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they work. If it’s a success, we’ll promote it 
at the dealership.”

�is hands-on approach proved 
successful in the previously “green” 
community. Neighbor Steve Swedenburg 
has known the Masts for 20 years. When 
they opened their dealership, he became 
one of their �rst customers. “�ey’re local 
people and local farmers,” he says. “�ey 
understand the issues I have as a farmer.”

Sharing Best Practices
Use of central pivot irrigation�a 

relatively new practice for many farmers 
in the Black Belt�is one of the successful 
practices the Masts have encouraged 
in their community. A�er seeing their 
own crop yields increase, Glenn was 
particularly excited about the e�ect water 
management could o�er additional farms 
in the area. “I see thousands of acres that 
can be developed into highly productive 
land with irrigation,” he says. “�at’s very 
exciting.”

�rough the dealership, Rodney 
frequently brings in experts, such as 
Mississippi State Extension Irrigation 
Specialist Jason Krutz, to speak with 
his customers about the latest farming 
advances. “It’s a unique company,” says 
Krutz. “Rodney and [Black Prairie] is the 
only distributor who’s asked me to come 
talk about irrigation. It’s nice to have 
someone in the private sector who’s willing 

in the headlights of a Massey Ferguson combine!’” laughs Rodney, 

general manager and part owner in the dealership. This is not just 

a salesman’s boast; Rodney knows first-hand, since his family has 

used both farm equipment brands on their 7,000-acre farm. And 

he’s happy to pass along his family’s expertise. 

“We’re more in tune with the heartbeat of what’s happening on 

the farm, and we understand the markets and the ups and downs,” 

he says. “Because we’re involved in a farm, we’re able to advise 

based off of what’s happening locally.”

Neighbor and Black Prairie customer Steve Swedenburg 

appreciates the Masts’ hands-on approach. “They run the same 

machines on their farm,” he says. “They’ve been happy to rob a part 

off of one of theirs and keep us going until they can get the part in.”

Swedenburg purchased his new MF9560 combine from Black 

Prairie just in time for the area’s record-breaking 2013 corn harvest. 

“It was a step up in power,” he says. “We were able to cut a few 

days off our harvest, we had fewer problems and less downtime. 

The new combine also did a very good job cleaning, and we didn’t 

lose any off the back.” 

Down the road, Rodney’s father, Glenn, had a similar experience 

with his new MF9560. “It has more power, capacity and does a cleaner 

job,” he says. Even with the bumper crop, the MF9560 was so efficient 

in the field, it yielded another valuable benefit for the farm patriarch. 

“There were many days that we quit shelling corn at 5:30 p.m. 

because we were at capacity for the day,” Glenn says with a grin. 

“We always aim to get home for dinner!”

to bring in an Extension person to help the 
producers in that region.”

Although always looking for the next 
advancement in equipment or farming 
innovation, what is most distinct about 
the Masts is perhaps the humility that 

permeates all their farming and business 
endeavors. “We have been extremely 
blessed,” Glenn says. “We’ve done some 
things right and we are innovative, but 
it’s the blessing of God that makes it 
all work.”   

“We’re pretty high-tech,” says Glenn, top, who oversees the family farm 
operation. “The farm is the guinea pig , so we often try new equipment 
and farming ideas to see how they work. If it’s a success, we’ll promote it 
at the dealership,” which, run by Rodney, bottom left, sells a number of 
AGCO lines, including White Planters,™ Sunflower and Massey Ferguson. 
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