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“Selling, Gifting Land” Seminar Designed
to Aid Those in Farm Transition Process

to sell family farmland can be one of the

most difficult processes any landowner
will possibly go through, yet it’s one that every
landowner HAS TO prepare for in order to protect
their investment and be sure their intentions are
met,” says Steve Glascock, AFM, Babson Farms,
DeKalb, IL. Glascock serves as chair of the
ISPFMRA Management Education Committee.

(4 Preparing to transition out of farming or

“This program is not meant to answer all the ques-
tions someone might have about retiring from their
farming business. It 1S designed to help them devel-
op the questions they need to take to their attorney,
financial advisor, accountant....whomever is helping
them through the process of either selling, gifting or
retiring from their farm business.”
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The all-day seminar is being offered July 20 at Far-
anda’s in DeKalb, IL. The program will get under-
way at 8 a.m. and conclude with a reception set to
start around 4:30 p.m.

Who Should Attend?

“This seminar is designed for families who love their
farms and want to establish succession plans while
maintaining the financial health of the business. This
should include the owners, very often couples, AND
their financial or legal advisors,” Glascock explains.

“We are really hoping that our members will think
out of the box a little and invite some of their clients
as guests for the day. We are also reaching out the all
the members of the Community Bankers Association
of Illinois in the hope that these lenders will see this
as an opportunity to provide a great benefit to their
customers.”

He notes that the fee structure for attending the
seminar is designed specifically with this in mind.
“The costs for ‘guests’ to attend the program is set
to encourage professionals to bring clients to the
program,” he adds. The discounted ‘Guest’ rate will
only be applicable to those individuals who are reg-
istered by an attending sponsor. Otherwise the full
registration fee will apply.

Topics that will be covered
* What the options are

* What are the tax obstacles and how to minimize

cexposure .
Continued on Page 9
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2 modes of action.

Liking the disease control.
STRATEGOYLD 3 to 4 more bushels.

R Liking the payoff.

You’ve committed to doing all you can to increase your yields and grow
your bottom line. Like using Stratego® YLD fungicide on your soybeans.

® 2 modes of action for unbeatable control against major diseases,
including frogeye leaf spot

® Increases yields by 3 to 4 bu/A, on average

~ You're ready to profit from this season with Stratego YLD fungicide.
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PROTECTION GOES LEVERAGE (©)
FULL CIRCLE.

Leverage®360 insecticide
combines two modes of
action with Stress Shield™ for:

¢ Fast knockdown of sucking
and chewing pests

¢ Residual control

e Enhanced plant vigor
and yield potential

©2016 Bayer CropScience LP, 2 T.W. Alexander Drive, Research Triangle Park, NC 27709. Always read and follow label instructions. Bayer (reg’d), the Bayer Cross (reg’d), Leverage® and Stress Shield™ are
trademarks of Bayer. Leverage 360 is a Restricted Use Pesticide. For additional product information call toll-free 1-866-99-BAYER (1-866-992-2937) or visit our website at www.CropScience.Bayer.us
CR0616MULTI1B844V00R0
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Rick Says

by Richard Hiatt, AFM, ARA
President

Illinois Society of Professional
Farm Managers and Rural
Appraisers

Greetings to all,

It is “Good Old Summer Time”. After the corn was

planted very timely in April we wondered if we would ever get back in the fields.
(Farmers in the south are still waiting!) Now we are wondering if we are looking
at a drought! Where is normal? What is normal?

Just a couple of months ago consultants, managers and appraisers, as well as
farmers, were thinking about how much revenue loss we will show for 2016. It is
so unfortunate that problems have to develop in other parts of the world to move
our commodity market. Also thanks to the “Funds” for making a nice market
opportunity. I hope you are employing the flexible tools available such as: op-
tions, hedging futures, basis contracts, forward pricing, etc. How many thought 2
months ago we would be looking at $4 corn and $11 beans. This is why landown-
ers need us to provide the professional management and consulting services we
offer: budgeting, planning, flexible solutions, etc.

