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SUSTAINABILITY STAYS IN FOREFRONT

In early May, I attended the
United States Roundtable for
Sustainable Beef's (USRSB)
General Assembly meeting in
St. Louis.

I attend this event annually
and must admit these meet-
ings cause me a fair amount of
consternation as many of the
members and their representa-
tives are from large corporate
processors, retailers and indus-
try allies who benefit from the
outstanding work the livestock
producers across our country
are doing.

Defining ‘sustainability’

I have met many wonderful
folks with good intentions, but
I am convinced their main pur-
pose is to help “sustain” their
company’s profit margins on
the backs of independent live-
stock producers.

The story they want to adopt
and sell to their customers,
who want to know more about
how their food comes to their
plate, starts with livestock pro-

ducers.

Can you define sustainabil-
ity? Is your operation sustain-
able? Every year these ques-
tions are asked and every year
the answer remains nearly the
same.

Understanding the source

I am not suggesting to any-
one that I don’t believe in
sustainability, because 1 do.
I just don’t believe that this
push from organizations such
as the USRSB and the Glob-
al Roundtable for Sustainable
Beef (GRSB), both of whom
did not exist until 15 years
ago, is as organic and pure in
its intent as some would have

By Tim Meyer
President, CEO
Producers Livestock Marketing Association

you believe. That topic is an
entirely separate article!

Both organizations have
websites that detail their goals,
vision and mission to funda-
mentally improve livestock
production practices while
protecting the environment,
human resources and animal
welfare.

I would encourage you to
look at both websites at www.
usrsb.org and www.grsbeef.
org to learn more.

Big challenges
Many of the challenges these
organizations face involve

trying to cover such a large,
wide-ranging topic. So large

that they have broken their
goals and sector targets into
six high priority indicators:

1) Air and greenhouse gas
emissions;

2) Land resources;

3) Water resources;

4) Employee safety and
well-being;

5) Animal
well-being;

6) Efficiency and yield.

I'will be the first to commend
all livestock producers who
are still actively feeding and
grazing their own livestock for
their continual improvement
in the management of their
land, livestock and business
operations.

Isn't THAT the true defini-
tion of sustainability? Con-
stantly striving to improve?
Managing at higher levels to
produce more pounds of beef
with fewer inputs? Managing
the land and water resources
to their maximum potential?

health and

Il SEE LEGACY ON PAGE 3

E-NEWSLETTER
SIGN-UP

Have you heard the news?
Producers Livestock has
launched a brand new
e-newsletter!

Be sure to sign up to
receive exclusive content
from Producers Livestock

and stay up to date

on industry news and
other happenings within

Producers Livestock,
delivered directly to your

inbox once a month.

Scan this QR code
to sign up TODAY!

MISSOURI FFA STUDENTS GET ON-FARM EXPERIENCE

In May, Producers Livestock
welcomed FFA students from
Monroe City, Missouri, to the
Omabha area.

Producers Livestock custom-

er Ken Schechinger offered a
tour of his 7,000-head feed-
lot located in southwest lowa
near Harlan. Schechinger was
gracious enough to show the
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EARN 6.0%

WITH A PAYMENT PLUS ACCOUNT

Invest in PLCC’s payment plus account
and give your money a raise!

CRITERIA:
e Must be an active customer of Producers Livestock
e Variable rate based on National Prime (-2.5%)

e Interest paid quarterly

PRODUCERS LIVESTOCK
CREDIT CORPORATION

Contact Brittnee Hytrek, Tina Fettes or Gaye Nusz
at (800) 950-7522 to get started today!

Or visit the website to download an enrollment form:
https://bit.ly/40RRy8r
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FFA students from Monroe City, Missouri, visited Omaha and Harlan in May, including stops at the PLMA office and
the farm of Ken Schechinger, who took the high schoolers through his 7,000-head beef cattle feedlot.

group around and educate
them on his operation.

Experiencing a feedlot of this
size was a first for many of
these students, and they were
engaged and asked lots of
great questions.

Following the feedlot tour,
Producers Livestock treat-

ed the students to lunch at
our headquarters in Omabha.
Ryan Power, loan officer with
Producers Livestock Credit
Corporation, also shared the
background of Producers Live-
stock, the services that we pro-
vide and a brief market out-
look with the group.

