


We are so thankful Mother Nature blessed us with moisture throughout 
the year helping us have an excellent fall harvest.  It has been a rather 
long but an exciting one and it is good to see the big piles of corn and 
milo across the countryside.  All of us at American Implement hope you 
enjoyed a bountiful and prosperous harvest.  If you are like me, fall is 
one of the most pleasurable seasons and I am sad to see it ending.  By 
the way the trees are turning and the temperatures are changing, 
there is no doubt winter is upon us.  American Implement is ready to 
help you prepare for winter and the exciting Holiday season ahead.  
There is lots of American Implement news to share with you.  First off, I 
want to welcome the Johnson and Syracuse locations into the 
American Implement Family of stores.  About the time you are reading 
this CROP edition either in print or digital format, we should be 
operating out of these two locations.  November was a very busy 
month as we prepared for this transition into these neighboring areas.  I 
would like to thank Ward Nairn and Skip Reed of Golden Rule for giving 
us the opportunity to 
expand in western 
Kansas and eastern 
Colorado.  Golden Rule 
has been taking care of 
c u s t o m e r s  a n d 
employees in the 
Johnson and Syracuse 
areas since 1975.  We 
are excited and look 
forward to continuing 
these relationships with 
you.  With our network 
of stores, over 360+ 
d e d i c a t e d  a n d 
talented employees, 
and 47 years of 
experience going back 
to 1970, we are 
confident we can bring 
our mission to this area.  
T h e  A m e r i c a n 
Implement Miss ion 
Statement is this.  “We 
a r e  p a s s i o n a t e l y 
committed to providing our customers with the highest quality 
products, most innovative solutions and services delivered with integrity 
and professionalism.  Through ongoing training and positive 
experiences, we provide our employees the opportunity to grow and 
prosper as individuals.  We will serve and help strengthen our 
communities, remain a valuable resource to our customers, and be a 
place where everyone feels appreciated and welcome.”  We look 
forward to fostering the relationships you have had with Golden Rule 
for so many years and supporting you with the highest level of sales, 
parts, and service support. 

As you read our newsletter you might 
notice some new faces and names to 
CROP.  I would like to introduce Nick Ortner 
as our new Director of Sales and Kim 
Fleming as our new Director of Precision 
Ag.  Nick joined American Implement in 
2010 and has been successful in three prior 
sales and management positions with AI, 
most recently as our Location Manager at 
Garden City.  Nick is passionate about this 
business and developing and maintaining 
strong customer relationships.  He will bring 
some new ideas to our sales team and will 
continue to offer the best programs on new 
and used equipment available.  Nick 
replaces Ryan Ortner after three years as 
our Director of Sales and over 12+ years 

with the company.  Ryan and his family have decided to return to 
Nebraska and will be farming and ranching to the north of us.  We are 
so thankful for all that Ryan and his family have done for American 
Implement and wish them the very best.   

Kim Fleming joined us in September, 
replacing Gene McKinley.  Kim comes to us 
with 20 years of experience in farming and 
agronomy with the last 10 years in Precision 
Ag.  Kim has a Ph.D. in Soil and Crop 
Science from Colorado State University and 
brings a tremendous amount of knowledge 
and experience to this ever-changing 
precision ag department.  Be sure to take a 
few minutes to read Nick’s, Kim’s, and all 
the other CROP articles to find out more 
about what American Implement has to 
offer.               
 In just a few weeks we will close the 
chapter on 2017 and welcome 2018 in with 
a bang!  We are so grateful to be your 
John Deere Dealer in western Kansas and 

southeast Colorado.  It is our mission to continue to do the very best we 
can and offer the highest level of customer satisfaction and support.  
From all of us at American Implement, we Thank You for your 
continued business and friendship.  Wishing you all the joys of the 
Holiday Season and a Happy New Year! 
Sincerely,  
 
Chad Koster               
       

Chad Koster, CEO  

 

 

Kim Fleming, Ph.D. 
Director of Precision Ag 



Concent ra ted A n imal  Feeding 
Operations (CAFOs) are a significant 
part of this regions agriculture industry.  
These large operations need large 
quantities of feed to maximize meat 
and milk production.  Detailed in this Soil 
Spotlight is additional information about 
feedlot and dairy feeding programs. 
For dairies, rations are composed of 35 
to 45% silage or hay and 55 to 65% 
concentrates.  Concentrates include 
corn, soybean meal, dry distillers grain, 
corn gluten feed, canola, and 
cottonseed.  Also considered in 

concentrates are bypass fats, minerals, vitamins, and feed 
additives like probiotics and toxin binders.  Milk cows will 
consume 50 to 60 pounds of dry matter per day.  This can be as 
much as 100 to 120 pounds as fed. 

