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Investing Wisely
By John Duchscherer, General Manager/CEO

All businesses require 

investments in order to 

succeed and grow. The key 

decision every operator 

faces is this: Which invest-

ments deliver the greatest 

return?

We constantly ask the 

same question at River Country Cooperative. 

Our goal is to build value into every acre 

we cover, ton of fertilizer we apply and 

gallon of fuel we deliver. We evaluate every 

decision we make by asking, “Will this deci-

sion provide the best value possible to our 

owners?”

Since our last newsletter, we’ve made 

some strategic investments and seen others 

begin to bear fruit. You’ll read about all 

of them in more detail elsewhere in this 

newsletter, so I want to provide the broader 

perspective here.

First, two key decisions we made 

recently—the acquisition of Pierce Pepin 

Propane Service and the rebranding of 

eight of our c-stores to the SuperAmerica® 

brand—have had immediate, positive 

impacts. From sales to customer experience 

to resource utilization and service efficiency, 

River Country and our owners have already 

seen tangible benefits. 

Talent trumps everything
Our most important investments, 

however, are not facilities, equipment or 

product lines. Talent is the difference maker 

for cooperatives like ours who are serious 

about offering value to their owners.

The day of the generalist is over in 

the fields of agriculture and energy. Both 

industries are too complex and the finan-

cial stakes too high. For that reason, we’ve 

hired specialists in energy, agronomy and 

operations. Their in-depth understanding 

of the latest developments in products, 

programs and practices will create value for 

our producers. 

For example, our agronomists can 

provide precision ag, nitrogen utilization 

and pre-emergent weed control strategies 

tailored to your specific operation. Our 

certified energy specialists will put their 

knowledge of fuels and lubricants to work 

creating an economic, efficient energy 

program that keeps all of your equipment 

rolling and your home, farm and business 

warm through our long winters. 

Behind everything that you see, from our 

newest equipment to our energy delivery 

fleet, is operations—scheduling, routing 

and making River Country as efficient as we 

can be. That translates to better service, and 

time saved, for you.

We will continue to search for specialized 

talent that can bring our owners innovative 

solutions. At the same time, we constantly 

invest in our staff to deepen their knowl-

edge base and keep them in touch with the 

latest developments in our industry. These 

are the investments that keep River Country 

Cooperative a step ahead of the field. 



Bringing the Best On Board

As John Duchscherer stated in his article, “Talent is the difference maker 

for cooperatives like ours…” Here is a chance to learn a little more about 

some of the talented individuals we’ve recently added to the River Country 

team.

Agronomy additions
Two new agronomists—one in Hastings and one in Randolph—are 

gearing up for the spring rush. In Hastings, Ashley Meyer is a recent 

graduate of the University of Wisconsin-Platteville, where she majored in 

agronomy and agriculture sales. Having grown up on a dairy farm near Kiel, 

Wisconsin, a career in agriculture has always been on her radar.

“I like the work and the fast pace,” says Ashley. “Every day is different, 

and that keeps it interesting. A good day for me is one where the work 

is getting done on time, our farmers are getting the service they need to 

produce a good crop, and they’re happy.”

Randy DeGreeff, who offices in Randolph, came a little farther to join the 

agronomy team—all the way from Salina, Kansas. “Actually, I grew up in 

Lake Wilson, Minnesota, but we’ve been in Kansas for several years.”

While in Kansas, Randy earned a master’s degree in weed science from 

Kansas State University. His research specialty was glyphosate-resistant 

lambsquarters. “The schooling is important, but the practical experience 

is what’s really important,” states Randy, who has also farmed, worked as a 

crop scout, sold seed and run his own tree nursery. “This spring, I’m anxious 

to get out in the fields and to learn all the particular agronomic charac-

teristics and producer needs in this area. I enjoy going out and talking to 

farmers, finding out about their operation, and what does and doesn’t work 

for them.” 

Randy’s wife, Becky, teaches communication at Kansas State Polytechnic 

in Salina. They have two children: Alida, 15, and Hunter, 12. 

Energy emphasis
Our second Certified Energy Specialist (CES) Kevin Johnson joined 

River Country in December. Kevin brings years of sales experience in the 

construction industry to his new role, and notes that the skills learned in a 

lifetime of customer sales and service serve him well as a CES.