Keriann Brandt, advisor for
the Monroe City FFA program,
orchestrates a trip every year
for her students to different
areas of the country to expose
them to the different aspects of
the agriculture industry.

I SEE FFAON PAGE 3
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Producers Services Directory

General Office

Delivery address: 4809 S 114th St, Omaha, NE 68137-2308
Mailing address: PO Box 45978, Omaha, NE 68145-0978
Office: (402) 597-9189 Fax (402) 597-9505
Email: plmal@plmcoop.com www.producers-livestock.com

Contact Extension
Tim Meyer, President 1115
Mike Sila, Senior VP 1106
Dave Nickelson, Treasurer 1104
Deb Engler, Secretary 1100
Support staff:
Aric Ellinghuysen, IT Director 1111
Brittnee Hytrek, Financial Operations Specialist 1114
Mick Jackson, Marketing Settlements 1105
Becky Jensen, Marketing Settlements 1109

PLCC Financial Services
Financing for Livestock - Operating
Office: (402) 597-9189 Fax: (402) 597-9505

Contact Mobile Extension
Bart Thoreson, Senior VP (712) 790-9995 1112
Darrell Ziola (402) 657-0598 1117
Ryan Power (402) 507-7790 1110
Keith Meiergerd (402) 432-8292 1108
Tyler Calfee (402) 676-2302 1107
Brady Read (515) 574-9367 1113
Tina Fettes 1101
Emily Manthei 1116
Amber Patlan 1118
Mike Sievers, Field Insp. (712) 260-4239 2200

Commodity Services

Brokerage Services and Consulting on
Hedging - Options - Hedge Contract Programs - LRP
Producers Commodities LLC
Office: (712) 274-0539

Contact Mobile Extension
Shawn Smith, President (712) 870-4202 1127
Verna Bennett 1129
Kyle Krager (712) 251-9477 1125
Stacy Raasch (712) 369-0781

Chris Reifenberger (515) 350-3386 1130
Zachary Tindall (712) 541-9992 1126
John Tweed (701) 789-1940 1128

Producers Livestock Services

Producers Beef Programs
Country Direct Feeder Cattle Sales
Feeder Cattle Buying - Fed Cattle Sales
Office: (402) 597-9189

Nebraska City Mobile
Emmet Caldwell Lincoln (402) 224-0205
Ed Heusinkvelt Lexington (308) 325-0227
Steve Malole Kearney (308) 325-0165
Vance Whitehill Stapleton (308) 636-8114
Matt Wilken Bertrand (308) 991-5944
South Dakota

Claude Forbes Woonsocket (605) 350-0366
Jake Hopwood Neligh, NE (308) 627-4828
Mark Johnson Centerville (605) 212-2387
Minnesota

Mike V Million Marshall (507) 829-1394
Iowa

John Crawley Burwell, NE (308) 215-8131
David Herbold Lawton (712) 899-9560
Scott Hodne Manning (712) 299-7696
Joe Hoffmann Dunlap (712) 647-8361
Bob Pallardy Williamsburg (319) 330-1315
Jake Rouse Curlew (712) 480-0881
Missouri

Dave Bryan Windsor (660) 815-0815
Mike Million Oregon (308) 325-5274
Roger Parker Mexico (573) 473-9598
Wyomin

Slim Coo Cody (307) 272-2024
California

Luke Stevens Marshall (707) 953-4879

Producers Pork Programs
Premium - Based Marketing - Supply Agreements

Contact

Office: (712) 374-0536

Noland Johnson, Senior VP
Connie Sponder, settlements

Tim DeLance
Jason Goodwin
Bill Nielson
Jeremy Schram

Mobile
641) 990-0467
712) 274-0536
712) 660-1199
712) 389-0228
605) 310-4664
712) 259-0210
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Congratulations,
Ron Kasseldar

Beef agent Ron Kas-
seldar was recognized
at the Producers Live-
stock all staff meeting
in June for 24 years of
dedicated service to our
Midwest cattle produc-
ers. We are honored to
congratulate Kasseldar
on his well-deserved
retirement. Pictured is
Kasseldar with Produc-
ers Livestock CEO Tim
Meyer.

RISK MANAGEMENT OPTIONS
ABOUND IN CATTLE MARKETS

Editor’s Note: Shawn Swmith,
president of Producers Commodi-
ties, contributed to this article.

