
Thursday, October 7, 2021 Agriculture  Citizen-Observer - 15

Cameron CO-OP • 102 S Walnut •816-632-2124
www.cameroncoop.com

YOUR NOT JUST A FARM STORE!
ONE-STOP-SHOP

• Dog Food
• Cat Food
• Bird Seed
• Gloves
• Lawn Seed

• Lawn & Garden 
Fertilizer

• Fuel Additives
• Oil

• Convenient  Gas 
Pumps

www.bnttractor.com

We sell all makes and 
models of used tractors 

and equipment.

B TB T  EquipmentEquipment&&

Contact us:
8101 NE Hurlingen Rd
St. Joseph MO 64507
888-397-7679

Hyatt’sHyatt’s
ProcessingProcessing

1/4 & 1/2Beef,  Hogor SheepAvailable(from local farmers)

WE ACCEPT WE ACCEPT 
CREDIT CARDSCREDIT CARDS

David Hyatt - A
mity, MO

David Hyatt - A
mity, MO

Custom Slaughter,  On-FarmCustom Slaughter,  On-Farm
Kill & Retail MeatKill & Retail Meat

CALL CALL . . .. . .
816-449-2607
816-449-2607

or 816-449-3011
or 816-449-3011

Amy Ford
Agency Sales Manager
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prior to the skills session. That can be done 
by filling out the chapter review questions 
in the student manual, or youths ages 11 
to 15 can complete the knowledge portion 
online for a fee paid to the provider. Printed 
student manuals are available at MDC’s 
Northwest Regional Office in St. Joseph 
or at the Chillicothe office. They can be 
ordered online for free at https://short.mdc.
mo.gov/Zox.

Besides teaching safety skills, the hunter 
education course also teaches basic hunting 
skills to help newcomers to the sport get 
started and be successful. COVID-19 safety 
precautions will be observed at these classes. 
Registration is required.

To register for the class at Lathrop, 
visit https://short.mdc.mo.gov/ZyD. For 
registration for the class at Hamilton, visit 
https://short.mdc.mo.gov/Zyz.

To learn more about hunter education 
requirements in Missouri, or to learn if you 
are exempt, visit https://short.mdc.mo.gov/
Z4q.

COLUMBIA – “If you fail to plan, you are 
planning to fail.” Crop farmers should take 
this adage to heart when marketing their grain, 
advises University of Missouri Extension 
agricultural economist Martyn Foreman. 

“If you haven’t already developed a post-
harvest grain marketing plan, then now’s the 
time,” says Foreman. “By outlining a grain 
marketing plan, producers have a better chance 
to boost the returns they earn from the large 
investments they made in producing the crop.”

When developing a plan, Foreman says to 
keep it simple. By writing a one- to two-page 
plan, farmers can refer to it as needed and have 
a marketing strategy that’s simple to execute 
and specific to their operations.

To start planning, growers need these pieces 
of information:

• Expected production
• Cost of production
• On-farm storage capacity
• Pre-harvest sales
• Balance of production in storage left to 

sell
• Cash flow needs
With this information in hand, Foreman 

says, farmers can create a plan with four 
elements.

1. Split grain sales into increments.
For unpriced bushels you have in storage, 

divide those total bushels into increments. The 
size of the increments will depend on your 
cash flow and other financial needs.

Consider selling smaller increments more 
often rather than making two or three large 
incremental sales, Foreman says. The smaller 
increments will help you to spread your price 
risk over more bushels.

2. Establish price targets.
In most years, crop prices hit their lows 

at harvest and gradually increase through the 
late fall, winter and spring. Price gains from 
harvest lows to spring highs usually average 

10% to 15%.
Knowing these seasonal price trends, you 

can set price targets for a significant portion 
of the grain in storage then sell when market 
prices reach your targets.

Price targets will depend on a crop’s 
supply and demand. Based on current market 
conditions for corn and soybeans, you might 
take a more aggressive stance, Foreman says. 
For example, you might set targets that are 
20% to 25% higher than harvest lows. In this 
case, you’d begin making incremental sales 
when prices are 10% higher than harvest lows 
and sell your last increment when prices are 
25% higher than harvest lows.

3. Set sales deadlines.
Establishing a deadline to sell acts as a 

backup plan if price targets are not met. You 
can set sales deadlines to meet cash flow needs 
or align them with seasonal price tendencies so 
you may still capture seasonal price strength.

“If you establish sales deadlines in advance, 
then they help to dampen emotions associated 
with making marketing decisions,” Foreman 
says. “This is often one of the most difficult 
aspects of grain marketing to overcome. Sales 
deadlines force discipline into the marketing 
plan.”