“Bringing value as a CES is all about building rapport and relationships, 

asking good questions, listening to their answers to determine what they 

really need, and then drawing on your knowledge of the products and 

services we offer to meet that need,” he explains. “I’m enjoying the variety. 

Every operator is different, and I’m getting to know them and their person-

alities and beginning to build those long-term friendships.” 

Kevin and his wife, Karla, have lived in Chaska, Minnesota, for 15 years. 

They have three children—two in college and one a senior in high school.

Locations and logistics
A transfer from northern Minnesota, Bryce Kupitz came to River Country 

as manager of the Hastings agronomy location in November of 2015. A 

graduate of Minnesota State University Moorhead, Bryce spent the previ-

ous five years managing a location for another cooperative in Hendrum, 

Minnesota. 

“It’s a different world here, coming from the Red River Valley with beets 

and potatoes to the Hastings area with irrigation and canning crops,” Bryce 

2
©2016 River Country Cooperative. All Rights Reserved. Published in partnership with VistaComm® (www.VistaComm.com).

Ashley Meyer

Randy DeGreeff

Kevin Johnson



3

notes. “I’ve been working hard getting our location ready for spring 

and learning about the practices specific to this area. I’m excited 

about this new opportunity and a new season. I love working with 

growers, getting out in the field and making sure their crops are 

doing well. To farmers, their fields are their babies, and we want to 

help them take good care of those fields.”

The Kupitz family actually moved to the area for his wife, Mandy, 

and her new nursing position in Edina. “With Dale Dohrmann moving 

to agronomy manager for River Country, the timing was right, and this 

position was a great fit for me,” Bryce says. He and Mandy have four 

children: Jalen, 12; Maddin, 7; Akemi, 5; and Arison, almost 2.

Our final two individuals are both filling the newly created po-

sition of agronomy operations manager—one in Hastings and the 

other in Randolph. River Country operations managers oversee prod-

uct inventories, equipment maintenance, the in-season logistics of 

scheduling and dispatching that equipment, safety and compliance 

(and all the paperwork involved), and a host of other details involved 

in day-to-day agronomy operations. 

“One thing this does is consolidate important responsibilities 

that used to be handled by a number of people in addition to their 

primary job duties,” explains Joe May, Randolph operations manager. 

“That makes everyone more efficient because these important tasks 

are taken care of, and everyone else is freed up to do what they do 

best.”

For Joe, an eight-year member of the Randolph agronomy team, 

the move is a chance to advance and take on a new challenge. “I’ve 

done just about every job that can be done here, so I feel that makes 

me a good fit for this position,” Joe says. “Keeping everything rolling 

and moving in the right direction is a team effort, and I’m happy to 

be part of that team.”

In Hastings, Ryan Donnelly has stepped into the operations 

manager role. He started with River Country on a part-time basis in 

June of 2015, and transitioned to full-time in August. Prior to coming 

to River Country, Ryan worked in operations for the Minnesota State 

Fair. 

A Farmington native, Ryan is familiar with the area and also with 

the controlled chaos that can sometimes be a part of an operations 

position. As Ryan explains it, “There’s a weird part of me that likes the 

hustle and bustle and the feeling of accomplishment that comes 

from getting everything done and keeping everyone happy.” 

Ryan, his wife, Katie, and their 2-year-old, Madelyn, live about four 

miles south of the Hastings location. Ryan enjoys being closer to 

home and his agricultural roots.

“Looking forward, I’m excited about what this position, and I, can 

add to the company and bring to our owners,” he says. “There is a lot 

that goes on behind the scenes with equipment maintenance and 

safety that our owners don’t see. But having equipment well main-

tained, safe, ready to go and headed in the right direction limits down-

time and improves our efficiency. That translates to better service 

when farmers really need it.” 
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Meeting the Challenges of a New Season
Fighting some familiar battles with proven tools and new 

strategies might be a good summation of the approach 

the River Country agronomy staff is taking in 2016. With the 

variety of soils, crops and farming practices we encounter 

throughout our territory, one approach certainly doesn’t work 

for everyone. That’s why our agronomy department continues 

to add specialists with the knowledge and experience it takes 

to create a plan specific to each field.

