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FROM THE DESK OF JIM BALDONADO…

G
reetings!  Some of you may wonder why you are 
getting the November Issue of Th e Home Agency 
Magazine two to three weeks early.  Well, my 
daughter Sara, who is in charge of the Magazine, 

will be having twin boys the fi rst week of October and felt it 
would be best to get the magazine wrapped up before they arrive.  
I guess I just don’t understand what the problem is; she will only 
have four boys, ages fi ve and under!   

ARC PAYMENTS
As most of you know, we spent a lot of time putting on Farm Bill 
meetings with Dr. Art Barnaby last winter.  And it looks like if 
you are going to get a payment at all, it will come from ARC, but 
it all depends on where your county average was set at for 2014.  
In some areas where the 5-year average was average or lower and 
2014 came in way above the 5-year average, there may not be a 
payment, or at best, a small one.  On the other hand, where the 
2014 county average came in close to average with the falling 
prices, I have seen some estimated corn payments in the $100 
range.  Bottom line…choosing the ARC program was by far the 
best way to go, as I have not seen anything payable for PLC.

HEADS UP
Just a “heads-up” on what’s coming down the road… Starting 
in 2017 we are told that a producer, when turning in their acres 
and plant dates will have to report this information to us by 
Common Land Unit (CLU) data, which is Farm Number, Tract 
Number, and Field Number, noting the number of acres planted 
for each fi eld, together with the plant date(s).  Th is will not be 

fun for anyone and I have been 
opposed to this from the begin-
ning, but it looks to me that I am 
fi ghting a losing battle.  On top of 
that, if you don’t turn them in that 
way, you can’t buy Multi-Peril crop 
insurance for 2017.

We have been building maps with 
the CLU information on them 
for the last couple of years and 
are way ahead of our competition, 
but still have a ways to go.  As you 
can see, we are willing to help, but 
we will need your help on this as 
well.  Th ere will be more to come 
on this issue down the road, but we 
wanted to give you the “heads-up.”  

FAMILY
On Saturday, September 12th, 
Sharri and I drove to Council 
Bluff s, IA to watch our old-
est grandson, Hudson, play fl ag 
football, which was a blast!  Th en 
we loaded up Axten and Hudson 
and hurried back to Lincoln so 

Grandma and Aunt Megan could take them to the Nebraska 
women’s volleyball game and then we all went to the Nebraska 
football game that evening.  What a great time we had!  Al-
though I don’t know who was more tired by 11:00 that night, 
Axten and Hudson or Grandpa and Grandma.

Well, its harvest time – please slow down and take your time, as 
there is always another day! 

President's Thoughts
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MIDWEST FARM MOM OF THE YEAR
By Jim Baldonado

T
his past spring my daughter, Sara Ross, was nominat-
ed for the Monsanto Farm Mom of the Year award.  
Th is is the sixth year Monsanto has recognized farm 
moms that go above and beyond for their families, 

farms, communities, and agriculture in general.  

Sara was nominated for this award by her cousin, Angela.  In 
order to nominate her, Angela had to submit an essay describing 
the ways that Sara contributes to her family, farm, community, 
and agriculture.  Monsanto Farm Mom of the Year had a record 
number of applicants this year.  Th ey received 1,400 nominations 
and only fi ve were selected to be regional winners.  

After the nominations are submitted they are judged on the fol-
lowing by the American Agri-Women Association:
Supporting her family- What makes this mom really special to 
her family?  What attributes are especially appreciated above and 
beyond all the daily tasks and responsibilities moms perform?
Supporting her farm-Whether it’s keeping the books or driving 
a combine, how does the mom play an important role in the suc-
cess of the family farm?
Support her community-How does this mom contribute to her 
community through involvement in agriculture organizations or 
support for other community activities?
Supporting agriculture- How does she share her passion for 
agriculture with others and how does she help educate consum-
ers about agriculture?

Angela’s nomination letter earned Sara the title of Midwest 
Farm Mom of the Year.  Th e Midwest region includes the states 
of Iowa, Illinois, Minnesota, Missouri, and Wisconsin.  Th ose 
top fi ve regional winners went on to compete for the top prize of 

Farm Mom of the Year; although she did not win the top award 
we are still very proud of her!

Sara is involved with many aspects pertaining to her family, farm, 
community, and agriculture.  For starters, Sara and her husband, 
Kevin, are raising their family on their sixth generation family 
farm in southwest Iowa.  Th eir sons are Hudson (5), Axten (2) 
and by the time you read this they will have had their identical 
twin boys also!  She has also been working full-time for the past 
seven years here at Th e Home Agency where she is an insur-
ance agent and our Marketing Manager who puts this magazine 
together every quarter.

Off  the farm, Sara has been involved with CommonGround for 
the past fi ve years.  CommonGround is a grassroots organization 
of farm women and mothers who want to help reach out to their 
urban counterparts to talk to them about agriculture, where their 
food is coming from, and how it is grown and raised.  She has 
had the opportunity to speak to consumers locally, nationally, and 
has also been to China twice in the past year with the U.S. Soy-
bean Export Council where she spoke to Chinese women about 
family farms in the United States and the benefi ts of genetically 
modifi ed crops.  

Sara is also very active on social media and in her blog (www.
saras-house.com), she talks about farm life, her family, and shares 
some great recipes.  Here you can keep up-to-date with what 
is going on in Sara’s life and what is happening on their family 
farm.

Congratulations again, Sara!  We are all very proud of you! 
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CROP INSURNCE CORNER
By Cindy Davis

U
nlike the last couple of years, this past summer 
brought some welcome moisture, and for the most 
part, in our area, a lot less hail.  Th e row crops were 
looking really good, at least in mid-September, at the 

time this article was written.   Harvest will be in full swing and 
possibly complete by the time the magazine reaches you.  We 
certainly hope you all have a safe and abundant harvest.  

It’s hard to believe the 2016 crop year is already here.  In Sep-
tember you should have met with your agent to review your cov-
erage for 2016 winter wheat.  It seems every year there is more 
information, more changes, and more options that agents will 
discuss with producers.  Change is inevitable, right?  Whether 
you are one to embrace change or run from it, we can probably 
all agree, when it comes to crop insurance there has certainly 
been a fair amount of it.  Th e biggest source of recent change 
in the crop insurance industry has come from the 2014 Farm 
Bill (Agricultural Act of 2014), which was signed on February 
7, 2014.  In addition to the crop insurance changes, the Farm 
Bill has brought change in commodity programs, conservation 
programs, and the Supplemental Nutrition Assistance Program 
(SNAP) as well.  It will also expand programs for specialty crops, 
organic farmers, bioenergy, rural development, and beginning 
farmers and ranchers.  Th e USDA is continually working to 
implement these changes and bring all the provisions of the 
2014 Farm Bill into action.

2016 WINTER WHEAT – ACREAGE REPORTING
Th e next deadline for the new wheat crop year will soon be upon 
us.  Th e acreage reporting deadline for 2016 winter wheat for 
Nebraska, Colorado, and South Dakota is November 15th.  Th e 
deadline for Kansas and Iowa is December 15th.  Your agent 
will need your acres, plant dates, and the share parties involved.  
Below are a few reminders to keep in mind when you meet with 

your agent:
• Be sure to report all acres, whether they are 
insurable or uninsurable.  Uninsurable acres must 
be reported and, at harvest time, the production 
from those acres needs to be reported as well.  
Failing to report uninsurable acres could lead to 
problems at loss time.  Uninsurable acres are not 
charged premium and are not considered in the 
calculation of your approved production history, 
if they are reported correctly.
• Verify all plant dates, sharing parties, and share 
percent’s listed on your acreage report.
• Acres should be reported by Common Land 
Units (CLU’s).  A CLU includes the farm 
number, tract number, and fi eld number, with the 
number of acres in each.  Th e information given 
to your agent should match the data you certify 
at FSA.  
• RMA is still actively data mining for incon-
sistencies on crop insurance policies.  Be sure to 
verify all information on your policy and turn 

in your acres as soon as possible.  Once you receive your 
confi rmation of coverage from your agent, double check all 
the information on it.  Corrections are much harder and 
sometimes impossible to make at loss time and could prove 
to be very costly.

• Make sure to report all added land to your agent as soon as 
possible.  If you have added over 640 acres of cropland to 
your operation, a request to RMA may be needed to get you 
the highest yield possible on these new units.

• Acres prevented from planting should have already been 
reported to your agent so they could turn in those losses for 
you.  Any prevented planting acres also need to be reported 
on your acreage report.

• In order to use precision farming records and/or automated 
crop reporting for your crop insurance policy, the require-
ments begin at planting.  If you will be utilizing precision 
farming equipment in your operation, be sure to contact 
your agent for specifi c rules regarding these systems.

Th e chart below details the 2016 Winter Wheat prices for Ne-
braska, Kansas, Colorado, Iowa, and South Dakota, along with 
the tracking dates for Harvest Prices.

