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DATES TO
REMEMBER

e March 15, 2014:

Crop insurance sales clos-
ing and cancellation dates
for spring planted crops.
For more information see:
http://www.rma.usda.gov

e April 1, 2014:
Noninsured Crop
Disaster Assistance
Program (NAP) applica-
tion deadline for spring
seeded forage and all
other crops. For more
information see:

http://www.fsa.usda.gov.

RIGHTRISK NEWS

Management succession: Where are we?
A new planning resource from RightRisk.org

lanning for the succession of management responsibilities is an often-neglected area

of estate planning in agriculture. Agricultural producers have unique estate planning
challenges; the owners most often have an active (if not the only active) role in manage-
ment, are accustomed to making all of their own decisions with little or no input, and rarely
contemplate how the business will operate without them.

Understandable, given that these operators may have lived a 24-7 lifestyle with their entire
life’s work tied up in their business. When the subject is brought up, we hear people say
things like, “Dad is going to live for a long time,” or “The kids can sort it all out when I'm
gone.” It may be easy to put it off, but proper planning is imperative for a successful transfer
to the next generation.

The online course Management Succession: Where Are We? helps begin the process of
deciding how to transfer management of agricultural businesses. The four-part course uses
several real-life examples, including the introduction, which highlights many common
issues that arise when a family is considering how to transfer a ranch or farm to the next
generation. Developing good communication skills is a common theme throughout the
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— with the process (such as generational trust issues or difficulty delegating).

course - it is key to success of the entire process.

Issues of a personal nature often arise at the outset. Generational differences can include
differing visions about the direction of the business or devotion to certain aspects of the
business. Differences about the performance and direction of the business can be problems
to succession planning: such as one side wanting to concentrate on crops and one on live-
stock. This course module helps participants develop techniques and communication skills
to deal with and overcome these sources of conflict.

Three main questions are the basis of the business issues module: 1) Where are you,
2) Where do you want to go, and 3) How can you best get there? Participants learn the most
effective management and communication tools to deal with these issues. They also learn
how well their business uses these tools along with methods to overcome issues associated

' The succession process outlined in the course is shown in the graphic below.
| Participants determine where they are in the process. The differences between owner-
’/“ ship and management succession are shown and discussed. Several tools are available in

the “Resources” section of the course, including an electronic tool for self-assessment.
The final section serves as the launching point for beginning the succession process.

To access the Management Succession and Lasting Legacy courses , Risk Management
Profiles, and other risk management information, simply logon to http://RightRisk.org and

J/dluwmuchmmukzg_htm'you?

click the “Courses” tab at the top of the page to get started.




RISK MANAGEMENT PROFILE
A Lasting Legacy: Bill and Jean Parnel recently gradu-
ated from college. They are a young married couple with
plans to take over the Parnel Family Farm. They would
be the fourth generation to own and manage the farm.
Bill's parents, John and Mary, have every intention
to transfer the farm to Bill and Jean. However, they
have been reluctant to make any formal plans or even
to begin discussions about the transfer and other re-
tirement and end of life planning. To read more see:
http://RightRisk.org > Resources > Risk Mgt Profiles

HIGHLIGHTED TOOL

written marketing plan introduces discipline into

the commodity marketing process. The Marketing
Plan tool was developed with this in mind. Market price
risk is a major concern for most agricultural producers. This risk has been growing with increased volatility in the marketplace
coupled with increases in input costs.

A marketing plan is an outline of price, date and quantity objectives that generate a reasonable return for your business given

the existing market conditions. The tool is designed to create a road map outlining how much will be sold, when it will be sold,
and how it will be sold. It helps you create a

set of decision rules for the marketing of your ] ] B
k Navigator

commodity. This introduces discipline into the
marketing process and decreases the chances

. Price, Date and Quantity Targets
you might be caught unaware and on the short '

f . . Dirs clions: Zhen e price and yleld nbrmstlon you have entersd, SomuBkE prcz and Expecizd Price . Com -f‘. T Y st
QENRY B mat will mest kethgplan hes. Be 0 Input e H 3 am 3 a6l
endo covering your productlon costs. iy so?‘snemgb;:el ermbmr%imtajt?t rc;sr;::eE 20 target dae '.'i m H 637" 65
The Marketing Plan tool comes with case = R —
. Expedied Producion ju 58,500 25700
farm data already entered into the worksheets. B
This provides an example of how to enter corm: Trgger
. . . Tarpet De e Matnod of salaicontracting APriced Bushels Triger Frics
- Perl Cumutty N Pen CamuiEts n Pen Curmatan
information into each worksheet. A tuto T P T TR il N
rial presentation for the tool is also available | [Fisimera - ol e
Hames !t [Cecemban % 0" 2023 5$9.500 FIT5 541493275

in Module 10 of the Strategic Risk Manage-
ment 101 course on the Risk Navigator SRM
website. The Marketing Plan tool is an excellent resource to help you introduce disciplined profit taking into
your management plans. The Marketing Plan tool is available for download from the Risk Navigator toolbox at
http://www.risknavigatorsrm.com/toolbox/MarketingPlan.

— : : - -
/ RightRisk helps decision-makers

discover innovative and effective
™ risk management solutions.

/

e &ducationn RightRisk News is brought to you by the RightRisk Team

Contributing authors:

° co-u_ch,._ng' John Hewlett, Ranch/Farm Management Specialist - University of Wyoming, hewlett@uwyo.edu

Jay Parsons, Risk Management Specialist - Colorado State University, Jay.Parsons@ColoState.edu

° Rﬁm&h Rod Sharp, Ag and Business Management Specialist - Colorado State University, Rod.Sharp@ColoState.edu
Jeft Tranel, Ag and Business Management Specialist - Colorado State University, Jeffrey. Tranel@ColoState.edu
E-mail: information@RightRisk.org Editing and Layout: John Hewlett, hewlett@uwyo.edu

elis L ey Past issues of RightRisk News are available at: http://RightRisk.org > Resources > RightRisk News

To subscribe/unsubscribe, email information@RightRisk.org subject line “Subscribe/Unsubscribe RR News”

. UNIVERSITY Oprado
HHow much nish 8 . W VOMING ey

° ° ° xtension




