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For most businesses,
increasing customer reten-
tion by as little as five per-
cent can bump up profits by
at least 20 percent, and up
to as much as 80 percent.

It costs the average busi-
ness significantly more money
to win a new customer than
it does to keep an existing
one. And here’s the kicker;
repeat customers spend a lot
more than new customers
do. When you factor in cus-
tomer referrals, which are
very common when satisfac-
tion is high, it really adds up.

In this newsletter, we
focus on how technology can
help retain and improve
those critical customer
relationships. Knowing your
customer’s needs involves
understanding the issues they
face with their customers .
This ability to look one, or
even two, layers beyond
your actual customer offers
a unique and important
perspective. This can be an
important differentiator
when competing in markets
with a shrinking customer
base and the margin and ser-
vices pressure that accom-
panies consolidation. From

an IT perspective, this means
demonstrating an ability to
adapt your business practices
to accommodate the unique
needs of specific customers.

The model for creating
business value has changed.
Feed companies participate
in extended supply and dis-
tribution chains, where real
operational efficiency and
revenue enhancement come
from greater visibility, inte-
gration, and synchronization
among connected partners.
In short, collaboration
among the partners in the
extended chain, collaboration
layers beyond the physical
walls of the mill, is the new
arena for value creation.

Collaboration occurs
when ingredient suppliers,
manufacturers and feed dis-
tributors work together for
mutual benefit. It happens
when partners leverage each
other’s operational capabili-
ties so that in combination
they perform better than
they could possibly do alone.
Collaboration can occur at
all points along the chain,
from sourcing ingredients to
feed manufacturing to final
distribution. When done

effectively, it enables feed
companies to share informa-
tion that can dramatically
shorten production time,
eliminate value-depleting
activities, and improve feed
quality, accuracy, and mill
efficiencies, all of which are
fundamental to long-term
success.

Collaboration can produce
dramatic improvements in
operational and financial
performance. But to get
there, every partner must
view chain relationships as
strategic differentiators. For
a feed company to achieve
true collaboration, it must be
willing to reinvent how daily
business is conducted. Infor-
mation technology can be a
valuable tool to facilitate
collaboration and ultimately
help achieve operational
excellence in the commercial
feed industry.

As producers seek differ-
entiation at the packer and
retail level, and the packer
and retailer seek differentia-
tion at the consumer level,
the need for a flexible infra-
structure becomes that
much more important in not
only retaining valued cus-
tomers, but in attracting new
customers.

Attract. Retain. Improve.
We look forward to work-
ing with all of you.

To your success,
Rich Reynertson

From the Pr esident’s Desk:
Winning the Competition for Customers
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Farmer’s Cooperative Eleva-
tor Company in Arcadia, Iowa
(“FAC”) has been a long-stand-
ing customer of FMS going
back to the late 1990’s. When
they started, they were man-
aging their feed business with
a grain accounting package,
but not to the depth that they
are now using Feed Mill Man-
ager. When they started, it took
several months of data entry
and dedicated employees to get

Customer Relationships

FAC Getting Customers Involved in Feed Mill Manager
all the necessary data into
FMM and become comfortable
with the daily operation of the
system. In spite of challenges
along the way, they got it go-
ing and are sure glad they did!

Today, FAC wouldn’t be
without FMM. They are start-
ing to use stage feeding, and
think the world of it. FMM has
been so successful for Arcadia
that they are getting their cus-
tomers involved. They have
four large customers and are
piloting a project where the
largest one will enter orders
directly into a company desig-
nated exclusively to them as
part of Arcadia’s FMM system.

Prior to extending FMM
functionality to the customer

site, customers used to enter
orders by hand on paper, and
then fax or email orders to
FAC. By entering orders

directly into the FMM system,
orders are entered faster and
errors are reduced which

otherwise could have been
introduced due to reading
paper or email and re-keying
the data. Once in FMM, these
orders are fed automatically to
FAC’s batchers, and the orders
are acknowledged back to the
customer. When this is fully
implemented, FAC could roll
this out to their other custom-
ers, resulting in mutually ben-
eficial and more efficient
business relationships.

Dick Wuebker, Feed division
manager at Arcadia, was fea-
tured in an article in the Jan-
Feb 2005 issue of Grain Journal
magazine. Visit their website at
www.faccooperative.com.

Bob Harbeck
Head of Customer Service

“ FMM is constantly being
updated to go along with
the changes in our busi-
ness. We could double our
feed business tomorrow,
and we would not need to
add any office staff.”

–Dick W uebker
Feed Division Manager

FAC, Ar cadia, IA

In today’s marketplace,
customer service is becoming
more and more important.
Being able to respond quickly

Respond Quickly to Customer Needs

New Versions Available
to customer needs
is crucial in enhanc-
ing the relationship
with your customers.

Would you like
to have better vis-
ibility to potential
orders? Would you
like to provide your
sales people a tool
to proactively get

the right product to the right
customers at the right time? A
new report has been created
and is available in Feed Mill

Manager 8.0 that will do just
that. Based on intervals be-
tween feed orders, a prediction
is made on when the next or-
der should occur. Current pric-
ing is used to price the feed.
The information can be sorted
by Salesperson, Customer,
Product; by Inventory Site,
Salesperson, Customer, Prod-
uct or by Salesperson, Cus-
tomer,  Customer Location. In
addition, the information can
be restricted to a specified date
range. The report will provide

information on when a cus-
tomer should order, provide
visibility to missed deliveries
and provide information to
sales people that wasn’t avail-
able previously.

