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AT AGCHOICE,
THE “CHOICE” IS YOURS
Exercise your right to vote for the AgChoice Farm Credit
Board of Directors and Nominating Committee candidates of
your choice!
The voting process is simple:
• Consult the balloting information that you will receive in a
separate mailing from AgChoice Farm Credit;
• Read the profles of the candidates;
• Vote for one candidate in each region and fip the ballot over;
• Vote for the Nominating Committee members and
• Return your ballot in the provided envelope.
Ballots will be mailed November 9, and your ballot must be
postmarked by November 30!
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Do You Suspect Fraud?

Reports of suspected or actual wrongdoing
involving the Association, its employees,
directors or agents can be made anonymously
and confdentially through the Associations
whistleblower hotline (SpeakUp by
InTouch) at 1-844-850-6493 or online at
speakupAgChoice.ethix360.com.

CUSTOMER APPRECIATION EVENT COMMUNITY PARTNER DONATIONS

As part of its annual customer appreciation events, AgChoice donated a total of $2,250 to community partners across the Association territory. “As
an agricultural cooperative, we believe that community involvement is mission critical,” said Darrell Curtis, AgChoice President and CEO. “We are
proud to honor local organizations for their support of agriculture with these donations.”
Pictured are members of the Midd-West FFA Chapter with Shawn Frantz, Assistant Sales Manager and Brad Wentzel, Regional Lending Manager.
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Message from the President

DARRELL
CURTIS

AgChoice’s Cooperative Model –
Making a Powerful Difference for You
11111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111111

A

gChoice’s directors and employees often
talk about how to enhance the benefts
of our cooperative business model for
customer-owners. I’ve asked myself, are these
benefts real to our customer-owners? Do they
see tangible diferences that help them achieve
their business and personal dreams?
We passionately hope that we’re leveraging
the power of the cooperative business model
to your advantage.
About Cooperatives
A cooperative is a business entity owned
by its customers. The University of Nebraska’s
Cooperative Development Center summarizes
the model like this:
The cooperative business model has many
appealing components at its core that make its
use in rural areas generally easily accepted and
embraced. The cooperative model is centered
on the user-owned, user-controlled and userbenefted concept of business.
Why the Cooperative is Different
Your AgChoice cooperative is different
in key aspects and isn’t duplicated by other
fnancial services providers.
• Customers (not a group of investors)
own the business. AgChoice exists to
help all of our members achieve success.
We strive to understand and deliver what
you want and need rather than to “push”
products or services in the pursuit of more
proft. Non-cooperatives typically exist to
beneft investors, who are not customers,
by maximizing the business’s net income
and stock value. Our vision is to serve for
and with you, as expressed in our Shared

Purpose Statement: Inspiring Growth in Our
Families, Businesses and Rural Communities.
• We pay patronage. AgChoice is proftable,
but after setting aside the earnings needed
to capitalize the business, we return the
balance to you as patronage. Why? Because
you own the business. In 2018, AgChoice
patronage as a percentage of the loans we
service will average almost 1.9%!
• The Board of Directors consists of
customer-owners. All but two of our 12
Board members are also borrowers, who are
elected by you. As they set the direction for
AgChoice, their vision and objectives for the
Association should closely align with the
best interests of all of our customer-owners.
This structure allows you to have a say in
the way your cooperative performs.
• We focus on long-term success. Because
you plan for your business to be “in the
family” for generations to come, we focus
on the long-term success of the Association.
We understand the future viability of the
Association depends on your enduring
success and growth. AgChoice develops
loan officers, consultants, accounting
ofcers and other service providers who
can help advise you toward successfully
building your business. We also devote
considerable attention to learning
opportunities such as the AgBiz programs
and Ag Forums. Our Knowledge Center
serves as a hub for information and
educational resources to beneft current
and future customer-owners.