PASTURE, RANGELAND AND FORAGE
Th ere have been several changes to the Pasture, Rangeland, and 

Crop Insurance Corner

Crop Insurance Update

2016 WINTER WHEAT PRICES 
& HARVEST TRACKING DATES

States
Projected Price -

Yield Protection (YP) & 
Reveue Protection (RP)

Harvest Price 
Tracking Dates - 

Revenue Price (RP)

NE, CO, SD $5.34 Sept KCBOT
July 1-July 31

KS $5.20 July KCBOT
June 1-June 30

IA $5.13 Sept CBOT
July 1-July 31
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Forage (PRF) pilot program that is again available in 2016.  PRF 
is now available in the 48 contiguous states with the exception 
of a few grids that cross international borders.  Th e Vegetation 
Index has been removed and the Rainfall Index will be the only 
index available in all areas available for coverage.  Th e Rainfall 
Index is insurance coverage based on a single peril, lack of pre-
cipitation.  Th e program is designed to give you the ability to buy 
insurance protection for losses of forage produced for grazing 
or harvested for hay.  Th is index uses National Oceanic and At-
mospheric Administration Climate Prediction Center (NOAA 
CPC) data for a grid which is approximately 17 x 17 miles.  You 
must select at least two, 2-month periods where precipitation 
is important to your operation.  Th ese periods are called index 
intervals.  Insurance payments are determined by using NOAA 
CPC data for the grid(s) and index interval(s) you have chosen 
to insure.  When the fi nal grid index falls below your “trigger 
grid index,” you may receive an indemnity.  
It is important to note that coverage is based 
on the experience of the entire grid, not 
on individual farms or ranches or specifi c 
weather stations in the area.  Th e Rainfall 
Index plan still utilizes a productivity factor 
that allows the insured to individualize their 
coverage based on the productivity of the 
acreage insured.  Insureds may elect a pro-
ductivity factor between 60 and 150, in one 
percent increments.  RMA has also added 
an irrigated hay practice to the program in 
some states.  You are not required to insure 
all your acres in this program, but you cannot exceed the total 
number of grazing or haying acres that you operate.  Th e Sales 
Closing Deadline and also the Acreage Reporting Deadline 
for this program is November 15th.  If you have any questions 
regarding this insurance program, contact your agent today.

2015 ROW CROP HARVEST
We hope you all experienced bumper crops this year.  Th e 
Harvest Prices for row crops in our area with Revenue Protec-
tion (RP) policies are set during the month of October.  If these 
prices come in lower than the Projected Prices set in Febru-
ary, you could be entitled to a price loss indemnity even if you 
harvested above your guarantee.  Th ere is a limited time period to 
get losses submitted, so it is very important to get your produc-
tion turned in to your agent as soon as possible.  As you complete 
harvest and record this year’s data, keep in mind the following 
reminders:
• If you have grain from last year’s harvest still stored in bins, 

do not add this year’s grain to it until an adjuster has been 
out to measure your storage facilities.  If this is the case on 
your farm, contact your agent today to request an adjuster be 
sent out.

• Production should be kept separate by unit.  Do not com-
ingle grain between units.  Th is could jeopardize coverage 
and be very costly for you.

• Contact your agent at the fi rst sign of loss.  Don’t wait until 
harvest is complete to turn in losses.  

• If you are in a loss situation, gather all records needed for 
your claim…tickets, ledgers, load sheets, etc., and have them 

ready for your adjuster.
• If you purchased a production hail policy this year, those 

claims will also be fi nalized after production has been sub-
mitted.  In some cases, with production hail policies, losses 
can be worked by fi eld.  If you have more than one fi eld in 
a unit, we recommend keeping your production separate by 
fi eld.  

Th e chart below will give you the 2015 Projected Prices for corn, 
grain sorghum, and soybeans, and also the tracking dates for the 
Harvest Prices of Revenue Protection (RP) policies.

Finally, as harvest concludes and the end of the year draws near, 
we hope you all take the time to refl ect on the past, to prepare for 
the future, to enjoy family and friends, and to have a very blessed 
holiday season!  

2015 ROW CROP PRICES & HARVEST TRACKING DATES

Crop States
Projected Price Set -

Yield Protection (YP) & 
Reveue Protection (RP)

Harvest Price 
Tracking Dates - 

Revenue Price (RP)

Corn NE, KS, IA, CO, SD $4.15 Dec Corn CBOT
Oct 1-Oct 31

Grain Sorghum NE, KS, IA, CO, SD $3.99 *Dec Corn CBOT
Oct 1-Oct 31

Soybeans NE, KS, IA, CO, SD $9.73 Nov Sbean CBOT
Oct 1-Oct 31

*Multiplied by the price percentage relationship between grain sorghum and corn as determined by RMA.
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LIVESTOCK RISK PROTECTION
By Arlyn Rieker

F
all is a great time of year, as we begin to harvest and 
reap the benefi ts of the years’ labor.  Whether it is 
crops or livestock, this time of the year gives great 
opportunity to see the results and accomplishments of 

the hard work put in by the producers.  Farmers I have visited 
with mentioned the corn ears have fi lled to the tips and some 
livestock producers have weaned and said the weaning weights 
are good while others have mentioned treating some hoof rot in 
some pastures.  Producers have fi nalized their wheat coverages 
and the wheat has been drilled. 

As I look back on the past two years in the cattle market, it 
has been quite the ride.  If you look at the feeder cattle index 
chart, we started off  2014 at approximately $167 in January and 
climbed up to $245 late in the year then nose dived at the end 
of the year and currently settling in the $205 range.  Th e feeder 
cattle index is a weighted average of the cash price for steers 
ranging from 650# to 849# reported to USDA for the sales that 
day. 

LRP has paid some very small losses recently, but the coverage 
levels we can write are based off  of the puts, and both have been 
signifi cantly below the cash price now and have made it diffi  cult 
for the producer to put a fl oor on for the cattle.  I have received 
a number of calls from producers who have used puts for many 
years asking about the LRP product to see how the price fl oors 
compare.  From what these producers have said, the price fl oors 
are very similar. 

Here is just a little refresher 
on LRP and how it works.  
Using LRP (Livestock Risk 
Protection), a very simple 
mechanism, producers can 
protect the downside on 
the markets.  LRP is a fl ex-
ible product, with no sales 
closing date which means 
it can be purchased almost 
every day cattle are trading 
on the Chicago Mercantile 
Exchange (CME).  Th e 
coverage is based on the 
estimated ending weight 
of the animal for the time the animal is intended for market.  
Coverage prices and rates are established from the Mercantile 
and the actual ending value for feeder cattle is established from 
the CME feeder cattle index.  Th ese prices and rates change 
from day to day.  If the index falls below your coverage price on 
the day it expires, you may be paid a loss. 

I don’t know what these prices are going to do, but I know heifer 
retention is up and guys are trying to increase the herds.  As you 
all know in the cattle sector, it is a lengthy process to rebuild the 
cattle numbers. 

 Please give us a call if you have any questions regarding LRP and 
the protection it provides. 

Cattle News
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HOW READING HELPS WITH HEALTH 
By Morgan Yardley

C
an reading really help with your health?  Health isn’t 
just how healthy your body is, but it is how healthy 
your mind is also.  Many of us worry about our blood 
pressure, weight, etc., but we don’t really focus on our 

mind’s health. 

How many of us can say we have actually read a full book this 
year?  I can’t say that I have.  I seem to always start one and 
then never fi nish it, but times are changing.  I have found some 
books lying around the house and I am determined to get a few 
of them fi nished!  As I was looking at the books I got curious 
as to how reading can help with your mental health.  Th ere have 
been studies performed and here are a few key benefi ts as to how 
reading helps your health:
1. Reading helps with stress reduction.  Reading puts you 

in a better mood when you lose yourself in a great story.  
When your mind is focused on what you are reading your 
mind eases and forgets about the daily tasks at hand or, for 
example, the stressful meeting you just had that day.  Re-
search conducted at the University of Sussex showed reading 
is the most eff ective way to overcome stress.  Th ey evaluated 
the heart rate and muscle tension it took participants to 
relax and it only took them six minutes to fully relax once 
they started reading.  “It doesn’t really matter what book you 

read, by losing yourself in a thoroughly 
engrossing book you can escape from 
the worries and stresses of the everyday 
world and spend a while exploring the 
domain of the author’s imagination,” 
study researcher Dr. David Lewis stated.
2. Reading helps improve your mem- 
ory as it enhances brain function.
Every time you read, you create a new 
memory of what you have just read.  You 
are exercising your memory muscles.  
With each new memory you record from 
reading, your brain is strengthened and 
this in the long run keeps your memory 
sharp.  “Studies suggest that exercis-
ing your brain by taking part in reading 
across a person’s lifetime, from child-
hood through old age, is important for 
brain health in old age,” author Robert 
S. Wilson of Rush University Medical 
Center in Chicago said in a statement.

