really go to serve. A 
little more back and forth and I 
finally settled on leaving Sunday 
right after church. I figured at 
least I would be on site Monday 
morning in spite of the ice. His 
parting words were, “Hey, just 
send me a text when you leave”. 
*He probably just wants to 
know if he had a truck to unload 
Monday morning*, I thought. I 
agreed to do so, and we clicked 
off. 

Sunday: I hit first service at 
church, said goodbye to “The 
Lady”, and was on the road by 
1145AM. I dropped a text to 
Kenny telling him I was rolling 
toward Huskerland and would 
see him Monday morning. 

Kenny: “What time will you roll 
in?” 

Me: “430ish” 

Kenny: “Would you like to 
unload today?”

Me (astounded): “That would be 
amazing, awesome, fantastic, 
and seven other words that 
mean YES!”

Kenny: “See you then”

He was coming in just for me, 
and on a Sunday afternoon so I 
didn’t have to drive Monday in 
that ice! What service!

I pulled in the driveway right 
on time. He was waiting for me 
and the overhead door yawned 

open. I nosed in and like a sea-
creature swallowing its prey, the 
door slid shut behind me. From 
the outside, there seemed to be 
nothing happening there. On the 
inside, it was Kenny and I, the 
Kenworth, and a common bond 
of basketball and the boys who 
play it. Our conversation was 
one of the best I’ve ever had!

Meet Kenny. A service driven 
person if there ever was one. 
Someone who looks to the 
needs of others before his own. 
Someone willing to give up the 
leisure of his day, so that he 
might be a servant to someone 
else. It’s hard to do that for 
someone you know, but Kenny 
did it for a stranger. He didn’t 
even get paid to do it; you see, 
Kenny is a salaried employee. 
I was humbled to meet him, get 
to know him, listen to him talk of 
his son playing basketball, and 
his stories of his college playing 
days. I was truly in the presence 
of greatness; a servant-leader 
unrivaled, unparalleled, and 
certainly under-appreciated. 

Kenny, I hope this goes a long 
ways in showing you how much 
I appreciate what you did 
for me, but also what I know 
you do for anyone, because 
that’s who you are. There is 
no better type of person to do 
business with than you. Lead 
on Kenny my friend, lead on. 
#servemorelivemore

Kenny Claussen works at 
CVA’s Randolph, Nebraska 
location in Fertilizer Plant 
Operations.•••

SERVE MORE 
LIVE MORE

Kenny Claussen  and James Lyon

“THERE ARE NO TRAFFIC JAMS ALONG THE 
EXTRA MILE.” - ROGER STAUBACH



A few weeks back, I glossed 
over something difficult in an 
article.  It was a can of worms 
too big to open in that space.

I made the case that our 
consumers have different 
preferences for food grown 
organically, or conventionally, 
or locally, or non-GMO-ly, 
or what have you. And that 
those preferences make for 
a market that’s not only big 
enough for everyone but one 
that’s full of opportunity. The 
word “preference” as the can of 
worms I didn’t open.

Because for some consumers, 
“preference” is exactly what 
they honor when they make 
a choice in the grocery store. 
For other consumers, though, 
their decisions are motivated 
not by mere preference but by 

fear. They choose food labeled 
“non-GMO” because they are 
scared of GMOs. They buy 
organic because they are afraid 
of chemicals.

What these consumers fear isn’t 
bogeymen, though. They fear 
that their food is unsafe – that 
the food they spoon into their 
kid’s mouths will make them sick 
or give them cancer. They fear 
that the food they spoon into 
their kid’s mouths has already 
hurt the earth, changed it, 
poisoned it, sucked it dry. This 
fear isn’t fear of bogeymen. 
Their fear is very real, and they 
are very scared.

We shouldn’t act like its only 
consumers feeling fear, though. 
Growers feel it too. When a 
consumer deems your food unfit 
to eat, rare is the grower who 
lets it roll off their back like water 
from a duck. Instead, it feels like 
an attack.

And while my examples 
here illuminate one side of 
this situation—the organic/
non-GMO consumer vs. the 
conventional grower—it works 
the other way too. Consider the 
consumer who won’t touch any 
liberal conspiracy organic apple 
and the grower who produced it 
and tell me that that’s not a dyad 
rife with fear too.

This is a problem. Everyone 
is scared. No one should be 
scared.

We’re scared because humans 
are instinctually afraid of 
things that are bigger than we 
are. It’s the same reason that 
we’re scared of bears and 
thunderstorms. And how much 
bigger than us is “Big Ag” or 
“The Market”? Our (perceived) 
smallness in comparison is 
overwhelming.

But more important than this 
matter of evolution is a simple 
fact: we are raising, whatever 
the system we use in our 
operations, the safest food 
source in the history of mankind. 
If everyone knew that, we could 
make all this unnecessary fear 
vanish into thin air, much as you 
stop being scared of thunder the 
minute you realize it can’t hurt 
you. Consumers could go on 
with their preferences, and we 
could go along meeting them. 
Kumbaya, kumbaya.

