
Corn and soybean sales on the books for 2011 are slow-moving.

*Adviser uses hedged-to-arrive contracts, which do not show up as cash sales until the basis is set. Market value is  
average of cash sales, unsold portion plus futures/options value. For methodology, visit www.TopProducer-Online.com. 
To have your crops sold on the advice of one of these advisers, call (800) 933-3996.

AgResource Company 
(312) 408-0045

AgriVisor Services Inc.*    
(800) 676-5799

The Brock Report* 
(800) 558-3431

Doane Outlook Hedger 
(314) 372-3519

Progressive Ag Marketing* 
(800) 450-1404

Stewart-Peterson Group 
(800) 334-9779

Top Farmer Intelligence 
(800) 334-9779 

Utterback Marketing* 
(765) 339-4909

Dynamic Hedge  
(800) 933-3996
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Hedge recommendations slow to a trickle with EU debt situationMARKET OUTLOOK

Adviser sales for the 2011 corn 
and soybean crops crept higher 

by 3% and 1%, respectively, this 
past month. Meanwhile, hedges 
placed to protect 2012 corn crop 
inventory were reduced by 5% on 
October’s price break and 2012 
soybean hedges declined by 3%.

The lack of significant fundamen-
tal news has provided few attractive 
opportunities to advance hedges. In 
addition, the unpredictability of outside influences, 
especially as they relate to the European debt situation, 
has reduced overall activity in commodities.

“Timing plays an important role in the level of sales 
we’ve recommended, often trumping price,” says Dan 
Manternach of Doane Outlook Hedger. “Generally, the 
more uncertainty about supply and demand, the less 

likely we are to take a very aggres-
sive approach to sales.”

In the case of corn, another  
factor is Doane’s best assessment 
of future direction in ending 
stocks forecasts relative to usage, 
he says. It was Doane’s view that 
USDA estimates of corn and soy-
bean yields would decline in the 
November WASDE report, result-
ing in tighter ending stocks.

“We were correct about the further decline in yield,” 
Manternach says. “What we did not anticipate was a 
100-million-bushel reduction in projected feed use. We 
still have trouble reconciling USDA’s numbers on grain-
consuming animal units. Nonetheless, we are comfortable 
with 50% priced, given supply tightness and expectations 
for demand to meet USDA’s forecast.” —Jeanne Bernick

Timing Often Trumps Price On Sales

If you have any questions or comments 
regarding the track record information, 
contact Mark Soderberg or Scott Harms 
of Archer Financial Services, Inc., at  
(800) 933-3996.