Typical feedlot rations are 10 to 15% forage and 85 to 90% 
concentrate.  However, it takes a series of transition diets to 
achieve this high level of concentrate since cattle evolutionarily 
consume grass.  Depending on geography, forages mainly be 
comprised of silage, hay, or cottonseed hulls.  Concentrates for 
feedlots are primarily cereal grains: corn, wheat, or milo.  Corn 
processing byproducts such as distillers grain or corn gluten feed 
are also commonly fed.  Fats or oil, minerals, vitamins, and 
additives such as ionophores and probiotics are included as well.  
Feedlot cattle will consume between 20 and 30 pounds of dry 
matter per day.   
Forage availability and quality determine inclusion rate for 
dairies.  If high quality forages are available forage can 
constitute as much as 60%.  If quality is low, forage percentages 
can be as low as 30% of the ration.  Corn silage is the single most 
favorable and economical of the forages because it is easy to 
grown and harvest in this region.  It is also easiest for the dairy to 
store and provides the most energy of all the forages.    Triticale, 
wheat, and rye are also commonly used but it is more difficult to 

achieve the proper moisture level at harvest.  This subsequently 
impacts ensiling and overall forage quality.   

While forage quality and consistency are critical for dairies, to 
a feedlot forage quality is somewhat less of a concern.  The 
physical nature of these feeds is to stimulate chewing and 
salivation is the primary function of these feeds.  Geography 
plays a key function in what a feedlot will source and use.  
Commodity price and mill capability will determine which 
cereal grain(s) the feedlot will utilize.   
Feedlots and dairies have a very small window of time to 
purchase silages and high moisture corn.  These have to be 
purchased from farms in very close proximity to the feeding 
operations.  Therefore, agreements are generally made to 
secure acreages and prices for these feeds.  Contrasting, 
grains that are not ensiled can be transported further and are 
delivered routinely throughout the year.  A farmer having onsite 
storage would allow for direct trade and different market 
opportunities.   
As the feeding industry continues to grow, and become a 
more significant part of our agriculture economy, farmers 
should foster relationships with feedlot and dairy producers.  
Planning and discussion from both sides allows for consistency 
and high quality of the feed supply.   

 



In the World Supply and Demand 
estimates that were released in 
October, the main interest was on what 
U.S.D.A. would do with yield, and acres 
harvested.  The pre-report private 
estimates were slightly raised a week 
before the report was released, and 
when the report was made public, 
there weren't any real big surprises.  The 
trade has come to grips with the fact 
that while this corn and soybean crop 
isn't as large as some it's still pretty 
respectable, given the conditions that it 
had to endure.  Many traders and 

specialist that I have talked to, say that this speaks volumes to the 
advancements in genetics.  The ability of today's plants to tolerate less 
than ideal conditions, and still put on yield.  However, I digress.  The 
carry out number (that's the number of bushels that we will have left in 
storage) will still be rather large.  U.S.D.A. has set the goal of exports 
pretty high this year, and at the pace we're at now, we'll have to 
really step up the game to meet that lofty goal.  A weaker dollar 
(under 92 cents) would greatly help that cause. It would make us 
more competitive in the world market.  However, transportation 
costs are also somewhat of a drag on grain sales (both land 
and water) and that will need to also moderate to entice buying 
grain from the United States.  Now it's a wait and see game in the 
grain market.  We won't know the real numbers until the combines 
have been cleaned and put away for the winter. Or better yet, at 
American Implement for an Ultimate Performance Inspection. There is 
one common theme when I talk to traders in Chicago, the big crop is 
pretty much already baked into this market.  In other words, there is a 
sense that we've seen the harvest lows, and with a little help from fund 
money there's no where to go but up from here.  To ad validity to that 
thought process, many farmers I've talked to have sold or stored 
beans at the elevator, and put as much corn in the bin as 
possible.  At $3.50 on the board (at the writing of this article) I haven't 
met anyone who wants to sell corn and why would they (unless 
they're very hedged)?  However, on the other side of that topic, this is 
a time of opportunity for end users (feedlots and ethanol plants) to 
really lock in some black ink.  The late October ethanol numbers 
showed an increase in production and a decrease in stocks.  That fits 
well into what the energy department pointed out in that same 
report, that we (as Americans) are still using a lot of gasoline, and that 
ethanol is getting blended into the supply.  We haven't seen that 
seasonal reduction in gasoline usage, and that's probably primarily 
because consumers are starting to feel good about the economy (in 
general). 
  However, on the farm and ranch there is still a cautious eye to the 
future. Let's face it, we haven't seen a turn around here, I would say 
about 75% of the traders I talk to daily say that they are optimistic 
about prices next year but cautiously optimistic, and with the 
understanding that any recovery will be very slow (unless South 
American weather stays dry or some other event causes a 
reaction).  The general consensus is that fund money will start to flow 
back to the broader commodity sector in either the last of the 4th 
quarter, or maybe mid first quarter.  Maybe sooner but no one 
knows.  I'm remaining neutral here and just reporting facts and 
discussions.   

