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What does it take to give a family farm an 
edge today? For Dennis Wegmann it’s the right 
combination of working his family’s own land and a 
healthy dose of custom farming. 

“Custom work makes a big diTerence in a number 
of ways,” explains Dennis. “It does a lot more than 
bring in added income; it lets us upgrade to the 
latest technology, especially in the machinery area.”

Beginnings
Dennis started farming right out of high school 

in 1990, gefiing up every morning at 5 a.m. to milk 
cows. He worked ffrst with his dad, Robert, on their 
land near Edgewood in northeast Iowa. A few years 
later, Dennis and 
his wife, Chrystal, 
bought additional 
land in partnership 
with his parents, 
and increased the 
dairy herd. 

“We had both 
dairy and beef,” 
Dennis recalls. 
“When milk prices 
dropped, about 8 
years ago, we sold 
[oT all the] dairy 
and increased 
beef. tat’s when 
we also pushed to 
do more custom 
work. “Not having 
to milk cows twice 
a day gave us more time to take on custom farming 
for neighbors,” he adds. 

He got started with the purchase of a Hesston 
large square baler, which was something of a novelty 
at the time in this area of the country. Business was 
slow at ffrst, says Dennis. “I put ads in the paper, 
and some farmers wanted to try it because it was 
something new,” he says of the baler. “But the ffrst 
couple of years I didn’t do a whole lot.”

Dennis proved to be a trendsefier, though. Now, 
big squares have proven themselves and a couple of 
his customers have purchased their own machines. 
“tat’s okay,” he laughs, “as there’s only so much one 
baler can do in a day. 

“I usually bale for dairy farmers, so most of the 
hay is fed on farms, where I do the baling. But some 
of my customers sell hay, and they like big squares. 
te bales sell because they transport well.” And, 
Dennis points out, they produce befier quality hay, 
“because the sealed big square chamber system 
keeps leaves in while hay is being baled.” 

spread the Cost
Another advantage of the big square is its capacity, 

which helps Dennis deal with the downside of the 
Midwest’s unpredictable weather. “We grow great 
hay, but we also have a lot of rain,” he notes. “tat’s a 
benefft because we don’t have the irrigation cost, but 

it’s also a problem, since we ofen have short periods 
of good weather to get hay made for customers.”

 tat’s where the baler comes in. “Everyone cuts 
at the same time, then calls to have it baled. tat’s 
why we like the capacity of our large baler, and why 
we upgraded to the new 2150 model last summer. 
It’s beeffer and more efficient,” he adds, “and it has 
the latest technology.”

te cufiing-edge equipment that Dennis brings 
to his customers extends beyond the baler. For 
instance, his new 2150 is equipped with the Harvest 
Tech acid applicator ‘Hayboss’ that reads moisture 
every few seconds and adjusts the rate being applied. 
“Customers like that; it’s a big plus and the reason 

�e Wegmanns: Ashley, Colton, Dennis, Jordan, Chrystal and McKenzie.
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