Resistant weeds lead the list of the on-going battles. “The 

thing to remember with the resistance issues we’re seeing is 

that there is no magic bullet,” cautions Lowell Tangen. “We 

have to mix multiple modes of action, and use combinations 

of products that we’ve had available for years. There is no new 

glyphosate on the horizon.”

Some of the weapons our agronomists hoped to have 

for the fight in 2016 may not be available for another year. 

“Dicamba-resistant soybeans were finally approved for import 

by China, but the herbicide system is still waiting approval by 

the EPA,” says Billy Bonderson. “While that system won’t be a 

cure all, it would be helpful with some of our resistant weeds.”

One thing that isn’t in question is the importance of using a 

pre-emergence herbicide with residual effectiveness, especial-

ly in soybeans. When using residual products pre or post, the 

agronomy staff reminds you to consider your next crop and 

check the plant-back restrictions on any product you’re think-

ing about using. If you have questions, ask our agronomists.

Failing to control weeds early will cost bushels we can’t af-

ford to lose this year. “We’re seeing giant ragweed, lambsquar-

ters and waterhemp in the Randolph area,” notes Dean Larsen. 

“Velvetleaf is also making a comeback. Keep in mind that we 

can impregnate fertilizer with herbicide to help you start clean 

and stay clean.”

Speaking of fertilizer
Every year, there are more farmers trying different ap-

proaches to fertilizer. Split application is rapidly gaining pop-

ularity. It can improve nutrient utilization, reduce fertilizer loss, 

and most importantly, boost yields. 

“The best approach with nitrogen is to stablize it up front, 

but don’t assume every bit of it will be there when the crop 

needs it,” notes Nathaniel Kasper. “We’ve seen plenty of 

saturated soil situations in April, May and June when the crop 

is already in the ground. That’s why I’m a believer in split nitro-

gen application.” 

“We’ve been working a lot with split applications of nitro-

gen and sulfur,” adds Bonderson. “But one thing we’re going 

to be trying on our sandy soils is to include potassium in those 

split applications. The general thought has been that you can 

spread potassium and it will stay put, but on sandy soils it 

doesn’t have to move very far to move out of the root zone. 

Potassium is critical to the effective utilization of both nitrogen 

and sulfur by the plant, so having all three together in a split 

application should yield some positive results.” 

Farmers are also seeing good results from Ascend®, a 

growth regulator that can be used as a seed treatment or add-

ed to any of the starter fertilizers River Country offers. It utilizes 

a combination of three naturally occurring growth regulators 

to stimulate root, stem and leaf growth—getting the soybean 

plant off to a faster start. That’s especially important with 

today’s earlier planting dates.

What to watch for
Finally, here are a couple of things to keep in mind as the 

growing season gets underway. First, our warmer than normal 

winter may translate to more insect pressure this spring and 

summer. Watch for rootworms and other pests that may have 

been able to survive the winter in greater numbers.

“Green cloverworms were really defoliating soybeans last 

year, and we saw a lot of the cloverworm moths last fall, so 

that’s one to look out for,” notes Kasper.

Next, more and earlier is always better when it comes to 

communication. The sooner you can let us know your plans, 

the better we’re able to schedule our resources and the more 

efficient our service will be. 

Finally, if plans change (and they often do) our in-season 

seed supplies for 2016 are excellent. We also have more 

people in the field, with more training, to help you place the 

right seed on the right acre. And in Randolph, we have a new 

truck-mounted seed tender with a motor for efficient bulk 

seed delivery. 
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Regulations Hit Home
As federal and state agencies issue an ever-increasing num-

ber of regulations, it becomes more likely they will change 

the way those of us in agriculture do business. That is the case 

for two current regulatory issues that will affect both us at the 

River Country feed mill and you, our owners.

The first is the Veterinary Feed Directive (VFD), which will 

impact several drugs we sell over the counter or use in our 

feed. The three most common products that will be affected 

are CTC, OTC and Tylosin. They are on the list because the FDA 

has determined that these three drugs are medically neces-

sary for human use. They can still be used to treat, control and 

prevent animal diseases, but they can only be used in accor-

dance with the new protocol.

The VFD now requires you to receive approval from your 

veterinarian, in the form of a written feed directive, in order 

to receive these drugs. That, in turn, requires the veterinarian 

to visit your operation and fill out a form that enables you to 

utilize the drug in question for a specific period of time. This 

process will have to be followed for every group of livestock 

you plan to treat.