What Should Customer-Owners do?
I hope you’ll agree that our cooperative
business model ofers you unique advantages.
What responsibilities do you have to help the
cooperative grow and, thus, continue to create
value? Here are a few things you can do.
• Vote! Help ensure the Association has a
strong group of directors on the Board.
They serve a critically important role.
Consider running for a Board position.
• Be a good customer-owner. Use
AgChoice products and services. Make
loan payments on time, and help
your Association by providing timely
information. Help us keep costs down –
the benefts are returned to you.
• Refer new customers to us. We must
grow to achieve long-term success.
• Help with the education and
development of fellow and future
customer-owners.
• Advocate for agriculture to consumers
and legislators. Promote our industry
and rural communities for the beneft of
our future generations.
I’m happy to report that our customerowners do these things very well, and that is
why AgChoice is so successful.
Thank you for your business and for
supporting your cooperative Association. It is
a great pleasure to serve you, thanks in part
to the cooperative model. Have a wonderful
fall season! ◆
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Association News

TOUCH ID
AccountAccess is now
easier than ever!

Jenny Grof, Jimmy Kustra, Cheyenne Altland and Shelly Trumpower

2018 Interns Earn Scholarships
Log in to your account to learn more or contact
Customer Care Team at 800.998.5557

This year’s interns represented three universities and had the opportunity
to work with our marketing, knowledge center, underwriting, lending
and accounting teams. AgChoice awarded the interns scholarships at
the conclusion of their project presentations. We are grateful for their
contributions this summer and wish them the best of luck in their
future endeavors.

2019 Calendar Photo Winners Announced
Many thanks to everyone who submitted photos to our contest! Picking only 12 photos from the
400+ entries was a difcult task, and we plan to use many of them for other marketing materials and
on social media. Visit your local branch later this fall for your copy of the 2019 AgChoice calendar.

Let’s
Be

Social

Rochelle Tice, Snyder County

FOLLOW US ON

@(jfmC!J
♦
. AgChoice

• Farm Credit

Karen Woodruf, Montour County

Martha Zimmerman, Franklin County
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Education Corner

2018
Tax Law
the

How does it
impact you?
TUESDAY, OCTOBER 2
Join our farm accounting professionals
via webinar to understand the key
changes to most likely to afect you
and your business. RSVP:
agchoice.com/2018taxlawchanges

2018 Tax Law Changes
By Angela Pecora, Farm Accounting Manager
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T

he recently enacted Tax Cuts and Jobs
Act (TCJA) is a sweeping tax package.
Below are key elements that will impact
individuals. Unless otherwise noted, the changes
are efective for tax years 2018 through 2025.
Individual Tax Impacts:
• Tax rates. The new law imposes a
new tax rate structure with seven tax
brackets. The top rate of 39.6% reduced
to 37%. The top rate applies to taxable
income above $500,000 for single
taxpayers or $600,000 for married fling
jointly (MFJ).
• Standard deduction. The new law
increases the standard deduction to
$24,000 for MFJ, $18,000 for heads of
household and $12,000 for single and
married fling separate (MFS) taxpayers.
• Personal exemptions. The new law
suspends the deduction for personal
exemptions. Starting in 2018, taxpayers
can no longer claim personal or
dependency exemptions.
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• Child tax credit. The new law increases
the credit for qualifying children (i.e.
children under 17) to $2,000 from
$1,000.
• Medical expenses. For 2018, medical
expenses are deductible to the extent
that they exceed 7.5% of adjusted gross
income (AGI). Previously, the AGI “foor”
was 10%.
• State and local taxes. The itemized
deduction for state and local income
and property taxes is limited to a
total of $10,000 starting in 2018. This
limitation does not apply to state, local
and foreign property taxes and sales
taxes that are presently deductible in
computing income on Schedules
C, E or F.
• Mortgage interest. Under the new
law, mortgage interest on loans used
to acquire a personal residence and
a second home is only deductible on
debt up to $750,000 (down from $1
million), starting with loans taken out in
2018. There is no longer any deduction
for interest on home equity loans,