 
The Cattle on Feed reports continue to show expansion in the 
industry.  The late September/early October report was a real downer, 
very bearish, and caught the trade leaning the wrong way.  However, 
after a sharp correction, the market rebounded, and went into the 
late October report with a bullish tone.  That report was also 
considered to be somewhat bearish, but the cattle market shrugged 
that one off, and rallied the next week (early in the last week of 
October).  After talking to traders, it was much the same sentiment.. 
"The consumer is feeling more positive, and buying steaks, and eating 
out at nice restaurants".   That stands to reason when you look at the 
choice beef cut outs in late October - over $200 for a time.  The entire 
protein complex was pretty optimistic in October, and the jury is still 
out on whether or not that will carry into 2018.  One thing is certain, 
many livestock producers are much more savvy at using the 
marketing tools available to them to mitigate the wild gyrations in this 
market.  The pork complex (again at the time of this writing) has had a 
good month of October after being very hard on the income of 
producers over the summer.  One trader told me to watch the $65 
dollar level as a top in the market and we went up and probed that, 
then pulled back for a time.  That could be the top for the near future, 
until we work through the huge amounts of hogs that will be coming 
on line between now and the end of the year.   
 
Finally, I wanted to 
take a moment to 
bring you up to 
date on what I've 
been doing.  I'm in 
the process of 
r e s t o r i n g 
my grandfathers 
1936 "D" John 
Deere.  He bought 
the tractor brand 
new, and handed it 
down to my dad, 
who farmed with it, 
and he helped me 
restore it when I 
was a freshman in 
high school. I have to replace the main crankshaft seal, and do some 
light radiator work, and it's ready to be sandblasted and 
painted.  Then I'll be looking for an "R" John Deere (my uncle and aunt 
had a matched set when I was a kid). 
   
Also, as some of you know by now, I am no longer at KBUF and The Ag 
Network in Garden City, Kanas.  I have accepted an anchor position 
at RFD TV and Rural Radio Sirius XM Channel 147 in Nashville, 
Tennessee.  I live there during the week, and I'm home in SW Kansas 
on the weekends.   I still anchor the 2 daily ag reports on KSN, as well 
as the Saturday morning show "Agribusiness Weekly" and write these 
articles for CROP.   I love the job at RFD. They are a great staff of 
professionals, and we cover all 48 lower states and Canada (50 million 
+ viewers) and about that same Sirius XM listeners.  It was a great 
opportunity that I couldn't pass up, but will always stay in touch with 
Kansas and I hope to see you when I'm home. Be sure and if you see 
me out and about stop me and say hello. 
May God bless you, your family, and your operation.  

@johnjenkinson2 
johnjjenkinson@hotmail.com 

GRAINS LIVESTOCK 



Fall has arrived with our first hard freeze 
behind us. This is one of my favorite times 
of the year, we have cooler 
temperatures, football, Thanksgiving and 
most of the bugs go back where they 
came from for a while. By now, many of 
the fall crops have been harvested and 
soon the winter shop projects will begin. 
Everything from cleaning up the 
equipment to making those repairs and 
rebuilding to be ready this spring. As I 
have in past issues, I would like to update 
you on some of the upcoming 
promotions we will be offering in the 
coming months. But first, let me share 
with you our Pre-Booking program on 

Net wrap.  
Although November is almost over, you still have time to get in on the 
best prices of the year on Net wrap. Right now, in November only, 
we are offering our 67” X 9,000-ft. roll of Tama (Ambraco) Cover 
Edge for $279.95 less $12 customer rebate. That equals $267.95 for 
the large roll. The same value as a 7,000-ft. roll at $208.40 for the 
premium quality Tama Net Wrap. John Deere Finance customers can 
also use the No Payments/ No Interest until July 1, 2018 program to 
defer payment. Not only can you get an amazing price, you can 
defer the payment well into the use season. 