3. Reading can help prevent Alzheimer’s.  A study in the 
Proceedings of the National Academy of Sciences, found 
that older people who read regularly are two-and-a-half 
times less likely to have Alzheimer’s.  “Th e brain is an organ 
just like every other organ in the body.  It ages in regard to 
how it is used,” lead author Dr. Robert P. Friendland told 
USA today.  “Just as physical activity strengthens the heart, 
muscles and bones; intellectual activity strengthens the brain 
against disease.”

4. Reading helps improve focus and concentration.  When 
you read a book all of your focus is on the story.  In our 
day and age we cannot focus on one thing.  We are good 
at multi-tasking.  Studies have shown that if you read you 
will become more focused on the task at hand after you are 
done reading.  So need to be prepared for a meeting?  Read 
a book before for about 15 minutes and you will be more 
prepared and focused than if you were worrying about the 
meeting.

5. Reading before bed can help you sleep better.  Sleep ex-
perts say creating a regular routine before bed can help calm 
your mind and cue your body for sleep.  Reading is a great 
way to do this.  Light from our electronics, signals our brain 
that it is time to wake up because they tend to be bright.  So 
when you go to read your book before bed make sure you 
have a dim light.  Also make sure it’s not a page turner that 
will keep you up all night.

Th ose are the top fi ve reasons I found that state why reading is 
good for your mental health.  If you have a healthy brain your 
body will follow the trend.  So pick up a book and start reading 
again! 

Resources:  Buzzfeed, Huffi  ngton Post, and Life Hack

Health & Wellness

“Reading
is to the mind what

exercise
is to the body.”
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IS YOUR HOME OR CABIN READY 
FOR THE WINTER?
By Kristy Diefenbaugh

T
he winter season is quickly approaching and soon the 
snow will be fl ying.  Whether you are a cabin-owner 
at the lake or a snowbird getting ready to leave for 
Arizona, it’s time to think about winterizing these 

properties.  

Preparation is key to preventing unwelcome home damage and 
unexpected repair expenses.  Th e Big “I” and Th e Home Agency 
would like to off er some tips that can help families prepare for 
risks and hazards that may come during the winter months.

“Snow or ice is the fi fth leading cause of homeowners’ insurance 
claims.  Also, according to the Insurance Information Institute, the 
average homeowners’ claim for water damage and freezing is $5531.” 
Th is fi gure is from 2009, the average claim is even higher today.  
If you have a seasonal cabin or leaving your home for the winter, 
we suggest these steps to protect your home from serious fi nan-
cial liability:

Frozen or broken pipes:
• If you’re leaving your home for several weeks or months, 

turn off  the water completely and drain the pipes.
• Wrap heating tape and/or standard insulation around pipes 

whenever possible
• Look for pipes with cracks or leaks – they freeze fi rst
• If you can, install a low-heat thermostat. By doing this your 

home could be maintained at about 40 F without a freeze-
up.

• If you are only leaving your home for a few days, you may 
want to keep water dripping through one or two pipes as 
moving water prevents freezing.  Keep cabinet doors open 
during cold spells to allow warm air to circulate around 
pipes, particularly in the kitchen and bathroom.

Roof Care and repair:
• Check the structural ability of the roof to sustain unusu-

ally heavy weight from the accumulation of snow and ice.  
Check for water stains in the attic and on any overhangs 
after a heavy storm.

• Prevent ice dams which are build ups of ice that block water 
drainage from the roof and the gutters.  Th ese ice dams can 
cause leaks from ceilings and walls that can lead to mold and 
other problems.  To prevent ice dams, remove leaves, sticks 
and debris from gutters or install gutter guards.

• Trees and branches weakened by snow, ice and wind can 
snap and can do serious damage to your roof and gutters.  
Trimming trees and removing dead branches can prevent 
costly repairs.

A few other items to think of if you are leaving your home or 
cabin for several months is the clothes washer and dishwasher.  
Shut off  water supply to these washers.  Remove and drain inlet 
hoses and drain any remaining water from hoses.  It is also rec-
ommended to disconnect electrical supply.  It is also a good idea 
to take action on keeping animals from sneaking into your home.  
Cover chimneys tightly so that raccoons cannot enter the house 
or so birds cannot fall down the chimney.  Stop up any places in 
the foundation or around eaves where squirrels, mice or other 
small animals can enter.

It is always best to have someone look after your home when you 
are gone.  A neighbor or relative can regularly check your home 
and notify you if your property is damaged.  Th e sooner you are 
notifi ed, the sooner you can prevent further loss from happening.  
You can rest easy and enjoy your winter months knowing that 
you have done everything you can to protect your home when 
you are gone. 

Resources:  IIABA or the Big “I” – www.independentagent.com and www.HomePro-
NY.com.

Preparing for Winter



As markets become more volatile, a sound strategy is essential  
for continued success. Our portfolio of pricing tools helps take 
the emotion out of grain marketing. We invite you to review 
our programs, contact an Andersons account representative, 
and together we can craft a customized plan to meet your risk 
management needs.

WWW.FREEDOMPRICINGTOOLS.COM

To find an account representative near you, visit www.andersonsgrain.com.





“Blackshirts Edition” Gators available now!  
Special Edition Midnight Black  

825i John Deere Gator Utility Vehicle 

50 hp 

44 mph 

Specs Include: 

Power Steering 

Hard Doors 

Power lift bed 

Front Brushguard & more! 

$ 16,000$ 16,000$ 16,000   

Limited  
Quantity 
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INSURANCE COVERAGE YOU DIDN’T 
KNOW YOU NEEDED
By Corbett Hahn

I
nsurance policies aren’t the most interesting documents to 
read.  It can be diffi  cult to sift through all the legal mumbo 
jumbo with a clear understanding of what is covered and 
what isn’t.  Some of the topics we’ll talk about are things 

we may have discussed in earlier articles and some of it might be 
brand new. 

ORDINANCE OR LAW
When I started in the insurance business, I had to take a few 
exams.  I remember learning about Ordinance or Law cover-
age during my studying.  Other than that, I didn’t give it much 
thought.  Th e insurance companies made it so I didn’t have to 
think about it.  Th at’s because the company I worked for and 
pretty much all others, off ered Ordinance or Law coverage in 
every homeowner’s policy, automatically.  Th at’s right, every 
policy automatically gave you 10% of your home’s insured value 
for Ordinance or Law.  So what exactly is Ordinance or Law 
coverage and why do you need it?

No matter where you live, you are probably subject to an ordi-
nance or law.  If you have a rural property it might be the county 
that enforces the ordinance or law.  If you live in town, most 
likely it’s the city that enforces the ordinance or law.  We are 
talking about an ordinance or law that regulates the construc-
tion, repair, or demolition of buildings or other structures.  When 
your home or a covered other structure is damaged and has to be 
repaired or replaced, it is subject to current building ordinance or 
building code.  Sometimes putting a home back together subject 
to current code can add costs that weren’t anticipated.  Th is is 
what happened to me personally.  

Remember I said that I didn’t give it much thought because 
ordinance or law was included in every policy?  In 2007 we had 
a big hail storm and some bad tornados.  My home needed a 
new roof.  Th e contractor started tearing off  shingles and realized 
my roof had skip sheeting.  Th at is basically rows of boards with 
about a 1 inch gap in between each row.  Th is is how they used 
to build shake shingle roofs.  Th e only problem was my roof had 

an asphalt roof.  My contractor said that city code required a 
solid surface sheeting underneath the asphalt shingles; however, 
since I didn’t have this sheeting already, my insurance company 
didn’t owe for it, except that I had ordinance or law coverage.  
Th is coverage should pay for the additional cost because it is a 
city ordinance that is requiring me to put this additional mate-
rial on.  Th is was a good thing because the additional cost was 
about $3,000; however, about two years earlier, my company took 
out the automatic coverage for ordinance or law and really didn’t 
make a big announcement about it.  So I got stuck with the 
additional $3000 of added expense.  Pretty embarrassing for an 
agent to not know what coverage he had, but it was also a good 
lesson.  Th ankfully most all of the companies we work with still 
include this at no extra cost.   
 
MOTORIZED “TOYS”
When I talk about motorized toys, I’m talking about ‘big boy’ 
toys like ATV’s, motorcycles, golf carts, air craft, jet skis, and 
boats.  For the most part, none of these items are covered for 
liability or physical damage by your homeowner’s policy.  If you 
do have liability coverage included, it usually only applies to your 
owned premises.  Once the item leaves your property, the liability 
coverage ends.  So let’s say you want to ride your ATV in the 
town’s parade.  Your homeowner’s policy will not provide any 
liability coverage and you do not have any liability coverage pro-
vided by your auto insurance policy either.  You must purchase 
a recreational vehicle policy in order to have liability coverage 
off  premises.  For boats and jet skis, you must have watercraft 
liability coverage.  Aircraft also require their own liability policy.  
Th e only exception is for golf carts.  Most homeowner’s policies 
provide liability for your golf cart, while using it at a golf course; 
however, some people who live near a golf course and store their 
golf carts at their home, may need off  premises liability to get 
from their home to the golf course.  It is always best to talk to 
your insurance agent about your specifi c circumstances.

