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FROM THE DESK OF JIM BALDONADO

G
reetings!  Oh, please let it rain ….and 85° would 
sure be nice!  I’m writing this on July 4th, actually a 
month before you will be reading this article, and we 
need a break from this heat and some rain.  I hope 

by the time you are reading this, things have changed a bunch, 
but there looks to be no hope in the near future. 

What a diff erence a year makes.  Looking back at last year’s 
article which I wrote on July 13th, I said it felt like the middle of 
October, with cloudy skies, rain and temps in the mid-70s.  I also 
stated very little irrigation had been done at that time; very little 
wheat harvest had been done and we needed some heat.  Well, 
like I said, what a diff erence a year makes!

Remember I’m writing this article on July 4th, 2012 and just 
three weeks ago we were trading December corn at 5.13 and July 
3rd, 2012 we closed at 6.74 ½; November beans were trading at 
13.25 and on July 3rd closed at 14.74 ¾; July wheat traded at 6.38 
and three weeks later it closed at 7.85.  Oh what a diff erence 
three weeks makes!  It will be interesting to see what the prices 
are when you read this in August.  

REVENUE POLICIES
Over the past few weeks a number of you have called and wanted 
a refresher course on how your revenue policy 
was going to work in an up market.  Remember, 
we set the price twice, once in February for both 
corn and soybeans and then again in October 
for November beans and December corn, and 
we will use whichever price is highest.  So, let’s 
say the harvest price for corn set in October on 
December corn is 7.50 and you sell short of your 
guarantee by 30 bushels.  Your revenue policy will 
pay you 7.50 x 30 bushels or $225 per acre. 

And if you had marketed those bushels, you have 
$7.50 per bushel to buy those bushels back to fi ll 

your contract.  Remember the $7.50 is average during the month 
of October on a December contract, with NO basis taken out. 

Th e nice thing about your revenue policy is it will follow the 
market up and never is there a basis taken out.  I was talking to 
a friend last night after a day that corn was up 25 plus and beans 
40 plus and she said she called the elevator and they were only 
up 15 on corn and 25 on soybeans.  She is right in saying that 
very seldom does the market go up and your cash price go up the 
same number.  But you watch if the market goes down 20 you 
can bet your cash price will go down every bit of that plus some.  
It just doesn’t seem fair. 

I’m sure glad it’s the farmers that have to market the grain and 
all I have to do is talk about it!  A few things I have learned over 
the years about marketing are 1) it’s important to learn how to 
use your crop insurance as a tool to market your grain with very 
little risk.  Even in these dry years and your dryland is burning 
up, feel free to market those bushels.  2) When marketing, you 
always hope your fi rst sale is your worst sale, as you never want it 
to be your best unless you sell your entire crop at one time.  And 
3) when you are concerned with the markets going up remember 
they seem to go down twice as fast.  So when getting ready to 
pull the trigger and sell some bushels ask yourself, “Am I making 
money?”  If the answer is yes, make the sale, smile and hope the 
market keeps going up so you can sell some more, as it’s hard to 
go broke when making money. 

EWEATHER CONTRACTS
Last year for the fi rst time, we brought you weather contracts 
from eWeatherRisk.  Well, this year during the month of June 
alone we sold 2 ½ times more contracts than all of last year, and 
last year 80% of the contracts were sold in Kansas.  Th is year 
with the heat moving north, sales are 50/50 between Kansas and 
Nebraska.

Many of you that bought weather contracts have heard me say, 
when buying a heat contract you have to put so many heat units 
or degrees in a ‘bucket’ and once you have so many degrees in 
that bucket you start getting paid.  Well the latter part of June or 
the fi rst part of July, I’m driving down the country road and it’s 
over 100° outside.  I drive up to two pickups parked in the mid-
dle of the road and two of my customers were visiting.  I pull up 
to one and ask, “What’s up?”  He says, “I’m sweating my --- off ,” 
and then continues to say, “but I’m happy, as I’m putting degrees 
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in my bucket, and that’s a good thing.”  Never in my wildest 
dreams did I ever think that I would sell a product that would 
make people smile when the temperatures are over 100°.  My 
guess is, by the time you are reading this article in August, those 
of you who bought a heat contract may be collecting $2-4,000 
if it’s 100° out that day.  And if these temps continue, a number 
of contracts could be totaled out.  Th at’s an extra $50,000 to 
$100,000 that will come in handy. 

A number of you bought heat contracts with the fear that if it 
stays this hot during corn pollination, your corn may not pol-
linate like it should which could cost you 10-20% in yield loss.  
On 200 bushel corn, that’s a loss of 20-40 bushels per acre at 
$6.00 per bushel, or $120 to $240 per acre. 

Producers also bought lack of precipitation contracts and in one 
instance in Kansas, we were able to lock in six inches of rain 
from June 22, 2012 through September 1, 2012, and for every 
tenth of an inch below 6 inches during that time frame he will 
be paid $2,000 per tenth.  Th is happens to be on a dryland farm 
where they have planted double crop soybeans.  Remember, you 
have to buy these contracts 15 days in advance.  Th is contract was 
bought on June 5th, went into eff ect on June 22nd and on June 
15th they had 1.90 inches of rain and then on June 21st, a day be-
fore the contract started, they had 1.71 inches.  Th at’s 3.61 inches 
of rain prior to when the contract started – and no rain since.   
Boy, some people just live right.  Good for you, Stan!

You can also buy lack of precipitation contracts on irrigated 
crops, as we all know what it costs every time that pivot makes a 
circle, and today (7/4/12) when it’s going to be over 100 degrees 
out, wouldn’t it be nice to have two inches of rain and shut those 
pivots down for a week.  Look at the cost savings if that were 
to happen.  Th at’s the nice thing about a precipitation contract; 
you’re a winner either way.  If you get the 6-8 inches we locked 
in on your contract, think of the savings on your irrigation bill 
in addition to the extra time you will have to do other things 
because you do not have to irrigate.  On the other hand, if it does 
not rain and you bought a $100,000 contract, that money will 
come in real handy when you have to pay your irrigation bill. 

Th is fall, after you read this article, a lack of precipitation 
contract may be a must going into wheat planting, because we 
will need some moisture to get the wheat to come up.  Yes, you 
have your revenue policy to fall back on, but that’s only up to 
the level of protection you purchased.  Give me a call and let’s 
see what a weather contract from eWeatherRisk can do for you.  

Th at’s where people will be 
really happy they bought a 
weather contract – brought 
to you fi rst by Th e Home 
Agency and eWeatherRisk. 

FAMILY
Sure seems like the sum-
mer is going fast around 
the Baldonado house.  My 
grandson, Hudson, has 

been at the lake a number of times and enjoys riding the Jet Ski, 
being pulled on the tube behind the boat and just likes being on 
the water like his Papa.  Tank spends the summer at the farm 
with my brother Fred, so when they (Hudson and Tank) are both 
gone it’s pretty quiet.  Well, we can’t have that!  Sharri has always 
wanted a lap dog (something a little smaller than Tank’s 110 
pound frame) so she is getting a miniature Australian Shepherd 
which will only get up to 14 inches tall.  It will be nice to have 
something around the house that won’t knock you down when 

you are heading out-
side.  And the best 
news of all is that 
Hudson will become 
a big brother this 
November, which we 
are all very excited 
about!  In the mean 
time, try to stay cool, 
stay safe and slow 
down as there is 
always another day.  
Take care! 
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CROP INSURANCE CORNER
By Cindy Davis

L
ooking back on last year’s August issue, I recall the 
numerous early season storms that pelted our region 
bringing with them plenty of hail and fl ooding.  I’d be 
willing to bet our adjusters were glad to see the end of 

the 2011 crop year.  What a diff erence a year can make!  I know 
before this last weekend, (mid-June) we were in dire need of 
moisture.  We are hopeful the summer months bring with them 
suffi  cient rains to complete the row-crop growing season and 
that wheat harvest was safe and productive for all.

