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90% of our 
subscribers are 
in upper to mid-

level management 
decision making 

positions.**

N ow more than ever, a variety of targeted marketing tools are 

needed to deliver your company’s marketing message.  

The industry looks to Feed & Grain to provide them with 

leading-edge coverage of the critical industry issues most important to 

them. Whether digitally or in print, we deliver in-depth analysis and 

timely trend coverage — all aimed at helping readers run their businesses 

more effectively. The trust and reliability draws our audience in and, in 

turn, elevates the impressions and brand awareness of our advertisers.

Unsure of our ability to deliver? Take a look at our most recent BPA 

Worldwide Circulation Statement (enclosed with this planner) and com-

pare it to our competition. There is no comparison.

SUBSCRIBER PROFILE S TAT S

Describe your primary role within your organization?*

* Source: June 2013 BPA circulation statement; Total Qualified 15,700

**Source: Data derived from a 2012 Feed & Grain Reader Survey; 348 subscribers participated. 

Corporate & General 
Administration - 62.9%

Mill Plant or Elevator 
Operations Management - 27.5%

Nutrition, Research & Development - 1.4%

Sales and/or Marketing - 8.2%

Information to guide  
your profit and growth

Feed & Grain magazine provides digital and print 
solutions to meet your company’s needs, allowing 
you to reach your target audience via the delivery 
channels of their choice. 
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From special reports to company profiles, Feed & 
Grain’s cover stories focus on how facility improve-
ments, renovation or new construction efforts boost 
efficiency, cost-savings, productivity and customer 
service. We share with our readers not just the “what” 
but just as importantly, we delve further into the 
thinking behind “why” it was done.

While our cover stories focus on a particular 
facility or key issue, our inside features offer in-
depth coverage of the trends and issues affecting 
your customers’ businesses.

Safety First
This feature offers solutions 
and insight into the most 
crucial safety issues 
impacting the industry.

Business 101
With risk management and 
profitable decision-making 
tips, these articles keep 
facilities running smart. 

Industry News 
Highlights changes in the 
industry and recognizes the 
accomplishments of the 
people within it.

Coverage of Critical Issues

Insightful Contributor Columns
In every issue, Feed & Grain’s highly respected team 
of contributors deliver critical management and mar-
keting information to its readers. No other publication 
can match our Manager’s Notebook, Merchandisers’ 
Corner and Legal Q&A columns in delivering to 

our readers the critical information on how best to 
manage human resources, grain marketing issues and 
legal challenges which our readers face every day. In 
addition, columns like Food For Thought offer readers 
firsthand advice to deal with everyday problems.

Feed & Grain’s Editorial Advantage
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Cov er s t ory ❚  CPI-L a n sInG L L C

 www.feedandgrain.com AUGUST/SEPTEMBER 2013 | Feed&Grain 13

riving south from I-80 on Highway 81 toward 
Fairmont, NE, you’ll see plenty of elevators 
and grain legs jaggedly brushing the skyline. 
Nearing Fairmont, you quickly spot a new 
elevator, about a mile west of the Highway 6 

and 81 intersection. You have to wonder, why here in 
the midst of so many other grain operations, with an 
ethanol plant a few miles south, did someone sprout a 
2.1-million-bushel facility?

You’ll get an answer rather quickly. It’s there because 
“everything fell into place,” assures Bob Fifield, CEO 
of Cooperative Producers Inc. (CPI), based in Hasting, 
NE. The elevator is a joint venture of CPI and Lansing 

Trade Group. Talking with Fifield, along with Dan 
Olson, CPI’s COO, and Calvin Diehl, facility manager, 
and getting a tour of the facility, it’s hard to disagree.

The “everything” Fifield refers to includes location, 
market research, need and opportunity, design, per-
mitting, construction and the final outcome — a safe, 
efficient facility completed on time and on budget. 
Perhaps most interesting, the elevator was little more 
than an idea in mid-2011. In fact, they first met with 
railroad representatives on a potential site in August 
2011, Olson pointed out.

D

CPI-Lansing, a joint venture between a co-op and grain trading company, comes online 
in Fairmont, NE, and is on track to start moving 20 million bushels of grain annually.
By Mike Martin

That meeting was key. CPI/Lansing has a joint ven-
ture shuttle-loading facility in Red Cloud, NE, and 
saw the need to grow with a second shuttle-loader 
facility. With a BNSF rail running parallel to east/
west Highway 6, and near the four-lane, north-south 
Highway 81, Fairmont was a viable option. Research 
showed “there was about a 35-mile void, north and 
south,” for storage, Olson states. Lansing’s research 
on production and freight spreads and CPI’s research 
of the competitive landscape and logistics zeroed in 
on the location, and the railroad folks agreed. From 
fall of 2011 they went into design/build mode, began 
construction in January/February of 2012, and brought 
the new facility online in March of this year.

The design process was smooth, the CPI staff says, 
because so many of the design concepts were thought 
through ahead of time. Many of the ideas came from 
Fifield, who worked several years for ADM, including 
involvement with facility construction.

Built for speed, expansion
Traffic flow was a key factor in designing for fast receiv-
ing and load-out while leaving room for expansion. To 

New Shuttle Loader Facility 
Prepares for Takeoff understand the flow, picture two traffic loops sitting 

next to each other — one on the west for rail, one on 
the east for trucks.

Whether east- or west-bound on the main line, trains 
switch onto the CPI-Lansing loop at the southwest 
corner of the site. They then head east on the loop, 
entering load-out from the north or south, depending 
on their original direction.

Trucks enter from the southeast corner of the site, 
head west, then follow a loop north around the office, 
and south across the scale. The relatively long access 
road will prevent crowding and allow for a steady traffic 
flow during harvest.