 
In December our Parts 
promotions offer you a great 
opportunity to save on both 
filters for your equipment as 
well as toys for the children.  
Again, for this year in 
December, we can save you 
15% on your John Deere 
Agriculture filters. Everything 
from fuel & oil filters to cab 
and engine air filters. Remember, by using John Deere Plus 50 II 
engine oils along with John Deere oil filters producers can extend oil 
change intervals to 500 hours. Also, our filters are engineered to 
factory specs, they are not just will fit filters. Bring us your filter list so 
we can save you money on repairs.  
Believe it or not Christmas is right around the corner. All our parts 
departments are stocked up and ready to help you find that special 
toy for the boys and girls. We also stock toys for the toddlers, as well 
as the dealer exclusive items like the Prestige collection. Don’t forget 
those riding toys! All our toys will be on sale the month of December 
@ 10% off.  
January is a great time to be working in the shop on that John Deere 
sprayer. Our promotion for the month can save you 10% off any 
purchase of John Deere sprayer parts of $200 or more. This includes 
strainer screens, fittings, the latest spray nozzles and of course 
Winterizer to prevent frozen pumps and pluming. When it is time to 
go spray, have your machine tuned up and ready to go with original 
OEM John Deere sprayer parts.  
In closing, I would like to thank you for your business this past year 
and look forward to working with you in the coming year and years 
ahead. May your Holidays be full of cheer and joy. 
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Greetings to all in Western Kansas.  What 
a year 2017 has been thus far.  On a 
typical year you face challenges day in 
and out.  This year has been no different 
but maybe even more so.  With the 
exceptional moisture we’ve received, you 
have faced the challenges of getting a 
spring crop in and this fall yet again you 
have felt the delays the rain has created.  
The good news with this as the old saying 
goes “Rain makes Grain” is certainly true 
for this year’s growing season.  There have 
been numerous reports of record or near 
record crops being harvested throughout 
the growing area.  This undoubtedly is one 
for the books.   

As we transition into winter I wanted to share a topic we had 
previously published in the summer of 2015 on the differences of 
equipment leasing compared to the traditional purchase. There 
are some different options around the leasing that can accomplish 
a lot of things compared to the traditional purchase. In comparing 
both the lease and the purchase, neither is a clear winner in how 
an operation should finance equipment. It really depends on what 
the owner hopes to accomplish with the use and ownership of that 
machine. 

  
  

 What is the total cost of use of the machine, interest expense, 
tax liability, maintenance?  

 Do I prefer to have a semi fixed cost of operating the machine?  
 What amount of cash and/or equity will the purchase tie up or 

consume?  
 Will I want to own this for 1,2,3, 4, 5 years or longer?  
 Will I want a machine like this again in 3-5 years or will my 

operation change and no longer require this type of use/work? 
 What is the cost of money associated with the deal?  
 What is the effective interest rate? 
 

 
 

 Lease payments may be able to be deducted in their entirety. 
 Leases in states that charge property tax on machinery usually 

include the property tax in the lease payment.  
 Some leases may be structured to include certain maintenance 

items to help reduce out of pocket expenses.  
 Leases usually require less cash or equity to take delivery of the 

machine.  
 Leases are an effective tool if you want to have access to the 

machine for only 3-5 years.  
 Leases can be an effective tool to reduce your machine equity 

position in a way that generates less tax liability than simply 
selling your machine.  

 Generally speaking today leases have a very low use charge, 
this is equivalent to a loan interest rate as a point of comparison 

 
 
 

 Traditional depreciation schedules allow for the machine to be 
expensed over time.  

 Used equipment values can adjust based on demand and 
seasonality of use allowing you to buy or sell when you think the 
timing is optimum.  

 Traditional purchases usually maintain a high percentage of 
your equity.  

 
 Total ownership allows you to trade, sell or operate for any 

interval you think most appropriate based on use and 
maintenance.  

 Generally speaking today, traditional purchases have low 
interest rates. 

 
These are only some of the most general differences today 
between these two types of ownership. Relatively low use fee laws 
have made leasing a machine a very viable alternative that 
should be considered. American Implement has developed 
scenarios to actually lease a machine for less than or equal to the 
cost of ownership with a traditional purchase. Be sure to also 
consult your tax professional prior to making your decision between 
a lease or a purchase. 
 
Check out our low lease rates on combines, tractors and sprayers 
listed in this edition of the CROP newsletter and updated weekly on 
our website.  If you have any further questions on leases vs. a 
traditional purchase please feel free to reach out to your local 
American Implement stores.  One of our sales professionals will be 
happy to answer your questions and find a solution to best fit your 
specific needs.  Thanks again have a blessed fall and winter. 
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‘14 JD 6170, 1311 Hrs………$114,000 
Lease! stk#67889 $39/hr - $11,847/yr 

‘14 JD S670, 1334 Hrs……$237,000 
Lease! stk#64428 $107/hr - $32,087/yr 

‘15 JD 8320RT, 311 Hrs…$249,000 
Lease! stk#64359 $98/hr - $29,496/yr 

‘08 JD 1770NT 16R30………....$69,500 
Targeted Special Price…only $59,500 

 