Speaking of wheat harvest, your agent is in need of your wheat 
production, if you have not already turned it in.  Talk about a 
volatile market!  Th e harvest price for Kansas Winter Wheat 
was set at $6.75 and as of July 9th, the tracking price for NE, CO 
and SD Winter Wheat was $8.12.  Th at’s quite a diff erence, and 
who knows where it will end up.  Regardless of the harvest price, 
your agent will need your wheat production to update your APH 
databases and check for any losses.  For our area, the harvest 
prices for wheat are set during the months of June or July, but 
this depends on your state.  Th e chart below will detail the base 
and harvest prices, if available; as well as the tracking dates.

2012 ROW CROP HARVEST
As long as we are talking about production, the row-crop harvest 
will be here before we know it.  We still see claims where the ad-
juster had to combine units because production was commingled; 
remember to keep your production separate by unit (even if you 
elected Enterprise Units).  We have also seen a claim completely 
denied because it was turned in to us late.  Th e companies must 
have losses turned in timely.  Th e common policy states that 
you must give notice, by unit, within 72 hours of your initial 
discovery of damage or loss of production (but not later than 
15 days after the end of the insurance period, even if you have 
not harvested the crop).  If you think there is a probable loss to 
a unit, don’t wait until you are completely done harvesting to let 
your agent know.  Also, if there is no damage or loss of produc-
tion, a revenue loss must be turned in no later than 45 days after 
the latest date the harvest price is released.  As always, if you are 
going to be chopping any acres for silage, be sure to contact your 
agent prior to doing so…and never destroy any acres without 
prior approval from an adjuster; this could result in a very nega-
tive impact on your APH.  

PRECISION FARMING
In prior issues I have talked in some detail about Precision 
Farming.  Th ese technologies are becoming more popular every 
year.  If you incorporate these systems in your farming operation, 
be sure to contact your agent for the regulations regarding these 

technologies and your crop insurance.  

2012 PROJECTED PRICES AND TRACK-
ING DATES
On the next page are the 2012 projected prices 
for corn, grain sorghum and soybeans.  Th e 
tracking dates for the harvest prices are also 
included in the chart.

Once again, with the possibility of a lower 
harvest price for wheat, especially in KS, we 
could see revenue losses for the 2012 wheat 
crop year.  If your agent does not have your 

2012 
Winter Wheat Projected Price Harvest Price

Revenue 
Protection (RP)

NE, CO, SD-$8.70
(Aug 15-Sept 14-Sept KCBOT)

KS-$8.62
(Aug 15-Sept 14-July KCBOT)

IA-$8.20
(Aug 15-Sept 14-Sept CBOT)

NE, CO, SD-N/A
(July 1-July 31-Sept KCBOT)

KS-$6.75
(June 1-June 30-July KCBOT)

IA-N/A
(July 1-July 31-Sept CBOT)

Yield 
Protection (YP)

NE, CO, SD-$8.70
(Aug 15-Sept 14-Sept KCBOT)

KS-$8.62
(Aug 15-Sept 14-July KCBOT)

IA-$8.20
(Aug 15-Sept 14-Sept CBOT)

Not applicable 
with Yield Protection
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crop production, they have no way of knowing that you may 
have a revenue loss, and these losses must be turned in timely.

2013 WHEAT
Very shortly will be the beginning of the new crop year for wheat 
and along with that hopefully a new Farm Bill.  As of mid-June, 
the Senate had not made signifi cant progress on the Farm Bill, 
nor fi nalized which of the 200+ amendments to consider.  Th e 
crop insurance industry could, once again, be on the chopping 
block; even after taking a huge budget cut with the 2008 Farm 
Bill and the 2011 Standard Reinsurance Agreement (SRA).  We 
are hopeful that by the time this issue reaches you the Farm Bill 
has been fi nalized without any new cuts to the crop insurance 
industry.   Th ere will be, without a doubt, more changes every 
year as far as the governing of the program, but we know crop 
insurance is the cornerstone of most farmers’ risk management 
portfolios and if required, we will continue the battle to bring 
this indispensable tool to our producers.  

With that being said, the sales closing deadline for the 2013 
Wheat crop year is September 30, 2012.  All changes and addi-
tions to your policy must be made by this deadline.  Below are 
just a few things to discuss with your agent when you meet to 
review your coverage for 2013:
• Social security numbers and EIN’s on your policy are cor-

rect.
• Everyone with 10% or greater interest in the entity is listed 

on the application.
• Th e entity is correct – no changes as far as a new marriage, 

divorce, change in corporation, new trust was set up or 
partnership formed.

• You have a policy for all counties in which you intend to in-
sure wheat ~ have you acquired new ground in the past year?

• Insuring for your landlord or tenant must be done at sales 
closing.

• Will you be breaking out any new ground, or have ground 
not insured in 1 of the last 3 crop years?  A new break writ-
ten agreement may be required and is due at Sales Closing
as well.

• RMA re-classifi es high risk land frequently – review your 
ground with your agent to make sure it isn’t included in any 
high risk classifi cation.  If you do have high risk land located 

within your operation there are 
options available, but they need 
to be addressed prior to the 
Sales Closing Deadline.
• Do you need coverage for 
hay land or grazing land?  
Check with your FSA offi  ce 
to see if coverage must be 
obtained to comply with any 
government programs.  Your 
agent can tell you which crop 
insurance options may be 
available in your county, such 
as PRF policies and/or forage 
plans.

If you have any questions, don’t hesitate to ask.  Th at is why we 
are here!  We wish you all a safe harvest! 

2012 Spring Crop Prices
Crop States Projected Price for 

Revenue Protection and 
Yield Protection

Harvest Price Tracking 
Revenue Protection Only

Corn CO, IA, 
KS, NE, 

SD

$5.68 Oct 1-Oct 31
Dec Corn-CBOT

Grain Sorghum* CO, IA, 
KS, NE, 

SD

$5.53 Oct 1-Oct 31
Dec Corn-CBOT

Soybeans CO, IA, 
KS, NE, 

SD

$12.55 Oct 1-Oct 31
Nov SBean-CBOT

*Grain Sorghum pricing tracks the December Corn futures contract and is multiplied by the price percentage relation-
ship between grain sorghum and corn, as determined by RMA.

Comments and Suggestions
Email us at 

sross@thehomeagency.com.

 FIRE COVERAGE 
ON YOUR PRODUCTION HAIL POLICY

Another area of concern now, with most of 
our coverage area in a drought, is fire cover-
age. With your production hail policy there is 
fire coverage, just like there is fire coverage 
on a straight hail policy, however; with your 
production hail policy it is possible that you 
could grow yourself out of a fire loss, just as 
you can with hail.  

Example: If you have a 50 acre field 
and 10 acres are burned, the production 

from the remaining 40 acres could be 
enough to substantially reduce your claim 

or take you out of a claim all together.  
For $0.25 or less per $100 of coverage, you 
can buy a fire policy that will pay on a per 
acre basis and would not be tied to your pro-
duction hail policy.  

