
As the 2018 crop planning season progresses,  
 trends in decisions for managed acres begin to  
 surface. Soy Capital Ag Services farm  

 managers help landowners and operators statewide 
navigate the trends in the environment where crops 
are produced. 

Case in point is the recent “window of 
opportunity” on some acres to maximize yield while 
minimizing expenses on seed technology costs. More 
specifically, that “window of opportunity” related to 
low population counts of corn borer and rootworm. 

For the past couple of decades, many corn acres 
have been planted with corn hybrids that provided 
in-plant resistance to both corn borer and rootworm 
damage. For the greater part of Soy Capital’s 
managed territory, most corn has been planted with 
trait technologies that will kill these pests if and 
when they start to feed on the crop. This has led to 
the suppression of pest populations in some areas. 
Now as populations have declined and remained low, 
Soy Capital farm managers have used the information to make solid 
management decisions based on integrated pest management. 

Managed farms with insect populations below the economic 
threshold can consider a fewer-traits, less-expensive hybrid. This is 
not recommended on all acres, though, as pockets of farmland still 
require an effective in-plant corn borer and rootworm program where 
non-traited corn may be exposed to insect damage and economic loss. 

So how does Soy Capital manage this “window of opportunity”?
The first step is to make sure which managed farms are candidates 

for non-traited hybrids. Field scouting, tracking population counts, 
understanding cropping history, and working with industry experts 
can help determine if this is an option. 

The second challenge is selecting hybrids that will perform best on a 
farm. Soy Capital’s seed testing program offers solutions for fully traited 
hybrids. As this “window of opportunity” for limited traited corn presents 
itself, farm managers focus on not only fully traited hybrids with insect 
resistant traits, but also hybrids that are not fully traited. 

In 2018, Soy Capital will conduct research trials to test corn 
hybrids that only have the corn borer trait and not the rootworm 

trait. Since there are farms that can use hybrids without rootworm 
protection, it is important to know which hybrids demonstrate top-
end yield performance. Farm managers have found cases where the 
trait that provides protection to rootworms can have a negative yield 
impact on a hybrid. 

Many high-yielding hybrids may not get the attention they deserve 
due to an inability to effectively carry a rootworm gene. We have 
found some of the hybrids with the highest top-end yield potential 
are those with no in-plant rootworm protection. We are setting up 
our testing program to make sure we find these products.

While current evidence suggests many acres are at low risk to yield-
robbing insects, even the most carefully thought-out decisions can be 
trumped by Mother Nature. Not all acres are suitable to corn hybrids 
without insect protection traits. Suitability may change from year to 
year. For these reasons, Soy Capital farm managers carefully evaluate 
the decision to not use trait protection and help landowners 
understand the risks. 

For more insights, contact Ross Albert at 309-665-0958 or 
ralbert@soybank.com. 
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Soy Capital Ag Services farm managers help landowners and farmers make the best corn planting 
decisions for each specific field.



Soy Capital Ag Services

Ron Drane brought more than 20 years of financial planning and portfolio management experience to  
 Soy Capital Bank (SCB) Wealth Management in August 2016 as Vice President–Chief Investment  
  Officer in Bloomington. And in the last 18 months, he has expanded efforts to assist wealth management 

clients, including farmland owners.
“We take a team-oriented approach to working with investment clients. We look at the economy and 

determine which sectors will benefit from the current market and where the greatest value may be,” says Drane. 
“The goal is client success. Our strategy outperformed the market in 2017, and we hope to do so again in 2018.”

Drane began his professional financial career in the Illinois utilities industry. He has an undergraduate 
degree in finance from the University of Illinois and a master’s degree in business from Washington University 
in St. Louis. He is a Chartered Financial Analyst with extensive wealth management experience throughout 
central Illinois. 

Drane is responsible for the department’s profit and loss statement, administration, operations, business 
development and marketing. He can be reached at rdrane@soybank.com or 217-429-8714. 

