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Agenda

* Programs Available

» Farmer Mac Update - 2013

= What Is A Marketing Plan?

= Offensive vs. Defensive Tactics

* ABA and ICBA Loan Products

= Advertising and Marketing Examples

= Panelist Questions

* Loan Incentive Programs — Farmer Mac
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Strategies To Compete

= Sellers are using Farmer Mac to:
— Preserve existing relationships
— Attract new high quality clients
— Grow with your larger producers
— Generate fee income opportunities
— Diversify portfolio risk
— Reduce capital requirements
— Increase loan, deposit, and other cross sell opportunities
— Offer competitive fixed rate products
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Programs

* Farm and Ranch Loan Purchase Program
— Farmer Mac underwritten and third-party servicing

= Farmer Mac II

— Purchase of guaranteed portions of USDA loans
» Farm Service Agency and Rural Development
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Farmer Mac Update

FARMERMA

Financing Rural America

2013 New Business

=  New business volume through 12/31/2013

New Purchases/Guarantees
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F&R Loan F&RLTSPC  USDA RULoan  AgVantage
Purchase Guaranteed  Purchase

= Farm and Ranch loan purchase activity remains strong, up 44%
over 2012

= USDA Guaranteed pace has slowed down in the wake of USDA
budget issues
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Portfolio Snapshot
| ez | sy | oifeence |

F&R AgVantage® $ 4,509,650,000 4,309,200,000 $ 200,450,000 4%
F&R LTSPC $  3,027,613,000 $  3,067,438,000 $ (39,825,000) (1%)
F&R Loans $ 2,135,467,000 $ 1,679,851,000 $ 455,616,000 27%
Farmer Mac Il $ 1,687,116,000 $ 1,615,579,000 $ 71,537,000 4%
Rural Utilities $ 2,590,465,000 $ 2,343,120,000 $ 247,345,000 11%
Program Totals $ 13,950,311,000 $ 13,015,188,000 $ 935,123,000 7%

= As of December 31, 2013, the portfolio totaled $13.95 billion, a $935 million
increase over the $13.01 billion portfolio as of December 31, 2012
— F&R Loan Purchase portfolio increased by $455 million or 27% <4
— F&R AgVantage® portfolio increased by $200 million or 4%
— F&R LTSPC portfolio decreased by $39 million or 1%
— Farmer Mac II portfolio growth slowed to $71 million or 4% 4=
— Rural Utilities portfolio increased by $247 million or 11%
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Is A Marketing Plan Important?

“There are three kinds of companies.
Those that make things happen.

Those that watch things happen.
Those that wonder what happened...”

So we have to ask ourselves. . ..
Which One Arve We ?77?

10 PARMERMAL

4/9/2014



So What Is A Marketing Plan?

= A marketing plan is a written document that spells out
a. your goals and how to align with your goals
b. the strategies & tactics to gain and/or maintain a competitive position
c. the results sought
d. how you will reach your target audience

u T

Steps to Your Marketing Plan

=  Conduct an Overall Assessment — Look at your current marketing
materials, what is working and not working. How do your customers
perceive you?

= Set Your Goals — Goals should be specific, attainable and measureable.
They should align with your company objectives.

= Determine Your Target Audience — Critical to know who they are and
how best to reach them.

= Perform Research - Surveys, internet, focus groups.

= Determine Your Strategy — Your strategy will outline how your product
or service will be promoted to your target audience.

= Define Your Tactics — Determine which appropriate tactics to utilize to
meet your goals. Ads, postcards, radio, etc.. How do you implement it?
Why should you use it? What do you expect for an outcome? Can you
track and measure it? Does the tactic stay within budget?

= Evaluate Your Plan — Is it working? Do you need to adjust it? Give it

time to work.
v FARMERMAC
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Successful Banks Have A Champion!

Successful Banks Have A Champion! What Do We Mean By This?

= Understand and Know Farmer Mac Programs — Is their new loan request best for
the Farm & Ranch program or Farmer Mac II?

= Eyes Are Focused On the Prize — They focus on the goals that have been set.