Please note we must have a paper copy of the feed direc-

tive on file in order to provide these drugs. There are other 

drugs on the list, and we can provide a complete listing for 

you if needed.

Food Safety Modernization Act
The Food Safety Modernization Act is another regulatory 

issue impacting the livestock industry. For us, that means we 

must have manufacturing protocols and procedures in place 

to protect the feed manufacturing process from contamina-

tion.

The rule is complex and somewhat hard to explain, but it 

covers, at a minimum, the following areas:

•	 Feed manufacturers will have to document and follow Good 

Manufacturing Practices.

•	 Workers have to be educated and trained in animal food 

safety and personal hygiene.

•	 Feed businesses must conduct a hazard analysis of all potential 

contamination hazards at the workplace and in transportation.

•	 Controls such as procedures, practices and processes must 

be followed and documented.

•	 Sanitary controls must be followed and documented.

•	 Testing of finished animal food products for a pathogen or 

other hazard.

•	 Supplier controls by the receiving facility.

•	 The development of a written recall plan.

•	 Procedures for safe, hazard free transportation of animal food.

Fortunately, as a River Country feed customer, you will see 

virtually no impact from this law. We’ve had Good Manufacturing 

Practices in place for a long time, follow FDA procedures, and are 

inspected by the State of Minnesota. The biggest change will be 

an increase in documentation and training for us.

Our goal remains what is has always been—to provide you 

with safe, top-quality feed. 



Investing in Ag’s Future
In a world where most of us don’t have unlimited resourc-

es, it’s important to determine where to invest what you do 

have in order to achieve the greatest return. That’s why River 

Country supports FFA and 4-H chapters in their communities. 

It just makes sense to invest in the future of agriculture.

How important is that support, and what tangible benefits 

do the participants in these programs receive? We asked that 

question to three FFA members from the Randolph area.

 “When we receive support from organizations like River 

Country, the money is used in many ways,” says Jackson Neil, a 

senior at Randolph High School and 4-H 

and FFA member. “River Country spon-

sorship has enabled students to attend 

the Co-ops Yes! Leadership Conference. 

Some of the money goes toward our 

annual field trip, our ag-safety promotion 

at harvest time, and a number of other 

programs.”

“The money also helps fund scholar-

ships,” adds Levi Schaffer, also a Randolph 

High senior. “At the end of the year, we award scholarships to 

seniors who plan to study in an ag-related field.” 

Both Levi and Jackson have been four-year FFA partici-

pants. They credit the program with broadening their view of 

the opportunities in agriculture.

“It helped open my eyes to other opportunities in ag in ad-

dition to production,” Jackson notes. “For me, it was a chance 

to learn more about crops and animals,” adds Levi, whose 

primary interests lie in the area of diesel mechanics. “I also had 

the chance to attend the national convention and see all the 

different educational and career options you can pursue.”

Another world
Madison Taylor, another Randolph-area native, is currently 

a sophomore at the University of Minnesota and the state FFA 

Reporter. River Country support helped her make a perspective- 

altering journey.

“Every state officer has the opportunity to take a trip 

through national FFA, and this January I traveled to South 

Africa for two weeks,” Madison says. “We 

travelled from Pretoria, the capital, to 

Cape Town. In the process, we saw ev-

erything from row crops to vineyards to 

crocodile farming. I grew up on a turkey 

farm and love production ag, so that was 

really interesting to me.” The tour group 

also took in a safari and spent time in a 

South African township. 

Picking one big takeaway from the 

trip is tough for Madison, who is majoring in ag education. “I 

learned about the size and scale of agriculture in South Africa, 

which is very impressive. But I also learned a lot about myself 

and the people around me,” she concludes. “I was able to 

bring back how kind, warm and welcoming the South African 

people were to us. We didn’t come across a single person who 

was less than accepting of us. The support I received from 

River Country helped make it all possible.” 

6

Madison Taylor 

and new friends.

Levi Schaffer 

and Jackson 

Neil



Move to SuperAmerica® Has Been…Super 
With our transition to a new partner complete, our c-store 

customers are clearly enjoying all that the SuperAmerica brand 

has to offer. Sales in-store and at the pump are up significantly— 

the best indication that we have satisfied shoppers.