‘15 JD 6150R, IVT 550 Hrs….$130,000 
Lease! stk#72300 $43/hr - $13,040/yr 

‘14 JD RSX 850i, 245 Hrs….$14,000 

‘13 JD 6150R, 573 Hrs…….$131,000 
Lease! stk#63247 $49/hr - $14,777/yr 

‘15 JD 8345R, 844 Hrs…...…$262,000 
Lease! stk#63280 $85/hr - $25,343/yr 

‘14 JD 8360R ILS, 925 Hrs...$260,000 
Lease! stk#59881 $99/hr - $29,810/yr 

‘03 JD 690 10R30 head………...$84,500 
Targeted Special Price…only $67,500 

‘10 JD 4930 120’, 1767 Hrs…$161,000 
Lease! stk#63505  $64/hr - $19,062/yr 

‘05 Apache AS850 100’ 2819...$69,000 
Targeted Special Price…only $58,500 

‘15 JD 8345R, 844 Hrs…......$262,000 
Lease! stk#63280 $91/hr - $27,284yr 

‘01 AgChem 1254, 90’ 3085 Hrs $56,000 
Targeted Special Price…only $47,500 

‘09 JD 7850, 2297 Hrs……...$139,000 
Lease! stk#58045 $67/hr - $19,378/yr 

‘11 JD 4930, 120’ 1308 Hrs…$196,000 
Lease! stk#62794 $82/hr - $24,555/yr 

‘13 JD 4940, 120’ 1390 Hrs...$187,000 
Lease! stk#65586 $63/hr - $18,928/yr 

This is a partial listing of our equipment.  We have an excellent selection of hay, planting, drilling and tillage equipment.  Visit our website or call today!
www.AmericanImplement.com     www.AmericanImplement.com     www.AmericanImplement.com     www.AmericanImplement.com 

‘14 JD 8360R, 1172 Hrs……...$252,000 
Lease! stk#59882 $90/hr - $26,930/yr 

‘14 JD 8335RT, 262 Hrs……...$261,000 
Lease! Stk#61254 $95/hr - $28,384/yr 

‘14 JD S670, 969 Hrs……...$231,000 
Lease! stk#64431 $105/hr - $31,639/yr 



I want to take this opportunity to 
introduce myself, I am Kim Fleming, 
American’s new Director of 
Precision Ag.  I have more than 20 
years’ experience in Agronomy and 
Precision Ag.  While leading 
research efforts at the University 
level, many of the Precision Ag 
concepts and technologies I 
developed have become part of 
commercial platforms.  Working in 
industry for the last 10 years, I 
developed effective Precision Ag 
programs for Agri-businesses in the 
U.S., Canada, and Brazil.  My 
background will position American 

well to develop new technological innovations that will 
transform Agriculture.  I completed my B.S. and M.S. in 
Agronomy at the University of Nebraska and received a Ph.D. 
in Soil and Crop Science from Colorado State University.  I also 
owned and operated a family farm in western Nebraska.  I 
look forward to joining the American Implement team and 
working with our growers in western Kansas and eastern 
Colorado. I will be developing Precision Ag Technical Bulletins 
on various topics for the Newsletter beginning with Enterprise 
Resource Planning for this issue. 

 
 
 

 
Farms and companies in general often react to 
growth rather than planning for it . For example, when 
the financials become cumbersome, an accounting 
system may be implemented. As employee numbers 
increase, a payrol l  system may be put in place. As 
customer levels increase, you may decide to add a 
customer database. As your operation grows, and 
you continue to add systems, you may not be putting 
much thought into how they can work together to 
serve your future needs as growth progresses. The 
result  can be that numerous systems are 
implemented to fulfi l l  specific, immediate needs that 
don’t work well together. This can cause numerous 
issues, some of which you may have experienced: the 
payrol l  system doesn’t match the accounting system; 
the asset management system doesn’t sync with 
depreciation calculations; and inventory transfers are 
not reflected in the balance sheet. Often (but not 
always), these differences can be identified and an 
adjustment made to make the financial statements 
correct. However, these adjustments are normally 
made in the accounting system and are never 

reflected in the feeder systems. The result, different 
systems tel l  a different story. How wil l  you decide 
which one is correct when you need the 
information?  
Data discrepancies are very costly. For example, 
imagine you’re negotiating a grain sales contract 
with an existing customer who wants to increase this 
year’s contract by 5% over last years. When 
preparing this year’s contract, you use the customer 
database as the basis to apply the 5% increase. 
However ,  you had appl ied di scounts  and 
modifications in the accounting system that were 
never reflected in the customer database. This means 
the customer’s contract wi l l  be wrong from the 
outset. You’l l  be working to fulfi l l  a contract but not 
the contract the customer wanted. This could result in 
customer loss labor spent trying to figure out where 
things went wrong, and potential ly the loss of future 
business when others learn that you can’t meet your 
contractual agreements. Apply this thinking to other 
areas of your business that require you to provide 
accurate data: to owners for decision making and 
planning, to government agencies for legal reporting, 
and to financial insti tutions for financing. Bad 
planning can lead to missed opportunities; bad 
governmental reporting can result in fines; and bad 
reporting to financial institutions can cost you 
funding.  
 