Upgrade to Feed Mill Man-
ager 8.0 and explore “on de-
mand” tags and look for other
features for greater control of
production formulas, inventory
and customer service tools.

Mark Gahl
Product Manager

Attention Great Plains Users: Don’t Miss the FREE Microsoft Business Solutions Spring Customer
Briefing Event ­ Coming Soon to a City Near You! For more information go to www.feedys.com
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Customer Confidence

Convergence 2005 – Wish You Were There
Microsoft Business Solutions

held its annual customer con-
ference, Convergence, in San
Diego in March.  Several of the
Feed Management Systems
team members and our cus-
tomers attended this world
class learning and networking
event. Their feedback is “I’ll
definitely attend this event
again!”

At Convergence, the em-
phasis was on learning – and
this conference provided four
days of generous opportunities
for broadening knowledge,
skills and expertise. Confer-

ence highlights included key-
note addresses by Microsoft
Chairman and Chief Software
Architect Bill Gates and Doug
Burgum, senior vice president
of the Microsoft Business So-
lutions Business Group at
Microsoft.  The learning con-
tinued with product general
sessions, over 130 concurrent
sessions, Expo, Hands-On Labs,
Pinnacle Awards luncheon and
a welcome reception complete
with a fireworks show.

Our customers found the
Great Plains and Office ses-
sions to be the most valuable,

allowing them to
discover tips and
tricks for obtain-
ing valuable, time
and money-saving
benefits from their
Great Plains solution.

Convergence also provided
the opportunity to hear more
about the future of solutions
directly from Microsoft execu-
tives. Announcements included
the upcoming availability of
extensions of Great Plains Pro-
fessional Version 8.0, and the
Version 8.5 release will include
exciting features like automatic

upgrades and deeper integra-
tion with Excel.

We hope that you will join
us next year at Convergence!
You will learn first hand the
value of this event and how you
can leverage your investment
in your Great Plains solution!

Paula Peterson
Head of Strategic
Partnerships

This section of our newsletter will share with you
our “Editor’s Pick.” We will guide you to information,
links and articles that help keep you informed.  This
is just one way in which we deliver value to help
your business be successful.

Our “Editor’s Pick” for this issue is:

Quality and Safety Systems for the Feed
Industry ­ What’s Ahead?
By David A. Fairfiled
Director of Feed Services
National Grain and Feed Association

Please visit our web site at www.feedsys.com
where we have set up a link.

Focus
FMS

New Featur es for Feed Tags

Coming in May...Capture the Power of New Features for Tags 1.5
Coming in May, Feed Tags

will have some exciting new
features and enhancements.
New to Feed Tags is the ability
to apply bar codes. The bar
codes are user-definable and
may include information such
as formula code, version num-
ber, date and lot number. Sev-
eral bar code formats can be
created and then applied
based on the tag template. To
provide better information
traceability for your feed busi-
ness, Feed Tags will have a new
add-on module. You will be able
to archive your tag documents
which can be traced to the
archived production formula.
Another new option is the au-
tomatic compendium update.
When turned on in user secu-
rity, this Feed Tags feature will
check the FMS website the first
time you login each day and
notify you if a new update is

available. If you choose to ac-
cept the update, a wizard will
guide you through the process.
The prescriptions capability in
Feed Tags is more robust. You
can store the setup and also
assign a specific customer and

expiration date. The entry of
new statements has been im-
proved by creating an “add-
on-the-fly” capability. We have
also added a setup checklist
and a template wizard. Please
contact a Feed Management

Systems support representa-
tive to find out how Feed Tags
1.5 can help with your tag and
label creation needs.

Mark Gahl
Product Manager
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Providing Software and Services
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Check us out!!
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Going for the Gold

Feed Management Systems Achieves Gold Certified Partner Status
Following a rigorous review

process, Feed Management
Systems, Inc. (FMS), recently  at-
tained Gold Certified status in
the Microsoft Partner Program
with competencies in ISV/Soft-
ware Solutions and Microsoft
Business Solutions.

The program recognizes
FMS¹s expertise and total im-
pact in the technology
marketplace. As a Gold Certi-
fied partner, FMS has demon-
strated expertise with
Microsoft technologies and
proven ability to meet custom-
ers¹ needs. Microsoft Gold Cer-
tified Partners receive a rich
set of benefits including access,
training and support, giving
them a competitive advantage

in the marketplace.
The benefits that come with

this designation will enable FMS
to develop and deliver even
more innovative solutions for
the commercial feed industry.

“Customers are looking for
partner companies that can
bridge the gap between their
business demands and technol-
ogy capabilities. They need to
trust in someone that can act
as an expert adviser for their
long-term strategic technology
plans. Microsoft Gold Certified
Partners, which have certified
expertise and direct training
and support from Microsoft,
can build a positive customer
experience with our technolo-
gies,” said Allison Watson, vice

“Customers are looking
for partner companies
that can bridge the gap
between their business
demands and technology
capabilities.”

–Allison W atson
Vice President

 Worldwide P artner
Sales and Marketing

Group, Microsoft Corp

president of the Worldwide
Partner Sales and Marketing
Group at Microsoft Corp.  “To-
day, Microsoft recognizes FMS
as a new Microsoft Gold Cer-
tified Partner for demonstrat-
ing  its expertise in providing
customer satisfaction with
Microsoft products and tech-
nology.”

For the full story and press
release, please go to our web
site at www.feedsys.com.

Kelly Boehne
Marketing Coordinator