We’ve made it through June
and the beginning of video sale
season. As we flip the calendar
to July, we will continue to
see video sales throughout the
month for contracting of fall
delivery calves.

Again this year, we are see-
ing record prices for these
calves, increasing the need for
a good risk management plan
before the calves arrive and
while they are on feed. Keep in
mind: the risk of those calves is
inherited the day you contract
them from the sale.

Thankfully, you have more
risk management tools at your
disposal than ever before. Give
our commodities office a call
to discuss these options and
what would work best for
your operation and tailor a risk
management plan for your cat-
tle. Through futures, options,
LRP or a combination of the
three, we can make a plan to
protect your bottom line.

We continue to see the boxed
beef cutout maintain pricing
over the $300 mark.

With the cattle numbers
down and cutout remaining
strong, packers are continuing
to pay $198 to $200 for cash
cattle in the north and taking
delivery of those cattle in a
timely manner.

When it comes time to refill
the yards, hold on to your hats.

Factoring in the strong live cat-
tle prices and cutout, with corn
down to near contract lows,
the feeder cattle market is a
hot one!

My biggest emphasis to pro-
ducers is protect the downside
as much as you can to limit your
overall risk with the amount of
dollars these animals are cost-
ing. The big concerns I see are:

* How long can we sustain
a $300 cutout and continue to
move product?

* When will packers begin to
cut harvest numbers?

¢ At what point will beef be
overpriced for the majority of
consumers?

Toward the end of May, we
saw lean hogs drop below $100
for the summer months and
continued a downward trend.
With the pork cutout dropping
below triple digits and a plen-
tiful supply of live hogs that
seem to remain in front of us,
the market just struggles to get
any upward traction.

I've been asked a lot of ques-
tions regarding hogs in the last
30 days and the most asked
question has been, “Will there
ever be a good profit in the

By Zach Tindall

Vice President, Commodities Office
Producers Livestock Marketing Association

hogs again?” First off, aren’t all
profits good?

Granted, we all want the
most we can get but at times
we need to take what the mar-
ket has to offer. We had July at
$111, August at $108 and Octo-
ber at $89. There were excellent
opportunities to lock in very
nice profits, or spend the few
dollars for a put near those
levels to eliminate the down-
side risk.

I want to mention a new
change that has taken place
with LRP. On days that reports
are released such as hog and
pig inventory and cattle on
feed, you will not be able to
purchase LRP insurance on
those evenings. Therefore, any
afternoon there will be a report
coming out, you will either
need to place the insurance
the day before or wait until the
next day before purchasing a
policy.

Please reach out to the com-
modities office for any further
questions or concerns regard-
ing this change.

B SEE OPTIONS ON PAGE 4
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FATS TRADING IN RECORD TERRITORY: $200+

Well, it finally happened.
Cash fat cattle reached $200
per hundredweight.

During the last two weeks
of June, we have seen limited
numbers of fats trade as high
as $200 per hundredweight
live FOB or $317 per hundred-
weight, dressed. Along with
the record prices in the fat cat-
tle segment, we have also seen
record prices in feeder cattle.

It has been anything but nor-
mal this year, as we saw steer
and heifer weights increase,
counter seasonally, into the
summer.

Feedlots have elected to put
more pounds on the current
cattle rather than replacing
them with higher priced feed-
ers.

During the late spring and
early summer, we saw the
average weekly steer carcass
weight reach 925 pounds.

For the week ending on June
15, the average weekly steer
weight came in at 917 pounds,
which is 38 pounds heavier
than the same week last year.

Federally inspected slaugh-
ter is down 4.5% from last year,
but with the increase in car-
cass weights, beef production
is only down 1.6%.

The video auction season has
begun, and now we have got-
ten a peek at calf prices for fall
delivery. WOW, they are off to
a good start for the rancher!

These reported prices will
be loading lots of unweaned
steer calves for delivery from
October through November.
These calves are in Colorado,
TIowa, North Dakota, Nebraska,
South Dakota and Wyoming.

Superior Livestock Auction
started the season off with
their Corn Belt Classic.

Steers weighing 550-599
pounds averaged $315.36 per
hundredweight, $33 per hun-
dredweight higher than last
year.

Their big brothers weighing
650-700 pounds were $21 per
hundredweight higher than
a year ago, averaging $289.70
per hundredweight.

