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Successful Market Planning

Ed Kordick

Iowa Farm Bureau Federation

Marketing Plan

• A tool to manage the emotional job of crop marketing

• Set up the plan ahead of time

• Personal and Simple

• Achieve original goals and manage risk
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To avoid Fear, Greed, Ego and Fear 

dominating your marketing,           

have a plan and stick to it.

A marketing plan outlines                          

your market strategy and                            

your marketing objectives.

It should include marketing 

opportunities before and after harvest.

Marketing Plan

Bushels to Sell

 What’s your expected production?

 What do you have in storage?

Breakeven Costs

 What are your production costs?

 What are your storage costs?
 On-farm vs. off-farm?

What are your cash flow needs?

Marketing Plan Considerations
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 Outline realistic price targets

 Have periodic price targets and quantities to sell

 Use a variety of marketing tools

 Have patience and be willing to reevaluate price goals

 Remember it’s hard to lose money when making a profit

Marketing Plan Considerations

Example Marketing Plan

Corn Pre-Harvest Marketing Plan

Ed Usset, University of Minnesota Center for Farm Financial Management* c = cash price; f = futures price



4

Marketing Plan Components

Look for Plan 

templates in 

the Marketing 

Tools 

Workbook

Set a 

deadline 

for each 

action

Scale in 

sales over 

price ranges 

and time

Can be 

customized 

for a variety 

of tools

Include 

“Reason for 

Action”

Key points:

• Discipline to manage the emotional job of crop marketing.

• Keep it simple . .  Complicated plans may not be implemented.

• Allows for measures of success . . .                                 

Achieving original goals, managing risk, etc.
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Thanks for joining the


