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COMMON GROUND, COMMON GOALS AND COMMON SENSE

Over the past 18 months,
a movement has been afoot
throughout the country that
is bringing livestock industry
leaders together to address
the many challenges faced by
those involved in the numer-
ous phases of livestock pro-
duction.

This movement has been
led by the Livestock Mar-
keting Association. 1 was
fortunate enough to garner
an invitation to one of four
regional summits the associa-
tion is hosting in 2026.

The summit in Omaha was
held May 27-29 to discuss
these challenges and attempt
to prioritize goals for the
organization. A similar sum-
mit was held in Reno, Neva-

da, in May. The two remain-
ing summits will be held in
Nashville, Tennessee, and
Fort Worth, Texas, in August.

The challenge facing
livestock producers
Keeping a farm or ranch
viable takes constant effort.
Access to land and labor,
rising input costs, overreg-
ulation and other pressures

By Tim Meyer
President, CEO
Producers Livestock Marketing Association

continue to threaten the live-
lihood and legacy of livestock
producers.

These challenges have
never been greater than they
are today.

A united voice
for the industry

That is why members of the
Common Ground Coalition
have come together around

the issues that matter most.
By standing strong together,
they are working to preserve
the livestock industry and
inviting others to stand with
them.

The goals

* Achieve and maintain
agriculture-friendly tax pol-
icy.

* Make risk management
tools more effective.

* Improve access to labor.

* Increase flexibility for
livestock haulers.

* Create support for young
and emerging livestock pro-
ducers.

Stand together

The Common Ground

Coalition is not another orga-
nization.

It is a united group of cow-
calf producers, stocker oper-
ators, marketers, feeders and
allied industry partners who
believe the industry is stron-
ger when it works together
to protect the nation’s food
supply.

I would encourage all
of you to join the Common
Ground movement by sign-
ing up at the LMA’s web-
site (Imaweb.com) and (com-
mongroundcoalition.net).

Stand with others to save
our farms and ranches, pro-
tect our land and build a last-
ing legacy for generations
to come. It's only common
sense!

MANAGED MONEY MOVES
AWAY FROM LEAN HOGS,
HESITANT IN CATTLE COMPLEX

Every Friday, the Com-
modity Futures Trading
Commission releases its
weekly Commitment of Trad-
ers report, showing the status
of positions for the producer
and managed money sectors
of the market. Analysts use
this data to see if the “fund
money” is buying or selling
any particular commodity.

Managed money can inject
capital into these complexes on
either side of the market, caus-
ing moves that at times drive
prices higher or lower than cur-
rent fundamentals support.

Price movement within the
protein complexes driven by
managed money sometimes
contradicts current market
situations, but has more to do
with money flow from other
commodity sectors or takes

into account broader market
factors.

Historic run for Live Cattle

Live Cattle futures have
been on a historic run since
the lows set in 2020. Tighter
supplies in the future, cash
prices working higher and
boxed beef prices that pushed
to the highest levels ever with
the exception of the COVID-
19 time period all brought
managed money to the com-

By Zach Tindall

Senior Vice President
Producers Commodities, LLC

plex as buyers.

Managed money set a
record-long position in Janu-
ary 2025 at 156,909 contracts.
That record has been tested a
handful of times since then,
but the funds have not held
a long position greater than
150,000 contracts according to
the CFTC reports, other than
that one week.

At the beginning of Decem-
ber, the funds decreased their
long position to just over
80,000 contracts but have
since increased that position
and have spent the majority
of 2026 long between 110,000
and 130,000 contracts.

The funds have not shown
any interest in buying the
complex to push their length
to record levels, but they are
unwilling to remove them-
selves from length in the
market as inventory numbers
support elevated prices.

Open interest is 100,000
contracts less than the same

B SEE MONEY ON PAGE 2

PLMA REGIONAL
SUMMITS IN AUGUST

Following Dakotafest (Aug. 18-20 in Mitchell, South Dako-
ta), join Producers Livestock for our next Regional Summit on
Aug. 18 or Aug. 19 at Granite Springs Lodge near Alexandria,

South Dakota.

This event is an opportunity to connect with fellow live-
stock producers, enjoy a great meal and hear timely insights
from a panel of Producers Livestock experts covering every-
thing from market trends to industry insights, risk manage-
ment and the challenges and opportunities currently impact-

ing producers.

Bring your toughest questions for an open Q&A session
with our team to wrap up the evening.

Scan the QR code below or go online to reserve your spot:
producers-livestock.com/regional-summits

We look forward to seeing you in August!