At their closest point, the two loops are separated 
by a two-story control center. An operator on the 
ground floor monitors receiving; an operator on the 

Photos by MIkE MartIN

To read about Cooperative Producers Inc.’s innovative 
technology-as-a-service offering for co-op members, 
enter search ID: 11049579.

oNLiNe wiTh F&G

CPi-Lansing (left) is surrounded 
by 240 acres of land, with 200 
still being farmed. Calvin 
Diehl, facility 
manager, (right) 
demonstrates 
the facility’s 
slick touch-
screen automation 
system that runs 
operations from 
receiving through 
load-out.
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bu sine s s  101

o you have a good under-
standing of how profitable 
different products or ser-
vices might be? Do you 
know how much product 

must be sold to cover costs or what 
happens if costs or prices change? 
These are important considerations 
in today’s feed and grain business. 
Understanding break-even points 
and break-even analysis can be 
important to making solid business 

decisions. You want to be sure you 
can sell enough product or service 
to make a profit. In this column, we 

focus on reviewing the details of 
break-even analysis since this is an 
important tool for business decisions.D

BEP
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Fix
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Using Break-even 
Analysis in Business

Decisions
Conducting a break-even analysis may reveal a different  
profit picture to your business’s bottom line.
Dr. John Foltz & Dr. Christine Wilson

Dr. John Foltz is interim dean, College of Agricultural and Life 
Sciences, and professor, Department of Agricultural Econom-
ics and Rural Sociology, University of Idaho, Moscow, ID. Dr. 
Christine Wilson is assistant dean, College of Agriculture, and 
associate professor, Department of Agricultural Economics, 
Kansas State University, Manhattan, KS.

Dr. John 
Foltz

Dr. Christine 
Wilson
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S a fe t y  f irS t  ❚  e mergency Pre v en t ion

t’s often said an ounce of prevention 
is worth a pound of cure. Perhaps in 
the grain industry a better analogy 
is a kernel of prevention is worth a 
bushel of cure, but however you look 

at it, safety experts and emergency responders 
close to the grain industry couldn’t agree more.

Preparing for natural disasters, explosions 
and other emergencies should rank among 
facility managers’ highest priorities — right 
up there with boosting efficiency, meeting 
regulatory compliance and increasing customer 
satisfaction. But occasionally, conducting the 
training required to prepare an entire staff for 
a catastrophic event is overtaken by production 
obligations and busy schedules.

Even facilities with established safety pro-
grams may find they could do more to enhance 
their effectiveness, so leading grain industry safety 
experts sat down with Feed & Grain to share their best 
emergency preparedness tips with facility managers.

Principal policies 
One of the grain industry’s leading resources in 
emergency response and preparedness is the Safety 
and Technical Rescue Association (SATRA). The 
nonprofit organization, established in 1990, provides 
training and organizational support for local, state 
and international search and rescue teams through 
SATRA’s training group.

Team members are trained on rope rescue, confined 
space, wilderness and disaster rescue, hazardous mate-
rials management, medical training, silo rescue and 
more. George Lovell, COO of SATRA, also works as a 
firefighter, and says the most effective safety programs 
depend on three principles:
•	 A proactive, preventive culture. Teach employees 

not only how to respond to emergencies, but how 
to identify a potentially hazardous situation and 

notify management before it occurs. Additionally, 
emphasize the importance of routine accident-pre-
vention activities, such as housekeeping, lockout 
tag-out and working in pairs.

•	 A properly trained workforce. Designate a man-
ager to oversee and document that training occurs 
upon new employee orientation and continues 
throughout their employment.

•	 An established relationship with first responders. 
The nearest fire department may not always be 
the best equipped in your area to conduct a rescue 
or put out a grain fire. Identify a first responder 
team that is properly trained in handling situations 
specific to the grain industry and arrange to have 
them regularly visit the facility.
SATRA has developed a series of checklists specific 

to the grain industry that elaborate on these principles 
(See sidebar: Grain Industry Check List, pg. 35.), pre-

I

Establishing a relationship with local first responsders can help 
ensure rescue personnel and firefighters are trained in handling 
grain-industry related emergencies. 

Preparation 101: 
The Pillars of Safety
Part I of this two-part safety series covers how written policies, frequent training and 
first responder relationships help ensure the best emergency outcomes.
By Elise Schafer

Continued on page 24

focu s on :  B a nk ing
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ince 2008, the U.S. economy has remained 
generally grim as it’s teetered between peri-
ods of recession and slight uptick. Industries 
like manufacturing, construction and realty 
famously suffered, while others like technol-

ogy and food weathered the storm less scathed. 
But one segment has consistently outperformed 

the rest throughout this tumultuous period in U.S. 
history: agriculture.

Given the strength of the industry, banks are eager 
to lend money to the grain segment, but according to 
sources at some of today’s leading ag lending institu-
tions, they can’t find the demand. 

Many agriculture-related firms are taking cues from 
the rest of the country’s outlook and are holding on to 
their cash and putting off large financial moves like 
expansions or loan refinancing. While there’s nothing 
inherently wrong with keeping your liquid assets in 
check, bank execs argue that now may be the best time 
to revisit your long-range debt terms and invest some 
of the capital you’ve been holding onto.

Elizabeth Hund, senior vice president and division 
head of U.S. Bank Food Industries; Galen G. Herr, 
regional credit officer of Rabo Agrifinance; and Mitch 
Ferree, president of Regions Bank provided an update of 
today’s agriculture lending landscape and outlined how 
to best take advantage of current market conditions.

Feed & Grain: What are the gen-
eral market conditions for agriculture 
today?

Mitch Ferree, Regions Bank: On 
a micro level supplies are down after 
last year’s drought, and the market 
is trying to determine if the current 
crop can refill some of the grain 
pipeline. 

Old crop corn and old crop beans 
continue to offer some real opportu-
nities to sell because they’re still at 

historically high levels, but the opportunity to price 
has not been nearly as lucrative, due to the expectation 
for a larger crop — which may or may not materialize.

Galen G. Herr, Rabo Agrifinance: The long-term 
outlook is positive for agriculture, due to the grow-
ing demand driven by population expansion and the 
developments of the Chinese and Indian economies. 

When the income of the people in those countries 
increases, it will lead to improvement in diets and 
greater demand for protein, which translates into 
greater demand for feed grain.

F&G: Has this bullish outlook translated into height-
ened banking activity within the ag sector?

S

Put your Money to Work
With banks’ eagerness to lend to the ag sector and low interest rates, now is the time to 
make big financial moves.

Lessons Learned: The MF GLOBAL Bankruptcy    By John Snell

The fears and concerns over the heath 
and viability of the futures business, 
the exchanges and individual Futures 
Commission Merchants (FCM) became 
a major topic after the failure of MF 
Global in October of 2011. 

This event and the subsequent 
issues surrounding customer segre-
gated funds has brought into question 
just how clients should view their FCM 
as well as the financial and regulatory 
strength of the futures business as a 
whole. To get a perspective on this 
question, it would be appropriate to 
review the chain of events that lead 

to arguably a perfect storm in the 
futures industry.