regardless of when the debt
was incurred.
• Miscellaneous itemized deductions.
Tax preparation costs, investment
expenses, union dues and
unreimbursed employee expenses are
no longer deductible. These deductions
were formerly deductible to the extent
they exceeded 2% of adjusted gross
income.
• Alimony. For post-2018 divorce decrees
and separation agreements, alimony
will not be deductible by the paying
spouse and not be taxable to the
receiving spouse.
• Health care “individual mandate.”
Starting in 2019, there is no longer a
penalty for individuals who fail to obtain
minimum essential health coverage.
This is a glimpse of the various new or
changed provisions under the TCJA. Consult a
tax professional or join AgChoice October 2 via a
free webinar to learn more about the changes. ◆

Feature Story

Cooperative Patronage
Model, Counsel Make a
Huge Impact on Growing Business
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N

ate Richard’s Farm Credit relationship
began when he was a student at Cornell.
“I was a pre-med major for two years, but
I missed agriculture and saw the opportunities
when I took an ag business elective,” Nate said.
“I switched my major to applied economics and
farm management my junior year and interned
with First Pioneer Farm Credit in New York.”
After graduation, Nate became a portfolio
manager with AgChoice Farm Credit. “That experience gave me a good understanding of local
agriculture beyond what I learned at Cornell,”
he remembered. “What I learned in those days
is what I use today when we present our farm
fnancials to AgChoice.”
Following his time at AgChoice, Nate also
worked with an ag venture capital group in
Iowa and South America before returning to
his family’s business, Scattered Acres Farms, in
Numidia, Columbia County, in 2007.
Nate and his dad, Craig, immediately
explored growth opportunities. Over time,
they added 600 to 700 acres of annual green
bean production and invested in harvesting
equipment that allowed them to pick additional acres for other farmers. They also started
producing fresh market potatoes and now
grow 200 acres along with 1,200 acres of corn,
500 acres of soybeans and 200 acres of wheat
each year.

In 2007, father and son diversifed their
ffth-generation farm’s livestock production
by building additional broiler barns, bringing
the total to four. Craig previously entered the
livestock business in 1996 with two swine
fnishing barns that remain in production today.
Fast-for ward seven years. “My wife,
Missy, and I were looking for new opportunities to further diversify and grow our
business to create long-term opportunities
for our sons, Gavin, 8, Colton, 6, and Easton,
4,” shared Nate. “We found that opportunity in
egg production.”
Nate began planning for the frst 290,000
bird-layer house in 2014. “We are independent
producers, sending the eggs into the processed
industry; we control our own destiny,” Nate said.
As the frst layer barn went into production in 2016, Nate strategized for phase two of
business growth – a second layer barn and a
feed mill. “Our goal is to utilize everything on
the farm,” explained Nate. “The feed mill was a
really good ft.”
In addition to the corn produced on his
farm, Nate will buy corn from other local farmers
for the mill. “It’s a win-win for the community and
us,” he said. “We have a great relationship with
our neighbors and a great team of employees
to launch the mill.”
When the second layer barn goes online in
December 2018, Roaring Creek Egg Farms will

produce 500,000 eggs, every day, from 580,000
laying hens. The feed mill will process 500,000
bushels of corn annually for the two houses,
requiring 80 tons of feed, fve days a week, for
their laying hens.
As Nate continues to grow Roaring Creek
Egg Farms and manage Scattered Acres Farms
with Craig, access to capital is key. “The percent
back every year through patronage is a huge
advantage,” Nate explained. “It’s real money
and has a huge impact. When you factor in the
patronage model, AgChoice is more competitive
than commercial banks.”
“We trust their advice,” noted Nate. “I look to
the AgChoice team as our outside consultants. I
know if they support my ideas, it’s a good project.”
“We’re loyal to Farm Credit because the
people are like family,” Nate continued. “We know
them well, and they are part of the team. The
experience is second to none.” ◆

“The percent back
every year through
patronage is a huge
advantage.”
—Nate Richard
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Feature Story