Event Location:
Granite Springs Lodge
25840 422nd Ave
Alexandria, SD 57311

5

EARN 4.25%

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%)

* Interest paid quarterly

PRODUCERS LIVESTOCK CREDIT CORPORATION
Contact Emily Manthei or Tina Fettes at
(402) 597-9189 to get started today!
Or visit the website to download an enrollment form:
https://producers-livestock.com/credit
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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
Garette Long, 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 - Operatin,
Office: (402) 597-9189 Fax: (402) 597-9505

Contact Mobile Extension
Howie Heckenlively, SVP  (402) 206-5031 1103
Bart Thoreson (712) 790-9995 1112
Darrell Ziola (402) 657-0598 1117
Ryan Power (402) 507-7790 1110
Keith Meiergerd (402) 432-8292 1108
Brady Read (515) 574-9367 1113
Jim Hushka (402) 452-8356 1133
Ethan Varilek 1132
Tina Fettes 1101
Emily Manthei 1116
Nick Buelt 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
Zachary Tindall, President  (712) 541-9992 1126
Verna Bennett 1129
Alex Gerdes (515) 777-9151 1128
Kyle Krager (712) 251-9477 1125
Stacy Raasch (712) 369-0781 1131
Chris Reifenberger (515) 350-3386 1130

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

Jon Baker Harper (319) 461-5900
David Herbold Lawton (712) 899-9560
Scott Hodne Manning (712) 299-7696
Joe Hoffmann Dunlap (712) 647-8361
Bob Pallard Williamsburg (319) 330-1315
Dave Waterhouse Manchester (563) 920-2082
Justin Wessel Manchester (563) 690-8472
Missouri

Dave Bryan Windsor (660) 815-0815
Mike Million Oregon (308) 325-5274
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

Tim DeLance

Jason Goodwin, settlements

Bill Nielson

Jeremy Schram, settlements

Mobile
(641) 990-0467
(712) 660-1199
(712) 274-0536
(605) 310-4664
(

office: (712) 274-0536

PRODUCERS LIVESTOCK
INTERNSHIP UPDATE

By Owen Larsen

I'm halfway through my
time here at Producers Live-
stock, and I want to share an
update about my internship
experience so far.

As a finance student at lowa
State University with a back-
ground on a small cow-calf
farm in Underwood, Iowa, I
was excited to get started in
this role.

I began my internship in
the Omaha office and jumped
right in, meeting the credit and
beef marketing teams. I had
a lot to learn about how live-
stock lending works, but the
credit team was happy to teach
me about everything they do.

I got to sit in on, and even
present to, the loan committee.
I then spent a couple of days
with the credit team going out
to meet with customers and
learn about their operations.

With the beef marketing
team, I was taught how the
beef settlements are handled.

One key memory was on
May 28 and 29, when I was for-
tunate enough to be brought
along to the Common Ground
Coalition. As an intern, I sat in
on the meetings and met some
of the major producers from
across the country.

My next step was spending
some time on the road with
a few different beef agents. I
rode along with Scott Hodne,
Joe Hoffmann and Dave Her-
bold, and we put on a lot of

miles traveling across western
Iowa and southern Minnesota.

I saw quite a few feedlots
and learned a great deal about
marketing fat cattle and pur-
chasing feeder cattle. I was
shown many different ways to
build and maintain a profitable
cattle operation.

Finally, I spent time on the
road with field inspector Mike
Sievers. We traveled through-
out South Dakota and Nebras-
ka, and I can say we saw a lot
of cattle. That week ended with
the all-staff meeting in Sioux
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City, where it was nice to meet
everyone in the company who
I previously hadn’t met.

Now I am just arriving
at the commodities office in
Sioux City, where I will spend
three weeks learning a whole
new world about hedging and
managing risk. I am now half-
way through my internship
this summer, and it has been
wonderful so far.

Thank you to Producers
Livestock for a great internship
experience, and I look forward
to the rest of my time here.
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time a year ago and is cur-
rently at the lowest level since
October 2024.

Feeder Cattle futures

Feeder Cattle futures con-
tinue to be supported by the
cash market as feedlots com-
pete for available feeder cattle
and corn prices have worked
lower for the majority of 2026.

Managed money set a
record-long position a year
ago at 37,806 contracts after
the Mexican border was
closed following a short
reopening. This record was
set after managed money was
net short in the Feeder Cattle
complex at the end of 2024.
Since that record was set,
managed money has found
comfort being long between
10,000 and 20,000 contracts
for the majority of 2026.