HOME BASED BUSINESS
Home based businesses are an area that most people don’t usu-
ally talk to their insurance agent about until they have an issue.  
Unfortunately, there is very little coverage provided by your 
homeowner’s policy for a home based business.  Some business 
personal property is covered by the homeowner’s policy.  Th is 
includes business personal property on the insured’s premises 
and off  and can include merchandise held as samples or for sale 
or for delivery after sale.  Th e limit for this coverage is $2500 on 
premises and is $250 for coverage off  premises.  As far as liability, 
there is no liability for any business operated by an insured 
person.  For certain types of home based business or business 
pursuits, we are able to add liability by endorsement, but the 
classes are very limited and very specifi c.  Usually you cannot be 
the sole owner or a partner of the business.  Th e best thing to do 
is to talk to your agent.  In most cases you will probably need a 
separate business liability and business property policy to make 
sure you are properly covered.

If you have any questions about any of these topics, please con-
tact your nearest Home Agency agent to discuss your insurance 
options! 

Insurance Protection



709 East Pacifi c/East Hwy 30 Lexington, NE
308-324-5581  www.bharealestate.com

OUR REALTORS® HAVE A COMBINED 95 YEARS OF LOCAL REAL ESTATE SALES EXPERIENCE!

BUILDING A 
NATION OF NEIGHBORS

Doug Heineman

308-325-6747

Pa    Johnson

308-325-1764

Kinda Knei  

308-325-6387

Julie Dornho  

308-325-3556

Kayeli 
Quintero-Samayoa

308-325-1225

701 Pope Ave.  Curtis, NE 
$94,500

Celebrate Home 

2001 Grafton Dr.  Lexington, NE 
$220,000

43651 Road 753  Lexington, NE 
$139,500

31 Park Lane, Dr. 28  Johnson Lake, NE 
$339,900

400 Apache Dr.  Lexington, NE 
$239,950

43698 Road 751  Lexington, NE 
$449,500

& Harvest
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This year The Home Agency had the oppor-
tunity to be the presenting sponsor for the 
3rd Annual Team Jack Radiothon.  As you may 
know, The Home Agency teamed up with 
Team Jack for the Git-R-Done for Team Jack 
Foundation Larry the Cable Guy event last 
year.  So when contacted about working to-
gether for the Radiothon this year, Jim Baldo-
nado was happy to say yes.  “We were hon-
ored and excited to be the presenting sponsor 
for this event for the Team Jack Foundation.  
This is a cause that is close to our family’s 
hearts and funding research for this disease 
is vital for our children’s future.  These kids 
need our help,” stated Jim.

The Team Jack Foundation’s primary mission 
is to raise funds for pediatric brain cancer 
research.  You may remember a few years ago 
when little Jack Hoffman ran for a touchdown 
during the 2013 Nebraska Spring Game while 
wearing the #22 Rex Burkhead jersey.  His run 
made national news and brought awareness 
to pediatric brain cancer.  Jack was diagnosed 
with a brain tumor in April 2011 and has been 
fi ghting it ever since.  Today he’s a very ac-
tive, funny boy who has grown a lot since we 
last saw him in person about a year-and-a-
half ago.  His parents started the Team Jack 
Foundation to help bring awareness and raise 
funds to help advance pediatric brain cancer 
research and this Radiothon is a very impor-
tant part of that fundraising.  

The Radiothon was held on Thursday, Sep-
tember 3rd from 7am to 6pm on the University 
of Nebraska-Lincoln Student Union Plaza.  
There were a number of radio stations do-
ing live broadcasts from the event together 
with over 20 other stations across the state 
and into South Dakota, Kansas, and Colorado 
that were encouraging listeners to tune in 
and donate to the Team Jack Foundation.  The 
Baldonado family and The Home Agency em-
ployees helped answer phones, helped sell ap-
parel and posted shout-outs on social media 
throughout the event; and Jim did radio and 
television interviews to help raise awareness 
and encourage donations.  It was a very re-
warding day for everyone as the Team Jack 
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Foundation was able to raise over 
$75,000!  

Even though the Radiothon is over 
with for this year, if you would like to 
donate to the Team Jack Foundation, 
please visit their website, www.team-
jackfoundation.org.  We look forward 
to working with Team Jack again in 
the future and raising awareness for 
their cause! 

Pictures clockwise from top left:  banner 
promoting the Team Jack Foundation, 
Jack Hoffman doing one of his many 
radio interviews at the Radiothon, Jim 
and Sharri Baldonado and family along 
with The Home Agency presenting 
the Hoffman family and Team Jack 
Foundation their donation of $25,000 
for pediatric brain cancer research, Jim 
Baldonado interviewing with KOLN/KLIN 
news in Lincoln, Home Agency employees 
and others answering phones during the 
radiothon.



Congratulations Megan & Andrew!  FaFavo
JM Studios

JM Studios

JM Studios



Fall orites

Sharri Baldonado

Sara Ross

Diane O'Donnell
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STRATTON, CO
By Penni Fox

H
ope this fi nds everyone had a great summer.  I 
honestly don’t know where the time went, but am 
ready for fall. We are in the middle of September 
and still feels like summer with just a few tease days 

of cooler temperatures.  Feel blessed that we had a much calmer 
summer overall.  Last year we were turning in hail/wind losses 
left and right.  Still had a few this year, but the damage was 
spotty and not hitting large areas. 

Th is year fi nds both my daughters stepping into teaching careers.  
Sara is teaching Ag at Colby High School and Morgan is teach-
ing 1st grade in Hutchinson KS.  I’m so proud these two are 
following their passions.  Th ey are both fi nding teaching is not 
for sissies!  LOL!   

I have been working AFLAC Wellness benefi ts.  Several of you 
turn in your own claims so I want to make sure you are collecting 
your benefi t yearly.  Accident policies have a $60 a year benefi t 
for preventive wellness such as teeth cleanings, eye exams, annual 
physicals, blood screening, and mammograms.  When you log in 
to your AFLAC site look on the left hand side for wellness and 
it will list all treatments covered.  You do not have to submit an 
invoice with the claim form.  Th e best part with submitting it 
online a lot of personal information is already fi lled in.  Th ere is 
confusion thinking that everyone on the policy gets the benefi t, 
however, it’s only for one person on the policy per year.  You can 
list policyholder, spouse, or dependent.    

Certain cancer policies have the yearly wellness benefi t as well.  
When viewing the cancer policy it will tell you if that benefi t 
is available to you.  If you have any questions trying to fi nd it, 
please give me a call and I will help you through it. 

If you have had AFLAC for a few years and never put in for your 
benefi t, it doesn’t mean you can’t collect for the years you were 

eligible.  Th ere have been a few 
times we’ve went back four 
years.  Who wouldn’t want an 
extra $180 in their pocket?  I 
would be happy to help you in 
any way I can. 

For those of you that haven’t 
looked into AFLAC or just 
been thinking about it I en-
courage you to view products 
available.  Th ese are policies 
that are owned by the policy 
holder and have nothing to do 
with health care.  When you 
have a claim it’s paid directly to 
you giving you control where 
best to use the dollars.  For 
farmers and business owners 
with two or more employees 

it’s a benefi t you can give your employees without impacting your 
pocket.  I would love to explain it to you in person! 

MCCLELLAND, IA
By Kevin Ross

Here in southwest Iowa we are looking forward to a bountiful 
harvest in the vast majority of our region.  As I have traveled 
across parts of Iowa and Nebraska, it seems to be the case for 
a lot of lucky farmers in these two states.  We have had plenty 
of rain all summer long and really very little severe weather in 
our area which was a welcome change from last year.  Th e beans 
have been fi lling pods nicely and the corn, aside from some more 
disease than I think was anticipated, should have some big yields.  
Th e other concern I have seen in some corn across Iowa has been 
the loss of nitrogen.  With all the moisture, it seems like some 
corn has had a diffi  cult time getting down to where some of the 
nitrogen moved to.  It’s not in the bin yet, but coming awful 
quick so here’s to a safe harvest for everyone!  I know we all want 
to push and get the crop out as fast as possible, but don’t do it at 
the expense of safety.  Between harvest, a set of twin boys com-
ing, and all the other business to conduct around here, I think 
this might be one awful busy fall.  Good luck to everyone this 
fall 2015!  