RATES
NE is $0.18 per $100
KS is $0.16 per $100
CO is $0.25 per $100
IA is $0.20 per $100
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THE DROUGHT CONTINUES: EFFECTS ON THE 
CALVES AND LRP TIMING
By Arlyn Rieker

A
s you well know, thus far this year is shaping up to be 
dry, hot and windy.  We started the year with little 
moisture through the winter and have had early heat 
and lots of wind.  What does this have to do with 

LRP you ask?  As this heat continues (today’s forecast is 102 
degrees with more wind) producers are already discussing early 
weaning in order to preserve as much forage as possible for cows.  
Some producers I have visited with that have been fortunate 
enough to have had rain are hoping to get through to their 
normal weaning time.  As we visit with producers about their 
coverage, we want to make sure they understand the eff ect this 
could have on their LRP policy.  

It is important for producers to understand that if there is a pos-
sibility they would sell earlier than normal, they are aware of the 
provision that you have to have the cattle at least 30 days prior to 
the end date of the contract.  For example:  if your ending date 
is November 30th, the producer needs to have the cattle as of 
November 1 to keep the coverage in eff ect.  After this date, with 
feeder cattle you can sell or retain ownership and it has no bear-
ing on the coverage.  If you sell more than 30 days prior to your 
end date, it voids your coverage.  I have listed some of the cover-
ages we have written for producers on 599# and 800# steers, and 
as you can see, some of the ending dates are in July and August 
for the producers that may not have the feed or pasture resources 
to get their cattle to their normal marketing time later in the fall.  
If they can retain ownership and feel they have enough feed sup-

plies, they have discussed purchasing coverage after their initial 
contract expires. 

Th e fl exibility of the LRP policy allows you to establish an end-
ing date anytime throughout the year to match with your time of 
marketing. 

A fi nal note:  some of the policies written in January on 800# 
steers producers were paid losses of $36/head on contracts that 
expired during May as the market softened.  If we get your cov-
erage written timely, it can have a positive eff ect on your bottom 
line. 

Feel free to call if you have questions and we will be happy to 
discuss your LRP needs.  Hope you all get some rain! 

2012 LRP Coverage Examples
Steers Type 1   <5.99# Steers Type 2   800#

Contract Date Ending Date LRP Coverage Price Contract Date Ending Date LRP Coverage Price
6/12/12 9/11/12 $175.61 3/2/12 7/27/12 $163.86
2/22/12 9/19/12 $173.85 2/17/12 8/17/12 $161.97
2/24/12 10/19/12 $178.21
2/21/12 11/20/12 $173.78
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Visit Th e Home Agency online at www.thehomeagency.com!
Th ere you will fi nd up-to-the-minute information about:

•  Commodity Markets    •  Stock Markets
•  Local Forecast and Radar   •  And much more!

You can also request a quote, fi nd the THA offi  ce 
nearest you and check out all the product lines that 

Th e Home Agency has to off er you!
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A MUST READ CONCERNING PIVOT CORNERS
By Jim Baldonado

For years you have heard me say you must have a discernable break in planting patterns between your Irrigated crops and your 
Non-Irrigated crops, and most of you are very good at doing this.  But as I travel around I see a lot of pivot corners that DO 
NOT have discernable breaks between the two and I say to myself, “I sure hope whoever that fi eld belongs to has Enterprise 
Units because when those corners burn up they will be in for a surprise because there was not a discernable break, and most 
likely will not have a loss if they have Optional Units.”  AND even if they have Enterprise Units they most likely will not have 
a claim either because all they have is one big unit and the Irrigated may yield enough to off set any loss on the Non-Irrigated 
fi elds.  So for the people that have a lot of Non-Irrigated acres to go with their Irrigated acres, this may not have been the year 
to purchase the Enterprise Unit option.  Below is the wording right out of the Loss Adjustment Manual concerning Dis-
cernable Breaks and Precision Farming.  Th e item that stands out most to me is “Calibrations performed per manufacturer’s 
requirements.”  I would much rather be safe than sorry and have a discernable break and keep my production separate, like we 
have said for the last 25 years, rather than rely on manufacturer’s requirements.

1. Clear and Discernable Break in Planting Pattern
 Planting end rows either before or after planting the crop or cultivation, disking, mowing, etc, after the crop was   
 planted between the IRR acreage and the NI corners of a center pivot system may be used to establish breaks between  
 IRR and NI planting patterns for OU purposes.  Such breaks will be acceptable only if completed on or before the   
 Acreage Reporting Deadline for the crop and are clearly discernable if a subsequent inspection is required during the  
 crop year (appraisal, claim for indemnity, APH review, etc.).

 Producers using precision farming technology, identifying the boundaries (between the IRR and NI acreage of the   
 center pivot) and GPS yield monitors that document the production separately, are considered to meet the    
 discernable break requirements between the IRR and NI acreage.

2. Acceptable Farm Management Records from Producers Using Precision Farming Technology Systems
 a. Acceptable Precision Farming Technology Systems must include at least the following components:
  i. GPS technology integrated with planter monitors, combine monitors, yield mapping software; 
  ii.   Planting and harvesting summary reporting; and
  iii.  Calibrations performed per manufacturer’s requirements.

 b. AIP approved precision farming technology systems automated planter records may be used to separate optional  
        units on center pivots irrigation systems for irrigated circles and non-irrigated corners without discernable breaks  
        in the planting pattern provided the insured can:
  i. Provide records showing the variable rate planting populations; 
  ii.   Document the automated planter monitoring system used; 
  iii.  Provide the acres planted and practiced for each optional unit; and
  iv.   Provide production records by optional unit and practice.
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NEBRASKA TEEN AUTO INSURANCE 
LAWS & REQUIREMENTS
By Diane O’Donnell 

S
ince this publication will be mailed in time for school to 
start this fall, we will go over a few things that have to 
do with teenage drivers for you parents out there.

In the state of Nebraska, licensed drivers ages 16-19 represent 
only 7% of all licensed drivers, but they currently represent the 
highest number of drivers involved in traffi  c accidents.  Th e state 
of Nebraska reports that in 28% of all fatal teen crashes, the 
drivers were not wearing their seatbelts; 19% of all teen crashes 
occurred at night and 16% involved alcohol.  Sadly, in 2008, a 
whopping 33% of all teen car crashes involved cell phone distrac-
tion.

In response to the overwhelming teen crash statistics in the 
state, Nebraska has taken action by designing its own Gradu-
ated Driver Licensing (GDL) system.  Th e system includes two 
separate courses for licensing based on the teen’s location.  Since 
creating the system, Nebraska has seen a signifi cant drop in teen 
car crashes, but the state still wants to do more.  Because most of 
Nebraska is rural, the GDL system covers both rural and “urban” 
drivers.  

NEBRASKA GDL & DRIVER LICENSE REQUIRE-
MENTS
In Nebraska, you must be at least 15 years of age to obtain a 
learners’ license.  Under the terms of the learners’ license, you 
must:
• Hold the license for at least six months
• Complete 50 hours of supervised driving, to include 10 

hours of nighttime driving

If you are 14 years of age and you currently live 1.5 miles or more 
from school, you qualify for an LPE permit and a limited license 
called a “school permit”.  A person holding a school permit 
(SCP) may operate a motor vehicle:  

1. Unsupervised to and from where he or she attends school 
and between school of enrollment over the most direct and 
accessible route by the nearest highway from his or her place 
of school-related activities at the school he or she attends; 

2. Any time when accompanied by a licensed driver who is at 
least 21 years old.

Once you have completed the learner’s license stage, you may ad-
vance to the intermediate or “restricted license phase.”  In order 
to advance, you must also be at least 16 years of age.  You must 
hold the license until your 18th birthday.  For the restrictions to 
be lifted, you will have to maintain a clean driving record for 12 
months prior.  If you do not accumulate more than three points 
on your driving record, the written knowledge and driving tests 
may be waived for the fi nal phase.  