I am constantly amazed in the dedication and willingness to help from our chapter
members. THANK YOU! I have found committee chairman and committee per-
sons really take their responsibilities seriously and put a lot of effort into making
our meetings and education programs “top drawer”. We are working on a long
range education calendar to help you meet the technology and education curve.

I can assure you that our education committees will always have the required
courses scheduled for you to stay compliant. These committees already know the
numbers and needs of our membership for ethics, USPAP, real estate license, etc.
We have committed to schedule education programs ahead of our major meetings:
Summer Tour, Land Values, and Annual Meeting.

Today we are in need of some additional members to serve on expanding com-
mittees. The first one is Public Relations. Ernie Moody and committee have given
this a great start. “Herein lies our future”, to get our story told. Ernie is passing
the baton off to Ross Albert as Public Relations Committee Chair. Thank you
Ross! We would like to see this committee take on 4 large projects. 1) Social
Media oversight. 2) Print media, like writing articles for publication. 3) Develop
other organization relationships such as with Farm Bureau, Corn Growers, Soy-
bean Growers, RLI, Community Bankers, etc. 4) Develop a Speakers Bureau,
with some prepared presentations and videos our members can use for prospect-
ing, service club presentations and other needs.

The second committee that needs some expansion is a subcommittee of the Land
Values and Lease Trends committee called Advertising. Jonathan Norvell could
use some help with volunteers in the western, southern and northern parts of I1-
linois. We are a big long state and if you would consider making some follow up
calls on this committee please send me an email, rhiatt@mchsi.com.

The Illinois Society of Professional Farm Managers and Rural Appraisers is one

(Continued on Page 7)
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AUTOMATIC COMPLIANCE AND EASE OF PLANTING IN EVERY BAG.

* The broadest choice in above and below ground insect protection

o The truly simple refuge-in-a-bag solution for the
Corn-Growing Area; just fill your planter and go

Contact your seed rep or go to genuity.com/RIBComplete RIB COMPLETE
———

Important: Genuity® RIB Complete® are blended seed corn products that require the planting of a structured refuge in the Cotton-Growing Area. Always read and follow IRM, grain marketing and all EV E RY B U S H E I_ M A'I"l' E R S

other stewardship practices and pesticide label directions. Details of these practices can be found in the Trait Stewardship Responsibilities Notice to Farmers printed in this publication.
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2016 ISPFMRA Leadership Team

2016 Committee Chairs

Chairman and President
Richard Hiatt, AFM, ARA
Hiatt Enterprises
221 W. Washington St.
Pontiac, IL 61764
Phone (815) 842-2344
Cell (309) 838-7933
rhiatt@mchsi.com

Fax: (815) 844-3024

President-Elect
Eric Wilkinson, AFM
Hertz Farm Management, Inc.
200 E. Court Street, Ste. 502
Kankakee, IL 60901
Phone (815) 935-9878
Cell (217) 552-3777
ericw@hertz.ag

Fax: (815) 935-5757

Vice President
Dan Legner, ARA
1st Farm Credit Services
2950 N. Main Street
Princeton, IL 61356
Phone (815) 872-0067
Cell (309) 255-0648
dlegner@]1stfarmcredit.com

Fax: (815) 872-1334

Academic Vice President
Phil Eberle
112 N. Lark Lane
Carbondale, IL 62901
Phone (618) 713-3534
eberlep@siu.edu

Secretary-Treasurer
Gary Schnitkey, Ph.D.
University of Illinois
300A Mumford Hall
1301 West Gregory Drive
Urbana, IL 61801
Phone: (217) 244-9595

Cell: (217) 898-3762
schnitke@uiuc.edu

Fax: (217) 333-2312

Past President
Randal Fransen, AFM
First National Bank of Dwight
122 West Main Street, PO Box 10
Dwight, IL 60420
Phone (815) 584-1400
Cell (815) 584-7354
rfransen@fnbofdwight.com

Fax: (815) 584-1280

Annual Meeting - 2016 @ Springfield
2017 @ Bloomington
Appraisal (Divergency) Review