Although the bankruptcy of an FCM 
is an unusual event, it has happened 
several times in the last 10 years. Prior 
to the MF Global failure, there were 
two very prominent FCMs that declared 
bankruptcy — Lehman Brothers and 
Refco. While the Lehman Brothers 
bankruptcy was monumental in scale, 
and the Refco bankruptcy involved 
fraud at the parent company, commod-
ity customer accounts were segregated 
and all funds and positions were left 
intact. In both instances customer 

accounts were promptly transferred 
to healthy FCMs, with the commodity 
customers having no further involve-
ment in the bankruptcy proceedings.

Given this track record, the futures 
industry was expecting a smooth 
transfer of client assets to other FCMs 
in the event that MF Global failed. 
This same scenario continued to be 
the expectation with the MF Global 
bankruptcy up until the final hours 
when a shortfall in client funds was 
made public — which consequently set 
the MF Global bankruptcy apart from 
the previous events. Over the last two 

Galen G. Herr, 
regional credit 
officer, Rabo 
Agrifinance

Rabo agRifinance

Feedandgrain.com/company/10000186
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indu s t ry ne w s

Amid angry outbursts, the Republican-run House  
passed a farm bill that would break a decades-old 
bond between the country’s farm and nutrition 

programs.
By a 216-208 margin that included not a single 

Democratic yes vote, the GOP passed a five-year farm 
bill that does not include the Supplemental Nutrition 
Assistance Program, commonly known as food stamps.

Rep. Tim Walz, whose congressional district spans 
a heavily agricultural southern swath of Minnesota, 
called the bill an “abomination.” 

Walz and more than 530 farm, conservation and 
rural development organizations oppose the legislation. 

More Corn Acres Planted Than Expected
A wet spring prevented Minnesota farmers from 
planting a record corn crop, but that doesn’t mean 
the season is a bust.

Grain markets were stunned by the small number 
of unplanted acres reported June 28 by the U.S. 

Department of Agriculture. The shock nationally sent 
new-crop corn prices plunging to a 32-month low.

Nationally, the numbers were similar, with the 
USDA finding fewer unplanted acres than nearly all 
grain analysts had expected. The USDA reported that 
U.S. farmers have planted the most acres since 1936, 
or more than 97 million acres.

Senate Examines Smithfield Sale
A Senate committee held a hearing on the proposed 
$4.7 billion takeover of America’s top pork producer 
by a Chinese rival — the biggest takeover of a U.S. 
corporation by a Chinese company ever.

Virginia-based Smithfield Foods and China’s 
Shuanghui International are fighting to keep alive 
the proposed deal, which is under scrutiny in 
Washington because of national security concerns 
about a Chinese company owning an important U.S. 
food producer.

House Splits Farm Bill in Two

❚ ASSoCiATion nEwS
The U.S, PoUlTry & Egg 
ASSoCiATion’S Women’s 
Leadership Conference  
will focus on leadership 
and skills this year. The 
conference will be held at 
the Omni Amelia Island 
Plantation Resort (Amelia 
Island, FL) for more 
information on the event 
SEARCH ID: 11004451.

The U.S. wHEAT ASSoCi-
ATES have installed new 
officers, including Dan 
Hughes (Venango, NE) as 
chairman and roy Mot-
ter (Brawley, CA) as vice 
chairman. To see all of the 
appointments SEARCH ID: 
10982910.

The inTErnATionAl Pro-
DUCTion & ProCESSing 
ExPo (iPPE) is partnering 
with Dutch-based trade 
show organizers of VIV in an 
effort to expand its focus 
to the international pork 
industry. VIV will provide 
a comprehensive educa-

tion program focusing on 
recent developments in the 
international pork arena at 
the 2014 expo.  For more 
information on the program 
SEARCH ID: 10982945. 

❚ CoMPAny BriEFS
AggATEwAy, Washington, 
D.C., launched SPADE2 
which will be the next step 
toward its goal of seamless 
data exchange in precision 
agriculture.

CArgill inC., Minneapolis, 
MN, announced a supply 
chain assessment tool that 
helps identify sustainability 
risks and opportunities. 

UniTED CooPErATivE, Bea-
ver Dam, WI, and Hillsboro 
Farmers Cooperative, Hills-
boro, WI, made plans to 
merge in order to improve 
efficiency and sustainability. 

CHS inC., Inver Grove 
Heights, MN, reported a 
nine-month earnings of 
$869.6 million.

Focus Section
Coverage of key issues, 
happenings and events 
within specialized sectors of 
the industry.

Legal Q&A 
Only Feed & Grain offers 
its readers a column 
dedicated to addressing the 
legal issues and providing 
answers to questions that 
affect the feed, grain and 
allied processing industries.

Food For Thought 
This column features a 
different author every issue 
who tackles pressing industry 
issues from their own unique 
perspective.
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M a n aGer’s  no t ebook

olin Powell said, “Leadership is solving prob-
lems. The day soldiers stop bringing you their 
problems is the day you have stopped leading 
them. They have either lost confidence that 
you can help them or concluded that you do 

not care. Either case is a failure of leadership.” In his 
book, It Worked for me in Life and Leadership, Powell 
shares with us rules that he developed, concepts that he 
found effective, and stories of his life that impacted him 
and his leadership style.

Good leaders have several important characteristics, 
and while all deserve a discussion, we simply do not 
have the column space to discuss all of them with you 
at one time. In this month’s article, we want to focus on 
two that may often be overlooked or under-considered: 
listening and empathy. As a manager in a feed and grain 
business, you work with many different people including 
those that report to you, those that you report to, and 
those that neither report to you nor to which you report, 
but with whom you work and interact. Improving your 
listening and empathy skills will raise your status as an 
effective leader to all of these groups. Today, empathy 

and listening have been identified as two of the most 
critical leadership skills for successful leaders. Without 
well-practiced skills of these two characteristics, leaders 
are not likely to go as far as others who possess them.

Listening is a Skill
Communications skills include speaking, writing, read-
ing, and listening. In academics, we quite often talk 
about developing good communications skills in our 
students, yet, we too, often neglect the listening skills. 
However, executive coach Marshall Goldsmith says that 
listening is the skill that separates the great leaders from 
the near-great leaders. So, what suggests that you are 

C

Leadership CoMMuniCation skiLLs: 

How to Listen and Be 
an Empathetic Leader

Dr. Wilson is assistant dean, College 
of Agriculture and Professor, Depart-
ment of Agricultural Economics, Kan-
sas State University, Manhattan, KS.  
Dr. Foltz is dean, College of Agricul-
tural and Life Sciences and Professor, 
Department of Agricultural Economics 
and Rural Sociology, University of 
Idaho, Moscow, ID.