These are just a few of a potentially endless l ist of 
examples. To manage, grow, and thrive, today’s farm 
is heavily dependent on sound data. I f you have or 
fear you may experience any of these issues, you 
should consider an Enterprise Resource Planning 
platform sooner rather than later to avoid the pain. 
An ERP system is a complete package that integrates 
al l  the functionality of previous disparate systems into 
a unified application. It  provides real-time, accurate 
data, and the implementation involves a thorough 
analysis of your farm’s procedures, pol icies, and 
practices that can identi fy ways to improve after 
implementation and find waste that can be 
immediately el iminated. Whi le implementation 
requires resources, the benefits can far outweigh the 
l imitations imposed by your exist ing systems, poising 
your farm business for the future. 
 
American has teamed with Granular Management 
Software to provide the premier Enterprise Resource 
Planning platform for our customers.  See our 
Granular introduction in this month’s newsletter. 

Kim Fleming, Ph.D. 
Director of Precision Ag 



and tank mixes and improving their yield 
by better understanding the soil 
composition of their farms and the 
topography of their fields. 
And it’s the value of a farm we’re 
interested in. We want to make every 
farm profitable and efficient because, 
let’s face it, the future of ag relies on it.  
That commitment stands.  
Of course Kansas is ag heartland, so 
you’d be pretty hard pressed to throw 
a rock and not hit a piece of 
equipment or a piece of land that isn’t 
connected to the industry in some way, 
shape or form. Hence it’s no surprise 
that the platform is already achieving 
positive results out there in the 
community – some farmers are 

reporting that the web and mobile platform has already replaced 
up to six of their existing software applications.  

So for everyone that’s already signed on to the American 
Integration precision ag service we want to say thank you for 
helping us all achieve that vision. For others, the end of the 2016 
season presents an all new opportunity to grow the value of your 
farm and strengthen the value of your local community. 
The future of agriculture is here. 
- The AgDNA Team 
For more information regarding AgDNA. Visit the American 
Integration Portal at AmericanImplement.com OR speak with 
your local Precision Ag Specialist.  
 
 
 
 
 
 
 
 
 
 

 
 
Did you realize that agriculture is the pot 
of gold at the end of the rainbow?  That 
question may have you shaking your 
head in complete disbelief.  However, 
there are people and companies out 
there that think just that.  Ever since 
Monsanto bought Climate Corp. for 
nearly one billion dollars, every venture 
capitalist investment firm has been trying 
to replicate what happened with 
Climate Corp.   
Since that time, the ag industry has seen 
the rise of the drone phenomenon, the 
increase in farm management cloud 
solutions, and the black box one solution 
fits all madness.  Many of these 
technologies are being pushed as 
alternate solutions to having boots on 

the ground and local recommendations.  The ones that are supposed 
to be aides to your agronomist are often too expensive to be paired 
with an agronomic service.    
As you begin to see or read more about these companies, it is 
important to think of their long-term viability and the role you want 
them to play on your farm.  Also, be aware of what their underlying 
motivations might be.  Some retail companies are pushing their online 
platforms as a one stop shop for precision ag and data management 
services.   
What is their motivation for doing this?  As growers continue to adopt 
more variable rate technology (VRT), the amount of inputs growers 
apply to their fields has the potential to decrease.  Therefore, 
reducing a retailer’s bottom line.  Getting access to your data and 
making variable rate prescriptions is one-way retailers can obtain a 
strategic advantage over competitors.   This also provides a way to 
monitor and influence the amount of inputs being applied to fields. 
Venture capital backed companies have had billions of dollars 
invested in them over the last several years.  As a farm owner, you 
make investments every year.  It's likely you expect a return on those 
investments, and if not, you stop putting money into them.   
Keep that mindset, when thinking of companies that have had 
hundreds of millions of dollars invested in them.  Based on the ag 
economy and how markets are currently trending, do you see 
hundreds of millions of dollars in returns coming in the next several 
years?  How long are these types of companies going to be able to 
stick around once their investors stop pouring money into them? 
It takes a large investment of time and money to get your data 
organized and uploaded and then to learn a new program.  Precision 
ag and data management are the way of the future.  Equipment 
manufacturers have embraced it, retailers have embraced it, and 
growers that are early adopters have embraced it.   
Whether it's your generation or the next implementing precision ag 
technologies, be sure it's bringing value to your farm.  And keep in 
mind pairing sound agronomy and precision ag is one sure way of 
getting a return. 
Sound good?  If so, then you can subscribe to our newsletter and 
read more here: www.cropquest.com/articles 
If you are looking for hype or black box solutions to production issues, 
you won't find it at Crop Quest. 
If you are looking to build a precision ag program around solid 
agronomy and hard work Crop Quest can help you. 
 