Appraisal Education
Audit
Bylaws

Commercial Sponsorship

Ethics

Farmland Values/Lease Trends Survey/
2015 Illinois Land Values Conference

Conference Meeting

Advertising

Farmland Data Collection

Farmland/Lease Trends Survey

Government & Policy

Honorary Awards
ICAP Representative

Management Education
Membership Development
Memorial Scholarship
Nominating

Public Relations

Summer Tour - 2016

Young Professionals

Thomas Peters, AFM
Steven Myers, AFM

LeeAnn Moss,
Ph.D., ARA

Dan Legner, ARA
Herb Meyer, ARA

Dan Cribben, AFM,
ARA

Winnie Stortzum,
ARA

Brian S. Neville,
AFM
Thomas Wargel, AFM

Allen D. Worrell,
AFM

Dale Aupperle, AFM,
ARA

David Klein, AFM,
ALC

Luke Worrell, AFM,
ALC

Reid Thompson, AFM

Jonathan Norvell,
Ph.D.

Chuck Knudson, ARA

Dan Davis, AFM,
ARA

Gary Schnitkey, Ph.D.

Jerry Hicks, AFM

Randal Fransen, AFM

Herb Meyer, ARA
Michael Morris,
ARA, MAI

Steve Glascock, AFM
Laura Enger

Seth Baker, AFM
Randal Fransen, AFM

Ernest Moody, AFM,
ARA, AAC

Melissa Halpin

Eric Wilkinson, AFM
(Oversight)
Logan Frye
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Unleash T Series to unlock potential.

Pioneer” brand T Series can help you hit your yield goals with soybeans designed for your acres. Packed with the latest

defensive and agronomic traits to keep you ahead of the game, the 2014 lineup also includes products with the Genuity® | .

Roundup Ready 2 Yield® trait. Talk to your Pioneer sales professional about the best fit for your fields. Pioncer.com/tseries |I Series Soybeans

w Genuity® and Roundup Ready® are registered trademarks used under license from Monsanto Company. Ruundup Ready 2 Yield® is a regi of LLC used under license. Pioneer Premium Seed

Treatment for soybeans is applied at a DuPont Pioneer p facility or by an i sales rep of Pioneer. Not all sales representatives offer treatment services, and costs and other charges may vary. See your
Pioneer sales rep! ive for details. Seed ion exclusive to DuPont Pioneer and its affiliates. The DuPont Oval Logo is a registered trademark of DuPont. PIONEER® brand products are provided subject to the terms and conditions
of purchase which are part of the labeling and purchase documents. ®,™ ™ Trademarks and service marks of Pioneer. © 2013 PHII. DUPPSY13029VAR1




Rick Says
(Continued from Page 2)

of the largest, active and most deep rooted Chapters of who is not a member of our Chapter. Just send us the
the ASFMRA. We want to make sure our voice is always name and we will follow up.

heard when it comes to our future, so please take just a

few minutes and respond to the Branding Survey be- See you in DeKalb,

ing sent from ASFMRA. It is very important to be heard
and as Jaleen Edwards says, “it is a process and we need
to hear from our members”. There is a complete article
about this project on page 11. Please read it thoroughly.

The show must go on and only 3 Acts remain for 2016.
Mark your calendar for Act III - -Summer Education
Week in Des Moines June 26 to July 1; Act IV — get
registered for Summer Tour in DeKalb July 21-22 as well
as get your guests invited to the “Gifting, Farm Transition
Seminar on July 20; and, Act V is ASFMRA Agronomics
Meeting November 7-11 at Indian Wells, California.

In closing, I have not heard from many of you on the
challenge to look around your community/shop for a peer

CONSERVIS IS CHANGING THE BUSINESS OF FARMING

Conservis helps track field'activities, inventories, contracts and
yields all in,one system?,",

AUTO | HOME | LIFE | BUSINESS | RETIREMENT

L COUNIRY

Our heritage is protecting yours

So when it comes to protecting your farm, you need AgriPlus® from COUNTRY Financial®.
It’s made for your operation, whether your specialty is livestock, grain, or both. Be sure
to ask about coverage for your auto and farm vehicles, too.

Contact your local COUNTRY Financial representative today and grow your own way!