Learner permit holders must be accompanied by a licensed adult, 
who is at least 21 years of age, at all times.  Th ere are no excep-
tions to this rule.  Under the terms of the intermediate restricted 
license, the license holder cannot drive between the hours of 12 
AM and 6 AM, unless accompanied by a licensed adult.  Dur-
ing the fi rst six months of the license period, the license holder 
cannot transport more than one passenger younger than 19 years 
old, unless accompanied by a licensed adult.

NEBRASKA CELL PHONE USE/ TEXTING WHILE 
DRIVING LAWS
Drivers under the age of 18 are prohibited from using any type 
of wireless communication device while driving.  Th e law is spe-
cifi c - anyone under the age of 18 cannot use PDAs, cell phones, 
audio-video players, messaging devices or laptop computers 
while driving.  If you violate the wireless communication law, 

you will lose your permit 
privileges until you reach 
the age of 16 or your li-
cense will be revoked.  In 
some cases, your car will 
be impounded.  Th e only 
exceptions to Nebraska’s’ 
teen cell phone law are 
emergency situations.

It doesn’t matter if a vehicle is registered in the teen’s name 
or the parent’s name in the state of Nebraska; you must carry 
minimum liability coverage of at least 25/50/25.  Th is means 
you must carry $25,000 for bodily injury to one person, $50,000 
for all bodily injuries and at least $25,000 for property damage.  
Because the risk of an auto collision is signifi cantly higher dur-
ing a teen’s fi rst year behind the wheel, Nebraska auto insurance 
companies recommend purchasing higher amounts of coverage 
than the minimum legal limits.

 Please call your local Home Agency offi  ce for more information 
on your insurance needs.  We will be glad to help. 

 Information provided by: http://www.autoinsurancetips.com/
nebraska-auto-insurance & www.dmv.state.ne.us
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In Nebraska, teen drivers 
represent 7% of all licensed 
drivers, but they currently 

represent the highest num-
ber of drivers involved in 

traffi c accidents.
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THE IMPORTANCE OF H2O
By Morgan Yardley

S
ummertime seemed to arrive early this year and it’s been 
a hot one these last few weeks.  During the summer the 
temperatures can reach all time highs.  Some of our bod-
ies do not respond to heat very well.  It takes our bodies 

quite some time to get used to the heat and this is where H2O 
(water) is important.  Dehydration has been shown to occur most 
during the summer months because of the heat index.  If your 
body does not have the proper hydration then it resorts to dehy-
dration, which is not good for the body.  Dehydration can make a 
person feel sluggish, sleepy and have lack of energy.  It can make 
you feel fuzzy and nauseous.  Th ere are many signs of dehydra-
tion, but these are the few common ones that people experience. 

Did you know that half of your body weight is water?  Yes, that 
is a lot of water!  Your brain consists of 95% water, your blood 
is 92% water and your lungs are 90% water.  You need water to 
help make your body function.  Th at is why you can’t function 
properly when you become dehydrated. 

Water in your blood helps carry oxygen to all the cells in your 
body.  You have around 50 to 75 trillion cells in your body.  Can 
you even think about how many that is?  Water is also in the 
lymph nodes which are part of your immune system and they 
help fi ght off  illnesses.  Digestion is another important area 
water helps support.  You need water to break up and digest your 
food and rid it from your body.  Water also helps regulate your 
body temperature.  It cools and heats your body through per-
spiration.  Another purpose is that water acts as a lubricant.  It 
forms the fl uids around the joints. 

You do not have to sit and drink water all day long.  Th ere are 
many fruits and vegetables you can eat that contain it.  Anything 
you eat will contain some water.  Th e best sources of hydration 
are water and milk.

So, many of you may be thinking…how much water do I need in 
24 hours?  I have asked many doctors, chiropractors, and other 
massage therapists this question because I am asked it quite 
often.  Here is an easy way to ensure you are drinking enough 
water. 

Low end=Body weight X 0.5=How many ounces a day you 
should consume
High end=Body weight X 1= How many ounces a day you 
should consume

Th e general rule is to drink at least eight glasses of water (64 
ounces) a day.  In order to help me do this, I have a water bottle 
that is measured out to 24 ounces.  I always make sure I drink 
at least three of those in a day.  I actually drink that within the 
eight hours I am at work.  If you exercise, make sure you con-
sume even more water than eight glasses because you are perspir-
ing so you need to make sure you rehydrate yourself ! 
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MAY 2012 CROSSWORD PUZZLE ANSWERSMAY 2012 CROSSWORD PUZZLE ANSWERS

M o r g a n  Ya r d l e ym b a l d o n a d o @ t h e h o m e a g e n c y. c o m 
:  . .:  . .  :  . .   S  A ,  P O  B  E ,  N  

w w w. C a n c u n V I P R e s e r v a t i o n s . c o m
First 10 to return a correctly solved 

crossword puzzle from this publication
will qualify for a drawing to win a 

$20.00 gift card!  No purchase necessary to win.

Enter to 
Win!

The Home Agency
PO Box 326

Elwood, NE 68937
Fax: 308-785-2560

Mail, fax, or drop off your 
completed puzzle to :

C
R
O
S
S
W
O
R
D

The Home Agency
Live Healthy Nebraska

2012 Final Report

23 Participants
15 Females, 8 Males

Total Pounds Lost=148
Total Activity Minutes=73,320

Benefi ts of Physical Fitness
Regular physical activity can help:

• Control your weight
• Reduce your risk of cardiovascular 

disease
• Reduce your risk for type 2 diabetes 

and metabolic syndrome
• Reduce your risk for some cancers
• Strengthen your bones and muscles
• Improve your mental health and 

mood
• Increase your chances of living longer

(Information from the cdc.gov website.)
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LEGAL SHIELD AND IDENTITY THEFT SHIELD FOR 
GROUP BUSINESS
By Melissa Harris

A
ttention business owners!!  Looking for a free and 
unique benefi t to off er your employees?  Did you 
know Legal Shield and Identity Th eft Shield can be 
off ered as a payroll deducted employee benefi t that 

requires no cost to you as the employer?

Legal issues have the potential to have a signifi cant impact on an 
employee attendance and concentration while at work.  Wouldn’t 
you like to provide a benefi t that will not only provide peace of 
mind to your workers, but also improve the work environment as 
well as productivity in your organization?

Your employees will receive the same services as a traditional 
membership, but at a discounted rate, and their monthly mem-
bership fee can come directly out of their paychecks.

Here’s how it works:
• A Home Agency agent will meet with your employees at 

your convenience and present the products to them.  
• Every employee can choose which, if any, plan(s) they’d like 

to enroll in.  No one is obligated. 
• We will do the enrollment paperwork for you and prepare 

documentation for your payroll department. 
• Your business will have the opportunity to deduct the mem-

bership fees for two payroll periods before you’re even billed 
for the fi rst month’s memberships, so there are no up-front 
costs to your business. 