A week later, Northern Live-
stock Video Auction had its
first summer sale, and it was
even a little better.

Unweaned steers weighing
550-599 pounds brought an
average of $323.43, which is an
average of $40 per hundred-
weight more than last year.

The 600-649 pound steers
came in at a $303.04 per hun-
dredweight, up $30 per hun-
dredweight from last year.

Now that we had the oppor-
tunity to see some calf prices
for fall delivery, it's time to
look at breakevens.

The included breakeven
chart (right) is based on the
price of a 650 pound delivered
steer calf, gaining 3.25 pounds
per head per day, for 215 days,
and being sold at a pay weight
of 1,450 pounds.

The horizontal line across
the top of the chart is the deliv-
ered price of a 650 pound steer
per hundredweight. The cost
of gain per hundredweight is
along the vertical side of the
chart.

LIVESTOCK RISK PROTECTION
Offered through our Commodity Office

Benefits of using LRP:

* Fed Cattle, Feeder Cattle, Hogs
* Head and weight specific

By Mike Sila

Senior Vice President, Beef Division 1es00
Producers Livestock Marketing Association

BCWT

Follow across the line of
the price through the cost of
gain, and this will give you
the breakeven price. These
breakeven prices are cash mar-
ket prices. For the hedgers, you
will need to include the basis -
for the marketing month.

At the price level of these
feeders, and with the market
conditions being ever chang-
ing, it becomes more important —
to have some type of downside
protection.

If you can’t hedge your mar-
ket price in the beginning of
the feeding phase, there are
opportunities with options to
protect against downside risk.

As you continue to place cat-
tle this fall, please reach out to
your Producers Livestock beef
agent or commodity broker to
assist you with your price risk
management strategy.

Thank you for the opportu-
nity to be a part of your team.
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Passing on the operation to the next genera-

tion?

* Variety of coverage lengths

e Premium is due at the end of the policy

¢ Downside price protection with top side open
e Settled against the cash markets

PRODUCERS LIVESTOCK
MARKETING ASSOCIATION

Give us a call today to learn more
or receive a quote to protect
your livestock.

Commodity Division: (712) 274-0539
Zach Tindall Cell: (712) 541-9992
Email: ztindall@plmcoop.com

Legacy + Sustainability

My great-grandparents homesteaded from
Germany in the late 1800s and my family
has been farming and feeding livestock in
Northwest Iowa on the same land for over
100 years. I am quite sure most of our custom-
er’s families can recite a similar story of hard
work, dedication, sacrifice and overcoming
the struggle to “sustain” their operation for
the next generation.

This is my definition of sustainability: Pass-
ing on the land, the livestock and the legacies
that come with production agriculture.

Are we constantly striving to do better?
Absolutely. Do we need an organization to
tell us how to do that? Not today.

Carry on and stay safe out there!

FFA

B FROM PAGE 1

Some of the chapter’s past trips have
taken them to Michigan, Kentucky and
Oklahoma.

In addition to one-on-one involvement
with local FFA chapters, Producers Live-
stock carries on a tradition of donating
money to the Iowa FFA Foundation for
every touchdown scored by the Iowa State
University football team.

In 2023, Producers Livestock increased the
donation from $200 per touchdown to $300
per touchdown to the foundation, resulting
in a $12,000 total contribution for the 2023
season.

Additionally, we make an annual con-
tribution to the Nebraska FFA Foundation
to support youth in another of our home
states. Producers Livestock is proud to
support the mission of FFA by encouraging
the next generation of agriculture leaders.
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WEAK DOMESTIC DEMAND LOWERING PORK PRICES

As I sit down to write this
article, reflecting on the recent
presidential debate of 2024, all
I can say is, “wow.” Confi-
dence in our political system
and its leaders doesn’t seem
to be at its peak right now —
even some top officials seemed
uneasy afterward.

Turning to the current hog
market, we've seen a signifi-
cant drop of $20 from summer
highs and $15 from fall and
winter peaks.

As we approach August, we
anticipate these numbers to
taper off, hopefully continuing
to ease into the fall and winter
months. Otherwise, it might be
a challenging road until next
summer.

On a positive note, pork
exports have pleasantly sur-
prised us with nearly a 5%
increase over 2023, surpassing
broiler exports for the first time
in over 40 years. This trend
looks promising, especially

with Europe implementing
livestock industry regulations
from which we can potential-
ly benefit, provided we avoid
additional regulations our-
selves.