Ron Drane Brings New Approach to  
SCB Wealth Management Team

Ron Drane

With tighter margins in agriculture, many landowners are 
searching for ways to reduce input costs. Trimming expenses 
is something farm managers always strive for, but there can be 

negative consequences if not handled correctly. 
Dry fertilizer and limestone applications may seem like easy places 

to cut costs. Farmers can still grow a crop while reducing crop 
nutrient rates. But neglect of intangible soil assets has a tangible effect 
on crop yield and soil nutrient levels for years to come. 

According to USDA, Macon County corn yields averaged 172 
bushels per acre in 2000 versus 215 bushels per acre in 2016. That 
represents a relatively quick 20 percent increase in yield accompanied 
with generally a slower increase in the desire to increase nutrient 
applications to compensate for higher nutrient removal. 

Increased nutrient removal and flat application rates force crops to 
turn to the soil “bank” to supply the nutrients they need. This pushes 
soil fertility levels lower, so it has become increasingly important to 
monitor soil tests for soil nutrient and pH levels.

Once depleted, it becomes difficult to build fertility back to an 
acceptable level, given the large application rates and cost required. 
While not impossible to build soil fertility, it is much easier to 
maintain current levels than to let them slip lower.

Soil testing for pH, phosphorus and potassium is common. 
Landowners now should also consider testing for equally important 
secondary and micronutrients such as sulfur and zinc. With yields 
continuing to increase, demand for these nutrients is beginning to 
outpace what can be supplied by the soil. A deficiency of any essential 
nutrient can have a profound impact on yield. And since secondary 
and micronutrients are used in small quantities, it is relatively 
inexpensive to correct a deficiency. 

One area often lost in the shuffle of soil fertility is soil pH. Soil pH 
and subsequent limestone applications are easy for landowners to 

neglect because applications do not typically occur on an annual 
basis. Most soil types in the Midwest have a tendency to become 
acidic over time. As soils acidify, nutrients essential for plant growth 
change form and become difficult or unavailable for plant uptake. 

Soil pH should be maintained between 6.1 and 6.5, with the 
upper end of the range optimal. In order to maintain a high level of 
crop production, landowners should test their soils consistently in 
order to closely monitor nutrient and pH levels. Yields are limited by 
the most deficient nutrient, so maintaining all essential nutrients at 
sufficient levels is necessary to maximize yield. If soil tests indicate a 
decline in nutrient or pH levels, landowners should adjust applications 
accordingly.

For more details, contact Tyler Roth at 217-421-9619 or troth@
soybank.com. 

As corn yield potential continues to increase significantly, greater attention must be 
directed toward soil testing for both macro and micronutrients.

Farm Managers Take Strategic Approach  
to Fertility Costs



Accurate wealth management is critical for landowners and is most successful when handled by a trusted financial professional. That has 
been the experience of Soy Capital Bank (SCB) Vice President–Chief Investment Officer Ron Drane.

“When it comes to financial planning, Soy Capital can provide better service to a client and be a truly effective advisor when we 
establish a solid relationship,” he says.

The good news for Soy Capital Ag Services farm management clients is that they 
can easily have that relationship with the SCB Wealth Management department. 
The Soy Capital Ag Services farm management team works closely with SCB’s 
financial planners.

“If a customer comes to us for wealth management needs and we learn they have 
farm ground, we can refer them to our farm managers and vice versa. We can assess 
their needs at all levels and give them a great deal of comfort because we know the 
farming culture,” he says. “We offer continuity, knowledge and expertise, which 
enable us to completely focus on client needs since we have this synergy.”  

Drane notes while some banks may often recommend farmland be sold and the 
cash managed in a portfolio, Soy Capital keeps all options on the table.

“We look to maximize all assets, whether the goal is to retain or sell the farmland. 
That makes us unique because we can help with complicated estate planning,” he says. “We work with Ag Services to make the best decisions 
for every client so they can protect their assets for the long-term and not be forced into decisions they don’t want.”  

