Commercial Business Law for Farmers

Tom Weygandt

Buckeye Career Center 

545 University Dr., NE

New Philadelphia, OH 44663

330-308-5720 or 330-262-1963 (h)

tweyg@bright.net
In at least six states farmers have been found to be merchants by the courts.  This puts the farmer under a higher standard of the knowledge of commercial law.  Under the Uniform Commercial Code a different set of rules applies to commercial transactions between merchants.  

I’ve found that most of my clients are only “somewhat” aware of their rights and responsibilities in business transactions.  I have developed three PowerPoint presentations that introduce the farmer to Commercial Law.  The first, Contracts, is a necessary prerequisite to the following presentations, Negotiation and Secured Transactions.  I anticipate adding presentations for, UCC Sales, Insurance, Agency and Employment, Real Property, and Business Entities in the future.

Following are several problems I have given to my clients to illustrate the need for some commercial law knowledge.  

Problems

1) Walter is a successful dairy farmer whose cows are averaging over 70 pounds through the tank.  Several months ago Walter anticipating that low prices would hurt his cash flow, answered an advertisement in his local newspaper and purchased 12 springing heifers from Bob, a dairy farmer from a neighboring county, for $15,000.  All 12 heifers calved with heifer calves and are milking over 80 pounds.  Today Walter received a notice from Friendly National Bank that Bob’s intermediate term loan was seriously delinquent and that Friendly would foreclose on the heifers if the loan is not brought current.  What should Walter do? What should he have done?

2) Mildred, another successful dairy farmer, read in Space News that a mineral using moon dust would solve her cleaning problems with the fresh cows.  She immediately called Kramer, her regular dairy supply route man, to order 500 pounds Super Duper Hi-Space Mineral, the only dairy mineral available containing moon dust.  Kramer said that he didn’t stock the mineral because it is so expensive but that he would special order it.  Mildred is a long-standing customer so Kramer didn’t ask for payment ahead.  The following week Mildred’s dairy nutritionist, Kirk, convinced her that moon dust has no research to back it and that she should instead try Aunt Mabel’s Herbal Mix.  Today Kramer brought the mineral and Mildred told him she didn’t want it.  Kramer said he couldn’t return it and billed Mildred $1500.  Mildred says she didn’t sign anything and shouldn’t have to pay.  Who’s right?

3) Roy sold Brad 600 tons of corn silage for $12,000 and has agreed to accept payment over 6 months.  For his third payment, Brad indorsed the back of a check he had received for sale of some cows so, “he wouldn’t need to deal with it in the computer” and gave it to Roy.  Now one week later, Roy’s bank has called to tell him that the check has bounced and that four checks Roy has written have been returned due to non-sufficient funds.  What should Roy do?

These are just a few of the problems that happen in everyday business.  Do you know the answers?  Are you sure?  