Mexico has emerged as our
largest importer, while South
Korea, Japan, China and Can-
ada maintain steady purchases
of U.S. pork.

The biggest concern is
domestic demand. Prop 12
hasn’t helped, but a boneless
pork loin priced at $2.50 per
pound seems to be a bargain

By Noland Johnson

Senior Vice President, Pork Division
Producers Livestock Marketing Association

compared to beef and beef still
continues to move without fac-
ing consumer price resistance.

We need to engage with
domestic consumers to under-
stand their preferences better
and develop products that they
will choose over other protein
options.

Please don’t hesitate to con-
tact our pork team at any time.

Wishing you a pleasant
remainder of the summer and
we look forward to helping
you in marketing and manag-
ing your risk in the future.

Projected exports of U5, pork,
broilers, and beet

Economic Research Service
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SPOTLIGHT ON:
STACY RAASCH

We are excited to announce the
addition of a grain commodity spe-
cialist to our commodity division.
Stacy Raasch has joined the com-
modities team as of July 8, 2024.

She brings a wealth of experi-
ence from her nine-year tenure at
Landus Cooperative in western
Iowa, where she served as senior
grain marketing advisor.

She has built a strong book of
business in the heart of the Corn
Belt, and we are excited to bring
Stacy’s talents to help the broad-
er area that Producers Livestock
serves.

In addition to her professional
role, Stacy and her husband farm
and custom feed cattle in west cen-
tral Iowa.

Stacy is a seasoned speaker, and
we look forward to having her
share her expertise with our cus-
tomers at our regional summits
and other Producers Livestock

events.

Please join us in welcoming Stacy
Raasch to the team in the coming
months!

Staff Spotlight

Barheiing » Credif -
For more than B5 years,

= Livestock sourcing & marketing
= Livestock loan programs

« Commodities trading & hedging
# LRP insurance

Beef & Credit Division
280% 5 114th 5t
Omaha, NE 68137
402-597-9169
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Producers Livestock Marketing Association
Park & Comimadity Devision
4780 Sergeant R, Swhe 140
Swoux City, 14 51106
T12-274-0536

producers-livestock.com

South Korea

Canada

Mexico

UPCOMING PLMA
BOARD OPENINGS

Would you or someone you
know be interested in becom-
ing part of the board of direc-
tors for Producers Livestock?

We are currently accepting
calls from anyone interested
in this opportunity. Elections
for directors to serve on the
Producers Livestock Board are
held annually in February.

¢ Directors are elected for a
three-year term.

¢ To run for director, a per-

son must be an active member/
customer of Producers Live-
stock Marketing Association.

® Regions up for election/
re-election in 2025 are South
Dakota and southern Iowa.

If you, or someone you
know, are interested in run-
ning or need more informa-
tion about sitting on the board,
please contact either Tim
Meyer or Deb Engler at 402-
597-9189.

OPTIONS

B FROM PAGE 2

Producers has provide
marketing and related sarvices to the ag industr
Today, we're changing to meet the needs of agrioultur
operators with néw products and services, including;

This material should be construed
as the solicitation of trading strategies
and/or services provided by Producers
Commodities LLC as noted in this pre-
sentation. These materials have been
created for a select group of individu-
als, and are intended to be presented
with the proper context and guidance.
Information contained herein was

obtained from sources believed to be
I reliable, but is not guaranteed as to its

accuracy. These materials represent the
opinions and viewpoints of the author,
and do not necessarily reflect the view-
points and trading strategies employed
by the IB, Producers Commodities
LLC. The trading of derivatives such as
futures, options, and over-the-counter
(“OTC”) products or “swaps” may
not be suitable for all investors. Deriv-
atives trading involves risk of loss and
past financial results are not necessar-
ily indicative of future performance.
Any hypothetical examples given are
exactly that and no representation is
being made that any person will or is

likely to achieve profits or losses based
on those examples. Producers Com-
modities LLC is not responsible for
any redistribution of this material by
third parties, or any trading decisions
taken by persons not intended to view
this material. This material does not
constitute an individualized recom-
mendation, or take into account the
particular trading objectives, financial
situations, or needs of individual cus-
tomers. Contact designated personnel
from Producers Commodities LLC for
specific trading advice to meet your
trading preferences or goals.
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