30-Year-Old Sawmill
Leaned on Mentorship,
Community to Grow
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“I

was 17, and my dad, a dairy farmer, told me that I needed to
fnd something else for a livelihood,” remembered Leo Eby,
Clearville, Bedford County. “I started dreaming about working

in a sawmill.”
With some sawmill experience and $2,500 in savings, Leo’s entrepreneurial journey began. “In November 1987, my neighbors replaced their
modular sawmill unit,” Leo recalled. “They were asking $7,500 for the old
unit and gave me 30 days to fnd the fnancing.”
Leo, younger brother, Arnold, and their father, Donald, developed a
minimum budget to operate a sawmill, securing a $12,000 Farm Credit loan.
“They were too young to sign for the money,” said Donald. “Our three-way
partnership was 20% ownership for me and 40% ownership for each of
the boys.”
Sawmill launches
Ebys’ Sawmill launched May 7, 1988, next to the family dairy farm
facilities. “We were running with the bare essentials,” Leo laughed. “We didn’t
even have a roof for shade. We did everything by hand that frst summer.”
By the end of the year, the brothers realized they would need more
equipment, including an $8,000 forklift. “We grew to a $20,000 loan, but it’s
what we needed to make things roll,” Leo said. They constructed a permanent
building and added a wood shredder to begin their mulch business.
Refecting on those early years, Leo credits his dad as an important
key to their success. “My dad wasn’t a lumber guy, but he loves accounting,”
shared Leo. “He took care of the book work and tax returns. Today, he mentors
my brother, Durrel, who is our chief fnancial ofcer.”
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“AgChoice understood our
overarching spiritual vision
for our business as Christians
and Mennonites. Our business
provides the means for our
outreach efforts”
—Leo Eby
As young business owners, Leo and Arnold learned how to be creative
to gain respect. “Our reputation was built over time,” Donald said. “If you
bring us logs, you get paid. Cash is king for buying timber and logs, and it
was our incentive.”
Fire creates challenges, opportunities
In December 1998, as the business topped $1 million in sales, a fre
destroyed the mill. “They lost the mill equipment, but they still had the
business – the knowledge, the markets,” explained Donald. A week later, the
Eby family decided to reinvest and rebuild at a new location.
To fnance the new $1.3 million facility, the Eby brothers again turned
to AgChoice. “One of the reasons we stayed with AgChoice is because
they respected our beliefs,” noted Conrad, another brother and current
business partner.

“AgChoice understood our overarching
spiritual vision for our business as Christians
and Mennonites,” continued Leo. “Our business
provides the means for our outreach eforts.”
As members of the AgChoice cooperative,
they also look forward to patronage checks, a
way AgChoice shares its profts with customerowners. “We divide the patronage refund among
the brothers,” Leo noted.
The fre also generated other changes for the
business. “After the fre, I started our unique
spreadsheet with inventories and profts,”
Donald said. “At the end of the month, we
know what we earned.”
Donald remembers that leasing
through AgChoice became an important
option for their business, too. “Leasing
was practical for buildings and capital
improvements. It’s a solid tax management tool because it’s the same year
after year.”
In 2004, the business restructured
to include three more brothers – Conrad,
Llewellyn and Durrel. Each brother is in
charge of a division, with his own roles
and responsibilities. “The corporation
works together on major decisions,”
explained Leo. “We don’t always agree
on everything, but we fnd a way to
get along.”
Brother Keith, a long-time
business employee, managed the
company’s landscape retail business for
several years. He purchased the retail
business while operating a mulch and
landscape center near Cumberland,