• Pre-paid Legal Services, Inc. takes care of all the member-
ship communication and correspondence directly with your 
employees.

Here’s what the memberships provide:
Identity Th eft Shield
1. Credit Report Th rough Experian - including a Personal 

Credit Score and Analysis 

2. Continuous Credit Monitoring Th rough Experian - im-
mediate notifi cation of any activity 

3. Fraud Restoration Service - complete restoration of your 
identity to pre-theft status, completed by licensed investiga-
tors from Kroll Investigative Services

Legal Shield
1. Preventative - Toll-free access for consultation and advice; 

letters or phone calls made on your behalf; contract/docu-
ment review; prepare your will, living will and health care 
power of attorney

2. Traffi  c-Related Issues - Moving traffi  c violations; acci-
dents; other vehicle-related issues

3. Trial Defense - Pre-trial and representation at trial 
4. IRS Audit Assistance
5. Member Discount Services - 25% Preferred Member 

Discount 
6. 24/7 Emergency Access
7. Online Legal Forms

Your employees can get all the same benefi ts as a traditional 
membership, but at a discounted rate AND no enrollment fee.

Call Th e Home Agency for more information or to make an 
appointment to learn more about Pre-Paid Legal Group Ben-
efi ts! 
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Th e Home Agency is an equal opportunity provider.

“Th e average identity theft victim 
spends more than $1200 in the 
quest to clear his or her name.”

-Federal Trade Commission

Have you ever been treated unfairly, 
received a speeding ticket, signed a 
contract without knowing what all the 
fi ne print said or been overcharged for 
a repair...but didn’t seek the help of 
an attorney because of the cost?

What if there was a service that gave 
you access to quality attorneys for 
these situations and more?  Pre-Paid 
Legal is here and that’s what we do!

Coverage includes:
• The individual who purchases the 

membership.
• His or her spouse.
• Never married, dependent children 

under age 21 living at home.
• Never-married, dependent children 

under age 23 who are full-time col-
lege students.  

• Children under age 18 for whom 
the member is a legal guardian and 
any dependent child, regardless of 
age, who is mentally or physically 
disabled.

Legal Shield

Unfortunately you are.
• Do you hand your credit cards to 

servers at restaurants?
• Do you sign your credit cards?
• Do you supply your personal          

information over the internet?
• Do you keep your social security 

number in your wallet or purse?
• Do you leave mail at home or 

business for the postal carrier to 
collect?

• Do you shred unwanted mail with 
personal information?

Th ink you’re not at risk?

Don’t leave your name and credit rat-
ing to chance.  Put our Identity Theft 
Shield to work for you.

Get regular monitoring of your credit 
report and let the proven leaders 
in the identity restoration and legal 
services fi eld assist you.  The Identity 
Theft Shield gives you easy access to 
the resources you need to understand 
your credit ratings...and to fi ght back 
if an identity thief threatens your 
fi nancial standings.

Identity Th eft Shield

Call us today to learn how a small 
monthly fee can protect you and your 

family from identity thieves!  

308-785-2803
www.thehomeagency.com 

Th e Home Agency is a full line 
insurance agency now off ering these 

legal and identity theft services.  

Offi  ces in Nebraska, Kansas, 
Colorado and Iowa.
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STRATTON, CO
By Penni Fox

H
ere we are in the middle of June watching the com-
bines pulling into the fi elds to harvest.  Not sure if 
it takes more faith or patience to farm in our part of 
the world.  Seems the past couple of years, elements 

of a dry winter followed by early hot temperatures have settled in 
like the plague.  Th is has also been a year for exceptionally strong 
daily winds.  Talking with locals, it’s been 50 to 60 years since 
they remember harvest coming at such an early date.  While 
the yields will not be what the farmers have worked so hard for, 
hopefully putting wheat in the bin will bring some solace.   

Here is something 
awesome I wish 
everyone would 
think about.  
Few really know 
what farmers go 
through to put 
food on our tables.

I hope everyone 
had a wonder-
ful summer fi lled 

with vacations, family reunions and many weddings to attend.  
If you have any questions concerning your policies or making 
changes, please give me a call.  I really appreciate your business! 

MCCLELLAND, IA
By Kevin Ross

Hello all!  My update for Southwest Iowa is that things were 
looking pretty dry for May and early June, but then we caught 
a couple rains and hopefully we can catch a few more through 
pollination.  Beans were a little slow to get rolling it seemed, but 

hopefully the weather will cooperate for them also.  

As I’m writing this article, it is nearing Father’s Day.  I was 
driving the tractor and planter down the road the other day and 
looked over at Hudson.  Naturally it was late and the little man 
was pretty much all tuckered out.  It brought me back to the days 
when I was a little guy riding with my grandpa and I would wake 
up when my head smacked the back window of the 4440 while 
disking or something.  As I looked over at my son I did my best 
to take in that moment as I’m not sure there is another feeling in 
the world like that of being in agriculture and being able to share 
it over generations.  I think we are all truly blessed to have the 
opportunity to be involved in this industry if even only in a small 
way.  Th anks to everyone for doin’ what you do in agriculture and 
to the fathers and families who have given many the opportuni-
ties to make a living in this arena. 

BELOIT, KS
By Enos & Jill Grauerholz

We are writing this in late June, just after a MUCH needed 
rain in Kansas.  Our wheat harvest for 2012 was the earliest 
anyone can recall.  Many growers started cutting the last week 
in May.  Th e wheat survived many perils this year.  Early heat 
and drought stress matured the wheat rapidly, which led to some 
shrunken kernels with below average test weight.  Th e fungicide 
treatment paid big dividends in areas that received timely rain 
after its application.  Th en there is the market.  Wheat harvest 
price is coming in $2.00 below the base price.  Th is creates a 
huge revenue factor around the 1.3 mark.  Th is means if you were 
originally guaranteed 1000 bushel, you now are guaranteed 1,300 
bushel.  Th is translates into many revenue claims with producers 
guaranteed bushels up to their APH.  Th is is a huge hidden value 
in the revenue policies.  Hopefully by the time you read this, 
most revenue checks have been received.  Th e sooner we received 
your ledgers, the faster you received your check. 

As we look forward to fall harvest, we hope you are using your 
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policy to your benefi t.  Your guaranteed bushels are there for you 
to market safely.  Remember our base price for corn is $5.68, 
milo $5.53, and soybeans $12.55.  Corn and milo are hanging 
close to that as of now.  Soybeans are running at $13.82 as I 
write this.  With a price increase, your production losses are paid 
at the harvest price.  If you suspect a loss on your crops, let us 
know now and we will get those entered.  It is better to turn it in 
early and not have a loss, than to turn your loss in too late. 

We appreciate your business; enjoy your fall and be in touch! 

HOME, KS
By Paula Brown

As I’m writing this, the harvest price on wheat is tracking and 
revenue losses are looking likely.  Higher levels of coverage are 
resulting in claims for many producers.  Most of the wheat in 
our area yielded better than we had expected, as early on we 
thought production losses might be deep.   Yields in Marshall 
County averaged 45 bushel/acre.  4-5” of rain locally in the last 
two weeks has helped green the pastures back up, but the early 
drought stress has taken a toll on the grass.  Producers are con-
cerned about winter feed costs and availability.  I’ve never seen so 
much wheat straw being put up.  I am reminded of the constant 
preparation farmers make in order to withstand the challenges 
from nature and the economy.  Staying profi table when so many 
factors are uncontrollable requires foresight and good manage-
ment.  In August and September we’ll be looking at options to 
protect the 2013 wheat crop.  Th e early lack of moisture on the 
corn has us anxious to see what the impact will be on yields.   A 
big concern is the vulnerability to wind damage we have this 
year.  Many insureds are putting green snap protection on to 
cover the risk.  Crop insurance products continue to be the best 
defense against the unknown and uncontrollable.  Th ank you for 
your business and friendship; it is a privilege to work with you 
and for you.  Happy harvesting! 