P NY.. ¥

Issued by COUNTRY Mutual Insurance Company®, Bloomington, IL. 1214-565HO




UNBIASED.

Beck’s is the only company with
access to every approved trait in
the United States.

As a family-owned seed company, Beck's is focused on the needs and profitability of farmers.
That's why we've cultivated deep relationships with elite suppliers.

Beck's is the only company with access to every approved trait in the United States. This unique
advantage allows us to remove the bias from sales and concentrate on what is best for you.

At Beck's, our goal is simple - to provide you with the right hybrids for the right field. Not only do
we have access to technologies, but we focus on bringing you the highest-performing genetics and
profitable solutions.

) BECK'S

Chad Kalaher | Farm Management Advisor | 309.319.8680 | www.BecksHybrids.com

Genuity Design®, Genuity®, RIB Complete and Design®, RIB Complete®, Roundup Ready 2 Technology and Design®, Roundup Ready®, Roundup®, SmartStax and Design®, SmartStax® and VT Double PRO® are trademarks of
Monsanto Technology LLC. Phoenix®, Agrisure®, Agrisure Artesian®, Agrisure Duracade®, Agrisure Viptera® and E-Z Refuge® are trademarks of a Syngenta Group Company. Phoenix® brand seed is distributed by Beck's Superior
Hybrids, Inc. Herculex® Insect Protection technology by Dow AgroSciences and Pioneer Hi-Bred.®Herculex and the HX logo are registered trademarks of Dow AgroSciences, LLC. LibertyLink® and the Water Droplet Design are
trademarks of Bayer. Optimum® brand products available through the XL® brand. ®XL, Optimum®, AcreMax® and AQUAmax® are registered trademarks of Pioneer. XL brand seed is distributed by Beck’s Superior Hybrids, Inc.



Farm Gifting, Transition Seminar

(Continued from Page 1)

* Developing communications between
generations

* How to establish reasonable time lines

* Business structures that support gifting and
farm purchase for the next generation

* How to develop the right ‘team’ to achieve
your goals

* Understanding value drivers and their
impact on future profitability

* Tips on understanding income needs and
potential sources for owner retirement

* How to add value to the business

* What decreases value in a business

* Improving family confidence in making
changes

* Identifying skills and experience needed in
next generations

The speakers
“The specifics of the presentations will be focused on

landowners and law in Illinois,” Glascock stresses.
“The moderator will be Leonard Meador, a fellow
ASFMRA member from Indiana who is known to
most of our Chapter members. He is a professional
educator and trainer who also holds his Accredited
Agricultural Consultant designation.”

The legal expertise will come from Keith Foster and
Jill Tritt, attorneys with Foster & Buick Law Group,
LLC, based in Sycamore. “I’ve known both Keith
and Jill for a long time and they will be providing the
information on current Illinois law regarding gifting
and transition situations. It’s important that we have
this very local emphasis so folks know what the
state requires and limits,” Glascock states.

The accountant perspective will come from Phyl-

lis Parks, CPA. “Phyllis has been a Society Friends
member for many years and has worked with ag
finances and farm families her entire career,” he
explains. “She is a partner with Daughhetee & Parks
Management Consulting, PC, in Danville. Again, the
[linois-based background.”

CE Credits allowed

Professionals attending the program will be eligible
to received 8 hours of continuing education credits
from ASFMRA. An application for credits for ap-
praisers from the state of Illinois was denied. No CE
credits will be authorized for those registering as
‘Guests.”

The registration fees cover all the materials, a noon
luncheon, morning and afternoon breaks, and a wine
and cheese reception at the close of the day.

“We really hope that our members will recognize this
program as a tremendous opportunity to help some
of their clients get through, or even initiate a pro-
gram for planning and implementing a transition for
their farmland,” Glascock stresses. “Again, we’re not
going to be offering all the answers, but we will be
helping folks understand the processes involved and
assisting them in preparing the questions they need
to ask of their own advisors.”

(See the complete agenda and registration form on
pages 14 and 15 in this newsletter.)

