
WLPIP - 2015 IN REVIEW
The Western Livestock Price 
Insurance Program (WLPIP) is a 
market-driven program that gives 
western Canadian cattle producers 
the opportunity to purchase 
protection against potential 
downturns in the average local 
cash market for calves, feeders and 
finished cattle. Developed specifically 
for cattle producers, WLPIP is an 
integral part of how hundreds of 
Alberta farmers and ranchers reduce 
the risk that livestock prices suddenly 
decline. 

LOOKING BACK ON 2015
This past year was an interesting one 
for WLPIP.  After record price levels 
were forecasted in the spring of 2015, 
the market decline that occurred in 
the fall was faster than the industry 
expected. Caused by declining beef 
demand, increased US production 
and heavier carcass weight, all three 
WLPIP programs were affected; 
each reached indemnity positions 
between the months of October and 
December.

HOW WLPIP WORKS
Producers can purchase an insured 
index (the “floor price”) for periods 
that last three to nine months.  For 
the final four weeks in which the 
policy is in effect, producers may 
submit a claim.  Settlement is based 
on an index of the current Alberta 
cash price, which is compiled using 
local weekly sales data.  If the 
settlement index is lower than the 
price the producer insured for, the 
difference is paid to the producer.

WHEN TO BUY? 
Premiums fluctuate often and are 
posted every Tuesday, Wednesday, 
and Thursday. Keep an eye on them 
at wlpip.ca under Premiums & 
Settlements, which you can find on 
the website’s homepage. 

As prices frequently fluctuate, clients 
are encouraged to regularly monitor 
WLPIP premiums. It is important to 
set a target price, be comfortable 
with it and be prepared to purchase 
once the target coverage level 
becomes available. 

WHERE TO PURCHASE A 
WLPIP POLICY
Clients can purchase a WLPIP policy 
in the following ways: 
1. At an AFSC branch office. AFSC 

has 46 branch offices located 
across Alberta. 

2. Online. Clients must be set-up 
with a WLPIP subscription and an 
online account. Online accounts 
can be obtained at an AFSC office 
or by calling 1.877.899.2372.

3. Completing and submitting an 
application form. Fillable forms are 
available at www.wlpip.ca/alberta-
forms. Purchase forms must be 
submitted on a regular purchase 
day between the hours of 2 p.m. 
and 5:30 p.m. 

INTERESTED IN LEARNING 
MORE?
Head to wlpip.ca, visit your local 
AFSC Branch Office or call  
1.877.899.AFSC (2372) between  
8 a.m. and 6 p.m. from Monday  
to Friday. 
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WLPIP IN ALBERTA – 2015 BY THE NUMBERS*
• $4.1M – total indemnity payments issued to producers 

participating in WLPIP - Calf 
• $174,000 – total indemnity payments issued to  

WLPIP - Feeder program participants in 2015
• $350,000 – total indemnity payments issued to WLPIP - Fed 

program participants in 2015
• 193,000 – total number of calves covered by WLPIP policies
• 1,675 – total number of WLPIP policies purchased in Alberta
*Current as of December 18, 2015

Policies can only be 
purchased on Tuesday, 
Wednesday and Thursday 
between the hours of  
2 p.m.-5:30 p.m.

DID YOU KNOW? 
The upcoming WLPIP – Calf 
sales season will be from 
February 2 to May 31, 2016



Because every beef producer can be affected by price, basis and 
currency risk, the Western Livestock Price Insurance Program has 
coverage options for every stage of production. Don’t stray from the 
herd - find out how to protect your operation today. 

www.WLPIP.ca  •  www.AFSC.ca  •  1.877.899.AFSC (2372)

PRICE INSURANCE ON FED AND FEEDER CATTLE, AND CALVES, 
AVAILABLE TO EVERY WESTERN CANADIAN PRODUCER.

PROTECT YOUR INVESTMENT 
FROM VOLATILE MARKET PRICES.

RISK MANAGEMENT IN A  
SHIFTING MARKET
Since the fall of 2015, all signs have 
pointed to a turning of the tide in 
the cattle market. The high point of 
the current cattle cycle is past, and 
with Canada lagging behind the 
expanding beef cow herds in the 
United States, the expectation is for 
an overall lower-trending market. 
To put some context into just how 
rapid the U.S herd has increased, its 
growth over the past year is equal 
to the current headcount in western 
Canada. 

A short supply of North American 
beef supplies helped to buoy prices 
in 2015. However, a record year for 
U.S. pork and poultry production 
combined with disappointing meat 
exports – due to the strong U.S. 
dollar – depressed prices faster than 
expected.  To top it off, high retail 
prices for beef reduced consumer 
demand, especially as pork and 
poultry remained more affordable 
options.

What does this mean to producers?
If 2015 was a sign of the year 
ahead, prices will remain volatile 
while favourable opportunities 
will unpredictably emerge and 
then quickly disappear. Producers 
in search of stability should start 
to look at what risk management 
means to them, and how it can be 
implemented in their operation. 
Profits will still be realized, but 
instead of relying on rising prices, 
producers who achieve healthy 
margins are more likely to do it 
by controlling production costs or 
improving efficiency.  

Explaining Risk Management
By definition, risk management 
means to protect equity and secure 
profits by “hedging” against market 
changes. Practically, and for those in 
the cattle industry, it means utilizing 
available tools (contracts, futures, 
options, price insurance) to protect 
against or offset a potential price 
decrease. 

Marketing and risk management, 
while often considered 
complementary to each other, are 
not the same thing. Marketing 
cattle can be a way to mitigate 
risks that arise at a certain time (i.e. 
forward contracting), but it is more 
appropriate to describe it as the 
actions taken to secure a premium 
for cattle on the day that it is sold. 
Risk management, on the other hand, 
is used to protect against a price slide 
in the overall market.

Consider these three keys to 
successful risk management:
1) Know your numbers  

Knowing true costs, breakeven 
prices, what you can potentially 
afford to give up in the market, and 
target profit levels are essential to 
sound risk management decisions.

2) Know your tools  
Building customer relationships 
is becoming more important in 
a consolidating industry. Seek 
out experts in the field of risk 
management, and learn about 
futures, options, contracts and the 
Western Livestock Price Insurance 
Program to determine what is best 
for your operation.

3) Be realistic with yourself. 
Discipline is vital to sticking to a 
plan, making it work and removing 
emotion from buying and selling 
decisions.

The bottom line
Market dynamics have changed, 
but there remain opportunities in 
this new phase of the cattle cycle. 
However, producers will need to plan 
ahead if they hope to prosper in 2016.