KIRWIN, KS
By Rhonda Jones

First of all, we welcomed our fi rst grandson Cooper Douglas 
Miller on June 16th.  He is a cutie and grandma can’t put him 
down!

What a diff erence a year can make!  Th e spring crops are strug-
gling from no moisture and hot high winds.  Th e area had a 
storm go through on Memorial Day weekend with Kirwin re-
ceiving golf ball to tennis ball sized hail.  Fortunately there wasn’t 
a lot of wind with it so the damage was not signifi cant.

Wheat harvest was earlier than usual and some of the yields were 
in the 50’s which surprised me.  Just think what they could have 
been had we gotten some rain this spring.  Getting the wheat to 
dry down was also an issue.  It was not uncommon to see patches 
left in fi elds.
Reminders for fall harvest:

• If the dry weather continues and you want to chop your corn 
for silage, you must call me before doing so.  Please let me 
know a few days in advance so I can get an adjuster notifi ed.

• Keep good records – be sure you have tickets for each fi eld if 
you plan on comingling the grain and mark the bin!  If pos-
sible, have some sort of a scale ticket.

• Turn in production timely – if you think you may have a loss 
or are not sure, notify me promptly.

• SAFETY - Slow down; make wise decisions for a safe 
harvest.

Hope to see you all the Kansas’ Biggest Rodeo in Phillipsburg on 
August 2nd-4th! 

LARNED, KS
By Clark Redding

Yogi Berra was famous for his one liners.  One of them describes 
the summer of 2012 to a tee.  “It’s like déjà vu all over again.”  
Hot and dry just like last year.  Our Kansas wheat crop has gone 
from great to just so-so out west in the last 60 days. Crops that 
were 60 bushel went to 20-30 since then.  We’re at least three 
weeks ahead of normal as far as maturity and harvest.  Too hot, 
too soon without any moisture is not a formula for success!  
Some farmers are not going to plant milo this year or not as 
much, due to the heat and lack of moisture.  Double crop soy-
beans will be tough to get done this year, as it didn’t work out so 
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well last year either.  You wonder how they survived back when 
they fi rst settled this place.  Tough I guess!

Eastern Colorado is faring a little better.  Wheat is not as far 
along, as it hasn’t been quite as hot.  Th ey had some more mois-
ture as well.  Wheat should make a decent harvest in 10 days to 
two weeks (around the end of June).  Th ere have been some scat-
tered rains and a little hail here and there.  In Idalia, CO, they 
had one monster of a hail storm a little over a month ago.  Four-
teen inches in a very small area!  Th ank God it was a small area!  
Th ey had to get the snow plows and maintainers out to clear the 
roads.  It took care of the wheat in that area also.  Lucky it wasn’t 
wider spread.  One older gentleman said that he’d never seen hail 
like that in his whole life.  It’s gotten hot again and now they’re 
back to hoping for a rain. 

Th e weather contracts we wrote last year were a game saver for 
those who bought them and many are renewing them again.  
Like Yogi said, “It looks like déjà vu all over again.” 

BENKELMAN, NE
By Meghann Pursley

109 degrees, that’s what the bank thermometer reads right now 
(mid-June)!  It appears the wind has fi nally run out of steam.  
After two months of relentless blowing, I think it fi nally heard 
our pleas.  Th is might be a summer full of green snap claims 
rather than hail.  What a complete 180 from last year’s cool, wet 
spell!  We haven’t had a lot of damaging hail so far this summer 
and I hope that continues.  Fires caused from lightening seem to 
be as big of threat as any this season.  With the lack of rain and 

predicted drought outlook, I hope at least some of you consid-
ered weather risk contracts and how they are able to protect your 
input costs and profi t potentials.  
Wheat harvest is in full swing and it’s only the middle of June.  
With harvest being so early, I hope everyone got to enjoy the 
fi reworks from a lawn chair instead of a combine this year!   

Th ere has been a lot of interest in Afl ac and Pre-paid Legal the 
last couple months here at the Benkelman offi  ce.  My wishes 
are for everyone to stay safe this upcoming harvest, but it’s nice 
to know that Afl ac is there to compensate you if any accident 
should occur.  For free quotes on this or any of our insurance 
products please stop by or give me a call at 308-423-2400. 

RUSKIN, NE
By Dave Meyer

What a diff erence a week can make!  In my area of south central 
Nebraska, from June 14th to June 21st we were blessed with some 
very timely rains.  Th e dryland crops have gone from the verge 
of drying up to having adequate moisture for the next couple of 
weeks thanks to rainfall totals that range from 4” to nearly 8”.  
I have some clients that have corn in the tassel stage as of this 
writing ( June 22nd), so the timing of the rains couldn’t have been 
better.  Th e dryland crops will certainly need additional rainfall, 
but right now, it looks like they have a chance to be pretty good.  

I had an uncle that used to say, “It can get wet a lot faster than 
it can get dry”; and a farmer that told me, “In Nebraska, we’re 
never more than 10 days away from a drought”.  My observation 
is that both statements are true ! 

ELWOOD OFFICE NEWSELWOOD OFFICE NEWS
We’d like to give a big warm welcome to a new agent in the Elwood, NE 
offi  ce, Kristy Diefenbaugh.   She is working closely with Deb Arends in the 
Property and Casualty department and has been a great asset to the offi  ce 
already!  I’ll let her tell you a little bit about herself:

Hello, my name is Kristy Diefenbaugh and I recently moved to Elwood and 
joined Th e Home Agency in June, 2012.   I moved here from Loomis, NE 
where I lived the last six years.  I was born and raised in Broken Bow, NE and 
then earned a Bachelor’s degree at the University of Nebraska at Kearney.  I 
entered the insurance business in 2003 by selling Life and Health insurance.  
Since then I have attained my Property and Casualty and Crop licenses.  I have 
been a proud member of the National Association of Insurance and Financial 
Advisors (NAIFA) for the last eight years.  I recently served as the 2011-2012 
President of the NAIFA NE Central Association.  I married my husband, Kyle 
in 1997.  Kyle is a Sergeant with the Nebraska State Patrol.  We have three 
children – Baylee, Kaydee and Brody.  I enjoy golfi ng, reading, going to my 
kids’ activities and spending time with family and friends. 
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HOW TO REALLY DEAL WITH HEAT AND 
DROUGHT THIS SUMMER…
By Jim Jubb, eWeatherRisk

T
his edition, we talk about how hedging excess daily 
temperatures protects against both drought and overly 
hot summer temperatures.  Producers sometimes 
ask for a drought hedge or an excess heat hedge and 

here we explain them and their diff erences.  If you are close to a 
weather station and you can live with less than the average rain, 
a drought hedge may be a good choice but there are risks such as 
the timeliness and severity of rain like a heavy rain event at the 
end of the risk period.  Excessive heat on the other hand, looks 
at the number of heat units above a temperature you set and is 
highly correlated with lack of rain; the drier it is, the higher the 
day time high temperatures tend to be.  So you are able to hedge 
both with an excess daily high temperature heat contract!