Price swings within the
complex have been extreme
and heavily influenced by
money flow from the specu-
lative sector of the market.

Open interest has increased

from the low set at the begin-
ning of June, but still lags
levels from all of 2025. For the
years 2021-2024, open interest
in the Feeder Cattle complex
mainly stayed between 40,000
and 60,000 contracts.

During 2025, open inter-
est peaked near 100,000 con-
tracts, and the lowest level
recorded for the year was at
the beginning of December
2025 at 63,000 contracts.

Big swings in hog complex
The Lean Hog complex
pushed to new contract highs
during March as the funds
established a new record-long
position at more than 146,000
contracts.
Optimism  surrounding

RISK DISCLAIMER

pork demand, a decreased
supply of hogs, and high beef
and cattle prices all attracted
managed money to the Lean
Hog complex. As the funds
unwound that position, the
futures spiraled lower and
the funds eventually pushed
their positions to near their
historic record-short position.

At the end of June, the
funds were short more than
25,000 contracts, less than
6,000 away from their all-
time record-short position.
As managed money liquidat-
ed their long position, open
interest within the complex
moved from record large
at over 380,000 contracts to
under 300,000 in the span of
just four months.

This material should be construed as the solicitation of an account, order, and/
or services provided by Producers Commodities LLC, NFA ID: 0355787 and rep-
resents the opinions and viewpoints of the author. It does not constitute an indi-
vidualized recommendation or take into account the particular trading objectives,
financial situations, or needs of individual customers. Additionally, this material
should not be construed as research material. The trading of derivatives such
as futures and futures options may not be suitable for all investors. Derivatives
trading involves substantial risk of loss, and you should fully understand the
risks prior to trading. Past results are not necessarily indicative of future results.
Producers Commodities 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. Information contained herein was obtained from sources
believed to be reliable, but its accuracy, timeliness, and/or completeness cannot
be guaranteed. Contact designated personnel from Producers Commodities LLC
for specific trading advice to meet your trading preferences or goals
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SUMMER AUCTIONS SHOW DEEP VOLUME DROPS

With the start of summer,
two early video auctions
kicked off in June. Both of the
sales saw significant decreases
in head counts from last year.

Superior Livestock Auc-
tion’s (SLA) Cornbelt Classic
video sale offered 76,069 head
on June 16 and 17, compared
to 104,011 in 2025 and 61,705
head for 2024.

One week later, North-
ern Livestock Video Auction
(NLVA) listed 48,658 head for
its 2026 Early Summer Special
video sale, down from 67,804
in 2025 but above 23,316 in
2024.

SLA’s sale was down 27%,
while NLVA’s sale had 28%
fewer cattle compared to last
year. The early summer video
sales last year were unusually
high, with ranchers wanting to
take advantage of the record-
high prices being paid at that
time.

This year’s numbers reflect
the decrease in the cow herd
since 2025, calf contracting that
was done earlier in the year and
uncertainty tied to the drought
conditions in some areas.

Both video auctions had a
strong showing with record
prices throughout the sales.
These reported prices will be
load lots of unweaned steer
calves for delivery from Octo-
ber through November. These
calves are in Colorado, Iowa,
North Dakota, Nebraska,
South Dakota and Wyoming.

On Superior Livestock’s
sale, 550- to 599-pound steers
averaged $508.42 per hundred-
weight, up $125 per hundred-
weight from last year. Their
big brothers weighing 650 to
700 pounds were $118 per

By Mike Sila
Senior Vice President, Beef Department
Producers Livestock Marketing Association

hundredweight higher than a
year ago, averaging $480.04 per
hundredweight.

Northern Livestock posted
very similar results the follow-
ing week. Unweaned steers
weighing 550 to 599 pounds
brought an average of $508.40,
$127 per hundredweight more
than last year. The 600- to
649-pound steers came in at
$483.62 per hundredweight, up
$122 per hundredweight from
last year.

Sale barn trade has also
remained at record levels. Bas-
sett Livestock Auction report-
ed fall steer calves weighing
600 to 650 pounds averaged
$496.70 per hundredweight on
June 24.

Fall steer calves weighing
650 to 700 pounds had an aver-
age price of $476.52, about $650
per head more than last year.
The Feeder Cattle Index also
reached a new high at $381.86
per hundredweight on June 25.

Hedging last year’s calves
did leave some money on the
table, although the strong basis
helped hedgers recover part of
that value.