= Ears Are Wide Open — They listen to what the customer needs and delivers.
Sometimes innovative.

= Willing to Adapt and Learn to What Customers Want and Need
= They Lead Other Staff Members by Example and Motivate Others

4/9/2014



Offensive vs. Defensive Tactics

Defensive Marketing

. Can handle larger agricultural producers who may be over the
seller bank’s lending limit. $12 million max., $30 million
max..

. Can offer a variety of long term amortizing loan products to
your customers.

. Can provide long term fixed rate products to customers out to
25 years fixed.

. Prevents your customers from shopping other lenders. You are
able to take care of your customer.

. Will offer long term loan products only when customer
demands it. Not proactive.

1 PARMERMAL
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Offensive Marketing

1. Proactive marketing to grow your business portfolio.

2. Opens new doors and opportunities for new
customers and business.

. T

Offensive Marketing - Mine The Balance Sheet

1. Is the balance sheet properly structured? Use operating line for capital
purchases or improvements in the past? Adequate working capital for
future needs?

2. Any real estate loans that should be fixed to minimize future risk?

3. Any participation loans that can be pulled back in and help your
institution’s bottom line by placing the real estate loan with Farmer
Mac?
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Offensive Marketing - Mine Schedule E — Tax Return

1. Are there any outside entities listed on Schedule E of the personal
return that you can discuss, fixing rates, restructuring the balance sheet
etc.?

51040 U.S. ’“'m_wmﬂ‘:ﬂmﬁ g(@" 3|Dnam 15450074 | IRSS Uina Oy D rst-
2

For the year Jan. 1-Dec. 31, 2013, or other tax year beginning + 213 ending S0 soparale instructions.
Your first rame and intial Last name Your social security number
W i Jou T, spouee's Bral narme and Wil Tt rar Boous™s social securly P
Ficene nddreas inumber and sireat. i you have 8 PO, b, ses inatrctons. Aot na. Makn 3uro the SSNis) above
A e B et
City. town or post office, state. and ZIP code. If you have 1 foreign address. alsa compiels spaces below fres instnuctions|. Presidential Election Campaign
D-ui-fmawuwa:tn
? iy, mant £310 g
Foregn courtry name Foreign b bl wil 3t change your tas o
bl [ ¥ou ["]5pous
Filing Status 1 Ll singe 4[] Haad of household (with qualtying person. (See instructions | i
2 [] Married filing jointly {even if enly one had income) the qualfying person s o chkd but not your dependent, enter this
Chack only cna 3 ] Married filing separately. Enter spousa's SSN abave chidsnamehers. »
box. and full name hara. & 5[] Oualiftying widawier) with dependent chik
Exemptions 6a || Yoursell. if someona can claim you as a dependent, do nol check box6a . . . . . E:‘mﬂ
b [l Spoume - sopie g g o T m'&'ﬂ":""
¢ Dependents: (2) Dependent's {3) Oependent's. e i 3
— Mifeloea L e bt S ——

Offensive Marketing - Mine The Courthouse

1. Mine the mortgages filed of record at the recorders office for new
business. Check date and rate. Send letters to prospects.

4/9/2014
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Offensive Marketing — Cross Sell

* Provide a long term fixed farm real estate loan.
Cross-sell your

a. Operating loan

b. Machinery loans
c. Consumer loans
d. Financial products

. T

Offensive Marketing Examples
Blended Rate - $1,000,000 Request

= 15 year fixed - $750,000 at 5.00% = $37,500
= 5 year ARM -$250,000 at 3.80% =$§ 9,500
$47,000

= $47,000/$1,000,000 = 4.70% average rate

- PARMERMAL
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Offensive Marketing Examples
Fast Track - $1,500,000 Request

