











at a variety of sizes of farms with a variety
of sizes and kinds of deliveries.

Compartments in the trucks range from
1-1/2 to 4 tons. “We have eight different
pockets on our trucks,” Boyd says. “That
truck with all those different compartments
and different size compartments helps us
haul what we have to.” Maneuverability of
trucks is critical, too, because many deliv-
eries are made to very small farms. Getting
stuck could be a problem, especially if the
farmer’s only equipment for towing a truck
out might be his mule!

Mark Hershey Farms appreciates its good
working relationship with Walinga. “I know
some people travel far for a company like
Walinga,” Boyd says. “Luckily for us, they're
right down the road.”

LOCAL PROMOTION

To promote the farming industry, Mark
Hershey Farms has participated for years in a
Farm-City Exchange. Individuals from the city
work for a day on the farm. Often, consumers
who are far removed from agriculture get
a real education. “Even in a rural area like
ours, some of the people who came out can'’t
believe farmers with a couple of days of good
weather are running 20 to 22 hours a day to
get their corn in the ground before the rain,”
Boyd says.

Mark Hershey Farms gives tours and offers
substantial discounts on feed to children who
raise animals to show through FFA and 4-H
programs. The discount helps children have a
valuable experience that takes a lot of work
and usually loses money.

CONVENIENCE AND EFFICIENCY

Mark Hershey Farms strives to provide its
customers with convenience and ef ciency.
The company prides itself on giving farmers
what they need when they need it. When
the combines are running at harvest, the
mill is ready to receive the grain. The mill
runs 24 hours a day, six days a week, and
recently moved from manual to computer -
ized batching, and a new boiler is being built.
They even try to help with nancial dif cul-
ties. “We are de nitely helping the farmers
through this time,” Boyd says. “We're still
taking them feed, and there are some that
we’re carrying nancially.”

Employees often interact and connect with
customers outside the business. “Because
we're farmers, we may be purchasing things
from them, or doing eldwork for them,”

Boyd says. Continuing to do business with
Mark Hershey Farms is the biggest proof that
customers are satis ed, but farmers often
show their appreciation in smaller ways, such
as sending homemade apple pies, cakes and
pretzels back with the drivers.

On Fridays, when lunch is provided for
employees, customers often stop in and eat,
too. The close-knit, down-to-earth company
atmosphere appeals to customers. “Anybody
who walks in can talk to anybody they want
to at any time,” Boyd says. “You will never
get an answering machine here.”

People who work for Mark Hershey Farms
are proud to continue the founder’s legacy of
guality and service. “The way the employees
have built this place is important,” Boyd says.
“Mark would be pleased.” O
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News in the Industry

FEFAC predicts drop in
feed demand

Newly updated figures
for the volume of complete
feeds produced in member
countries of the European
Union were presented to the
World Poultry 2009 confer-
ence arranged by Agra
Informa Ltd.

Pedro Corréa de Barros,
CEO of Grupo Nutroton in
Portugal and current presi-
dent of the European Feed
Manufacturers’ Federation,
FEFAC, reported the federa-
tion’s latest estimate that
EU-27 feed production in
2008 had reached some
150.6 million metric tons.
This would compare with a
final total of 150.3 million
metric tons for 2007. FEFAC
analysts think the total EU
demand for compound feeds
could drop by about 4%
this year in the wake of the
current international finan-
cial crisis, de Barros said.

O ortumty is knockmg
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Ruminant feeds are
expected to be hit hardest,
followed by pig feed.
However, the uptake of
poultry feeds could be
maintained this year to
meet a switchover by beef
and pork consumers to
cheaper forms of protein
while the recession
continues.

The chart from his
presentation shows France
remaining Europe’s biggest
national feed producer
in 2008 despite French
volumes not changing from
the 22.4 million metric tons/
year recorded for 2007.

In second place, Germany
grew its own tonnage from
21.3 million tons to 21.8
million tons. However, Spain
dropped from 20.3 million
tons to 19.2 million tons.
Netherlands feed produc-
tion increased from 13.7
million tons in 2007 to 14.5
million tons in 2008.

Lucta USA restructures
business

Lucta USA, a global
manufacturer of specialty
additives for animal feed, is
undertaking a restructuring
of its business model that
will consolidate manufac-
turing, according to a Lucta
press release.