While brand recognition has certainly helped boost business, 

the biggest factor has been the excellent customer experience 

that SuperAmerica provides. Our goal is to make everyone who 

comes through our door feel like we’re genuinely happy to see 

them, whether they’re a regular or first-time visitor.

One of the most significant advantages is the product of-

ferings. Simply put, SuperAmerica does a great job of stocking 

items that our customers want. Advanced point-of-purchase 

software also allows us to adjust inventory levels quickly, and 

that means fresher products on the shelves. 

The SuperMoms line of fresh bakery items, sandwiches and 

hot foods has also been a big hit with our customers. Plus, 

the My SA Rewards® card program really encourages repeat 

business. 

This new affiliation also brought a fresh look for several of our 

stores. We installed new pumps at Apple Valley, and East Bethel 

got new pumps, an expanded island and a car wash. We also did 

some painting—so if you want to know which SuperAmerica 

stores are ours, just look for the River Country logo on the pro-

pane tanks. You can also find all of our SuperAmerica locations 

on our website, www.rivercountry.coop. 

Eye In the Sky = Next-Level Precision
Sometimes, you just 

need a new perspective 

on your fields. Thanks to 

drone technology, we’re 

now able to offer that as 

part of our precision ag 

program. Utilizing our 

drone equipped with an 

infrared camera, we’re 

able to scout fields for 

in-season threats that are impossible to detect from the road—

and difficult even if you walk your field. With an infrared image, 

you can also uncover issues impossible to see with the naked eye.

We’ll combine that information with an even higher per-

spective, provided by satellite imagery through the WinField® 

R7 Tool. These aerial and satellite views, and the data they pro-

vide, allow us to create zones to better manage each area of 

your field. Then, using soil nitrate testing and tissue sampling 

in those management zones, we’ll verify what the images are 

showing us. Ultimately, we can make a variable-rate nitrogen 

recommendation, again utilizing the R7 Tool.

This is a good platform for growers who want to access 

the full range of precision services without investing in the 

hardware and software—and spending the time—necessary 

to get good, actionable data that can improve crop perfor-

mance. 

The time to sign up is now, before the season gets under-

way. Talk to any of our agronomists to do that. With the grow-

ing need to make every input we apply work as effectively as 

possible, precision ag is the future. At River Country, we have 

the tools to make that future a reality today. 
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Energy Additions Bring Expertise, 
Increase Efficiency

From the first day we opened our 

doors, energy has been a focus for River 

Country Cooperative. Now, after more 

than 80 years in the business, we con-

tinue to refine our approach to energy 

in order to help our owners. By offering 

premium products, risk and supply 

planning, and responsive service, we 

strive to bring value to our home, farm 

and business energy customers. 

To help in that effort, we’ve added 

new talent to our team and redefined 

the roles of other members to create 

a more proactive approach to energy 

management for both our cooperative 

and owners.

We’ve brought on Kevin Johnson, a 

second certified energy specialist, to join 

Mark Larson. Their focus is energy every 

day, so they can help with information on 

all our premium products and warranties, 

new applications for our line of lubricants, 

market recommendations and more. 

They’re getting to know our energy 

customers so they can help address your 

specific energy needs and concerns.

Long-time River Country energy 

team member Paul Ward will also be 

spending more of his time in the sales 

area. Paul knows the markets, and his 

experience in bulk fuel purchasing and 

market planning is a great resource for 

our customers.

Centralizing for efficiency
River Country has moved to a cen-

tralized energy dispatching system, with 

all incoming calls routed to a dispatcher 

in our Inver Grove Heights office. There 

is now just one number to call: 651-451-

1151. This will help us use our resourc-

es and route our LP and refined fuel 

deliveries more efficiently, which in turn 

will improve customer service during 

peak demand periods. You can also call 

your sales person directly for assistance. 

Soon, we’ll be able to pinpoint every 

order on a digital map, and assign it to 

a truck.

The acquisition of Pierce Pepin in 

Ellsworth, Wisconsin, has also expanded 

our ability to service customers, both in 

Wisconsin and in Minnesota. We have 

more drivers and additional equipment, 

and because we both had customers in 

some of the same communities, we’re 

able to serve those customers with one 

trip, truck and driver instead of two. 

If you have questions on anything 

energy related, or are looking for a new 

energy supplier, we’d love to hear from 

you. Again, our number is 651-451-1151. 