ISPFMRA

Summer Tour

July 21, 22, DeKalb Area
Mark your calendars

Experience what the industry exclusive

Sy G001

DUAL FORCE TECHNOLOGY

and its 15"spacings could do for your operation.

800-545-9044 | agdrainage.com
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ASFMRA Reaching

Out to Members

in Branding Research Survey

member survey regarding the ‘branding’ of
AéSFMRA is underway according to Jaleen
dwards, director of Membership, Marketing
and Communications at ASFMRA, and all members
are being asked to be candid and prompt in respond-

ing.

The Branding Initiative was begun in 2015 and

is designed to provide insights into the image of
ASFMRA as the organization moves forward. The
survey follows a series of District conference calls
held this spring. Edwards also addressed this topic
when she spoke at the ISPFMRA Annual Meeting in
Springfield earlier this year.

She says the overall objectives of the initiative in-
clude

-- A national / chapter partnership with consistent
brand awareness including a standardized logo. “We
do not have this but one of our major competitors,
the Appraisal Institute, does.

-- SEO (Search Engine Optimization) This is critical
so prospects can find education and landowners can
find our members.

“There have been a lot of questions asked about
why we are doing this. Why make the change? Is it
necessary?” she explains. “Then we get feedback
from both older and newer members telling us of the
difficulties in using the entire moniker for ASFMRA
and the individual state chapters. The words are too
many. The names are too long. They won’t fitin a
logo. They won’t fit on a business card. Prospective
customers and members don’t remember it.”

“Currently only 5 percent of our members are using
our full name. Only a little over a third use the logo.

“There was a time when the name of the organization
was appropriate when spelled out completely. The
organization and what its members did was new and
needed to be explained. But has that time passed?”’
she asks.

“About half of all our members will be retiring in
the next 10 years and we have to maintain a vibrant
organization beyond that time. We have to appeal to
the next generations of membership and leadership.”

Edwards says extensive demographic profiling has

clearly shown attributes of the Millennial generation:

* Digital, clear, fluid, fast

* Leverage technology

* Brand loyal
She notes that name changes are part of historic
growth and industry maturity. “Look at the changes
that have taken place in the logo for Deere. They
haven’t come very often and have many times been
subtle. But the logo has always been simplified and
made stronger.”

She cites examples of some brands that started out
with one name then evolved:

Backrub --- Google

Auction Web -- eBay

Blue Ribbon Sports -- Nike

Drive Yourself -- Hertz

Edwards says the entire Branding Initiative is multi-
faceted. Methodologies being used include:

* Research, including competitors

* Analysis

* Member Survey

* Interviews with staff and key stakeholders

* Testing

ASFMRA is working with a consultant, Agency Off
Record, a Denver-based marketing and branding
agency.

Change will take time

“This will not be a quick-fix program and the final
destination may be a year or two down the road” she
stresses.

“We are moving slowly and deliberately. If we
decide to refresh our brand it will take months. We
have to look beyond just what meets the needs of
ASFMRA but also what it can mean to the local
chapters. What about incorporating new art in their
materials? New ‘tag-lines’ in their promotional mate-
rials? What about revisions to their web sites?

“Right now we are in the testing phase of the process
and it is critical that we get as much feedback as pos-
sible from our members across the country.

“Please, please respond to the survey when you re-
ceive it. And please be both candid and open-minded
in your thought process,” she urges.



LEADING GENETICS
THAT’S LG SEEDS

We believe the best genetics deliver the highest yields.
Can success really be that simple?

FIND OUT FOR YOURSELF AT LEADINGGENETICS.COM

OUR SEED. YOUR SOIL. TOTAL SUCCESS.




Summeyry Tour Set for DeKalb Area

he bus is set to roll at 8 a.m. on Thursday, July

21 for the ISPFMRA 2016 Summer Tour in and
around the DeKalb area. Activities will conclude on
Friday, July 22.

Stops along the way will be:

Aaron Butler Organic Row Crop Farm

Butler Family Farms is owned by Aaron Butler and
his wife Donna. They currently operate approximate-
ly 2,000 acres in DeKalb and Ogle Counties. The
entire farm is 100 percent Certified Organic and is
rotated between corn, soybeans, oats, wheat and hay.