With feeder prices at current
levels and market conditions
vulnerable to change, down-
side protection is more import-
ant than ever.

If you are unable to hedge
your market price when pur-
chasing feeders, options may
provide a way to manage your
downside risk.

As you place cattle this fall,
please contact your Producers
Livestock beef agent or com-
modity broker to help develop
a price risk management strat-
egy. Thank you for the oppor-
tunity to be part of your team.

SUPERIOR LIVESTOCK AUCTION
UNWEANED STEER CALVES
(CO, IA, MT, ND, NE, SD, WY)
$540.00 $508.42
$480.04
$480.00 $431.41
£440.00
E $390.00 $382.57 $361.55
E $£343.56
$340.00 $915.36 $303.04 628070
. w119 $268.43
$290.00
$240.00 I I
550- 600- 650-
5004 64 9# JO0#
YEAR
B Superior 2026 B Superior 2025 B Superior 2024 B Superior 2023
NORTHERN LIVESTOCK AUCTION
UNWEANED STEER CALVES
(CO, IA, MT, ND, NE, SD, WY)
$540.00 $508.40
$490.00 $483.62 $461.23
$440.00
E $381.23 L
g 939000 il $346.90
$323.43
$340.00 $303.90 £207.71
$283.39 $260.05
£290.00 $264.98
$240.00 I I
550- 600- 650-
5954 6494# T0O0#
YEAR
B Northern 2026 W Northern 2025 B Northern 2024 W Northern 2023

A LOOK

I had many different ideas
for topics I could write about
for this newsletter. In the last
issue, I wrote an introductory
piece about myself, my expe-
rience as an agricultural lender
and touched on some personal
topics. I felt that was a good
place to start since I joined the
company in March.

For this article, I thought I'd
explain the basic tenets of cred-
it underwriting and the “Four
C’s of Credit.” After all, when I
speak with a customer or pros-
pect, one of the first questions
they ask is, “What are you
looking for when underwrit-
ing a new loan application?”
This basic framework provides

AT THE "FOUR C’s OF CREDIT”

a good starting point.

First, and in no particular
order, is collateral. Collateral is
important because in our case
(and in most cases), it consists
of the assets that will ultimate-
ly be liquidated to repay a par-
ticular loan.

A grain farmer sells grain
to repay an operating loan. A

By Howie Heckenlively

Senior Vice President, credit dept.
Producers Livestock Credit Corp.

cattle feeder sells fat cattle to
repay a feedlot loan. A ranch-
er sells calves as feeders to
repay a breeding stock loan.
It's important that there is suf-
ficient collateral of the appro-
priate quality to repay loans in
each of these situations.

The second “C” is capital.
Capital refers to the equity

shown on a balance sheet. It
can be found in short-term,
intermediate and long-term
assets.

For our discussion, I'll focus
on short-term capital, which is
referred to as liquidity. Liquid-
ity is the amount of short-term
assets a person or operation
has above and beyond its short-
term debt. Lenders generally
require this to be positive and,
in most cases, prefer to see a
buffer of about 20% to 25%.

This means that if you have
a $1 million loan, most lenders
would like to see $1.2 million
to $1.25 million in liquid assets
available to help repay this
loan. This is because the value

of these assets can fluctuate,
so a one-to-one ratio may not
always be sufficient to satisfy
the debt.

The third “C” is capacity.
Arguably, this may be the most
important of the four. Capacity
refers to your ability to repay
the loan. In other words, how
much income can you gener-
ate, and have you historically
generated the amount needed
to repay your debts?

When evaluating capacity,
lenders typically review three
to five years of financial histo-
ry to support the loan request.

Il SEE CREDIT ON PAGE 4
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WHAT HAPPENED TO OUR
ANNUAL SUMMER RALLY?

Profitability for most par-
ticipants in the hog industry
has been solid for almost two
years now.

We began this year with
great optimism as we saw a
strong and unseasonal rally in
the hog markets beginning in
late January.

Modest cash hog price
strength, coupled with a
significant rally in lean hog
futures contracts, provided
producers with very attrac-
tive hedging opportunities
through the rest of the year.
This rally was supported by
a balance of adequate butch-
er hog supplies along with
robust pork demand.

Year-to-date export volume
was up 5.38% through April.

The Lean Hog Index
reached the lower $90 level
and has spent nearly all the
time from early March to
now in an extremely narrow
range, almost exclusively
between $90 and $93. This is
very unusual and unseason-
al, as we generally see price
appreciation from late winter,
through spring and into the
summer months.

