
UNIQUE, DISTINCT, OR 
EXTINCT?
I love spring — time for planting crops and gardens 
— time to put the snowblower away (I hope) and 
find the golf clubs — and time for kids of all ages 
to finish school and get ready for the summer or 
graduation. 

Spring is also a time to reflect on how the first 
quarter went. I am grateful to report that Dakota 
MAC had a great first quarter of 2022! Even with 
an increasing rate environment, we originated over 
$40M in new loans, and our portfolio of almost 
$720M continues to perform with few delinquencies. 
Our staff continues to be the best in the business, 
and it is rewarding to see them all grow personally 
and professionally.  

Inflation continues to be a hot topic; whether it’s the 
price at the pump, groceries, or interest rates, the 
cost of goods and services has increased. To manage 
inflation, the Federal Reserve increased rates for the 
first time since December 2018, and long-term rates 
(i.e. 10-year Treasury) have increased ~1.75% since 
July 2020 and ~1.00% since December 2021. This 
increase has caused a wide range of emotions from 
our lenders and our clients: “I didn’t think rates were 
ever going to increase,” or “This is just the start,” or 
“The Fed has overreacted,” or “Better late than never 
and this is still a great time to lock in a long-term 
rate.”

At a recent meeting, I asked each of our Loan 
Production Officers what made them unique and 
distinct. I then asked, “If we aren’t unique or distinct, 

could we become extinct?” 

There is some correlation to 
why Dakota MAC is constantly 
evolving how we do business 
and what services we offer. For example, a decade 
ago, if rates increased, our loan production went 
down until rates went back down. Maybe it wasn’t 
extinction, but it was more like hibernation, waiting 
on low rates. We were, in some sense, a “one-trick 
pony” and too dependent on low rates. 

As I assess the originations in 2022, we are still very 
active with refinances, but what’s encouraging is we 
have been very active in financing purchases, too.

One way we have added products and services 
for our clients is by expanding how we treat Farm 
Service Agency Guarantees. First Dakota is proud 
to be the Nation’s first Preferred Lender (PLP), but 
we hibernated too long in how we were originating 
loans with an FSA Guaranty; we became complacent. 
In 2020, we developed a program called FSA Drive, 
which not only has some of the lowest rates but also 
allows the client to retain working capital by offering 
a higher loan-to-value or a no-cost closing option, 
or both. Our Preferred Lender status enables us to 
originate loans how we originate non-guaranteed 
loans. As a result, we have grown our FSA Drive 
portfolio from $0 to $30M in eighteen months, and 
momentum is growing. 
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We are making ourselves distinct by continuing to 
provide expertise to our clients. We don’t want to be a 
transaction lender, where you only hear from us when 
we originate a loan. If you are a client of ours, you will 
see and hear from us.  

Another way First Dakota is unique is our Emerging 
Farmers and Ranchers program which just started 
its sixth class. This is an amazing way for our bank 
to invest in the future of agriculture. The first session 
was facilitated by Dr. David Kohl and Nate Franzén, 
the President of our Ag Division. Read more about the 
sixth class and the curriculum at FirstDakotaAg.com.

I mentioned in our January DIRT that First Dakota is 
celebrating our sesquicentennial and there continues 
to be celebrating throughout the year (i.e., new logo, 
pickup giveaways, and beer, YES BEER). At a recent 
meeting, our CEO, Larry Ness, poetically summed up 
what makes us distinct and unique. He said people 
always ask him how First Dakota has been successful 
for so many years. He responds by saying, “We take 
care of our employees, and in turn, they take care of 
our clients.” Being unique and distinct doesn’t have to 
be complicated, but you have to deeply and sincerely 
believe in it. I couldn’t have said it any better, Larry. 
Keep being unique and distinct. 

Until the Next DIRT

Jeff
wolfgram@dakotamac.com
(605)665-4990

For up-to-date Ag information follow us on Twitter at @DakotaMAC93.

 

Listen to Huskers athletics on Huskers Radio Network. 

Dakota MAC, a proud supporter of Huskers athletics. 

BY ERICA FOXHOVEN
DAKOTA MAC CLOSING MANAGER

THE ART OF GOAL SETTING

When I was in college (go Jacks!), 
I took a few art classes. I knew 
what the end product needed to 
look like, but as I stared at a blank 
canvas, I found myself freezing up 
and not knowing where to start. 

Even though I had a goal set to finish the project, 
something was missing and preventing me from 
moving forward. One morning, I decided to take a 
baby step and put paint on the canvas. I washed the 
entire canvas in green paint and from there, the whole 
project took off. 

That moment was my “ah-ha” moment with goal 
setting. Every project afterward was a breeze as I 
knew I needed to set achievable, short-term goals 
that eventually compiled into a rewarding project and 
experience. 

Since my college days, I’ve added numerous roles to 
my life. I work off the farm, for the farm, and I’m a wife 
and mother. 

When I am at work, I set goals for myself and my 
team. Some goals are daily and some are long-term.

At home, I take simple tasks but turn them into goals. 
It’s simple, achievable, and keeps me on track. My 
children have “chores” that we’ve turned into daily 
and weekly goals to give them responsibility and also 
a sense of achievement. Trust me, doing two loads of 
laundry each day and getting one out of three kids 
through the bath are real goals and there is no shame 
in that!