Advanced Drainage Systems - Mendota

Production Facility
* The Mendota plant makes products that are used

around the U.S. There are five manufacturing lines
producing piping ranging from 2 inches to 60 inches
in diameter for agriculture, sanitary water treatment
facilities and water retentions systems.

» Tile Drainage / Water Management Project -- This
is an ongoing study across the Midwest which looks
at: What is optimum tile spacing, impact on yields,
and investment recovery timetables, optimum depth
and variations based on soil structures and use of
controlled gate valves.

Lunch will be served at this site.

Whiskey Acres
This family-owned farming and Estate Distillery

based in DeKalb produces award-winning vodka,
corn whiskey and bourbon. Sample products and
additional cocktails will be available if desired.

Dinner will be served at this site.

Honey Hill Orchard
Honey Hill Orchard is a family-owned and oper-

ated orchard that was started as a hobby in 1965.
Today, the original orchard location has 2,100
apple trees, with an additional 500 trees at a second
farm location.

Breakfast will be served at this site.

Monsanto Production Plant, Waterman
Research Farm

Because of physical location restrictions you will

be restricted to one or the other of the tour sites.
-- Research Farm -- Handles thousands of
corn lines from over 15 countries developing

new seed technology solutions for farmers.

-- Production Site -- Uses cutting-edge
technology to process around 1.2M bushels of
corn and ships 950,000 unites of seed corn
annually with complete traceability.

The base of operations for both days will be the
Hampton Inn, 663 S. Annie Glidden Road, DeKalb.

Meals served as part of the tour will include: Thurs-
day luncheon, Thursday dinner, Friday breakfast.

No private vehicles, please.

Complimentary Wine and Cheese Reception on
Wednesday, July 20

Join those attending the Gifting, Transition Seminar

for a complimentary wine and cheese reception at

Faranda’s from 4:30 - 6:00 p.m. at 302 Grove Street,

DeKalb.

Online registration and a complete, detailed agenda
is available at http://www.ispfmra.org/2016/04/29/
register-now-2016-summer-tour/

A herbicide with the work ethic of a machine.

When weeds are handled automatically, you have time to
handle everything else. Let Halex GT do the work for you.
Visit HalexGT-Herbicide.com today.

Syngenta
SN Halex.GT

©2010 Syngenta Crop Protection, Inc., 410 Swing Road, Greensboro, NC 27409. Important:
Always read and follow label instructions before buying or using Syngenta products. Halex®
GT and the Syngenta logo are registered trademarks of a Syngenta Group Company. Syngenta
Customer Center: 1-866-SYNGENT(A) (796-4368). www.FarmAssist.com

P
syngenta’




Selling, Gifting or Retiring Your Farm Business

What You Need to Know -- Questions You Need to Ask !!
Farm Transitions are not a matter of IF, but WHEN !!

This intensive, one-day program is designed for families (and their advisors) who love their farms and
want to establish succession plans while maintaining the financial health of the business.

What You’ll Learn:
+ What your options are
» What are the tax obstacles and how to minimize exposure
* Developing communications between generations
* How to establish reasonable time lines
» Business structures that support gifting and farm purchase for the next generation
* How to develop the right ‘team’ to achieve your goals
* Understanding value drivers and their impact on future profitability
» Tips on understanding income needs and potential sources for owner retirement
* How to add value to the business
 What decreases value in a business
* Improving family confidence in making changes
* ldentifying skills and experience needed in next generations

Who You’ll Hear From:
* Leonard Meador, seminar moderator, a professional educator and trainer who will guide the day’s process
» Keith Foster and Jill Tritt, Foster & Buick Law Group, LLC, Sycamore -- attorneys who know and understand
Illinois law and what is involved
* Phyllis Parks, CPA, A Danville-based CPA who will explain some of the financial steps necessary

PLUS -- Post-event wine and cheese reception until 6 p.m.

When: Wednesday, July 20
What Time: 8 a.m. - 4:30 p.m. (Post-event reception until 6 p.m.)
Where: Faranda’s, 302 Grove Street, DeKalb, IL

CE Credits: Attendance at this program qualifies for 8 hours of Continuing Education credits from ASFMRA.
Recognition for CE Credits from the State of lllinois is pending.

