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I have been teaching an eight-session beginning commodity marketing class to my students over the past several years.  It commences in early December, meets two times a month and concludes in the end of March.  The course focuses on the basics of commodity marketing with three goals in mind: one the learner should understand basis, they should understand commodity “language” and lastly they should feel comfortable enough to call a commodity broker and start a relationship.

The topics of the sessions break down as follows:



Session 1  Marketing Terminology



Session 2  Trading with the Futures



Session 3  Hedging



Session 4  Options



Session 5  Livestock Hedging



Session 6  Technicals and Fundamentals



Session 7  Evaluating Marketing Alternatives



Session 8  Risk Management Game

The final session employs a Written Marketing Plan that can be used with any of your students in determining the Break Even selling price for corn and soybeans.  It incorporates details from a students crop enterprise analysis, the whole farm enterprise analysis and their projected cropping plans for the coming year.  Enclosed are two Excel spreadsheets.  One is for use if you use it to pencil in the values and the other has formulas that 

calculate data as you enter on in spreadsheet format.