WHAT IS THE DIFFERENCE BETWEEN A HEDGE 
AGAINST TOO LITTLE RAIN AND ONE THAT IS FOR 
TOO MUCH HEAT?
Th is question has been asked by producers throughout Th e 
Home Agency network and is driven by whether drought or heat 
most aff ects yield or cost of doing business and the cost eff ective-

ness of both types of hedges for your area.

An excessive heat hedge can provide a similar benefi t to a 
drought hedge; just a little diff erent science is used to provide 
the basis for your consideration.  Th ese work just like Growing 
Degree Days you see when buying seed.

You can set your temperature where you think your yields will 
be damaged or you have higher costs such as fuel for irriga-
tion; typically high temperatures above 85-90 degrees.  Just like 

drought, your agent 
can show you the 
averages, minimums 
and maximums for 
the date range you 
want.  Th en structure 
the hedge to pay 
when temperatures 
are “excessive” in the 
date range you are 
concerned about.  So, 
let’s say you chose 
85 degrees as your 
starting point and the 
fi rst day is 90.  Th at is 

“5” degree days over 85.  Th e next day its 90 again; now you are at 
“10” degree days.  Th is just accumulates over the dates you chose 
and temperatures below 85 are not counted.

When you purchase an excess heat contract, you cover both dry 
and hot conditions and hedge both in one contract!!

Your agent can tell you what the average degree days over your 
temperature threshold is and the maximum amount of degree 
days.  Th e Home Agency Agent can also give you an idea where 
the best protection “degree-day range” might be and from there 
you can evaluate what’s best for your production cost off set.

Th e Home Agency can build either a straight drought or an 
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excessive heat hedge quite quickly and show you how aff ordable 
they are or maybe you have a custom structure in mind.  All you 
need to do is pick up the phone and give them a call.

WHAT TO EXPECT IN THE FORECAST FOR THE 
BALANCE THIS SUMMER?
Th e weekly Home Agency WeatherManager has both long range 
forecast trends as well as short and medium term forecasts that 
can be very benefi cial in your fi nancial decisions. 

For a long term trend, it all depends where you are.  We cur-
rently expect the rest of June to see continued heat and dryness 
while the rest of the summer to be hotter than normal.  Drought 
expectations vary but a good part of the Midwest and South are 
projected to be dry.  To see the latest drought outlook, just type 
this address into any browser: http://www.cpc.ncep.noaa.gov/
products/expert_assessment/seasonal_drought.html

Every week we talk about the weather that is important to your 
production and give you some ideas on how to hedge against it.

If you haven’t received a copy of the WeatherManager, simply 
go to www.thehomeagency.com and download the most recent 
one.  Or, call your agent and have them send one to you in the 
mail. 
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WATCH OUT FOR THIS!
By Alan E. Kuzma, CLU ChFC

I
f you look up the defi nition of insurance, something like 
this comes up:  the act, system, or business of providing 
fi nancial protection for property, life, health, etc., against 
specifi c contingencies, such as death, loss, or damage, and 

involving payment of regular premiums in return for a policy 
guaranteeing such protection.

Th e reason I mention this is there is a disturbing trend I am see-
ing concerning life insurance.

To see where we are going, we need to take a look back. 

Remember the early 1980’s?  Ronald Reagan was President, the 
Iran Hostage Incident, the birth of Nightline, Mount St. Helen’s 
erupted and Lady Diana Spencer married Prince Charles.

Do you also remember what was happening fi nancially?  CD’s 

paid 18%, money market accounts paid 15% and mortgages, well 
you were lucky if you could get one for 12%.

Have you ever looked at compound interest rate chart?  Com-
pound interest is one of the amazing things in the world. 

THE EIGHTH WONDER OF THE WORLD
Playing the “what if ” game with compound interest rates is 
much like gold fever-quite intoxicating. 

If you deposit $10,000/year in an account that earns 12% 
for 20 years the future value is $720,524.  If it earns 15% the 
future value is $1,024,435; if it earns 18% the future value is 
$1,466,279….well you get the idea.

Th e life insurance industry looked at stodgy old whole life earn-
ing 5-6% and quite frankly scoff ed at it.  Why would anyone 
put money into an account that “only earns 5-6%” when you can 
make 15%?

So to capitalize on the high 
interest rates, universal life 
insurance was born.  If you 
own one of these critters you 
need to know how they are 
constructed, what the upside 
is and as well as the down-
side.  So let’s get to it.

Th e fi rst thing you notice 
is the premium is fl ex-
ible.  Th ere is a minimum 
premium and a maximum 
premium.  You get to choose 
what you are comfort-
able with.  Th e premium is 
deposited into a cash value 
account.
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From that account there are withdrawals.  Th e fi rst withdrawal 
is to pay the mortality charge.  Essentially you are purchasing a 
term life insurance policy (with an increasing annual premium) 
and combining that with a money market account. 

Th e second withdrawal pays for non-premium items such as the 
waiver of premium and accidental death benefi t.  Th e waiver of 
premium pays your premium in the event of disability.  A person 
has to be disabled for six months before the company waives the 
premium and they stop paying the premium when the insured 
reaches age 65.  An accidental death benefi t is a double indem-
nity clause.  If the insured dies by an accident, the death benefi t 
doubles. 

Th e next withdrawal will only come into play in the event the 
owner surrenders the policy prior to a specifi ed time frame.  
Typically this is 10 years.  Here is some background regarding 
surrender charges. 

Th ere are startup costs associated with putting a policy in place.  
Th e help at the insurance company gets paid, the paramedical 
that does the exam gets paid, the agent gets paid, the electric 
company gets paid, etc.  Normally these costs are amortized over 
a 2-5 year period.  In the early 1980’s one company would issue 
a policy with the cash value earning 12%.  Another company 
comes out and their interest rate is 15%.  Earlier I gave you 
future values at various interest rates.  Money grows much faster 
at 15% than 12%.  So if you purchased a 12% policy there was 
a huge temptation to switch to the 15% policy.  I called this the 
“Monte Hall” life insurance proposal.  Every company was one 
upping their competition.  A company cannot stay in business 
with their book of business being cannibalized.  So the com-
panies instituted surrender charges.  Basically it’s like an early 
withdrawal penalty on a CD.

Th en current interest is credited to the account.  Cash inside the 
account accumulates on a tax deferred basis.  Th e policy owner 
can make income tax free withdrawals for whatever purpose they 
can think of. 

Th e product design was brilliant.  Money compounding at “only 
8%”easily pays the mortality charges forever and builds a very 
nice cash reserve.

THE FLY IN THE OINTMENT
As long as interest rates were high, things were great.  Policy 
owner’s snatched up these contracts with the understanding they 
would only have to pay seven years of premiums and then the 
policy would stay in force forever. 

As interest rates came down, the “bloom came off  the rose”.  
Policy owners got notices stating they needed to pay more in 
premiums or that instead of paying premiums for seven years 
they needed to pay for 12 years, then 15 years and then perma-
nently.

If you own a universal life policy purchased in the 1980’s you 
might have a real problem.  In today’s historically low interest 
rate environment your policy is in real danger!