John Gibson 
Crop Quest Contributor 

Growers continue to ask, “What is the 
value of our machine data?”  American 
Implement will begin working with 
Granular Management Software (FMS) 
to answer this very question. Granular 
provides growers a simplistic decision 
Enterprise Resource Planning platform 
that surfaces their financial data to 
inform strategy, measure risk, and 
highlight drivers of profitability. 
John Deere and Granular have formed 
a partnership, announced in August, to 
ensure a seamless experience between 
farmer’s machinery and financials. John 
Deere’s machine data now integrates 
with Granular’s budgeting, field tasks, 

field records, and actuals, in one unified platform. This will enhance 
the already successful data integration the two companies have 
delivered over the past two years.  

 
Deeper integration into John Deere’s Operations Center streamlines 
machine data capture to improve task management organization, 
eliminate duplicate data-entry and provides real-time field-level 
financial visibility. This empowers a grower to focus on data analysis, 
rather than data collection. The two teams will automate an even 
smoother bridge of data transfer from the field to the office.  
Granular builds a holistic product around three core values -- 
simplicity, optimism, and teamwork. The John Deere and Granular 
engineering teams are collaborating around these values and will be 
offering Profit Maps to John Deere customers. This allows John Deere 
Operations Center users to see estimates of field profitability 
alongside their field operations.  
Granular and John Deere will continue to help growers surface data-
driven insights from easy-to-use tools that will help ensure global food 
security. This is only the beginning. Please reach out to your American 
Implement Precision Ag Specialist or visit the Granular website to 
learn more.  
www.granular.ag/farm-management-software 
 



What an unusual fall for Southwest Kansas. 
I don’t ever remember having this amount 
of moisture in September and October. 
With the extraordinarily wet fall, delayed 
harvest and wheat drilling, the after-
harvest field work will be a challenge to 

complete before Winter. American Irrigation is here to help by 
getting your irrigation systems serviced and ready to go for the 
next growing season. We are offering discounts on both parts and 
service for Off-Season Maintenance.  
Fall and winter is also an opportune time to get your systems 
equipped with FieldNET Pivot Controls so that you can operate 
your main panel from where ever you are without going to the 
pivot. When doing field work, planting and harvest you can start 
and stop the pivot without getting out of the tractor seat. FieldNET 
advisor can be added to your existing FieldNET so that you will 
know when your crop needs water and when you can shut off your 
well and save water and energy. 
It is also a good time to think about getting an AquaSpy moisture 
probe so that you can monitor your moisture throughout the winter 
and know when the wheat comes out of dormancy and when 
your alfalfa is ready for water next spring. If you purchase an 
AquaSpy moisture probe now the subscription would be good for 
the rest of 2017 and all of 2018. 
A couple other Off-Season Deals available are Drivetrain 
Conversions for Zimmatic, Valley and Reinke systems, included are 
Gearboxes, Center Drives, and Driveline Couplers. These 
conversions come with either a 7 or 8-year warranty on Gearboxes 
and Center Drives.  
We also have Tower Box Conversions, Main Panel Conversions and 
several Tire and Wheel Assembly options to choose from such as 
Trelleborg Radials, Non-Directional tires that will work on either side 
and the NFT Airless Wheel Assemblies. The newly released Lindsay® 
 Branded Tires have been a big success because they are an 
exceptional tire at a reasonable price. 
Have you been needing to upgrade your Drops and/or Nozzle 
Packages? We provide all the latest Senninger and Nelson 
products including Senninger i-Wobs, LDN Spray Nozzles, LDN UP3 
Bubbler Plates, LDN Shrouds, Nelson Bubbler Plates and all Nelson 
3000 and 3030 series products. We also have Double Braided Black 
drop hose and Premium Red drop hose. It is also a good time to 
have us check your pressure regulators for proper output pressure.  
American Irrigation is now an authorized agent for Diversified 

Insurance.  Diversified offers Storm Damage with replacement 
cost on systems up to 35 years of age and Mechanical and 
Electrical coverage for systems less than 20 years old. 
Stop by or give us a call, ask for Chase Nickell in Ulysses or myself 
in Garden City to discuss these deals or any other irrigation needs 
you may have. Thank You for your continued business, we do 
greatly appreciate it. 
 
 

Rod S llwell 
Irriga on Manager, GC 



Anyone else have Christmas shopping on the brain? My children are great about circling toys and games in 
every catalog and shouting out, “Hey, mom I want this, and this!” during every commercial break but when it 
comes to ideas for my farmer husband I’m always stumped. It seems that searching for the perfect gift for our 
farmers can be a tough task. I recently asked fellow farmwives to share any ideas or well received gifts from the 
past. As always, the wives have come up with some great ideas. No matter what you are looking for, this 
selection will surely inspire you with present ideas beyond the basic and boring neck tie. My hope is that 
maybe this year you can relax and enjoy the season a little more because we have some of your gift-giving 
needs covered.  
 