Dr. Christine 
Wilson

Dr. John 
Foltz
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FOOD FOR T HOUGH T

Beyond the Scale
How automation goes beyond streamlining operations to improve 
accounting, customer service

perations management soft-
ware can deliver benefits that 
go far beyond the scale to not 
only improve the grain han-
dling operations themselves but 

also streamline back-office functions and 
improve customer service — from faster 
weighing processes and traffic flow to 
speeding up invoicing to improving 
accuracy and communications.

At a grain handling facility, 
generating a scale ticket is the 
first step in managing the 
operations for inbound and 
outbound shipments. Opera-
tions management software 
with capabilities such as quick 
lists and RFID technology 
(which automatically retrieves 
customer information and 
records ID and weight infor-
mation) mean less manual 
data entry and searching for 
information, which, in turn, 

improves accuracy and decreases wait 
times for haulers. Quick and easy ticket 
generation is just the tip of the iceberg 
when it comes to what operations man-
agement software can do for an agribusi-
ness. With system integration and auto-
mation tools, the ticket information can 
go beyond the scale to improve efficiency, 
accuracy and service from the scale to the 
bin to the office to the customer.

With a message board interface, the 
ticket information can display on an 
outdoor electronic display so that the 
hauler immediately can see and validate 
the information. Plus, the display board 
can convey instructions to the hauler 
as to which pit to proceed to, keeping 
traffic flowing and ensuring accuracy 
as to where the grain is dumped. At 
the pit, load information such as the 
vehicle ID, commodity and grade can be 

automatically transmitted to a monitor 
in the receiving area to further ensure 
accuracy and make communication at 
the pit much easier vs. trying to decipher 
handwriting or static-filled radio commu-
nications. System integration capabilities 
also allow for the ticket information to 
automatically update a binning system to 
ensure the grain is routed to the correct 
bin, as well as update the back-office 
accounting system so that statements 
are accurate and timely. Using an online 
account access tool for your customers, 
the ticket information can be available to 
your customers 24/7 so they can review 
the information at their convenience. 
System capabilities that allow for being 
able to automatically email tickets to your 
customers also help make you a great 
service provider in their eyes. In today’s 
age of instant communication, your 
customers expect that level of service, 
and automation tools and integration 
can help ensure you provide the level of 
service your customers will appreciate.

Have you reviewed your grain handling 
processes lately to see how efficient they 
are? Are your scale house and office 
processes contributing to better cus-
tomer service or are they hindering it? 
Are you maximizing system integration 
capabilities and automation to take full 
advantage of the benefits they can pro-
vide? Operations management software 
and automation tools are easy to fit into 
all kinds of facility layouts. Working with 
a software provider to review facility 
layout, traffic flow and processes can 
bring best practices to your agribusiness 
and help you determine how automation 
can work for you. Whether you are ready 
for incremental automation or becoming 
fully automated, even small changes can 
make a big impact in improving efficiency, 
accuracy, communications and service. ❚

OBy Steve Day

Steve Day is Senior Product 
Manager for the oneWeigh Scale 
Automation System with Cultura 
Technologies Inc. For the last 15 
years he has been dedicated to 
helping agribusinesses improve 
their shipping and receiving 
operations with practical, easy-
to-use tools.

❚ Automation tools 
and integration 
can help ensure 
you provide the 
level of service 
your customers will 
appreciate. ❚
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merch a ndisers ’  corner

rain merchandising is a never-ending series of 
challenges, and the 2012 crop has been that 
in spades. Drought-decimated corn and soy-
bean crops left elevators with less grain to 
handle and with less revenue. Buyers and 

sellers alike have had to adapt to record high basis 
levels on corn and soybeans, tight holding by farmers 
and volatile futures spreads. At least wheat offered some 
reasonable revenue opportunities!

G

Warning: Grain 
Tsunami Incoming
Prepare for soaring production, volatility
By Diana Klemme

Diana Klemme is 
a longtime con-
tributor to Feed 
& Grain. Contact 
her at Grain Ser-
vice Corporation, 
Atlanta, GA, by 

calling (800) 845-7103 or email 
at diana@grainservice.com.

Even bigger challenges lie ahead. Sept. 1 combined 
stocks of corn, soybeans and wheat this year are pro-
jected to be around 1.45 billion (B) bushels, the low-
est since 1997, and compares to 1.9B bushels in 2012. 
(This uses USDA’s 9/1 forecast carryout on corn and 
soybeans. Wheat stocks 
are estimated from USDA 
June 1 wheat carryover 
plus estimated production 
minus estimated June/
July/Aug. disappearance.)

By late August 2013, 
the wind will be whistling 
through bins across the 

Chart 1

❚ “It is essential that
a thorough investiga-
tion be conducted of 
the scene ... ” ❚
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L EG A L  Q& A

grain dust explosion at 
a facility may be the 
most traumatic event 
a grain company will 
ever face. In the first 

hours after the explosion occurs, 
there needs to be a team in place 
to address all of the issues that 
will be coming at the company 
in rapid succession.

All of the following recom-
mendations should be ready 
to be implemented even when 
the fires may still be burning. 
Some of these are common-
sense observations. Others may 
be issues a grain company has 
never considered.

1. Contact your insurance company 
immediately

When an explosion occurs, your first priority is the 
well-being of anyone injured in the accident. Then, 
while this may seem obvious, it is imperative that your 
insurance company be notified immediately of the event. 
While the grain company may never have encountered 
a tragedy such as this, the odds are that the insurance 
company has been confronted with previous large scale 
losses, and a team of experts can be assembled in a 
relatively short period of time.

Remember, this is why you 
pay your insurance premiums. 
Your insurance carrier most 
likely has worked with the fol-
lowing individuals/entities who 
can be retained and begin to put 
a plan of action in place:
•  Experienced firefighting 

companies that may be 
asked to consult with local 
fire departments regarding 
the best methods to deal 
with the fire and the after-
math when the explosion 
scene may not be safe.

•  Legal counsel who has 
experience in dealing with 
catastrophic events.

• Industry experts who will 
be essential in attempting to determine the man-
ner in which the event occurred. This group usu-
ally consists of industry explosion experts, origin 
and cause experts, and mechanical, electrical and 
process safety engineering experts.