Soy Capital Ag Services’ large coverage area also is an asset for both farm and wealth management. “We have seen a lot of scenarios play 
out, so we have a great deal of experience in determining the best options for anyone’s money and assets,” he says.

If you would like to access Soy Capital’s expertise in financial planning, investment management or other financial services, contact 
Drane at rdrane@soybank.com or 217-429-8714.  

Soy Capital Ag Services

Wealth Management a Critical Component  
for Land Ownership

Farmowner George Damman terminated his previous farm 
management contract nearly 10 years ago because he was not 
always asked to be an active partner in making decisions. He 

interviewed Soy Capital Ag Services farm manager Kevin Meiss in 
2009, and Meiss has managed Damman’s family farm near 
Bloomington ever since.

“Kevin is a different farm manager than the one I had with the 
other bank. I hired Kevin because he listens. He brings ideas to me 
and encourages me to talk with my tenant directly, and that open 
communication works well for all of us,” says Damman.

Damman’s grandfather bought the farm in 1934. The then-
handyman was looking for a certain type of farm. When it became 
available during the Depression, he bought it for more than asking 
price to give the seller a fresh financial start.

“My dad grew up here. I grew up here,” says Damman. “I was not 
able to farm full time because of asthma. When my dad stopped 
farming, he worked with several tenants over the years. When my dad 
died, I inherited the corn and soybean farm.”

Damman worked with Meiss to make improvements to the farm 
and sell the farmhouse and buildings to a long-time renter. He has 
had the same farm tenant for several years.

“Kevin recommended improvements for the farm, including 
tiling most of the farm in two stages,” he says. “Last year, we had 
all-time record yields on corn and soybeans, so the tile is paying for 
itself. Kevin takes care of all the details, keeps me informed and 
makes suggestions. That is why Soy Capital Ag Services is now my 
go-to manager.”   

Open Communication Makes  
Farm Management Work

Effective farm management requires good communication channels between farm 
managers, farmers and landowners.
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BLOOMINGTON, IL  
(309) 665-0955

Brian R. Thompson, AFM, ARA* 
  bthompson@soybank.com
Chad A. Hoke, AFM* 
  choke@soybank.com
David Klein, AFM*, ALC 
  dklein@soybank.com
Dan Patten, AFM, CCA* 
  dpatten@soybank.com
Kevin R. Meiss, AFM* 
  Kevin.Meiss@soybank.com
Mark R. Smith, AFM* 
  msmith@soybank.com
Ross Albert, AFM 
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DECATUR, IL  
(217) 421-9616
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Tyler Roth, CCA 
  troth@soybank.com
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Keith L. Waterman, AFM*, ALC 
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Thomas L. Toohill, AFM* 
  ttoohill@soybank.com

PEORIA, IL  
(309) 687-6008

Steven L. Burrow, AFM* 
  sburrow@soybank.com
Douglas W. Fehr, AFM* 
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KANKAKEE CO., IL  
(815) 936-8971

John M. Tammen, AFM* 
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Don McCabe, AFM* 
  dmccabe@soybank.com
Steven P. Jacob 
  sjacob@soybank.com
Drew Wright
  dwright@soybank.com
Sean Riordan
  sriordan@soybank.com
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R.E. Office in Peoria, IL  
(309) 687-6008

Norman W. Bjorling 
  normbj1019@comcast.net 
 
R.E. Office in Bloomington, IL  
(309) 665-0961

Wallace L. Yoder, AFM, ARA* 
  wally@yoderweb.net 
Garrett Schoenholz 
  Garrettshow@gmail.com
John Croft
Chris Kolodzeij
Aaron Benoit

R.E. Office in Decatur, IL  
(217) 421-9620

James R. Flanigan 
  jflanigan@soybank.com 
Mike Hall
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Justin Wood
  jlwood25@gmail.com 