Some important fundamen-
tals in the hog and pork com-
plex began to change when we
got into the late spring season.

Butcher hog supplies con-
tinued to be greater than

anticipated, and with favor-
able crush margins, produc-
ers decided to keep plenty of
weight on their hogs prior to
marketing. This led to overall
pork production being 1.5%
higher than 2025 through May.

At the same time, May and
June exports to Mexico slowed
for several different reasons
(one significant being the dis-
covery of pseudorabies in a
small group of pigs in Texas
and Iowa).

Demand weakness

Additionally, according to
the USDA and other sources,
we have seen a decrease in
purchasing power for the con-
sumer due to inflation, high
gas prices and other economic
factors that have led to over-
all weakness in domestic pork
demand and a buffer to the
pork cutout price.

Both ham and belly pri-
mal prices are approximate-
ly 20% lower than year-ago
levels. These two primal cuts

By Jeremy Schram

Pork Agent, Pork Department
Producers Livestock Marketing Association

are extremely important for
setting overall pork cutout
prices!

For the past couple of years
now, we have seen lean hog
futures prices rally early in
the year and offer some of the
highest prices and best hedg-
ing opportunities during that
time. Hedgers who were pro-
active were very well reward-
ed.

One current concern that
we have is that if we move
into a period where disease
pressure lightens up and we
continue to see gains in sow
productivity, we could see an
unexpected bump in the sup-
ply of hogs that would likely
pressure our markets.

For this reason, we encour-
age you to stay in touch with
us here at Producers to help
you develop a functional
marketing plan and look for
opportunities to take some
price risk off the table, espe-
cially for our upcoming fall
and winter months.

RECEIVE WEEKLY

MARKET COMMENTARY

FROM OUR EXPERTS!

Sign up to receive weekly Market Commentary

from our commodities experts!
Scan this QR code to sign up TODAY!
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That’s why we gather three to
five years of tax returns and
balance sheets when consider-
ing a new loan application.

Capacity is important
because it is what truly repays a
loan. Collateral and capital can
erode over time if the income
isn’t there to support the debt.
Likewise, when capacity is
strong, collateral and capital can
actually improve over time.

The final “C” is charac-
ter. This is probably the most
underrated one. Character is
very important to a lender. I
struggle with rating this one
because we often assume good
character, but this isn’t always
the case.

The only reason I wouldn’t
rank it number one in impor-
tance is because I've seen bor-
rowers with great character
who were still not able to pay
back their loans.

I will say, however, that
in those situations they were
communicative, cooperative
and had the integrity to do
everything possible to make
their lender whole.

On the other hand, when
poor character is combined

with insufficient capacity, it’s a
recipe for disaster. These bor-
rowers often fail to cooperate
with their lenders.

They may evade their
financial obligations by being
untruthful and, in some cases,
even commit fraud. These tend
to be the cases where lenders
lose the most money.

In closing, I'd say that the
“Four C’s of Credit” provide a
great starting point for bankers
and borrowers to be on the
same page. If a borrower meets
these criteria, we are gener-
ally supportive of new loan
requests.

Of course, there are always
additional factors to consider,
such as leadership, operation-
al management, risk manage-
ment, industry risks, threats of
competition and more. Those
are probably topics for another
time.

I'd be remiss if I didn’t men-
tion that we at Producers Live-
stock have a very strong cred-
it portfolio. We have an out-
standing customer base, and
our lenders work with some
very high-quality families and
individuals.

As always, we appreciate
your business and are proud to
be your trusted financial part-
ner.
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PRODUCERS

Livestock

Marketing = Credit * Commadities

For more than 85 yasrs, Producors hes provided marketing and
relsted services 1o the ap industry. Today, we're changing o
it tha Heeds of agricultural SDeratons with new products and
services, including:

+ Livewtock sourting & marketing
i * Livefock loan programs

I + Commadities brading & Bedging

* LAP insurance

Preducers Livestock Marketing Association
Baef B Creit Division
A5l T 11deh Sy
Dmafa, NE G817
ADT-SOT-RIEF

Pork & Comimasdity Dibvision
4280 Sevgoant Re, Suts 340
Slowm City, 1A 51106
F12-2P4-0535

praducerislivesteth com

LIVESTOCK RISK PROTECTION
Offered through our Commodity Office

Benefits of using LRP:

e Fed Cattle, Feeder Cattle, Hogs

* Head and weight specific

* Variety of coverage lengths

e Premium is due at the end of the policy

* Downside price protection with top side open
* 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
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