BELOIT, KS
By Enos & Jill Grauerholz

Hail, wind, rain, drought!  We have had it all in the last few 
months.  Our crazy weather is a reminder of why crop insurance 
is so important to your bottom line.  As I write this, we have just 
endured another round of wind and hail storms.  We needed the 
rain, but instead got wind.  Others just a few miles away were 
even worse off  with big hail and wind.  So again, our adjusters 
are working super hard to get your claims worked timely.  We 
were hoping to fi nally have a harvest with little or few claims.  
We hope the rest of the fall goes smoothly so harvest and drilling 
can get done in a timely manner.

Regional Office News
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As you read this, it is time to be reporting your acres planted to 
wheat.  Th is year RMA is requiring to include all tract and fi eld 
numbers as reported to FSA.  Th is means we will either need 
your Producer Summary from FSA or get together and do a 
mapped based acreage report.  We are confi dent we will have a 
smooth transition into this type of reporting.

As always we are busy with fall crops, wheat drilling, our kids’ 
sporting events, and KSU football.  Time sure does fl y by!  We 
remind ourselves that these are the good ‘ole days and we will 
miss them someday!  So please enjoy the season and everything 
it brings!  

KIRWIN, KS
By Rhonda Jones

DRY – Pretty well sums up the summer.  Some areas in the 
region received some heavy down pours fi lling the ponds and a 
hail storm the 10th of September.  Th e grasshoppers were terrible 
and won’t be good for the newly planted wheat.  

Th is article was written the middle of September when I was 
getting ready to leave on a vacation with my three sisters to 
Holmes County, Ohio to visit the Amish country.  We’ve been 
wanting to go on a “sisterly outing” for a long time and have 
been waiting until the empty nest hit all of us.  I’ll share with you 
in the next magazine how the trip goes!

Th is year I entered a baking contest sponsored by King Arthur 
Flour at the county fair and won fi rst place with my Caramel 
Apple Streusel Pie.  It is an easy pie crust and a yummy desert 
for your Th anksgiving Dinner.   Hope you enjoy! 

LARNED, KS
By Clark Redding

Fall is upon us and I am glad.  Good gravy, it has been a long, 
hot, muggy summer.  As we approach the middle of September, 
the temps are just now dropping out of the triple digits. 

Kansas milo is looking great.  In our area, the yields could be 
in the triple digits.  All that moisture in the spring has been a 
godsend to the growers.  Corn is okay in some places and not 
so good in others.  Depends on how hot it got.  We will need 
some really good yields as the price of corn is way below where 
it needs to be at this time to make for a successful harvest.  It’s 
been way too hot for too long.  We’ve had some rain, along with 
some gnarly hail, in some areas and it will make for good wheat 
planting, which is getting ready to start any day now.  Th e price 
of wheat as we go into 2016 is not too whippy, closing in on 
$5.00/ bu. as we speak. 

Colorado is looking at another good corn harvest.  With the 
early rains, some of it looked like record yields were in the offi  ng, 
but as it got dryer and hotter it tapered off  some.  Still, the yields 
should be good to very good.  Th e price is not what we need to 
make for a successful harvest, but the “I” states aren’t out of the 
woods yet, and that could make for some opportunity if they 
have a problem.  Wheat growers are just waiting for rain to make 
for better planting conditions.  

All in all it could be worse, meaning the prices could be worse, 
but God I hope not.  Conditions being what they are, we will 
get the crops in, and with the proper coverages we can hedge 
our risk.  Th e markets are sort of out of our hands, and we can 

only take advantage 
of what they give us 
when they do.  Suc-
cessful marketing 
may be the toughest 
part of 2016.  Let’s all 
pay attention. 

BENKELMAN, NE
By Dana Mullanix

My name is Dana 
Mullanix and I began 
working for Th e 
Home Agency June 
20th so that offi  cially 
makes me the “new 
kid on the block”!  
Th ough I am any-
thing but a kid and 
the block has been 
my home forever.  I 
was born and raised 
in Benkelman.  My 
dad had a barber shop 
here nearly his entire 

RECIPE  _____________________

From the Kitchen of _____________

Servings _______ PreHeat _______

INGREDIENTS
 2 CUPS KING ARTHUR ALL-PURPOSE FLOUR

 1 CUP BROWN SUGAR, PACKED

 ½ CUP QUICK-COOKING OATS

 ¾ CUP BUTTER, MELTED
   2/3 CUP SUGAR

 3 TABLESPOONS CORNSTARCH

 1 ¼ CUPS COLD WATER

 3 CUPS TART APPLES, PEELED AND DICED

 1 TEASPOON VANILLA EXTRACT

 CARAMEL ICE CREAM TOPPING

DIRECTIONS
IN A LARGE BOWL, COMBINE THE FLOUR, BROWN SUGAR, 
OATS, AND BUTTER; SET ASIDE 1 CUP FOR TOPPING.  
PRESS REMAINING CRUMB MIXTURE INTO AN UNGREASED 
9-INCH PIE PLATE; SET ASIDE.

FOR THE FILLING, COMBINE THE SUGAR, CORNSTARCH, 
AND WATER IN A LARGE GLASS MICROWAVE BOWL.  STIR 
IN APPLES.  MICROWAVE ON HIGH FOR FOUR MINUTES 
AND THEN STIR.  MICROWAVE ANOTHER THREE MINUTES.  
STIR AND THEN ADD THE VANILLA.  POUR FILLING INTO 
THE CRUST AND TOP WITH THE RESERVED CRUMB MIX-
TURE.  

BAKE AT 350° FOR 35-40 MINUTES OR UNTIL CRUST 
IS GOLDEN BROWN.  COOL ON A WIRE RACK.  DRIZZLE 
WITH CARAMEL ICE CREAM TOPPING.  ENJOY!

Caramel Apple Streusel Pie
Rhonda Jones

10-12 350°
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career, and I spent many hours sitting in his shop 
listening to his clientele, most of whom were 
farmers, talk about the weather, crops, markets, 
and livestock.  Who knew 25 years after his 
death I would be sitting in the same building 
listening to my clientele talking about the same 
things!

I am married to a hometown boy, Jim Mullanix.  
We have four grown children.  Jessica, who mar-
ried a local boy as well, Tyson Kier.  Th ey have 
two of our favorite grandchildren, Tayven and 
Cobie.  Th ey live in Gibbon, NE.  Our oldest 
son, Nick, also married a local girl, Valerie Lutz, 
and has a chiropractic practice in Verdigre and 
Creighton, NE.  Th ey are parents to another 
of our favorites, granddaughter Tatum.  Our 
youngest son, Blake, lives on the North Shore of 
Hawaii.  Blake is involved in the solar business 
and recently asked the love of his life to marry 
him.  We will be traveling to Hawaii in April to 
witness Blake and Marisa wed.  Our youngest, 
Gabby, just graduated from Nebraska Wesleyan 
and is employed with a recruiting company in 
Linocln, NE.

I have been friends with Jim Baldonado since we 
were kids in high school.  I have watched him 
grow his business and have admired his work 
ethic.  I was excited to have the opportunity to work for a com-
pany that puts their clients’ needs fi rst and be a part of a team 
that accomplishes that together.

Th e September 30th deadline for wheat sales has come and gone, 
and I really enjoyed visiting with the area farmers about their 
insurance options! 

RUSKIN, NE
By Dave Meyer

It is September 16th and fall harvest has begun in south central 
Nebraska.  With strong south winds and high temps in the low 
90’s the last few days and a couple more coming, the crops are 
drying down quickly.  Two separate hail events in the past week 
have adjusters out in full force trying to get claims worked ahead 
of the combines.  

Dryland corn yields, on average, look to be down a little from 
last year.  Irrigated corn looks to be very good again.  Most of the 
soybeans that have been cut have been hailed on, so it is hard to 
project a yield trend.

I hope and pray everyone has a safe harvest and a strong fi nish to 
another growing season.  

August 2015 
Answers
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SCHEDULING YOUR PERSONAL PROPERTY
By Julie Dornhoff 

E
very homeowner’s policy comes with at least a small 
amount of personal property insurance coverage, and 
nearly all homeowner’s policies come with blanket 
coverage for personal property.  Th e coverage is very 

broad; however, it doesn’t specifi cally list any of your belong-
ings.  As a result, most insurance companies give the option to 
specifi cally list items.  Once listed on the policy, these items are 
considered scheduled personal property.

Your home insurance policy may have $100,000 in personal 
property coverage, but that entire amount is blanket coverage.  
Th e insurance company does not ask you to describe each and 
every item you own and how much it’s worth.  If items in your 
home get damaged and you fi le a claim, your insurance company 
will only give you an amount of money considered reasonable for 
the property you are trying to get replaced.  See the following 
example:

Th is example is quite extreme (who pays $10,000 for a couch?!), 
but it shows why scheduled personal property insurance is im-
portant for items that may exceed the normal cost of goods.