Weinheimer Harvest circa 1980’s 

Paul with his son, Carson. 

FARM SWEET FARM 
COORDINATES  
WOOD SIGN 
I got this for my farmer last year. 
The coordinates are the first farm 
we bought together and where 
our home is being built!   
- Laney Snider 
Similar Items Found on Etsy.com 
 

HAND CORN SHELLER 
This is a total time and hand 
savers!! My husband ALWAYS 
keeps it in his pickup!   
- Cari Beauchamp  
Item Found on Agrisupply.com 
$7.49 

 

PIVOTING HEADLAMP 
My hog farmer hubby loves these! - Christy DeVoe  

 

We got a pivoting headlamp with a digital meat 
thermometer with a note about grilling steaks in 
the dark after hubby got in from the field as a 

wedding gift! - Andi Christianson 
 

These are great for working on sprinklers at night 
too! - Cari Beauchamp  

 

Similar Item Found on Amazon.com $12—$50 range 

FARM RELATED  
ARTWORK PRINTS 
My farmer loves to restore 
antique tractors in his 
spare time and loves 
antique equipment. He's a 
big fan of late 20s and 
early 30s John Deere and 
Gleaner. I ordered these 
prints of the original 
patents for his favorite 
tractors and the original 
Gleaner to decorate his 
office. - Adrianne Mishler  
Similar Items Found on 
Etsy.com 
 

CUSTOM BENCH AND FIRE PIT 
We really love them! - Melinda Goertz  

Items Made by Rohrer Custom and Fabrication  
of Wellington, Kansas 

FOOTPRINT 
TRACTOR 
ART 
I made this with 
my children for 
my farmer’s 
birthday.  
- Rachel  
Spencer 
Homemade / 
Pinterest Idea 

SUPER-FAST THERMAPEN® 
I love the Thermapen or Thermopop by 
Thermoworks... digital instant read 
thermometers for grilling, smoking etc. 
Best I've used and put others to shame.  
- Cristen Clark 
Item Found on Thermoworks.com $99 

 

JOHN DEERE DRI-DUCK MOTION 
JACKET 

Water-resistant, breathable three-layer bonded 
softshell combines four-way stretch. Very 

comfortable fit / multi season use.  
Jacket found on shopamericanimplement.com  

$99.99 & *FREE SHIPPING 
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From the cool October evenings to the 
brisk November mornings, once again fall 
is upon us and winter right around the 
corner. Thanks to the good Lord, a little 
help from Mother Nature and your well 
executed plans, we’ve wrapped up 
another successful farm season. The bins 
are full of this year’s fall crops and the 
fields are bursting green with next 
summer’s wheat crop.  
As a successful producer, you know that 
your equipment plays a vital role in that 
continued success. As an American 
Implement customer, we want you to 

know that we are 110% committed to your success. We also know that 
your success goes hand in hand with our own. American Implement 
has been providing quality equipment, parts and service to support 
that success since 1970.   
Every success story has the same ingredients…good planning and 
flawless execution! When it comes to your equipment there is no 
better plan then to sign it up for our Ultimate Performance inspection 
program. This year like in years past we are ready to set in motion our 
plan to provide you with the most comprehensive inspection 
programs possible.   
 Your equipment is a critical part of your success and you have high 
expectation for its performance. Whether it is your combine, platform, 
tractor or any of the multiple lines of equipment we support, our 
Ultimate Performance inspection process will drill down and uncover 
those potential issues that can derail a well laid plan.  
Our factory trained technicians will thoroughly inspect your 
equipment identify issues and make recommendations in your best 
interest. We will break down the repair recommendation so you can 
understand and relate cost to value. This will allow you to accurately 
develop your plan and make the best decisions for your operation. 
Your equipment is expensive to buy and expensive to maintain, your 
investment in preventive programs will pay big dividends in your 
execution when it is go time! This year we are offering our customers 
customized discounts, we will let you choose what works best in your 
plan. Maybe its trucking, special terms, or a flat parts and labor 
discount.   

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
We are very excited about the finance programs that are available 
this year. Deere has come to the table with their own plan on how 
to help our customers optimize their inspection dollars. They are 
offering multi-unit no payment no interest finance programs for 180 
or 260 days that include additional parts discounts when multiple 
pieces are put through our inspection program. There are several 
programs to select from, make sure to take the time and discuss in 
detail what programs and discount structures work best in your plan. 
Your local Service Manager is anxious to hear from you. Visit 
AmericanImplement.com for full program details.    
As always, thank you for your business and know we are here to 
help see that your plans for another successful year of farming are 
realized and executed flawlessly. 