But, standing very squarely in 
our way: misinformation and a 
lack of communication. Every 
day, the average consumer 
gets further and further from the 
farm and every day that space 
between them and us gets filled 
in with all sort of crazy, kooky 
“facts” that make people lose 

their darn minds.

The good thing about this that 
should make us all very happy 
is that it’s very easy to fill that 
space with accurate information: 
we just need to talk to each 
other. We need to ask and 
answer questions with honesty, 
a bit of tact, and some humility, 
and truly—presto! Problem 
solved, and we can all go about 
our lives feeling a bit lighter than 
we did before.

It saddens me a touch that we 
all suffer the great weight of 
a problem with such an easy 
remedy. It’s not like we’re doing 
some wicked stoichiometry 
here—we just need to chill out, 
to extend a hand, to offer an 
ear. Simple things that we’re all 
imminently capable of. So many 
of the problems we encounter 
in a day require biochemistry 
to solve—but this one? I’ve 
said this before, and I will say it 
again, I’m sure: connection and 
understanding. The next time 
your niece visits from Omaha, 
or your kid’s ball team puts 
you in the bleachers in York—
whoever, wherever—strike up 
a conversation. Teach a little, 
learn a little. Make the world a 
seriously better place for all of 
us one friendly chat at a time.

• • •

Mike Zwingman | RD Manager
p 402.728.5600

@CVA_AgronomyRD
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CONSUMER 

READ CVA WEEKLY BLOGS AND 
NEWS ARTICLES AT CVACOOP.COM
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NOW 
ACCEPTING 

SCHOLARSHIP 
APPLICATIONS

AVAILABLE TO STUDENTS SEEKING AG 
DEGREES, VISIT

CVACOOP.COM
TO FIND OUT MORE INFORMATION 

AND READ SCHOLARSHIP GUIDELINES.

Alex Brookhouser, Ryan Crumly, 
and Pat Wemhoff, directors of 
the Central Valley Ag Co-op 
of York, recently completed 
a four-phase educational 
program co-sponsored by the 
Nebraska Cooperative Council 
and CoBank.  Each will receive 
a Certificate of Recognition 
acknowledging completion of 
the program.

The Director Certification 
Program is a unique educational 
program specifically designed 
to assist cooperative directors to 
more fully understand their ever-
changing responsibilities.  The 
program has been presented 

annually at various locations 
throughout Nebraska since 
its inception in 1978.  More 
than 8,175 phases have been 
completed.

The program consists of four 
one-day courses designed to 
help participants become more 
effective cooperative directors.  
Some of the workshop topics 
include legal obligations of 
directors; cooperative principles 
and practices; using financial 
statements in making decisions; 
the benefits of long-range 
planning; capitalization of 
cooperatives; and a director’s 
role in establishing proper 

controls.  Workshop segments 
are patterned to closely follow 
the growing responsibilities of 
cooperative directors.

Rocky Weber, President 
& General Counsel of the 
Nebraska Cooperative Council 
of Lincoln, said, ?Farm supply 
and marketing cooperatives 
are essential segments of 
the agribusiness industry 
in Nebraska.  These local 
cooperatives contribute to the 
success of today’s farmers and 
ranchers, and the complexities 
of cooperatives only grows.  
This requires local directors to 
continually seek out training 

programs to enhance their skill 
set.  The Council continues to 
place a high priority on director 
education programs because 
education will be a key factor in 
determining the future success of 
Nebraska’s cooperatives.”

The Nebraska Cooperative 
Council is the trade association 
for agricultural cooperatives. 

Over 96% of the agricultural 
cooperatives throughout 
Nebraska are members of the 
Council. • • •

DIRECTORS COMPLETE
CERTIFICATION PROGRAM

LEFT TO RIGHT: RYAN CRUMLY, PAT WEMHOFF AND 
ALEX BROOKHOUSER.
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WINTER 
MAINTENANCE

WE ARE ALWAYS LOOKING FOR SOMETHING THAT WE CAN BE DOING TO MAKE LIFE EASIER NEXT SPRING. 

 Winter months can be many 
things to us, but probably one of 
the most important things it can be 
for us, is a time for maintenance. 
As the wind blows and the 
cold days are upon us, we are 
always looking for something 
that we can be doing to make 
life easier next spring. And while 
many of us are at ease packing 
bearings or replacing parts on 
the planter, we generally don’t 
think about the inside of our cab 
as a maintenance stop. But, I will 
argue that the work that we do on 
our monitors is some of the most 
important maintenance that we 

do all year.

I want you to think back to the last 
time that you got a new display 
on your farm. Did you have one 
of the ACS Specialist come out 
and load your field name and 
boundaries on it so that you had 
consistency, or did you just add 
names as needed? Have you 
cleared the 2016 data off of you 
monitor so that it will run faster 
and not be confused with 2017 
data? Have you cleared out the 
names of fields you no longer 
have or custom harvested?