4. Select marketing tools to use.
Outline how you plan to use basic cash 

contracts, including cash forward contracts, 
basis contracts, hedge-to-arrive contracts or 
other tools to capture marketing opportunities 
that may arise.

“If you choose to use futures, options or 
more complex contracts, then be sure you 
clearly understand the contract’s terms and 
risks involved,” Foreman says.

You can find MU Extension grain 
marketing resources at muext.us/
GrainMarketingResources(opens in new 
window).

Make a plan when marketing 
this year's grain crop

The House Ways and 
Means Committee recently 
considered revenue-raising 
legislation which would 
increase taxes to pay for 
the budget reconciliation 
bill. There were no 
changes made to stepped-
up basis, Section 1031 
like-kind exchanges or the 
federal estate tax rates in 
the House Ways & Means 
bill. The negotiations in 
Washington, D.C. remain 
ongoing. However, there 
is still a chance that 
harmful amendments could 
be added back into the 
bill via the House Rules 
Committee or during 
Senate consideration. 
This means more work 
is needed to fully protect 
cattle producers from 
massive tax hikes on an 
annual basis and at the time 
of generational transfer.

While the bill does 
attempt to eliminate estate 
tax valuation discounts and 
would expedite the sunset 
date on the Tax Cuts & Jobs 
Act’s (TCJA) expanded 
estate tax exclusion limits, a 
provision to expand 2032A 
special use valuations 
was included to provide 
agricultural producers 
further relief from the 
death tax. This reduction 
allows decedents who own 
real property used in a 
farm or business to value 
a portion of their property 
at its actual or agricultural 
use rather than fair market 
value, or highest and best 
use when filing a federal 
estate tax return. This 
provision increases the 
allowable reduction from 
$750,000 to $11.7 million 

and is consistent with the 
Preserving Family Farms 
Act – a proposal for which 
Missouri Cattlemen’s 
Association has long 
advocated. 

The proposal changes 
the valuation rules to 
ignore discounts from 
partial ownership or lack 
of control of an asset in 
determining its value. 
This rule applies only to 
assets that are not used in a 
business, so these discounts 
are still permitted for family 
farms and businesses in the 
same way as current law. 
However, as written the 
“protections” intended for 
agriculture may not fully 
cover passive land holding 
agriculture entities.

The TCJA doubled 
the estate and gift tax 
exemption to $10 million 
per individual – or, 
indexed for inflation, a 
basic exclusion amount of 
$11.7 million per person. 
The provision is currently 
scheduled to expire on 
December 31, 2025. The 
current House proposal 
moves the expiration date 
up to December 31, 2021, 
meaning the estate tax 
exclusion limits would be 
$5 million per individual 
(indexed for inflation).

Won’t 2032A protect 
producers from the decrease 
in exclusion limits? The 
short answer is – it could. 
If a section 2032A election 
is what works best for your 
operation, this proposal 
could be an important 
tool. However, there are 
several parameters around 
this specific provision 
that need to be taken 
into consideration when 
using it as a generational 
transfer planning tool. 
Industry organizations 

are supportive of 2032A 
modernization and the 
House proposal as an 
important first step in that 
regard, but absent full, 
permanent repeal, we still 
believe that current estate 
tax exclusion limits under 
the TCJA should be made 
permanent.

While the exclusion of 
stepped-up basis, Section 
1031 like-kind exchanges 
and federal estate tax rates 
in a House bill brought 
relief, these provisions may 
still be in play should the 
Senate Finance Committee 
decide to consider their 
own revenue-raising bill 
under the budget resolution 
or move forward amending 
the House proposal. 
Additionally, while the 
House bill is a drastic 
improvement from some 
previously discussed 
proposals, there is still 
a chance that harmful 
amendments could be 
slipped back into the bill 
via Rules Committee 
consideration. More work 
is needed to fully protect 
cattle producers from 
massive tax hikes on an 
annual basis and at the time 
of generational transfer.

 At this point, pressure 
is being put on members 
of the Senate to ensure 
the perseveration of 
long-standing tax 
provisions that support 
generational transfer. We 
are encouraging producers 
to contact their elected 
officials to educate them 
on how federal tax policy 
directly correlates to the 
next generation’s ability 
to take over the operation. 
Producers are encouraged 
to send letters to their 
elected officials.

Latest Update on Tax 
Legislation
By Missouri 
Cattlemen’s Assoc.
Contributed