Homeowners can schedule almost any item on their homeowner 
policy; however, they most commonly schedule property that has 
an extraordinary value.  Examples of regularly scheduled items 
include:  wedding rings, engagement rings, family heirlooms, 
bullion, gold, guns, and other expensive items.  Other items that 
can be scheduled include, but are not limited to, cameras, cell 
phones and communication devices, eye glasses, hearing aids and 
medical devices, personal computers, guns, and golfer’s equip-
ment.

Every insurance company handles scheduled personal property 
diff erently.  Nearly all companies will require proof the item is 

worth what you say it is.  A recent receipt or appraisal 
is usually acceptable proof.

Scheduling personal property does require additional 
premium.  Each company charges a diff erent amount 
to add belongings onto the policy, with the premium 
being so much per $100 of scheduled value.  

Scheduling personal property defi nitely has its 
benefi ts.  First of all, most companies will off er to 
schedule items at no deductible.  With companies 
increasing their minimum deductibles lately, it’s nice 
to have coverage on cherished items without paying 

a deductible in the event of a loss.  Since the insurance company 
required an appraisal or receipt when the property was sched-
uled, you are guaranteed to get the amount the item is scheduled 
for if you fi le a claim and the claim is approved.  For example:  If 
you have a $1,000 deductible on your homeowner’s policy and 
your cherished grandmother’s $800 ring comes up missing, you 
will get up to $800 to replace it.  If the ring is not scheduled, you 
would get nothing because the value of the loss would be under 
your deductible of $1,000.   

Call your agent today to ask about scheduling your personal 
property.  We would be happy to visit with you regarding pre-
mium and the choices you have. 

Resource:  Insurance Education Group

Personal Property

A small fi re breaks out in your living room, destroying 
a couch.  The couch was a leather couch that would 
normally cost $1,000.  The particular couch was custom 
made with gold feet and various engravings that was 
actually worth $10,000.  You fi le a claim for your couch, 
but because it was not scheduled, the company will only 
pay you $1,000, which is a reasonable replacement cost for 
a leather couch.
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WHAT WEATHER IS AHEAD IN 2015 AND INTO 2016…
By Brian O’Hearne

I
n this edition, we are going to talk about the rest of 2015 and into 2016.  Th is summer was right about average in Th e Home 
Agency country for temperature and wetter than normal for precipitation with a lot of discussion around the developing El Niño, 
its potential record strength, and what happens next year.  Th is fall we suggest you explore drought hedges on your winter wheat 
and pasture where the El Niño may produce drier conditions.  Th e Home Agency team has the tools you need to cover seasonal 

issues and the important thing to remember is that using a weather hedge to 
off set weather risk is an eff ective way to keep your overall return on investment 
protected and an essential component of your annual risk management program.

A fascinating fact about an El Niño is that while it may produce very good crops 
in the year it starts, the following year tends to produce diffi  cult growing condi-
tions—1982 and 1987 were years when an El Niño started and 1983 and 1988 
were the years following which produced very diffi  cult growing conditions with 
hot and dry springs and summers.  Th e map to the left takes the last seven years 
after the start of an El Niño and shows departures from average.  You can see 
most of the plains are drier 
than normal April to May.

Th e map to the right is a 
composite of the summer 
temperatures in years follow-
ing an El Niño compared to 

average which shows summer temperatures average 1 to 2 degrees above normal 
for most of Th e Home Agency territory, supporting the idea that we might be 
going back to 2012 conditions where many THA customers hedged heat and/or 
drought risk and were paid very well.  Consider buying early for next spring and 
summer where you can take advantage of advance purchase discounts.

Th e Seasonal Drought Outlook for the rest of 2015 is at the top of the next page.  
Th e Ridge and Drought remain and intensifi es in the West and consistent with 
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the El Niño, the Pacifi c Northwest stays very dry while the moisture 
pushes into Southern California and through the Southern U.S.  Re-
member, if it is wet somewhere (the South) it is likely to be dry farther 
north supporting the idea of hedging drought on winter wheat and 
pasture this fall and next spring.

Your agent can pull together a weather risk quote for you that can 
address these upcoming weather issues.  A Home Agency agent can 
also give you an idea what the best type of weather protection might 
be and from there you can evaluate risk options for your production 
cost off set.  Th ey can build drought, excess heat, or any type of weather 
hedge you would like quite quickly and show you how aff ordable they 
are.  All you need to do is pick up the phone and give them a call!

WHAT TO EXPECT IN THE FORECAST FOR THE REST 
OF THE YEAR AND INTO 2016

Th e weekly Home Agency WeatherManager has both long range 
forecast trends and medium (up to 14 day) forecasts that can be 
very benefi cial in your fi nancial decisions.  For a long-term trend, 
it all depends where you are.  Th e long range forecast updates each 
month and to get the latest one, ask for the WeatherManager 
from your agent. 

Mother Nature has no timetable, so a dry and warm fall and win-
ter can cause added costs and damage your wheat and pasture.  A 
hot and dry summer will damage whatever you are growing, crops 
or livestock.  All of these can be hedged with eWeatherRisk.

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.  

WeatherManager Weekly

Welcome to this week’s WeatherManager, your weekly journal for
ideas and developments in the weather risk market, brought to you
by eWeatherRisk and The Home Agency.

The articles talk about the volatile weather with too much rain early
and now crops in need of rain and fears about fall wheat being
droughted out. Remember strongest El Nino impacts are in the
winter and this El Nino is one of the strongest in years and suggests
wetter and cooler conditions in the Southern Plains and South and
dry and warm conditions out West along with drought in the
Northern Plains into Canada for this Fall and Winter and a difficult
2016 growing season.

Recommendation. With late planted crops, focus is on protecting
against an early freeze where crops were planted late or are behind
from the cool summer. Consider the caveat about the flip to a La
Nina and buy heat and/or drought hedges for the 2016 growing
season this fall and not wait until the forecasts tilt that way and
prices increase for next summer in the Belt to protect against 2012
conditions as well as lost energy, snow removal and salt sales this
winter.

Mother Nature isn’t always helpful to those in the agriculture
industry; in fact, sometimes she can be downright cruel. Even
though we haven’t yet learned how to manage Mother Nature, The
Home Agency, with the help of eWeatherRisk, can help you
manage the financial impact of nearly ANY weather condition.
Send me a quote!

Issue  247
September 17, 2015

STAND ALONE PIVOT 
COVERAGE

• Replacement Cost Coverage - insure 
any machine for full replacement cost.

• No Age Restrictions for coverage.
• Stand Alone Coverage - takes some of 

a farms highest risk equipment off of a 
farm policy and moves it to a policy of 
its own.

• Coverage for Mechanical and 
Electrical Failure on the system.

• Pivot Dealer Adjusted in most cases.
• Per Occurrence Deductible - one 

deductible for all machines on the same 
policy damaged in the same event.

800-245-4241

 Home 
Agency

TH
E

thehomeagency.com
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EMPLOYMENT PRACTICES LIABILITY
By Deb Arends

Do You Have Employees?

I
f you answered yes, are you insured against wrongful acts of 
discrimination, retaliation, or harassment? 

Th e typical commercial general liability policy excludes 
coverage for employment practices liability (EPL); therefore, 
coverage must be purchased as an endorsement added to the 
business policy or a standalone policy.  Th e coverage is meant to 
insure companies, directors and offi  cers, management personnel, 
and employees as insureds against claims fi led by employees (in-
cluding seasonal employees and independent contractors), former 
employees, and job applicants.  

When most business owners think about employment prac-
tices what comes to mind is discrimination and sexual harass-
ment.  EPL Insurance not only covers discrimination and sexual 
harassment, but any actual or alleged “wrongful employment act” 
including, but not limited to, the following: 

• Wrongful dismissal
• Breach of contract
• Harassment (including sexual harassment and hostile work 

environment)
• Discrimination (including, but not limited to, age, gender, 

race, religion, or disability)
• Retaliation
• Misrepresentation to your employee or applicant for em-

ployment
• Libel, slander, or defamation
• Humiliation
• Mental anguish
• Invasion of privacy

• Intentional infl iction of emotional distress
• Wrongful failure to employ or promote
• Wrongful discipline
• Negligent supervision
• Violation of civil rights

For example, if a manager harasses or discriminates against an 
employee (or is alleged to have done so), EPLI will provide a 
defense and possible claim payment on behalf of the business.  
It can also protect the business owner from meritless claims 
brought by disgruntled employees. 

Th ird-party coverage is also an important part of EPLI policies.  
Th ese include two types of claims:  in one, employees allege they 
are harassed by third parties.  In the other, third parties claim 
they were harassed by the employee. 

Th ere is no coverage if the business is in violation of the law such 
as OSHA violations, State Employment Law violations, and 
Employee Retirement Income Security Acts (ERISA) violations.

Our agency has the tools to help you fi nd the right EPL cover-
age.  We can tell you about the many limit options and deduct-
ibles available that will allow you to purchase the protection you 
need.  Call Th e Home Agency today so we can help you protect 
your business against EPL claims. 