The centerpiece of the
restructuring is a shift of its
U.S. business to a stream-
lined warehouse model,
eliminating product manu-
facturing for the time being
until a new facility is built.

Two critical factors are
driving this shift: outdated
Northbrook, Ill., facili-
ties that would be costly
to update and additional
manufacturing capacity
in Spain due to new plant
operations.

The restructuring is sched-
uled to be completed by the
end of May 2009, according
to the release.
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AMERICAN FEED INDUSTRY ASSOCIATION MEETINGS CALENDAR As of 5/5/09

May 12-13 Board of Directors Nov. 5-7 Equipment Manu- Nov. 12 Board of Directors
Meeting, Arlington, Va., Ritz- facturers Conference, Fort Meeting, Indianapolis, Ind.,
Carlton, Pentagon City Myers, Fla., Sanibel Harbour Hilton Indianapolis

Resort & Spa
Sept. 14-17 Liquid Feed Jan. 27-29 International Feed
Symposium, Nashville, Tenn., Nov. 11 Board of Directors Ex- Expo, Atlanta, Ga., Georgia
Sheraton Music City Hotel ecutive Meeting, Indianapolis, World Congress Center

Ind., Hilton Indianapolis
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Visit Walinga at these 2009 industry events

JULY 24

Milan No-Till Day

Milan, TN
http://milan.tennessee.edu/MNTFD/

SEPTEMBEREMBER 1-3
Farm Progress Show
Decatur, IL
www.farmprogressshow.com/

SEPTEMBER 9-11

Canada’s Outdoor Farm Show
Woodstock, ON
www.outdoorfarmshow.com/

SEPTEMBER 10-12
Farm World Expo
Terre Haute, IN
www.farmworldexpo.com/

SEPTEMBER 15-17
Big Iron Farm Show
West Fargo, ND
www.bigironfarmshow.com/

NOVEMBER 2-4
Mid-Atlantic Farm Show
Concord, NC

http://southeastfarmpress.com/mag/
farming midatlantic farm show 2/

NOVEMBER 11-14
Agri-Trade Expo
Red Deer, AB

TOUGH TIMES
REQUIRE NEW
METHODS.

Visit the redesigned

Walinga.com to see
what measures Walinga

is implementing
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August 4-6
Farmfest
Redwood, MN

www.farmshows.com/ffst/index.po

SEPTEMBER 15-17
Husker Harvest Days
Grand Island, NE
www.huskerharvestdays.com/

SEPTEMBER 22-24

Ohio Farm & Science Review
London, OH

http://fsr.osu.edu/

SEPTEMBER 18-20
Wisc Farm Tech Days
Albany, WI

www.wifarmtechnologydays.com/

SEPTEMBER 29-OCTOBER 3
World Dairy Expo

Madison, WI
www.world-dairy-expo.com/gen.nome.cfim

NOVEMBER 11-13

Witchita Farm & Ranch Show
Wichita, KS
www.tradexpos.com/wichita/

NOVEMBER 11-12
Gateway Farm Show

Kearney, NE
www.kearneycoc.org/Kearne
Chamber/partners/Gateway/

cloome - b the NEW Wilinga!

www.walinga.com

August 13-23
lowa State Fair
Des Moines, 1A
www.iowastatefair.com/

OCTOBER 7-9

Ozark Fall Farmfest
Springfield, MO
www.bransonshows.com/
eventCalendar/OzarksFallFarm
festattheOzarkEmpireFair
groundsinSpringfieldMO.cfm

OCTOBER 20-22
Sunbelt Ag Expo
Moultrie, GA
http://www.sunbeltexpo.com/

DEC 1-3
Greater Peoria Farm Show
Peoria, IL
www.farmshowsusa.com/Mains/
PMain.htm

DEC 8

Thumb Ag Day

Ursa, Ml
www.mfrn.com/Thumb%20

Ag%20Day.html

DEC 9-10

NE Power Farming Show
Lincoln, NE
www.nebraskapowershow.com/

DEC 10-12

Tulsa Farm Show

Tulsa, OK
www.farmshowsusa.com/Mains/
TMain.htm

DEC 15-17

IN-IL Farm & Power Show
Indianapolis, IN
www.highbeam.com/
doc/1P2-14151039.html




Looking Ahead . . .

will notice a common thread, “customer
ervice.” Customer service is an important
component of any company’s existence, and in
these times, it is especially crucial.