= Farmer Mac - $1,000,000 - Fast Track — Choice 15t
mortgage - 15 yr. fixed

= Seller Bank - $500,000
27d mortgage - 5 year ARM or 5 year Balloon

2 T

Offensive Marketing Examples - AgEquity Line of Credit

—
| AgEquity LIBOR | 20025130 I Varies I 1.70% | ( 1.85% ) I

General requirements:
— Revolving line of credit loan secured by 1st mortgage on ag real estate
— Maximum LTV of 50%
— Revolving period of 5 or 10 years / total loan term of up to 30 years
— Indexed to 1-Month LIBOR (monthly adjust)
— No annual fee and no minimum usage required/unlimited draws
— At end of draw period, borrower selects an amortizing Farmer Mac product
— Semi-annual interest only due on January 1 and July 1
— Term Out Option — Partial

Uses:
— Buy farmland
— Construction — house, new facility or expansion, permanent plantings
— Absentee landlords — improvements to property, line of credit if crop-share
— Attract new customers
— Operating line for part-time farmers

20 PARMERMAL
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ABA & ICBA Discounted Loan Products

jl':m:m‘wgr Rural America L | c—

Offensive Marketing Tools

» ABA & ICBA member banks get 13 basis point
discounts from standard rates for their respective
products if the customer chooses that product.

2 PARMERMAL

13



Farmer Mac I Farm & Ranch Rates As of 4/4/2014

Farm and Ranch Loan Program
view in FDF T8

Posted on: 4/4/2014 9:45 AM ET

wFarm and Ranch Program Servicing Released Net Yields

mhNet Yields are based on prevailing market conditions at the time of posting. Actual Met Yields may differ from those indicated.

wSemi-Annual Rates are posted. Annual and monthly pay options are also available. Other important information is posted below the
rates. Please read carefuly.

Ri Semi-Annual Pay mi-Annual Pay Choice|
Products T & |
. Standard _

Open Prepayment Products

AgFquity LIBOR 20/25/30 Varies 1.70% 1.85% MAA
1-Mo ARM LIBOR 15 15 | 25 1.60% 1.84% 1.64%
1-¥r ARM 15 15125  2.50% 1.92% 1.72%
3-Yr ARM 15 151 25 2.50% 2.68% 2.48%
5-Yr ARM 15 15|25  2.50% 3.33% 3.13%
7/1 ARM 15 15125 3.78% 3.58%
10/1 ARM 15 |15125 4.26% 4.06%
A0-Yr VRM 15420 15/20 4.62% 4.47%
A0-Yr VRM 25/30 25/30 4.77% 4.57%
15-r VRM 20 20 4.81% 4.61%
15-Yr VRM 25/30 25/30 5.03% 4.83%
7-r Fixed 7 15125 4.00% 3.80%
10-¥r Fixed 10 10 4.13% 3.93%
15-r Fixed 15 15 4.63% 4.43%
15-¥r Fixed 15 25 4.99% 4.79%
20-¥r Fixed (1) 20 20 5.37% 5.17%
25-Yr Fixed (1) 25 25 5.62% 5.42%

. T

Farmer Mac I Farm & Ranch Rates - ABA

As of 4/4/2014

Farm and Ranch Loan Program - ABA
View in PDF TE)

Posted on: 4/4/2014 9:45 AMET
mABA/Farmer Mac Aliance Special Products and Pricing *
miAnnual- and monthly-pay options also available)

Reset Semi-Annual Pay | Semi-Annual Pa
Products Term Amort. ; v V
Margin Standard oice

ABA Open Prepayment Products *

1-Mo ARM PRIME** 15 15125 -0.60% L.74% 1.54%

/1 ARM 15 15125 3.65% 3.45%
10/1 ARM 15 151 25 4.13% 3.93%
10-r Fixed 10 10 4.00% 3.80%
15-Yr Fixed 15 15 4.50% 4.30%
15-r Fixed 15 5 4.86% 4.66%

28 PARMERMAL
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Farmer Mac I Farm & Ranch Rates - ICBA

As of 4/4/2014

Farm and Ranch Loan Program - ICBA
View in PDF TE)

Posted on: 4/4/2014 9:45 AM ET

"|CBA/Farmer Mac Program Special Products and Pricing *
.U‘mnual- and monthly-pay options also available)