I will challenge you that all of 
those things are just as important 
as any bearing you have on your 
farm. If you don’t get your data 
tree cleaned up, it is not only 
possible but likely that data will 
end up where you didn’t intend 
for it to go. Let’s say you have 
not cleaned up your monitor and 
you plant a field called “Dads 
Home.” At harvest, you see the 
field named Dad, and select it 
and begin to harvest. But your 
planting maps are nowhere to 
be found. You call your tech 
guy, and after 15 minutes on the 

phone, you conclude that you are 
not in the same field you planted. 
Now you can’t see both data 
layers while you harvest, and that 
is the main reason you bought a 
color monitor.

So is this scenario the end of the 
world? No, it can be fixed after 
the season to allow statistics to 
exist where it belongs, but it takes 
time. And anything that takes 
time takes money. So much like 
any other preventative work you 
do, you can fix it early while it’s 
cheap, or later when it is more of 
a problem. But all of this is really 
the tip of the iceberg. 

As we enter the next generation 
of data, where wireless data 
transfer and machine to machine 
transfers are becoming the norm, 
we need to make sure we lay the 
foundation for all of that to work. 
If we are sloppy with our data 
structure, these new tools are not 
going to function properly, and 
the money that is spent to have 
these capabilities is wasted.

In conclusion, here’s the take 
home for today. Your monitor and 

specifically its data structure has 
5-6 points we need to inspect 
and maintain. Are field names 
and hierarchy correct? Are field 
boundaries correct? Who am I 
putting in charge of loading and 
removing those from my monitor? 
Is last year’s data archived safely 
in multiple places? And finally, 
have I removed last year’s data? 
Your monitor and data structure 
are just like any other tool you 
have. If you aren’t comfortable 
doing the work yourself, you 
need to find somebody you trust 
to do it for you. Your ACS team 
is not only trained in Ag Leader 
and Precision Planting monitors 
but can help you with your data 
structure on your OEM displays 
too. 

There is only one chance before 
the season starts to get it right, 
and like any other maintenance, 
it will take longer than we think. 
Starting now ensures we have 
the time we need to prevent 
breakdowns, but this time its 
breakdowns in communication we 
are preventing. • • •

visit cvacoop.com to keep up with CVA news & blogs

Keith Byerly | ACS Manager
p 402.337.0910

@ACSbyCVA
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CVA WELCOMES
NEW SVP OF MARKETING

CVA is pleased to announce 
the hiring of Tom Palmertree 
as Senior Vice President 
of Marketing. He will be 
responsible for the marketing 
and communication efforts of 
CVA.  Palmertree comes to CVA 
from Reinke Manufacturing 
Co., Inc. where he worked 
as the Director of Marketing 
overseeing the strategic 
marketing and corporate 

communications efforts for the 
company. 

“We are excited to have Tom 
join our team, his background 
and experience will be a 
valuable addition to our Senior 
Team and organization,” said 
Carl Dickinson, CEO of Central 
Valley Ag. “We look forward 
to the contributions Tom and 
our marketing team will make 
towards CVA’s future.” 

Palmertree, along with the 
marketing team at CVA, work 
to communicate the CVA brand 
message, market leadership 
position, and value with 
clarity and effectiveness. He 
holds a bachelor’s degree in 
communication, journalism, 
media studies from Boise State 
University in Boise, Idaho. 

• • •

CVA WELCOMES TOM PALMERTREE AS THE NEW SENIOR VICE PRESIDENT OF MARKETING

CVA is pleased to announce the hiring of Dale 
Broekemeier as Director of Specialty Grains. In this 
position, Dale will focus on the growth and execution of 
programs for white corn, non-gmo and organic corn and 
beans for CVA customers.

“I am excited to welcome Dale to our team” said Matt 
Ashton, Senior Vice President of Grain for Central Valley 
Ag. “Dale’s background, experience and talent will be 
a welcome addition to our team and help us continue to 
provide the value and service that our customers expect.”

Broekemeier holds a Bachelor of Science degree in 
Agribusiness from the University of Nebraska at Kearney 
and comes to CVA from Gavilon where he was the 
Specialty Grain Manager.

“This is a tremendous opportunity, and I am excited to 
join such a respected organization like CVA”, commented 
Broekemeier. “I am eager to join the team and begin 
working for our customers.” • • •

THIS POSITION WILL FOCUS ON GROWTH & EXECUTION 
OF PROGRAMS FOR WHITE CORN, NON-GMO AND 

ORGANIC CORN & BEANS.

CVA ANNOUNCES DIRECTOR 
OF SPECIALTY GRAINS
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CORE VALUES
At CVA, we have a strong belief system 
that is communicated openly with our 
employees & customers. We believe that 
our core values are words to live by.

People is one of Central Valley Ag’s core values. We believe in the 

inherent worth of people. Our people are the engine of value creation; 

our imagination, determination and dedication are essential to success. 

We are committed to providing an environment that is safe and 

fosters personal growth and development. Our people embrace the 

Cooperative Spirit to deliver value to our members. Our people are 

employees, volunteers, moms and dads, sisters and brothers. Our people 

are CVA. WE ARE CVA.

#WEARECVA 
Josh Beam

JOSH BEAM

RANCHER. FIREFIGHTER. 

COUNTY FAIR VOLUNTEER. 

ACS SPECIALIST CUBA, KANSAS

learn more at cvacoop.com