2. Designation of media representative
When the event occurs, the potential is very real 

that representatives of the media will rapidly descend 
on the scene and want immediate answers regarding 
how the event occurred, the names and specific infor-
mation of any of the injured, as well as a “history” of 
the grain company, particularly if the company has 
had to deal with safety issues in the past.

It is critical that a representative be selected who 
can deal with all of these media requests and that 
the individual have the ability to be “the face of the 
organization” during this tremendously difficult time.

A

How to Deal with 
the Aftermath of a 
Catastrophic Event
From a legal perspective, tips for how to properly proceed after a serious incident
By Mark D. Aljets

PHOTO COURTESY OF DON JONES, HOUSTON GRAIN TRADING, INC.

Mark Aljets is a member of the Litigation Depart-
ment of the Nyemaster Goode P.C. Law Firm in Des 
Moines, IA. Aljets practices in the areas of Product 
Liability Defense, Construction Defect/Commercial 
Litigation and Complex Tort Defense Work. He can be 
reached by emailing mda@nyemaster.com or calling 
515-283-3124.

Manager’s Notebook 
Advice from university 
experts on how to manage 
and maintain your company’s 
most valuable resources — 
the employees. Contributing 
writers share their wealth of 
knowledge gained from years 
of field experience.

Merchandisers’ Corner 
Gives readers the 
inside scoop on grain 
merchandising, managing 
market volatility, trading 
and market trends, written 
by a trusted columnist.
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Product  Information
Our subscribers turn to Feed & Grain for informa-
tion on the products they need to keep them up and 
running now and for years to come. We also offer a 
glimpse at new products introduced to the industry.

Product Spotlight 
Provides snapshots of 
pertinent products, each 
with a four-color photo, 
giving users the opportunity 
to browse and request more 
information.

New Products 
Highlights the latest equip-
ment with accompanying 
color photos to give readers 
a detailed look at the new-
est products the industry 
has to offer.

2014 Editorial Calendar

Get your products 
in front of more 

than 15,000 
subscribers.*

Our annual Showcase issue features more than 
450 products from 11 different categories. All prod-
ucts for Showcase are pulled from our online Buyer’s 

Guide. Be sure to register your company at www.
Feedandgrain.com/directory and click on Add/Up-
date Listing. Email Elise Schafer at elise.schafer@
feedandgrain.com for instructions on how to add 
products to your company listing for consideration 
for Showcase. 

* Source: June 2013 BPA 
circulation statement

Issue/Mailing Date Product Spotlights Extra Distribution

December 2013
(11/27/2013)

Showcase 2014: Annual Product Catalog
Full color product listing • Buyer’s Guide • Product/Service 
Directory • Inquiries processed year-round

Distributed at all major shows & meetings 
throughout the year

January 2014
(12/30/2013)

Dust control & explosion prevention
Design, construction & remodeling
Maintenance, motors & generators

International Production & 
Processing Expo (IPPE) 
Jan. 28-30, 2014

February/March 2014
(2/7/2014)

Storage (including fumigation & pest control)
Drying & aeration
Safety & rescue equipment

GEAPS Exchange 
Feb. 23-25, 2014
NGFA Annual Convention 
March 30 - April 1, 2014

April/May 2014
(4/11/2014)

Operations management software
Transportation-related products
Renovation & bin cleaning

June/July 2014
(6/6/2014)

Cleaning equipment & magnets
Grain testing & analysis
Weighing

August/September 2014
(8/8/2014)

Conveying & material handling
Bags, bagging & palletizing

October/November 2014
(10/10/2014)

Mixing & batching
Milling & grinding
Automated control systems

NGFA Country Elevator/Feed 
Industry Conference 
December 2014

December 2014
(11/26/2014)

Showcase 2015: Annual Product Catalog
Full color product listing • Buyer’s Guide • Product/Service 
Directory • Inquiries processed year-round

Distributed at all major shows & meetings 
throughout the year

SHOW
CASE
+  Annual Product Service Directory, 

Millwrights & Buyers Guide

Sign up to receive our weekly newsletter on feedandgrain.com

20
13

INFORMATION TO GUIDE YOUR PROFIT AND GROWTH 
DECEMBER 2012

DUST CONTROL & EXPLOSION PREVENTION

AERATION, DRYING & STORAGE

CONVEYING & MATERIAL HANDLING

FEED MANUFACTURING

WEIGHING & BAGGING

TRANSPORTATION

SAFETY & RESCUE

ENGINEERING, DESIGN & CONSTRUCTION

GRAIN CLEANING, TESTING & ANALYSIS

58 JUNE/JULY 2013 | Feed&Grain www.feedandgrain.com

Produc t  sPo t l igh t:  W EighiNg

Mettler toledo 
North AMericA 
PoWercell PdX loAd 
cell
•	First	digital	load	cell	of	its	
kind	to	feature	a	network	with	
absolutely	no	junction	boxes

•	Attacks	service	breakdowns	
where	they	are	most	likely	
to	occur

•	Offers	predictive	diagnostics
feedandgrain.com/product/10182013

tAylor Products div. 
oF MAGNuM systeMs 
te-100 Gross WeiGh 
scAle
•	Automatic	weight	correction
•	Bulk/dribble	flow	cycle
•	Compact	design
•	Up	to	14	bushels/minute	
with	accuracy	of	+/-	0.2	
pounds

feedandgrain.com/product/10816583

AGtrAX techNoloGies 
AGreMote™ scAle 
iNterFAce
•	RFID	compatible	scale	
interface	continues	to	
improve	efficiencies	by	
importing	customer	specific	
information	from	card	at	the	
scale	head

•	Ideal	for	heavy	traffic	at	
scales	during	peak	season

•	Driver	never	has	to	leave	
the	cab

•	Wiegand	26-Bit	Industry	
standard	format	compatible

•	Eliminates	communication	
errors	and	language	barriers

•	Maintains	current	NTEP	
compliance	requirements

feedandgrain.com/product/10696560

iNtersysteMs Bulk 
WeiGhiNG systeMs
•	Designed	and	built	by	
Intersystems

•	RFID	tag	readers
•	Standard	and	custom	design
•	MasterWeigh	Millenium	
controls

feedandgrain.com/product/10001706

coMPuWeiGh corP. Bulk 
WeiGh scAles
•	NTEP-certified	scales	from	3,500	to	
120,000	bushels/hour

•	Process	scales	up	to	150	tons/hour
•	High-speed	control	systems
•	Radio	frequency	identification	for	
railcars	and	trucks

feedandgrain.com/product/10001367

WAcoNiA MFG. huB & terMiNAl Bulk WeiGh 
scAles
•	Continuously	weighs	and	
discharges	most	free-flowing	
commodities

•	Systems	in	operation	
throughout	North	America

•	NTEP-certified	designs
•	Capacities	from	3,500	to	
75,000	bushels/hour

•	Support	towers	and	loading	
spouts	are	available

feedandgrain.com/product/10093669

rice lAke WeiGhiNG systeMs survivor otr GrAiN 
duMP truck scAles
•	200,000	pound	
capacity	
(100,000	pound	
concentrated	
load	capacity)

•	Standard	
and	custom	
designs	to	fit	
new	or	existing	
foundations

•	Scales	feature	heavy-duty	steel	construction	unmatched	by	the	
competition

•	Legal-for-trade	grain-dump	option
•	Five-year	warranty	covering	weighbridge	and	electronics
feedandgrain.com/product/10941671

J & s scAles, iNc. certiFied vehicle scAles
•	Low-profile	flat-top	weigh	carriage	steel	deck
•	Low-profile	side-rail	concrete	deck
•	Portable	axle	scale
•	Small	vehicle
feedandgrain.com/product/10735705

scott hiGh eNterPrises PortABle scAle kArt
•	Makes	handling	easy,	fast	
and	simple

•	Saves	time	and	labor
•	Easy	to	weigh	and	unload
•	Unit	weighs	up	to	1,000	
pounds

•	Square-shaped	17-cubic-
foot	hopper	that	unloads

•	Accurate	and	economical
feedandgrain.com/product/10002080
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NE W PRODUC T S

1. Easy to Intergrate
CHANTLAND-MHS CO.’s AP2300 Automated Bag 
Filling System automatically places and fills paper, 
plastic and poly woven open-mouth bags with free-
flowing dry solids and powder materials. The AP2300 
takes less than one minute to fully adjust to different 
bag sizes with no tools needed. It has a filling rate of 
up to 12 bags/minute. With an easy operator interface 
through touch-screen controls, it can be integrated with 
existing bag filling scales. The AP2300 Automated Bag 
Filling System comes fully assembled and tested in our 
factory prior to shipment.
feedandgrain.com/product/10956441

2. No Field Adjustments 
The CL-10GH Liquid Level Switch is the newest unit 
in the reliable DYNATROL® line of high, intermediate 
and low point level detectors for liquid or slurry feed 
applications. The CL-10GH has no packing gland, 
diaphragm, bearing, float, bellows or other troublesome 
pressure seal. Pairing the new level switch with the 
Dynatrol® EC-501A(G) Control increases stability by 
eliminating the variances of direct input power. The 
versatile CL-10GH does not require field adjustments 
and can be mounted in any position in a vessel or 
piping. The Dynatrol® CL-10GH Liquid Level Switch is 
ruggedly constructed for an extended operating life.
feedandgrain.com/product/10956396

3. Easily Installed
ELECTRO-SENSORS, INC.’s EZ-3/4in and EZ-18mm 
Easy Mount Bracket Assemblies, are used with Electro-
Sensors speed sensors to generate pulses or 4-20 mA 
signals for use with display meters, speed switches or 
PLC inputs. The EZ-18mm and EZ-3/4in easily mount 
directly into the tapped shaft so no other mounting 
brackets are needed. A Pulser Disc is provided within 
each CPVC housing and provides the standard eight 
pulses/revolution. The EZ-3/4in and the EZ-18mm 
bracket assemblies are designed for applications up 
to 300 rotations/minute. EZ-3/4in compatible sensors 
include the Electro-Sensors 906 and 932. EZ-18mm 
compatible sensors include the Electro-Sensors ST420, 
ST420-LT, ST420-DI, Series 18, and the SpeedTalker 
DN-BH. Sensors are sold separately.
feedandgrain.com/product/10976417

4. High-capacity Conveyor
SWEET MANUFACTURING CO. announced the 
introduction of a new Flite-Veyor® 12 series horizontal 
flat bottom drag conveyor. The new conveyor is 
designed for capacities up to 4,000 bushels/hour (102 
metric tons/hour) and provides a new conveyor option 
for the Bantam, Atom, Apollo, Duke and Prince model 
Silver-Sweet® bucket elevators. It is easy to install and 
maintain. The new Flite-Veyor® 12 series conveyor ships 
with preassembled trough sections to reduce installation 
time. It features either a gear motor or v-belt drive and 
is made of heavy-duty galvanized construction including 
premium components. Many options are available to 
tailor this conveyor for your particular application.
feedandgrain.com/product/10986499

Tools You Can Use
Introducing the latest innovations for feed 
and grain professionals

 Feed & Grain ’s Showcase
Showcase, Feed & Grain’s annual buyer’s guide, is the 
most comprehensive listings and buyer’s index for the 
feed, grain and allied processing industry. Showcase 
provides the industry with 
facts and photos on hundreds 
of products and services. As 
subscribers’ go-to desktop 
guide, Showcase continues to 
generate sales leads throughout 
the year.

Showcase 2014
Advertising closes:  
Oct. 24, 2013
Materials due: Oct. 31, 2013

Showcase 2015
Advertising closes: Oct. 27, 2014
Materials due: Nov. 3, 2014
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Other Print Opportunities
Reprints: Enhance your advertising message and 
editorial coverage with reprints. Reprints are great 
shipping stuffers, sales representative leave-be-
hinds and trade show handouts. 

Inserts: Insert your materials into our magazine. 
It’s an excellent way for your literature to be  
noticed. Inserts can be included in a variety of  
circulation options. Contact Arlette Sambs at 
(920) 397-3828 for rates and mechanical spec-
ifications.

“Ride-Along Program”: Use the “ultimate enve-
lope” for your next direct mail campaign! Feed & 
Grain continues to offer this program in which 
your catalog, multi-page ad, whitepaper or CD 
can be mailed along with an issue of Feed & Grain. 

• Your piece will be poly-bagged on the 
outside of each issue, and only one outsert 
is available each issue, so you are assured 
premium exposure. 

• Audience segments are available to meet 
your target audience, if desired.

• Benefit from our targeted list of sought-
after decision makers; more than 15,700 
subscribers will see your ride-along.**

• Have your mail piece arrive on the desk of 
a person who has personally requested the 
magazine it accompanies. 

List Rentals: Feed & Grain has the most compre-
hensive database of the commercial feed, grain 
and allied grain facilities available. It can be rented 
with a variety of selection options.

Ask us for more info on:
• Unique cover designs
• Front cover stickers
• Specialty ad positions

**Source: June 2013 BPA circulation statement

2014 Rates (Gross)
Size B/W 2-Color 4-Color

Full $4,235 $4,655 $5,285

2/3 3,345 3,765 4,400

1/2 2,605 3,025 3,655

1/3 1,930 2,250 2,980

1/4 1,445 1,865 2,500

Closing & Ad Materials Deadlines
Month Closing Date Materials Date

December Showcase 2014 October 24, 2013 October 31, 2013

January 2014 November 21, 2013 December 2, 2013

February/March 2014 January 7, 2014 January 14, 2014

April/May 2014 March 12, 2014 March 19, 2014

June/July 2014 May 6, 2014 May 13, 2014

August/September 2014 July 9, 2014 July 16, 2014

October/November 2014 September 10, 2014 September 17, 2014

December Showcase 2015 October 27, 2014 November 3, 2014

January 2015 November 21, 2014 December 2, 2014

Commissions
Recognized advertising agencies are allowed 15% of 
gross billing provided the account is paid in full within 
30 days of invoice date. No cash discounts.

Cancellations & changes
Cancellations and changes in orders may not be made 
after the ad closing date.

Publisher’s copy clause
Advertisers and advertising agencies assume liability 
for all content (including text, representation and 
illustrations) of advertisements printed, and also 
assume responsibility for any claims arising there from 
made against the publisher. The publisher reserves the 
right to reject any advertising not in keeping with the 
publication’s standards.

Send materials to: 
Feed & Grain
45 S. Water St. East
Fort Atkinson, WI 53538 
Attn: Vicki Roth

vicki.roth@feedandgrain.com
(920) 397-3834
www.FeedandGrain.com

Rates & Mechanical Specs

Arlette Sambs, Publisher
arlette.sambs@ feedandgrain.com 
(920) 397-3828

Elise Schafer, Editor
elise.schafer@feedandgrain.com 
(920) 397-3831

Jonathan Franks, Advertisng 
Sales Representataive
jonathan.franks@ feedandgrain.com 
(920) 397-3835

Steven Kilger, Assistant Editor
steven.kilger@ feedandgrain.com 
(920) 397-3833

Vicki Roth, Media Production 
Representative
vicki.roth@feedandgrain.com 
(920) 397-3834

Contact Information

1/2 PAGE
VERTICAL

3 3/8" X 10" 1/3 PAGE
STANDARD 

4 9/16" X 4 7/8"

PAGE
LIVE: 7 3/8” X 10 1/4”
TRIM: 7 7/8” X 10 3/4”

BLEED: 8 1/8” X 11”

1/3 PAGE
VERTICAL

2 3/16” X 10”

2/3 PAGE 
VERTICAL

4 9/16” X10”1/2 PAGE HORIZONTAL
7” X 4 7/8”

1/2 PAGE
STANDARD

4 9/16” X 7 3/8”

1/4 PAGE
3 3/8” X 4 

7/8”
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Feed & Grain magazine and its official website, Feedandgrain.
com, provide powerful capabilities to help marketing exec-
utives connect with influential customers in the feed and 
grain industry. Marketing and lead-generation opportunities 
span a wide range of digital channels, including conventional 
Internet, mobile Internet, email newsletters, video, Buyer’s 
Guide, email marketing, white papers, case studies, QR codes 
and webinars. 

Here are some of the ways FeedandGrain.com can gener-
ate the responses you need to forge ahead with an effective 
marketing campaign, whether focused on brand awareness, 
lead generation or both.

Digital Marketing Technology
Qualified leads, complete with demographics and contact 
information, can be generated via multiple means including 
Online Buyer’s Guide, email marketing, white papers, case 
studies and webcasts.

Display Ads
A wide range of options are available, from rotating and fixed 
ads on home or interior pages, to high-visibility wallpaper 
and welcome-ad campaigns, to highly targeted contextual 
ads. Programs can be configured to blanket the market, or 
target specific segments. 

Buyer’s Guide 
FeedandGrain.com offers the industry’s most comprehensive 
directory of companies and products for the grain handling 
and feed manufacturing industries. Category sponsorships 
provide maximum exposure for generating leads.

Stand out from your competition with a Featured/Premi-
um Listing in the Buyer’s Guide on Feed & Grain’s website. 
Includes:

•  Three banners in your product category: 970 x 
250, 300 x 250 medium rectangle and 300 x 600 
skyscraper

• Company listing in all categories that pertain to your 
business

Feed & Grain Digital 
Your one-stop shop for  
leading-edge marketing tools

Banner Advertising Dimensions
for Web Desktop

Homepage Rates (per month)1

Top Leaderboard  (970 x 250)2 $550

Medium Rectangle (300 x 250) $500

Lower Medium Rectangle (300 x 250) $445

Skyscraper (300 x 600) $390
1 All rates listed are net 
2 Dimensions measure pixels per inch (ppi)

FeedandGrain.com 
Snapshot*
eNewsletter List: 12,183
eBlast List: 14,076
Avg. Unique Monthly Visitors: 14,261
Avg. Monthly Page Views: 42,791
Avg. Time Spent on the Website: 1:36
*Publisher’s Own Data



• 150 to 200 words of copy describing 
your company and products

• Product releases complete with image 
and copy

• Company logo 
• Listed as a “Featured Company” in 

the Buyer’s Guide

Ask us about other positions available
Only $1,395/year

Email Offerings

Customized Email Campaigns 
Drive leads, introduce new products, create 
improved awareness and drive buyers di-
rectly to your website with Email messages 
sent to our highly qualified list. Customized 
emails are sponsored exclusively by you.

Reach Feed & Grain’s 14,076  subscribers 
with your company’s dedicated message for 
far less than the cost of direct mail. Feed & 
Grain subscribers have requested informa-
tion on products like those offered by your 
company. The result is a targeted, effective 
campaign guaranteed to create response.

• Generate traffic directly to your 
company’s website

• Create response that can be easily 
tracked

• Price includes design by Feed & Grain 
• Target specific demographics or reach 

the full list
Price: $300 /1,000 Emails

eProduct Showcase
Imagine the power of your company’s spe-
cific product information included in Feed & 
Grain’s eProduct Showcase. This electronic 
product section introduces Feed & Grain’s 
14,076 subscribers seeking access to the 
latest hot products in the industry.

