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Using Crop Insurance and Pre-harvest Marketing Strategies to Improve Grain 

Marketing Risk Management for Kansas Farmers 
 
The Situation 
Volatile grain prices make it difficult for farmers to successfully market their grain. For several years, low grain 
prices took place, caused by relatively high world production and lower demand. More recently, grain and 
oilseed prices have surged, due to higher export demand from China, and production issues in South America. 
Higher prices are good, but require management and marketing skills by producers. Integrated risk 
management helps producers utilize crop insurance, grain marketing tools such as forward pricing and 
hedging, and government programs to attain levels of sustainable profitability. Hands-on education and 
opportunities to try using these tools in a simulated setting helps the adoption of these tools and practices in 
the real world, in situations of both higher and lower prices. 
 
What We Did 
This project was funded, in part, by a grant received from the North-Central Extension Risk Management 
Center. In-person, hands-on workshops were conducted at six locations throughout the state, for 84 
participants. Participation was limited due to COVID.  Two other in-person sessions were conducted as part of 
the annual Risk and Profit Conference in Manhattan, with a total of 72 persons participating. In addition to the 
in-person meetings, five online sessions were conducted in January, March, and May, without the marketing 
simulation, to help producers understand marketing tools and begin to plan and utilize them. These were 
attended by 373 persons. Workshop materials were also posted on the AgManager.info website, with 907 
views on the site during the program year. Additionally, there were 307 views of the recordings on YouTube.  
 
Outcomes 
Producers learned how to integrate crop insurance decisions into whole-farm risk management using pre-
harvest grain marketing strategies and developed a grain marketing plan for a simulated farm that allowed 
them to utilize various marketing strategies that they may not have tried previously. Crop producers dealing 
with limited irrigation also came to understand and utilize provisions in insurance options available to them 
for limit-irrigated corn and other crop enterprises. They also considered cotton and other non-traditional 
crops such as canola for their operations, because of understanding the risk management strategies available 
to them. Finally, producers implemented grain marketing risk management strategies learned at the 
workshops on their own operations for both established and emerging crops. 
 
Success Story 
Programs were evaluated for impact.  The in-person intensive workshops were ranked on a five-point scale with 1 being 
“Not Valuable at All” and 5 equal to “Very Valuable”, with the average score being 4.33 out of 5.0.  The online meetings 
averaged 4.36 on the same scale.  
 



 
Comments received across the state and from online participants included:  

• I learned to get a plan in place, for both price and dates to sell, not just the price target. 
• I need to be more proactive with forward planning/pricing. Establish a plan; set pricing minimum; know my 

production costs; sell when profitable.  
• I have never had a grain marketing plan before. I will create one for the 2021 crops. This workshop showed me 

the need to have a plan and how to go about creating one.  
• I learned to sell increments of production during the year, but not forward contract for multiple years. And I need 

to know what my costs of production are, so I know if I’m making a profit or losing money.  
• I hope to use options, in addition to the forward contracting that I do now.  
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