. Reset  |Semi-Annual Pay|Semi-Annual Pay
Standard

|CBA Open Prepayment Producks *

1-Mo ARM LIEOR 15 15125 1.50% 1.74% 1.54%
10-Yr VRM 15120 15 1 20 4.49% 4,29%
10-Yr VRM 25130 2530 4.64% 4.44%
15-Y'r VRM 20 20 4.68% 4.48%
15-Yr WAM 25130 25|30 4.90% 4,70%
ICBA Yield Maintenance Products
5-Yr VRM 1011512012510115]20125 3.19% 2.99%

2 T

Advertising and Marketing Examples

ERMAC

Financing Rural America
J /)

4/9/2014
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Marketing Ads — D. L. Evans Bank

Marketing Ads — Paragon Bank

Ag Land Owners:
Do you want to reduce
your operation’s RISK?

4/9/2014

16



Marketing Ads — First State Bank

irst State BANK

You're at home with us!

AL First Slate Bank, we're commitied 16 your

as well as the 5 of our
weTe hire 1o neb mn all of

What |5 Famer Mac? Farmer Mac i3 & flexible sgncultural resl emate program
availabiy %, inwe st ind d 404 inneed of has

® Purchases ® ® Facik
® Refinances @ Equpmenn

larg in Adams, Reown, Highland and Fay call s at
937.965.0331 of visn our websne &1 www.fab-4me.com 1o leam more about what we
v 1o affer when il comes 1o agrcultural lending!

FARMERMN
Approved Lender

s ey

Marketing Ads — 1%t National Bank of Central Texas

We are
Ag Producers.

Let us help you with your
Farm & Ranch lending needs.

Olm Elllan

@ The Fu‘st Natlonal Bank

of Central Texas
254.772.9330 = FNBCT.com

Sr.\an whl  John Mi

Waco * Woodway-Hewitt = Mart = China Spring * Hillsboro
Mermber |0 ~ Lgual Housing Lender

FARMERMAC

Approved Lender

- PARMERMAL

4/9/2014
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Marketing — Ads — Harvest Bank

Long-term Fixed Rate Financing for
Agricultural Real Estate

wrar fived

s Mlexible progran

FARMERMAC

% HARVEST BANK

KIMBALL ST AUGUSTA  ATWATER KANDIYOHI

398-3500 2516100 9748861 3826100
toic www. harvesthankmn.com &

B e

Marketing — Ads — Commerce Bank

Proudly Serving Area Farmers

for Generations.

>

>
>

Long-term fixed rate, adjustable rate and varlable

Customized financing solutions that best fit
your operations

Cape Girardeau & lackson  Poplar Bluff

* 160 5. Broadview * 1100 N. Pine Blvd.
® 1800 Cape LaCroix Rd. * 2686 N. Westwood
« 2025 E. Jackson

At Commerce Bank, we take pride in serving farmers. Whether your needs are business
or personal, we'll share with you the best ways to bank, borrow and manage your money

Advantages for Farmers

In-depth knowledge and experience in yourindustry

FARMERMAC

_':{ppmfﬂcd- Lender

4/9/2014
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Marketing — Postcards — Center National Bank

Agricultural real estate loans just for you. Forseton [ e

LS Pastage
301 N. Ramsey Ave.
And we can help you get ‘em! Lithfila, M $5355 ermt o 30
Litchfieds, NN
55355

Now is the best time to expand your operation,
thanks te Farmer Mac! As a Farmer Mac Approved

Lender, we can guide you through the ideal solutions
for purchases, new construction and refinances.

FARMERMAC
Approved Lender

[¥ Terms up to 25 years

| Rates as low as 2.70% APR
(¥ Lock in lower payments

...All add up to less risk for you!

Call Dawn, Tom or Jim at 320-693-3255
and let us "FarmerMac” it for you!

sALoBEY WOURS  DRIVE UPWOLRS [
Vo FESAmGbRR  Mon-IETI0AR 106 e -

a9 am. e s S0 a1 e [t

omdlown inal 800-893-3255 + cnbmn.com  FDIE
g

Marketing — Website — Community Savings Bank

Us | Rates | Mablie St

1 18

Home | Locations. | Can

Mustgage Loans 8 -
o Loans Agricultural Loans
Home Equity Loans

Parsonal Laans

Smal Businsss Laans Apply Now | »» M

Commerc

'm i the agriculture business, which isnit like other businesses —nat every bani has the experience or the
services o help me out. But Community Savings Bank has been active in agricuture for years. Ifs nice to
FReport A Lost Or Siolen Card knaw | have that kind of experience warking with me.