I’ve also branched out and set goals for other parts 
of my life. My dog has no idea that I’ve set a goal for 
her to watch gates, but she’s currently learning and 
her progress is gratifying for both of us. The rest of 
my four-legged friends have goals as well. My filly 
(whether she likes it or not) is going to be broke to 
ride this year and my goats’ rate of gain is going to be 
better than last year. 

There are tons of articles available for different types 
of goal setting, but I think the key is to focus on mak-
ing sure they are simple, attainable, and something 
that you are committed to. It’s ok to keep them fluid 
and change in the short term as needed. Write them 
down and tell others about them to hold yourself ac-
countable. The key is not to give up. 

Combined Chart of Originations and Long-Term Rates



The March USDA prospective 
planting report has just been 
released. The USDA forecasts 
a record planted acreage for 
soybeans at 91 million acres and 

a much smaller corn acreage planted compared 
to recent years at 89.5 million acres. In my broad 
estimates, today, it would cost an additional $300+/
acre to grow a corn crop rather than soybeans.

I think it’s safe to say that for the last 8 - 10 years, 
both lenders and producers got comfortable with a 
reasonable commodity price projection and crop input 
expense budget (i.e., the previous three years’ average 
+ a modest increase to “move the peg” on yield goal 
projections). We also got used to input/financing terms 
being “on the table” for an extended period, rather 
than the amount of time things are on the market  
today.  

This fall, the fertilizer and chemical crop protection 
market became extremely volatile; then, as we 
approached the end of 2021, it was time for long-term 
fixed interest rates and short-term operating rates to 
“take a hike.” From the crop inputs salesperson to the 
person selling the tractor to the person trying to sell 
you building materials — it is a tough time for anyone 
associated with or related to agriculture production. 
I know we would all appreciate a little more time to 
think through our purchasing strategy or even “shop” 
for the correct rate, price, and product terms, but with 
tight supplies and volatility, we are bound and required 
to make decisions quickly.

Volatile times will create “outside the box” strategies 
in raising and marketing a crop. This last fall, many 
close friends of mine had their fingers crossed for an 
open fall to get as much of their fall nitrogen applied 
as possible. The cost savings was unreal! In our market 
in central Nebraska, the cost for a base rate of nitrogen 
before year-end was roughly $80/acre. This spring, the 
same base rate costs approximately $150/acre! This 
may not seem fair due to NRD fertilizer restrictions 
and an operations workload in the fall, but I’m afraid 
we may have to look sharply past what’s “fair” in crop 
planning going forward. Another friend told me all his 
crop acres will be planted in beans next year simply 
because he will not pay the high fertilizer prices. 

BY NICK RENNAU
LOAN PRODUCTION OFFICER

NIMBLE PLANS AND 
REVISED PROJECTIONS?

Ask today how you can use the equity in your farmland for important purchases.  

Others have said they are willing to look for additional 
ground to lease at an inflated value to have the 
opportunity to capture a higher commodity sales price 
than what we have seen these past several years. 

Challenge #1
I mentioned the three different scenarios above 
because I believe we will have to “wean” ourselves 
from thoughts and considerations of what our 
neighbors are doing and/or why they are doing it. 
Operations are becoming more differentiated from 
each other than in the past. 

Challenge #2
Many people “froze” after hearing what fertilizer prices 
were last fall. I can’t say that I wouldn’t have balked at 
these market offerings either — particularly when we 
have seen in-season market fertilizer price devaluation. 
I think the challenge is to make a partial plan and leave 
some room for adaptation later. I say this amid an 
extremely tight chemical crop protection market where 
some orders may not get filled. Hopefully, getting 
some chemical crop production back online will 
alleviate some stress with product procurement that 
we experienced this year.
 
Challenge #3
The last sentence in challenge #2 makes me think of 
challenge #3 — cherish your partnership with your 
inputs supplier, machinery and equipment vendor, and 
even your lender. As mentioned earlier, we all dread 
this market volatility. We want to see your operation 
succeed and appreciate the opportunity to run ideas 
past you and your operation.

Our challenge as lenders
I believe the biggest challenge is knowing what your 
operating expense totals will be. Your operating 
expense budget may be considerably higher this year 
or slightly less than last year, depending on your crop 
plan/rotation. Next, we need to remind each other 
that the spring crop insurance price is $1.32/bu higher 
than last year. It may seem counterintuitive to have a 
larger operating line in 2022 than in 2021, but it takes 
a considerable amount of capital to raise a high-value 
commodity.

I understand it is easy to get discouraged when price 
offers don’t stay on the table for very long and ag 
production “peers” are inflating the market on rented 
ground. However, I firmly believe that with “all things” 
related to crop production, we still have an opportunity 
to generate a fair operating margin in 2022.   
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Columbus, Nebraska
2004 23rd Street
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Hastings, Nebraska
2837 W Highway 6, #201
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NICK RENNAU
nrennau@dakotamac.com 
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COREY MAALAND
cmaaland@dakotamac.com 
(605)880-2585

NATHAN SPARKS
nsparks@dakotamac.com 
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