MD. The youngest Eby brother, Richard, is pursuing
medical school, and sisters, Angela and Lorraine,
contributed to the businesses’ early success as its
frst secretaries.
Growing toward the future
Today, Ebys’ Sawmill flls and delivers log
containers for export and produces wood pellets
and approximately 15-million-board feet annually.
“I credit Mark Young, a lumber inspector, for giving
me experience in grading and sorting lumber,”
Leo said. “He worked evenings with

me for more than a year and helped us develop a
signifcant marketing opportunity for the business.”
The business supports 40 full-time
employees, in addition to the family owners. “I
never had a long-range business plan from the
beginning,” said Leo. “I also never imagined we
would be a $20 million business.”
Conrad echoes his brother’s thoughts. “Most
of our experience has been done on default.”
“The local culture of sawmill and logging
dictated and developed our interest in the lumber
business,” said Leo ◆
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Education Corner

AgBiz Masters
A Learning Series for Young & Beginning Farmers

MANAGE YOUR BUSINESS FOR THE FUTURE

•

1,200

9

Next Class

0

0

MARCH
2019

On-demand, self-paced online or text modules.

•

MODULES: YEAR 1

Takeaways

Megatrends of Agriculture
Strategic Business Planning
Constructing a Balance Sheet
Constructing an Income Statement and Cash
Flow Projection

► Record Keeping

:

Balance Sheet
Understanding a Lender

PLUS!

MODULES: YEAR 2
► Understanding Lending Decisions
► Farm Business Management Factors and
Benchmarks

Preparing for Your Lender

►

PARTNER
ORGANIZATIONS

NOV
2018

►

25+

YEARS

YOUNG & BEGINNING
FARMERS REACHED

►
►
►
►
►

•

► Growth and Transition Management
► Personal Financial Management
► Communications, Ethics and Leadership

► Financial Management
► Growing the Farm
► Networking

► FSA Certifed

► Connections
► Business Plan
► Transitions

► Earn 8 SmartStart Credits

TO LEARN MORE about this program or to request a registration form, please contact Kayla
Wilson at 800.349.3568 or kwilson@agchoice.com. Registration deadline is October 31.
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Growing with Referrals

REFER AND REAP THE REWARDS!
AgChoice Farm Credit’s Shared Purpose Statement is simple: Inspiring Growth in Our Families, Businesses and
Rural Communities. Working together, we can make a real, positive diference toward achieving the dreams
and goals of our thousands of customer-owners while strengthening our communities. By referring family
and friends, you help further our mission at AgChoice.

You help them

LEO EBY

We reward you

Your friend, family member
or neighbor benefts from
becoming a customer-owner
and enjoying the same
service that you do.

If your referral results in
a loan or service contract,
we’ll send you a $50 VISA®
gift card to thank you.*

OWNER, EBYS’
SAWMILL

A referral
is the highest
honor a customer
can give a
business.

“

I refer other people
to AgChoice all the
time, I am my loan
ofcer Jef’s number
one referral source.

I refer without
reservation.
Patronage is the sales
pitch for referrals;
it is a big carrot.

”

You own it

Since you’re a customerowner, the increased
profts earned from your
referral directly impact the
Association’s and your
own bottom line.

You earn it

Healthy profts turn
into bigger patronage
payouts, so your referral
can increase your annual
patronage check.

*To receive the $50 gift card, the referral must yield a new, closed loan or business service contract.
Loans subject to RESPA, crop insurance contracts and AgChoice Farm Credit directors and employees are not eligible for referral gifts.
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*To receive the $50 gift card, the referral must yield a new, closed loan or business service contract.
Loans subject to RESPA, crop insurance contracts and AgChoice Farm Credit directors and employees are not eligible for referral gifts.
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HARVEST

MEMBERSHIP’S

REWARDS

Ask our team about our
$5 million special patronage distribution and
how you can save up to $1,000 on loan fees
through December 31.*
At AgChoice, membership has its rewards.

*Save up to $500 on new money transactions less than $150,000 or save up to $1,000 on new money transactions over $150,001. Limited time ofer covers loan origination and/
or application fees. Third party fees (appraisal, title, etc.), real estate taxes, transfer tax and stock investment are not eligible. Transaction must close on or before December 31,
2018. Credit is subject to approval.