No Continuing Education credits will be authorized for those registered as Guests
This seminar is sponsored by the members of the lllinois Society of Professional Farm Managers and Rural Appraisers

Registration includes: All handout materials, noon luncheon, morning and afternoon breaks with refreshments, post-seminar
wine and cheese reception (cash bar)

Cost: $200.00 per person

Important Note: Registration is limited to 100 attendees



Gifting, Selling or Retiring Your Farm Business

Advance Registration is REQUIRED by July 5 -- No Walk-Ins will be accepted

Eees:

ASFMRA / RLI Members, others

$200 / person

Sponsored Guests (must be registered by sponsor) $75 / person

$100 / married couple

$ (no refunds after July 5)

Total
Host Name
Sponsor
Address
City State ZIP
Telephone

e-mail (Required for registration confirmation)

Guest Names:

Credit Card Information:

Card #

(Sorry, No American Express

Expiration Date

Payment MUST accompany Registration
Checks should be made payable to ISPFMRA

Fax or mail completed registration to:
262-253-6903

ISPFMRA

N78W14573 Appleton Ave., #287
Menomonee Falls, WI 53051

Telephone: 262-253-6902

OR

Register Online at www.ispfmra.org



ISPFMRA At ICAP Golf Event

Mike Morris ARA, MAI, 1st Farm Credit Services, second from
left, led the pack at the ICAP (lllinois Coalition of Appraisal
Professionals) annual golf outing in May. Morris has served as
one of the Chapter’s representatives on the ICAP board and is
this year’s president of the appraiser organization. ISPFMRA
donated the top prize that was given away at the event.

Upcoming Events

June 28 Deadline for Summer Tour hotel reservations
June 25 - ASFMRA Summer Education Week
July 1 -- Des Moines, 1A
July 5 Deadline for registrations for Gifting, Selling,
Transition seminar
July 20 Gifting, Selling, Transition seminar
DeKalb, IL
July 21, 22 ISPFMRA Summer Tour
-- DeKalb Area
August 31 -
September 1 Farm Progress Show
Boone, IA

September 11 - 16
ASFMRA Leadership Institute
Washington, DC

November
7-11 ASFMRA Annual Meeting
Indian Wells, CA
February 16,  ISPFMRA Annual Meeting
2017 Bloomington, IL

Farmland Generally Viewed as a Favorable Investment

hile a small percentage of survey respondents,

just 15 percent in May, reported that they
expect farmland prices to be higher in May 2017
than a year earlier, a majority of producers still view
farmland as a favorable investment. When asked to
evaluate farmland as an investment on a scale of 1-9
(1 being ‘extremely poor’ and 9 being ‘extremely
good”), 52 percent of respondents scored farmland
favorably (e.g., reported a score greater than 5) and
nearly one-quarter of survey respondents provided a
neutral rating (e.g., score equal to 5) for farmland as
an investment. Conversely, 23 percent of the farmers
viewed farmland as a poor investment (e.g., reported
a score below 5). While it might seem paradoxical
that a majority of farmers continue to view farmland
as a good investment when so few producers expect
farmland values to increase over the next 12 months,
it’s likely attributable to the time horizon. Although
most farmers do not view the short-run prospects for
farmland prices favorably, their long-run perspective
continues to be relatively positive.
Source: Purdue University/ CME Group Economy
Barometer

On a scale from 1 to 9, where 1 is extremely poor and 9 is
extremely good, how would you rate farmland as an

investment today ?
30%

25% 4%

0% 19%

15% 14%
= 1%
10%
s AN, Ak 3%
~ 1R
1 2

1 = extremely poor; 8 = extremely Hmd

*®
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The Purdue University/CME Group Ag Economy Barometer

is a nationwide measure of the health of the U.S. agricultural
economy. On the first Tuesday of each month, the Ag Economy
Barometer provides a sense of the agricultural economy’s
health with an index value. The index is based on a survey of
400 agricultural producers on economic sentiment each month.
Quarterly, the index will be accompanied by an in-depth survey
of 100 agriculture and agribusiness thought leaders. Visit:
https://ag.purdue.edu/commercialag/ageconomybarometer/



WHEN YOU'RE THE SMALLER,
MORE AGGRESSIVE
COMPETITOR, YOU TEND TO
CHALLENGE THINGS MORE.