And so, in looking ahead, we often think,
wouldn't it be wonderful if we could use a crystal
ball to see what the future holds? The reality is,
we can't; and there is good reason we can’t. As
a result, we are left to do our best and use our
talents to the best of our God-given ability. In a
sense, this has been the issue that lives in our lives
at Walinga. Recently, at our annual sales meeting,
an important topic discussed was, what should
we be looking forward to? Today, looking at life
from a narrow or shortsighted perspective, we
see a lot of problems. We see a down economy, a
housing market fallen flat, the price of livestock
down and we see commodity prices down. And
so, we tend to ask, what exists that says there is
anything good possible? So, let's look forward.

Is this an opportunity for the strong, those who
work diligently to step up to the plate and look
at the situation and say “how can | make this situ-
ation better?” Yes, it is a time to be frugal but not
foolish. It is a time to be careful but not careless. It
is a time to be proactive but not reactive. And so,
you will also hopefully see this perspective from
our point of view.

If you read our Mission Statement it says, “We
intend to fulfill our Christian mandate by manu-
facturing customized products of the highest
quality at the fairest price through efficiency,
organization and innovation in an environment
that includes all employees. For our customers we
guarantee accessibility, professional expertise and
meticulous attention to detail. Our total commit-
ment to quality is not only our inheritance, it
is our foundation for the future. Through this
we expect to see continued growth for future
generations, that they continue on the path set
before them - December 2001". \We believe that
this holds true more and more each day as we
continue to look forward.

In reading this statement, we hope that you
also see that our commitment remains strong. We
continue to look for more innovative ways to be
better at what we do. We also concern ourselves

Kading through this issue of SideRoads you

more and more with how we impact the envi-
ronment, like adopting “green lighting” in our
manufacturing facility. We are making use of new
technology, such as the Mitsubishi Laser Cutter
with a nesting package. As a result, we use less
energy than older equipment to cut steel, and
the nesting package allows us to cut more pieces
with less waste. In addition, all drop off of steel
and aluminum is completely recycled. We work
hand-in-hand with suppliers like our paint manu-
facturer to come up with more environmentally
friendly prepping and painting methods.

Another area we have been spending a lot of
time on is product design. We continue to look
for better ways to make the units lighter and
quicker unloading. All these ideas are intended to
help make things easier for our customers and to
help us minimize our carbon foot print. As stated
in the first issue of SideRoads, “we will continue
to provide our customers with unparalleled

service and quality!” [ ]

...... A
Q INGERSOLL AXLES
AN IMT COMPANY

NEW INNOVATIONS — NEW CHOICES

Air Disc Brake Axle

YOUR CHOICE !

1-800-663-2953

www.imtcorporation.com
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waunes WHEN VARIABLES MATTER

YOU WANTED DURABILITY.
We gave you durability.

Extruded Long Sills « Extruded Rain Gutters  Extruded Divider Ribs
Extruded Auger Trough « H.D. Steel Tubing |
2" Bearings and 2.5" Auger Shafts « H.D. Stub Shafts

YOU WANTED LIGHT.  BEE=
We gave you Lite. @

11,000 Ib trailer - delivering up to a 27 ton payload.

YOU WANTED SPEED.

We now give you speed.

3,500 - 7,000 Ibs/min.* - unload a 26 ton payload in about 7 /2 minutes.

*CAPACITY WILL VARY DEPENDING ON PRODUCT, BOOM ANGLE AND LENGTH

NO ONE GIVES YOU MORE!

~™ENGINEERED
[ I TRANSPORTATION
= EQUIPMENT

lowa:
. Guelph, ON. Wayland, MI. Carman, Manitoba Davidson, Saskatchewan Sioux Center, IA
www.walmga.com Tel (888) 925-4642 Tel (800) 466-1197 Tel (204) 745-2951 Tel (306) 567-3031 Tel (800) 845-5589

Head office: Michigan: Manitoba: Saskatchewan:



