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Farm Business Management Faculty



Jensen Seed Company





Different angles and expertise

• Commodity Broker

• Farm Management Instructor

• Farmer



Today’s To-Do List

• Marketing Rules

• Tips for beginning farmers (and those looking to improve)



Marketing Plan Goals

• Risk management

• Cash flow alignment, sell when I want to and not because I 
need cash

• Consider storage capacity and harvest delivery timing

• Tax strategies



No Birthday 
Parties



You Must 
Understand the 

Contract





Stop Listening to the 
Experts

Does anyone know where prices are going?

Is there anything worse than paying an expert 

to sell your crop at low prices?





K.I.S.S.



Does this make sense?



Always risk 
management



How do you know when to sell?



What kinds of risk in farming?

• Weather

• Too many unsold commodities

• Too many sold commodities

• Negative Schedule F income

• Grain buyer stability

• Input supplier stability





What if I sell too much?

• Crop insurance provides some help

• How often does it happen?



Understand 
Carrying Charge 

and Inverse





$.73 cent carry!!!!!



Kansas Wheat Carrying Charge

March 2026

$5.24

March 2027

$5.97



$.65 cent carry still dang good



Minneapolis Wheat Carrying Charge

March 2026

$5.78

March 2027

$6.43



If you only remember one thing

Carrying Charge



Think in multi-
years



How much is at risk?

• You own 25% of your 2024 winter wheat and 80% of 2025

• You sold out of your 2024 spring wheat but haven’t sold 
anything from 2025

• You own 20% of your 2024 canola and didn’t grow any in 2025



Backup Plans



Call some audibles

• You didn’t have enough crop to fill the contract

• You have too much and not enough storage

• Your price targets were never hit

• You started flying through your targets and now you’ve sold too 
much too fast



How do you know when to sell?

• Risk Management

• Locked input prices

• Crop insurance guarantee

• Spreads

• Basis



What’s a reasonable target?

• How much do you own?

• Have you sold any 2026?

• How many inputs have you purchased?



Marketing Plan Goals

• Risk management

• Cash flow alignment, sell when I want to and not because I 
need cash

• Consider storage capacity and harvest delivery timing

• Tax strategies



Reasons to create a marketing plan

• Most likely adds points to your risk rating at the bank

• Better opportunity to manage taxes

• Cash is king



What I see from successful farms

• They have cash

• They pay taxes

• They know their OWN cost of production



Cash

• Equity means (almost) nothing until you retire

• Balance your chattel purchases with your depreciation schedule

• Make sure you can make your loan payments

• You will need to refinance, and let’s hope it’s not every other 
year



Taxes

• Don’t make business decisions to avoid paying taxes

• Did you buy machinery in December? 

• Family living + principal payments = taxable income, at a 
minimum

• Anyone calculate their deferred liabilities?



Cost of Production

• Cost vs What you need to cash flow

• I’ve worked with enough farmers to know there are significant 
differences in farms





Final Recommendation

• Please start a retirement account



Recap

• Birthday Parties

• Know the contract

• K.I.S.S.

• Risk management

• Inverse and carry

• Multi-years

• Back up plans

• Cash is king

• Pay taxes

• Cost of Production

• Retirement Account





Minnesota Farm Business Management
68 Instructors at 8 Colleges



For More Information

• Northland Community and Technical College – to find remaining 
webinars and instructor contact information

• https://www.northlandcollege.edu/programs/management/contact/

• Betsy.Jensen@northlandcollege.edu

• Finbin Database at the Center for Farm Financial Management
• https://finbin.umn.edu/

https://www.northlandcollege.edu/programs/management/contact/
https://www.northlandcollege.edu/programs/management/contact/
mailto:Betsy.Jensen@northlandcollege.edu
mailto:Betsy.Jensen@northlandcollege.edu
https://finbin.umn.edu/
https://finbin.umn.edu/

	Slide 1: Minor Changes, Major Improvements
	Slide 2: Betsy Jensen Stephen, MN 
	Slide 3: Farm Business Management Faculty
	Slide 4: Jensen Seed Company
	Slide 5
	Slide 6: Different angles and expertise
	Slide 7: Today’s To-Do List
	Slide 8: Marketing Plan Goals
	Slide 9: No Birthday Parties
	Slide 10: You Must Understand the Contract
	Slide 11
	Slide 12: Stop Listening to the Experts
	Slide 13
	Slide 14: K.I.S.S.
	Slide 15: Does this make sense?
	Slide 16: Always risk management
	Slide 17: How do you know when to sell?
	Slide 18: What kinds of risk in farming?
	Slide 19
	Slide 20: What if I sell too much?
	Slide 21: Understand Carrying Charge and Inverse
	Slide 22
	Slide 23: $.73 cent carry!!!!!
	Slide 24: Kansas Wheat Carrying Charge
	Slide 25: $.65 cent carry still dang good
	Slide 26: Minneapolis Wheat Carrying Charge
	Slide 27: If you only remember one thing
	Slide 28: Think in multi-years
	Slide 29: How much is at risk?
	Slide 30: Backup Plans
	Slide 31: Call some audibles
	Slide 32: How do you know when to sell?
	Slide 33: What’s a reasonable target?
	Slide 34: Marketing Plan Goals
	Slide 35: Reasons to create a marketing plan
	Slide 36: What I see from successful farms
	Slide 37: Cash
	Slide 38: Taxes
	Slide 39: Cost of Production
	Slide 40
	Slide 41: Final Recommendation
	Slide 42: Recap
	Slide 43
	Slide 44: Minnesota Farm Business Management 68 Instructors at 8 Colleges
	Slide 45: For More Information