Why?  It’s simple math.  As you grow older, the mortality charg-
es in the policy go up, sometimes dramatically.  If your policy 
is circa 1980’s the mortality charges are from a 1975 mortality 
study, much higher than what you fi nd today.  You combine an 
ever increasing cost of insurance with signifi cantly lower interest 
rate earnings and it doesn’t take too long before you are “up-
side down”.   Meaning that the annual premium cost is greater 

Continue on the next page...
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than then annual earnings.  So the diff erence between the two 
numbers needs to be accounted for.  Th e defi cit is made up by 
either the policy values or the owner needs to put in additional 
premium.  Th e worrisome thing is the ever increasing mortality 
charge.

Unfortunately this is the perfect storm.  Your policy may be in 
grave danger of lapsing.

AND IT GETS WORSE
During the great Bull Run the stock market had from 1983-
2000 Wall Street decided they need to get into the act.  Instead 
of the cash reserves earning a fi xed rate of interest some execu-
tives with ties to Wall Street thought it would be brilliant to have 
them invested in stocks and bonds. 

Th at was great as long as the market is going up.  Consider these 
numbers; on December 31, 1982 the Dow was 1,075.  On De-
cember 31, 1999 the Dow was 11,497.  Th at is an annual return 
of 14.95%! 

Wall Street thought they were 10 feet tall and bullet proof. 

So now we have a variable universal life insurance policy.  It is 
called variable universal life because the policy values are invested 
in the stock market.  As I said before, everything is rosy as long 
as the stock market is going up.

Now pay attention to this.  As stated earlier, the Dow was 11,497 
on December 31, 1999.  As I write this, June 17, 2012; the Dow 
closed at 12, 767.  Let’s do the math together; 12,767-11,497= 
1,270 point gain.  1,270 divided by 11,497=11% total positive 
return in 11.5 years.  11.00% divided by 11.5 years= 00.96% /year 
return. 

So what does this mean to someone owning a variable life insur-
ance product?  A lot!!!

If you remember the product design, the cost of the term insur-
ance is supposedly paid for by the cash value earnings.  But what 

if the gains from the stock market aren’t enough to pay the mor-
tality charges?   Th en more money needs to be put in.  Th e policy 
automatically takes the needed amount from the policy reserves. 

So what if the variable universal life doesn’t have any cash 
value remaining?  Answer:  the policy owner pays the diff er-
ence or the policy lapses.  Th e life insurance you thought you 
had, that would take care of your obligations and family has 
suddenly vanished. 

Caveat emptor-let the buyers beware!

If you speak to most trust departments, they don’t want anything 
to do with variable life insurance.  Why?  Because their job is to 
make sure the money they have been entrusted with will be there 
for the benefi ciaries.  When possible, these policies are being 
replaced.

Personally, I despise variable universal life.  In my estimation it is 
one of the worst things ever pitched to the American public.

If you have one of these monstrosities I would review it with a 
fi ne tooth comb.  Call the professionals at Th e Home Agency 
or myself (402-438-4200) and we will off er a free, no obligation 
consultation.  

Make sure your life insurance will be there when your family 
needs it!!  
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Th e agents at Th e Home Agency off er various Afl ac 
policies.  Some of them are listed below with their 
highlights.  For more information or for a quote, 

please contact your local Home Agency agent!  Th ey 
will be glad to walk you through your options and get 

the right plan in place for your individual needs.
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Summer FavoritesSummer Favorites

Fresh produce is abundant 
this time of the year whether 

it's from the grocery store, 
a local farmer's market or 

your own garden.  Th is salsa 
recipe is a simple one to make 

and is delicious on top of 
that!  Enjoy!

If you would like to share a 
recipe in this magazine, 

please e-mail it to me at :  
sross@thehomeagency.com.  

Garden Salsa     From:  Sharri Baldonado

Ingredients:
6 cups of tomato, chopped
2 medium onions, chopped
4-6 jalapenos, chopped
1/3 cup fresh cilantro, chopped
          or 1/8 cup dried cilantro
1 teaspoon sugar
1 teaspoon salt
½-1 teaspoon garlic powder
¼ cup white vinegar

Directions:
Mix all ingredients in a large bowl.  If you 
would like to can the salsa, follow your 
manufacturer’s instructions and process in a 
water bath canner for 15 minutes after the 
water starts to boil.  

If you are not going to can it, I suggest 
making this recipe the day before so all the 
flavors have time to mix together well.  
Enjoy!
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Please enjoy this crossword puzzle.  You will fi nd every 
answer somewhere in this magazine.  Th e correct answers 
will be in the next issue.  Also, please check out page 11 for 
our crossword puzzle contest!

ACROSS

1 If your variable universal life policy doesn't have 

any cash value remaining, the policy owner has 

to pay the ____ or the policy lapses.

8 Th e nice thing about a ____ policy is it will 

follow the market up and never is there a basis 

taken out.

9 ____ closing deadline for the 2013 wheat crop 

year is September 30, 2012.

10 New agent Kristy Diefenbaugh recently served 

as the 2011-2012 President of the ____ NE 

Central Association.

11 In Kirwin, KS they received ____ ball sized hail 

over Memorial Day weekend.

14 Legal Shield and Identity Th eft Shield can be 

off ered as a ____ deducted employee benefi t.

15 Th e weekly Home Agency WeatherManager has 

both long range forecast trends as well as short 

and medium term forecasts that can be very 

benefi cial in your ____ decisions.

17 Jim's wife, Sharri, is getting a new puppy, a 

miniature ____ Shepherd.

20 Ruskin, NE received some timely rains in June 

ranging from four to ____ inches in some areas!

22 Th e Stratton, CO locals say that its been 50 to 

60 years since they remember wheat ____ com-

ing at such an early date.

24 Too ____, too soon without any moisture is not a formula for success in 

the Larned, KS area.

26 ____ of your body is water.

27 Th e fi rst withdrawal in a universal life insurance policy is to pay the ____ 

charge.

28 Crops were looking pretty ____ for May and June in the McClelland, IA 

area.

29 Th e general rule is to drink ____ glasses of water (64 ounces) a day to stay 

hydrated.

30 Producers have bought ____ of precipitation eWeatherRisk contracts this 

summer.

DOWN

2 Th e premium is ____ with a universal life insurance policy.

3 In Nebraska, drivers under the age of ____ are prohibited from using any 

type of wireless communication device while driving.

4 ____ after the crop was planted between the IRR acreage and the NI cor-

ners of a center pivot system may be used to establish breaks between IRR 

and NI planting patterns for OU purposes.

5 A lot of wheat ____ has been put up in the Home, KS area.

6 In the state of Nebraska, licensed drivers ages 16-19 represent only 7% 

of all licensed drivers, but they currently represent the highest number of 

drivers involved in ____ accidents.

7 A ____ policy with Afl ac has no deductibles.

12 Employees will receive the same services as a traditional Legal Shield 

membership, but at a ____ rate and their monthly membership fee can 

come directly out of their paychecks if off ered as a benefi t through their 

work.

13 In Beloit, KS their wheat harvest for 2012 was the ____ anyone can recall.

16 In the eWeatherRisk article, Jim Jubb talks about how hedging excess daily 

temperatures protects against both ____ and overly hot summer tempera-

tures.

18 Fires caused by ____ seem to be as big of threat as any this season in Ben-

kelman, NE.

19 Cattle producers are already discussing early ____ in order to preserve as 

much forage as possible for the cows.

21 With a LRP contract, you must have possession of the cattle at least ____ 

days prior to the end date of the contract.

23 Acceptable Precision Farming Technology Systems must include the 

planting and harvesting ____ report.

25 In the new ____ Bill, the crop insurance industry could, once again, be on 

the chopping block. 

Crossword PuzzleCrossword Puzzle
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