• Limit of six products per mailing
• Generate measurable response to 

your company’s website
• Includes being a part of the digital 

version of Feed & Grain in the new 
products section

• Your product will be showcased in 
the featured products carousel on the 
Buyer’s Guide home page for 30 days

Price: $795

eNewsletters 

Advertising in online newsletters is one of 
the most popular forms of generating sales 
leads online. Send your advertising message 
to industry leaders with eNewsletter banner 
advertising.

Each Tuesday, Wednesday and Thurs-
day, Feed & Grain delivers the latest news 
and information to our 12,183 subscribers 
through three weekly newsletters. This 
format creates the perfect opportunity to 
capture buyers’ attention as a sponsor of 
this unique medium

• Limited space available on first-come, 
first-serve basis

• Build company brand
• Three month commitment required
• Generate measurable traffic to your 

company’s website
• Different advertisers each day, for 

a total of four to five exposures per 
month

Continued

Feed & Grain Digital 

More than 12,000 customers 
subscribe to Feed & Grain 's 

digital offerings.
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Marketing Opportunities 

e-Newsletter Rates  
(per month)1

Top Leaderboard (468 x 60)2 $610

Top Position (468 x 60) $555

Middle Position (468 x 60) $525

Medium Rectangle  
(300 x 250)

$500

Medium Rectangle  
(300 x 250) Lower

$445

1 All rates listed are net 
2  Dimensions measure pixels per inch (ppi)

* Source: Data derived from a 2012 Feed & Grain Reader 
Survey; 348 subscribers participated. 

** Source: Publisher’s Own Data

Banner Advertising Dimensions
for “Industry Watch” eNewsletter
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Digital Marketing Opportunities, Cont’d
Whitepapers and Web Exclusives
Whitepapers can be posted on FeedandGrain.com 
as premium content. In order to download white-
papers, site visitors must fill in their demograph-
ic and  contact information, which is passed along 
to the provider as an important lead-generation 
tool. Whitepapers appear alongside online Buyer’s 
Guide company listings and are fully searchable on  
Feedandgrain.com. 

Web Exclusive articles are another message- 
delivery option that does not require users to answer 
questions before reading. Two Web Exclusives are 
included in each of our three weekly newsletters 
and are selected at editor’s discretion. Please email 
elise.schafer@feedandgrain.com your articles for 
consideration. 

Video Production
All you need is an idea or objective you need to 
meet. From there, the Feed & Grain team can be your 
full-service video production house. From conception 
to completion we’ve got the resources to produce a 
high-quality product — and at a competitive price. 

Multiple video options are available to help you 
leverage the format that produces higher advertiser 
engagement levels. Feed & Grain can provide pro-
fessionally produced product demos, trade show 

videos and other custom videos tailored to your 
specific marketing needs. Here are a few samples 
of video production marketing ideas:
• Newscasts: The Custom Newscast is a medi-

um-length (3 to 5 minutes) video production 
that aims to be an informational resource for the 
viewer. With segments that could include news, 
company highlights, product features, interviews 
and more, the newscast is a custom production 
where you determine the content. The video can 
also be tailored around specific events like trade 
shows or company milestones. 

• Webcasts: Launch new products; directly interact 
with your customers; share solutions to critical 
issues within the industry; drive new leads. 

• Profile Video: Feature your product, company 
or key executive, captured on location at your 
facilities or a trade show. This is blended with 
supplemental video shot on location, and can also 
include images and existing video of the product. 
The end result is an engaging and informative 
video to drive sales. 

• Video Spotlight: This is a week-long campaign 
that features and promotes your video in the 
following ways to our subscribers and end users: 
eNewsletter, homepage banner ads, Feedandgrain.
com video library, keyword optimized.

IDEAg Live Experience 
Feed & Grain magazine is part of the 
IDEAg Publications Group, and is as-
sociated with IDEAg Events, including 
four farm shows and the IDEAg Inter-
connectivity Conference. 

This connection brings a whole new 
layer of options to your marketing 
needs: the live experience. IDEAg 
Events deliver an optimal experience 
to attendees, exhibitors and industry 
thought leaders, unlike any other in 
the agricultural space.

Through its established farm show 
events (Amarillo Farm and Ranch 

Show, Farmfest, Dakotafest and  
Northern Illinois Farm Show) and 
innovative new summits and confer-
ences, the IDEAg group is dedicated 
to bringing interactive, content-rich, 
high-value events that are produced 
“For Agriculture. By Agriculture.” 

 Booth space and sponsorship op-
portunities are available year-round. 
• Contact: Dan Durheim, Execu-

tive Director of Industry Affairs at 
dand@fb.org or Ray Bianchi, Senior 
Director, Tradeshows and Events at 
r.bianchi@ideaggroup.com.

“Feed & Grain has 
some of the best 

e-marketing across 
the board. The 

timing and number 
of emails makes 
them welcome; 

the color, graphics 
and headlines are 

attractive and 
draw attention; you 
have good content; 
and the writing is 
concise, but with 
enough detail.” 

– Kay Kobetz, Vice President 
and Co-owner, Sunfield 

Engineering, Inc.

Interconnectivity
June 2014
Prairie Meadows  
Conference Center,  
Altoona, IA

Minnesota Farmfest
Aug. 5-7, 2014
Gilifillan Estate,  
Redwood County, MN

Dakotafest
Aug. 19-21, 2014
Schlaffman Farm,  
Mitchell, SD

Amarillo Farm & Ranch 
Show
Dec. 3-5, 2014
Amarillo Civic Center, 
Amarillo, TX

Northern Illinois Farm Show
Jan. 8-9, 2015
NIU Convocation Center, 
DeKalb, IL

Events Calendar

Arlette Sambs, Publisher
arlette.sambs@ 
feedandgrain.com 
(920) 397-3828

Elise Schafer, Editor
elise.schafer@ 
feedandgrain.com 
(920) 397-3831

Jonathan Franks, 
Advertising Sales 
Representative
jonathan.franks@
feedandgrain.com 
(920) 397-3835

Steven Kilger,  
Assistant Editor
steven.kilger@ 
feedandgrain.com 
(920) 397-3833

Vicki Roth, Media 
Production Representative
vicki.roth@feedandgrain.com 
(920) 397-3834

Contact Information