LIKE THE STATUS QUO.

The status quo can drive us out of business. We can't afford to increase yield
at the industry average. We can't afford common quality control standards.

And we certainly can't afford to let a customer down. So we work harder, WYFFE LS
innovate quicker and perform at a higher level. We have to. We're Wyffels.
And we can't exist any other way. WYFFELS.COM 800.369.7833 HYB RI DS

@

More than a namber’

© 2014 Wyffels Hybrids Inc




WANTED: SOCIAL MEDIA EDITOR FOR ISPFMRA
Are you in tune with Twitter, Facebook Linked In and other Social Media?

The Chapter is looking for a volunteer to act as editor / advisor on managing a Social Media program.

What do you need to do?
¢ Monitor and be a ‘second set of

eyes’ on the Chapter’s web site to Agricultural
offer an independent perspective
on content, layout, timeliness Soil Management

and overall appearance.
* Assess the needs of the Chapter in F
becoming actively involved with Cha mpaign, IL

Social Media (217)356-5756

* Guide the leadership in establish- asm@volomail.net
ing a Social Media presence

* Serve as editor and primary . .
contact for Social Media Soil Testing

participation, Agronomic Consulting
What is the pay? $ 0 IPM/Scouting

What is the benefit? Knowing you’ve * Consulting, Recommendations with Maps
done a good job. * GPS Boundaries and Soil Test Points
* Variable Rate Electronic Data Compatibility and Transfer

Who’s the Boss? Public Relations Com- * In-House Soil Testing Laboratory

mittee

Interested? Contact Carroll Merry
262-253-6902 or ispfmra@countryside-
marketing.com

Make a new home online.

We know the Web.
We know ag communications.

We know what you need.

Websites. Social media. Audio & video.

ISPFMRA members get 20% oft a new website this spring!

Contact David Brazeal
ISPFMRA and FF3C Website Manager

hi ghtid e ; 417.766.6997 - %uiﬂi (,ir'qli_élgl

david. brazeal@gemail.com




Our Commercial Sponsors

We would like to acknowledge our commercial sponsors whose support greatly enriches the programs of the I1-
linois Society of Professional Farm Managers and Rural Appraisers:

Platinum Level
AgriGold Hybrids
Bayer Crop Science
Beck’s Hybrids
Dow AgroSciences
LG Seeds
Monsanto
DuPont Pioneer

Wyftels Hybrids

Gold Level
Ist Farm Credit Services
BASF
COUNTRY Financial
Farm Credit Illinois

Silver
Ag Drainage, Inc.
Agricultural Soil Management (ASM)
Syngenta Crop Protection

Bronze
Conservis Corp
LandOwner Magazine

Please show your support and purchase Products/Services from these companies
whenever it is appropriate to do so.



Members Address U of | Farm
Management Class

Five Chapter members addressed Paul Stoddard’s Farm
Management class on April 19 at the University of lllinois
-- Champaign. The group talked about opportunities in
farm management, rural
appraising and ag consult-
ing. Participating were:
Laura Enger, Farm Credit
lllinois; Reid Thompson,
Hertz Farm Management;
Kyle Ogden, Busey Ag
Services; Logan Frye, First
Illinois Ag Group, and:

Rob Warmbir, Hertz Farm
Management.

“On a personal note, | am
quite proud that all five
took this class from me

in the past 10 years. Very
gratifying to see them all
turn out so well,” Stoddard
notes.

BE SET IN YOUR WAYS OR
SET ON IMPROVING THEM.

stop growing. FarmCredit100.com
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There’s no escaping change. Especially when you're trying to keep pace
with a growing nation. So when the time comes to buy new equipment,
modernize facilities or ensure sustainability, Farm Credit will be there.
So rural America has access to the financial support it needs to never
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