Resources:  Auto-Owners Insurance, Insurance Services Offi  ce, Inc, Business Insure

Business Insurance

www.CancunVIPReservations.comwww.CancunVIPReservations.com

For Reservations or Information Contact:For Reservations or Information Contact:
Morgan YardleyMorgan Yardley
myardley@thehomeagency.com myardley@thehomeagency.com 
Cell: 402.314.5338Cell: 402.314.5338
Office: 800-245-4241Office: 800-245-4241

210 Smith Ave210 Smith Ave
PO Box 326PO Box 326

Elwood, NE 68937Elwood, NE 68937
Fax: 308-785-2560Fax: 308-785-2560
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HOW’S BUSINESS?
By Alan E. Kuzma, CLU ChFC
Investment Advisory Services off ered through Global Financial 
Private Capital, LLC
An SEC Registered Investment Advisor

T
his is a common phrase I hear often.  Almost everyone 
that knows me knows I have been in the fi nancial 
services business for over 42 years. 

Th is article is the fi rst of two parts directed toward those of you 
out there who are self-employed.  You could be a sole proprietor, 
in a partnership, or an owner/shareholder of a corporation. 

If you’re like me you wear multiple hats.  You might be in charge 
of production, marketing, sales, and distribution.  You’re the 
CEO, the bookkeeper, and the janitor.  In short, you probably do 
it all or have done it all. 

You spend so much time in the day-to-day operations that of-
tentimes you don’t stop and think about “what if ” until someone 
like myself comes along and asks you questions. 

So this installment will touch on three insurance areas you may 
or may not have given any thought to or done anything about. 

DEATH AND TAXES
We’ve all heard this common phrase.  One of the things you as 
the business owner must address is what happens to your life’s 
work at your death?  Who buys the business and at what price?  
Do the buyers  have the money? 

Do you have the answers to those questions?  Some of you do, 
some don’t.  For those that do not, may I off er some guidance?

A plan to purchase your business in the event of death or long 

term disability is called a Buy/Sell Agreement. 

Why do you need it?  In short, a fully funded entity buy/sell 
agreement does the following: 
1. Predetermines the price at which the business agrees to buy, 

and the business owners agree to sell, their interests in the 
business

2. Creates a market for each owner’s business interest
3. Establish the value of each owner’s business interest for 

federal estate tax purposes
4. Assures creditors and employees of the continuation of the 

business in the event of an owner’s death or disability
5. Provides the money to fund the plan at the exact time it is 

needed

How does it work? 
1. All business principals agree in writing that the business 

shall apply for, own, hold, and be the benefi ciary of insur-
ance on the life of each principal, in an amount equal to 
each principals’ share of the business. 

2. In the event of death or disability the business receives the 
cash and then purchases the deceased/disabled business 
owner’s interest in the business.

3. Th e defendant’s heirs or the disabled owner receives cash in 
exchange for the shares.

4. Each surviving principal’s percentage will be adjusted to 
refl ect the proportionate increase in each survivor’s share of 
the business.

THE GOLDEN RULE
We all heard growing up, “treat others the way you would like 
to be treated”.  Great advice, but in business the Golden Rule is 
“those that have the gold make the rules!”

Th e fi nancial crisis of 2008 changed many things in how busi-
ness is done.  One of the results is that it is much more diffi  cult 

Kuzma Financial Services
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to borrow money. 

Th is next concept, business loan insurance, should make the bank 
feel better about loaning money.

Business loan insurance is a plan to indemnify a creditor if a 
business owner dies while a commercial loan is outstanding. 

A commercial loan to a small business is much like a personal 
loan to an individual.  Its approval depends on how much con-
fi dence the creditor has in the skills and talents of the business 
owner.

But sometimes all the confi dence in the world is not enough.  A 
creditor may want some assurance the loan will be repaid in full 
even if the business owner dies suddenly. 

And that’s where business loan insurance comes in.  Without 
such insurance, you might be unable to obtain a commercial 
loan.  Even if you get the loan, you and any other principal in 
your business-or other members of your family-might have to 
guarantee its repayment. 

With business loan insurance, however, the loan obligation will 
not fall on your business, your associates or your family.  Instead, 
it will be paid off  automatically by the life insurance company-
with discounted life insurance dollars.

How it works: 
1. Th e business owner or entity takes out a policy on the life of 

the business owner in an amount equal to the loan or either 
collaterally assigns the policy to the creditor or names the 
creditor the benefi ciary.

2. Th e business pays the premiums to the life insurance com-
pany.

3. Upon the insured’s death, the proceeds are paid to the credi-
tor.

THE BIG CHEESE
I was driving down the interstate last week when I passed a semi 
with these words painted on the trailer, “our greatest asset sits 
here”; with an arrow pointed to the cab which implies the driver 
is the most valuable asset on the truck.

Th e same applies to all the businesses out there.  Th e greatest 
asset any business has is the people that staff  them. 

As a business owner, you probably have your business insured in 
the event of loss of buildings or equipment.  But what about your 
fi rm’s most valuable assets-your key executives and employees?

Th eir talents and experience account for much of the success of 
your business.  If one such individual were to die unexpectedly, 
profi ts would suff er.  And you would also fi nd the fi nancial strain 
of recruiting, hiring and training a suitable replacement. 

Key person insurance can help.  More specifi cally, it can guaran-
tee a fl ow of tax free dollars you can use to: 

1. Help replace lost profi ts
2. Provide the funds to recruit, hire and train a suitable re-

placement for only pennies on the insurance dollar
3. Assure customers, creditors and employees of the business 

continuation
4. Pay a tax deductible death benefi t to the key person’s family

How it works is the business purchases and retains all ownership 
rights to a policy on the life of each key person.  At the death of 
the key person the proceeds are payable to the business. 

Th ank you for staying with me this far.  Let me say once again, 
I am not an attorney, I cannot give legal advice nor am I an 
accountant-I cannot give tax planning advice.  If any of these 
subjects has resonated with you, please consult your attorney/ac-
countant for advice. 

If you would like more specifi c information on these subjects, 
please call the good folks at Th e Home Agency or feel free to 
contact me at 402-438-4200.

Next time we will look at three more business insurance con-
cepts: Section 303 redemption, executive bonus plans, and split 
dollar insurance.

‘Til then, be well. 

ALAN E. KUZMA, CLU CHFC
829 Mulder Drive
Lincoln, NE 68510
Ph: 402-438-4200
       800-383-9982
Fa: 402-438-4207
alan@kuzmafi nancialservices.com

Investment Advisory Services offered through Global Financial 
Capital LLC, an SEC Registered Investment Advisor

KUZMA

FINANCIAL SERVICES

Established 1973

Financial-Planning • Consulting
Estate Planning • Insurance
Insurance-Senior Products
Retirement Planning Service
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INSURANCE CONSIDERATION FOR A MOVE-
CALL YOUR AGENT
By Diane O’Donnell

N
ot all insurance companies or agents are licensed to 
write in all states, so moving out of state could mean 
big changes in your homeowners or renters insur-
ance policy.  Talk with your agent to see if a current 

policy can be transferred to the new home, or if it is time to start 
checking out new companies or agents.

Even just moving across town can aff ect the cost of a policy.  
Your agent will need to know details about the new home such 
as its age, construction material, type of roof, square footage, 
and interior fi nishes, as well as details of your mortgage lender.  
Provide the agent with a timeline for the move so coverage is 
transferred to the new home in a timely manner.  Also, confi rm 
that household belongings will be covered during the move.

HIRING MOVERS
If you hire a moving company, expect to be asked about insur-
ance.  Homeowners and renters insurance will likely provide 
limited coverage for household belongings in transit.  Th e policy 
deductible will apply to any claim made for a loss on these items, 
so check your deductible amount and how it is applied before the 
move.

Moving companies generally off er basic insurance coverage.  
Carefully review the moving contract for the value in your move.

Th e moving company may off er additional coverage for a fee.  
Coverage for a lump sum value may be one option.  Th is cov-
erage is typically based on the value of items rather than the 
weight.  You must know the value of the shipment and make a 
declaration in writing on your receipt—often referred to as a “bill 
of lading.”  Coverage for full value protection may also be of-
fered.  Th is coverage will pay for the replacement or repair of lost, 
damaged or destroyed property.

Be aware that securing a settlement from the moving company 
or its insurance company may take quite some time.  It is a good 
idea to inspect your personal property immediately upon delivery 
at the new home.  Note any damages immediately to the moving 
company and ensure they sign off  on a list of the damaged prop-
erty before the moving truck drives away.

BECOMING A LANDLORD
In this economy, people are often having diffi  culty selling their 
home.  In this case, renting out a home is becoming a more pop-
ular option; however, keep in mind that when the house becomes 
a rental property, it has gone from being a residence to a place of 
business, so it is important to understand how this changes the 
insurance requirements.

