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GRAIN MARKETING SERVICES

NEW CROP CONTRACTS - CORN

TWO OFFERINGS: Scasonal Average & Floor-to-Average
CORN PROGRAM DATES: March 6,2024 - July 3, 2024

Pricing every Wednesday
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take over.

Advance Trading, Inc

Contracts must be signed by March 4, 2024

Contact your Farmward Grain

ADVANTAG Es Marketing Advisor

Joe Hennen
Danube
320-826-2214 jhennen@farmward.net

o Simple

* Adds discipline and removes emotion

e Spreads out risk

o Historically, a simple seasonal average
far outperforms pricing bushels at
harvest

Jalen Pietig
Morgan
507-430-4307 jpietig@farmward.net

Jennifer Hinz
Wood Lake
507-829-4408 jhinz@farmward.net

*1 cent service fee for all contracts (HTA fees separate)
*5,000 bushel minimum for corn

WWW.FARMWARD.NET 507-249-3196
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GRAIN MARKETING SERVICES

NEW CROP CONTRACTS -
SOYBEANS

TWO OFFERINGS: Scasonal Average & Floor-to-Average
SOYBEAN PROGRAM DATES: April 10,2024 - August 7, 2024

Pricing every Wednesday

Stressed over trying to beat the average?
The Floor-to-Average Contract prices bushels
every week just like the seasonal average
contract, but it adds an extra risk management
element by establishing a floor price on April 10.
At each pricing period, you'll receive no less
than the floor price while still leaving upside
open to take advantage of a seasonal rally.
Think of it as contracting grain and maintaining
ownership with calls, while having the
discipline to sell an equal percentage of those

calls each week, rather than letting emotion
Advanca- Trad@qlnc e 5% L take over.
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Contracts must be signed by April 8, 2024

Contact your Farmward Grain

ADVANTAG Es Marketing Advisor

Joe Hennen
Danube
320-826-2214 jhennen@farmward.net

e Simple

» Adds discipline and removes emotion

e Spreads out risk

o Historically, a simple seasonal average
far outperforms pricing bushels at
harvest

Jalen Pietig
Morgan
507-430-4307 jpietig@farmward.net

Jennifer Hinz
Wood Lake
507-829-4408 jhinz@farmward.net

*1 cent service fee for all contracts (HTA fees separate)
1,000 bushel minimum for soybeans

WWW.FARMWARD.NET 507-249-3196 &) FarmwarD
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