A landlord insurance policy—sometimes called a “dwelling fi re 
policy” or a “special perils policy”—covers the house itself, other 
structures on the property, the owners’ possessions (like washer 
and dryer left for tenants’ use), lost rental income if the house 
becomes uninhabitable and some liability protection.  Tenant 
possessions are NOT covered in landlord insurance policies.

Contact your insurance agent to discuss your situation on your 
vacant home.  Vacant or unoccupied homes can expose you to 
loss and liability that may not be covered by your homeowners 
insurance policy. 

Please call Th e Home Agency with any questions or concerns 
and what is or is not covered by your policy in these types of 
situations.  We will be glad to help! 

Information provided by Nebraska Department of Insurance, www.doi.ne.gov.  

Insurance & Moving

   Home 
ency

thehomeagencyy com

Home   Home HomeHomeHome
AgAgAg cyencyencyyy

TT
EEEE

thehomeagencthehomeagencyyy.y.cococommm

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 offi  ce 
nearest you and check out all the product lines that 

Th e Home Agency has to off er you!



DIVERSIFIED AG PERIL/LOSS STANDARD FARM 
& RANCH POLICY

Yes THEFT Yes
Yes VANDALISM/MALICIOUS MISCHIEF No
Yes WIND/TORNADO Yes
Yes REPLACEMENT COST COVERAGE 

(On units less than 34 years old)
Varies

Yes HAIL Yes
Yes FIRE Yes
Yes LIGHTNING Most
Yes FLOOD No
Yes COLLISION WITH FARM IMPLEMENTS No
Yes RODENT DAMAGE No
Yes* MECHANICAL/ELECTRICAL FAILURE No

*Added by Endorsement
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Following is a list of the most common insurance perils encountered.  
Most claims can be adjusted through your local dealer.

REPLACEMENT COST COVERAGE - pays the cost of repair or replacement (whichever 
is less) up to the policy limit.  (Available on units less than 34 years old.)

MULTI-PERIL - covers most perils from an external cause, including  re, lightning, wind, 
tornado, theft, vandalism, hail,  ood and even collision.  We know of no broader cov-
erage.  (Available on units less than 34 years old.)

INSURANCE FEATURES AND BENEFITSINSURANCE FEATURES AND BENEFITS
FOR IRRIGATION EQUIPMENTFOR IRRIGATION EQUIPMENT

Call The Home Agency for more information about 
irrigation equipment coverage through Diversi  ed Ag!

800-245-4241
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RECIPE  _____________________

From the Kitchen of _____________

Servings _______ PreHeat _______

INGREDIENTS
“CRUST”
 1 CUP FLOUR

 ½ CUP BROWN SUGAR

 ½ CUP OATMEAL

 ½ CUP BUTTER

“FILLING”
 1 LB CAN OF PUMPKIN

 13 OZ CAN OF EVAPORATED MILK

 2 EGGS

 ½ TEASPOON SALT

 1 TEASPOON CINNAMON

 ½ TEASPOON GINGER

 ¼ TEASPOON CLOVES

 ½ TEASPOON VANILLA

“TOPPING”
 ½ CUP PECANS OR WALNUTS, CHOPPED

 ½ CUP BROWN SUGAR

 2 TABLESPOONS BUTTER

DIRECTIONS
MIX “CRUST” INGREDIENTS TOGETHER AND PLACE IN 
AN UNGREASED 8X10 PAN.  BAKE FOR 15 MINUTES AT 
350º.

MIX “FILLING” INGREDIENTS TOGETHER AND BEAT WELL.  
POUR ON THE CRUST AND BAKE FOR 20 MINUTES AT 
350º.  

MIX “TOPPING” INGREDIENTS TOGETHER AND SPRINKLE 
OVER THE BAKED FILLING.  BAKE FOR AN ADDITIONAL 15-
20 MINUTES OR MORE UNTIL FILLING IS SET.  ENJOY!

Pumpkin Pie Squares
Deb Killion

12-15 350°

Fall Favorites

The temperatures are 
cooler, the days are 
shorter, harvest is in full 
swing, and the holidays 
are right around the 
corner!  These pumpkin 
pie squares will make a 
perfect addition to any of 
your family gatherings!  
Happy holidays!



 www.thehomeagency.com                                                         October/November 2015  Th e Home Agency Magazine   31

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.  

ACROSS
3 Th e ____ program in the new Farm Bill 

looks to be the only one that is making some 

payments to farmers this year.

5 Reading can help ____ Alzheimer's.

6 Snow or ice is the ____ leading cause of 

homeowners' insurance claims.

7 Th e 2014 Farm Bill expands programs for 

____ farmers.

9 Acreage reporting deadline for the 2016 

winter wheat in Nebraska is ____ 15th.  

12 Once an ATV leaves your property, ____ 

coverage ends unless you have a recreational 

vehicle policy.

13 Employment Practices Liability can also 

protect the business owner from ____ claims 

brought by disgruntled employees.

14 Sara Ross recently won the Monsanto ____ 

Farm Mom of the Year award.

16 Th ere is very little coverage provided by your 

homeowner's policy for a ____ based busi-

ness.

17 Business ____ insurance is a plan to indem-

nify a creditor if a business owner dies while 

a commercial loan is outstanding.

19 Th e Pasture, Rangeland, and Forage pilot 

program is not available in the 48 ____ 

states.

21 ____ person insurance can guarantee a fl ow of tax free dollars that 

can be used to help replace lost profi ts in a business.

24 Sara Ross has been involved with ____ where she helps consumers 

understand where their food comes from.

26 Most insurance companies will off er to schedule items at no ____.

27 ____ retention is up as farmers are trying to increase their herds.

28 Employment ____ Liability Insurance covers discrimination and 

sexual harassment among other "wrongful employment acts".

30 In order to schedule an item on a homeowner's policy, a recent 

receipt or ____ is usually needed to confi rm the price.

31 Reading helps with ____ reduction. 

DOWN
1 ____ possessions are NOT covered in landlord insurance policies.

2 Th e Team Jack Foundation and Th e Home Agency were recently 

able to raise over $75,000 for ____ brain cancer research.

4 Starting in 2017, when turning in their acres and plant dates, pro-

ducers will need to report this information to their crop insurance 

agent by ____ Land Unit.

6 Livestock Risk Protection is a ____ product.

8 Homeowners and renters insurance will likely provide ____ cover-

age for household belongings in transit.  

10 Th e Home Agency was recently the Presenting Sponsor for the 3rd

Annual Team Jack ____.

11 An example of regularly scheduled item on a homeowner's policy 

is a family ____.

15 A plan to purchase your business in the event of ____ or long term 

disability is called a Buy/Sell Agreement.

18 Th is summer was ____ than normal for precipitation in Th e Home 

Agency area.

20 Th is summer was right about average in Th e Home Agency coun-

try for ____.

22 Keep cabinet doors open during cold spells to allow warm air to 

circulate around pipes, particularly in the ____ and bathroom.

23 A landlord insurance policy, sometimes called a ____ fi re policy, 

covers the house itself, other structures on the property, the own-

ers' possessions, etc.

25 A fact about an El Niño is that while it may produce a very good 

crop in the year it starts, the following year tends to produce ____ 

growing conditions.

29 If farmers have grain from last year's harvest still stored in ____, 

they should not add this year's grain to it until an adjuster has 

been out to measure the storage facilities. 

Crossword Crossword 
PuzzlePuzzle
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800-245-4241  ·  308-785-2803

Gothenburg
515 10th Street, PO Box 387

Gothenburg, NE 69138
888-537-3511  ·  308-537-3511

Brady
120 North Main
Brady, NE 69123

888-537-3511  ·  308-584-3044 

Benkelman
619 Chief Street, PO Box 567

Benkelman, NE 69021
800-245-4241  ·  308-423-2400

Ruskin
1123 Road 4900
Ruskin, NE 68974

800-245-4241  ·  402-984-9255

Broken Bow
800-245-4241  ·  308-785-2803

Ansley
615 Main Street

Ansley, NE 68814
800-245-4241  ·  308-935-1537

IOWA LOCATION
McClelland

91 Main Street
McClelland, IA 51548

712-566-3603  ·  402-740-5624

KANSAS LOCATIONS
Beloit

3873 K Road
Beloit, KS 67420
785-593-6659  

Larned
519 West 4th, PO Box 121

Larned, KS 67550
800-245-4241  ·  620-285-5872

Kirwin
1934 East 1100 Road

Kirwin, KS 67644
785-543-6758 

COLORADO LOCATIONS
Kirk

2883 County Road M
Kirk, CO 80824

866-449-0641  ·  719-349-0611

Stratton
128 Colorado Avenue, 

PO Box 165
Stratton, CO 80836

866-449-0641  ·  719-348-5356

Yuma
201 South Main Street

Yuma, CO 80759
866-449-0641  ·  719-349-0611

210 Smith Avenue, PO Box 326
Elwood, NE 68937

Office LocationsOffice Locations