Rearder Checks

« Fammer Mac Loan Program
Wy Frea Credit Repatt - Agri-Aocess Loan Program
Financsal Cakuiators

1D Theft & Fraua Protection

(.

Travel & Fromations
Switen Kt

FIng A Finansial Advisar
Credit Card Payment

19



Marketing —

Website — Pioneer Bank

——=0 @@

Agricultural Loans

< Cormasteey e e 4 v o s
it At L
- s e g i e

- Byttt

e

Marketing — Brochures — Valley Republic Bank

BENEFITS OF THE
FARMER MAC PROGRAM
AT VALLEY REPUBLIC BaNK

Yousr relatisnahip sbficer will be availsble eo guide

you theough the masy

Valley Regeoblic Barik was fonsndee in carly 2009
by a group of local professionals who believed out
ity wasiel a bestes hank i

3 redaionship with  truseed parmer.

|2 embracing our purgese, vision and valucs,

we are focused o serve you a1 3 ceam.

hisrocically how races of the Faemer Mac progaam.
Farmer M boans harve & conversion fraruse and

1o po-payment penakies.

In addisian o scrvicing and maintaising your loan
locally, you'l ind ous rates competitive, enjay
quick espare and persanalived service.

We'ee hese 1 help yoru decide If Tarmer M s
righa for your business. Ask the Agribsiness
specialiss ae Villey Republic Bank for a schodule

of current rates.

e

[+ i w vidi service
coeares exceguianal vahue for those we twuch.

VALLEY REPUBLIC BANK
Locll. Responiive. Relisble.
5000 Califorils Avenue. Saite 110
Bukenfickd, CA 93309
all L com
661.571.2000

Maximize Profits,
Minimize Risk.

VALLEY REPUBLIC BANK

Local. Resgossive. Relisble,

4/9/2014
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Marketing — Brochures — Valley Republic Bank

Farmer Mac bs a Flcxdbls Agricslsural Real
Essare program offered by Vlley Republic
Taake. It i availshle to Ball o part-time
Farmen, Rancher, lrveion & Ag Refaind
Businemes in nevd of A perpos funding.
suich

Puschaes

Refinancm

Pormmsscint Plansiag Devebopment

Faciliry Conmpuceion & Imprevement

Cultural 8¢ Operating Needs

Eauipment Fuschases

Whea s Fasmer hac
Enablished is 1957, Farmer Mac i n

atech bkerarwinend. povernmes ipoinced
entespeise o "GSE". I was creased 1 glve
fusmees 8¢ pancliees scocas 1o sapieal thivugh
commusiry banks. Fasmer Mac funds through
e af bands backed by Ag Mongage. The
fovernment imvolvement b limired to oversigh,

waly.

Valley Republic Bank's Role
VHI's A Depariment is an Originasor/Servicer
fioe Parmer Mac, We will snderwrine, docu-
et e e yomat b For Farmnes Mac,
After clesing. VIB will be your primary conract
for the e of he loan.

LoneG TERM AG MORTGAGES
Summary of Bemefitn
Fizsd or Adjustable Rates

Torm Lestta are secussed by 2 Tiz Morgage
an Ag relased Real Estace

Loan up o 70% of the value of che
wollaseral

Monrhly, sems-amrual and snnual
paymens programs svulable

Mauries & Amortizations up w 30 years
Mo Prepaymens Penliies

e are conversible 1o Fised or Adjusable
dting life of the losn

AG Equrry LINES OF CREDIT

Sumssary of Benefiin

Revolving Line of Credin Loass secured by
2 1t Morcgage on g Relased Real Extane

Diraw periods of 3 o 10 yeans then
camvesting b & tesm hvis with up 10
I%.year amonizstion

Semiannial istevest payments due
Jusnsary Vs & Tuly st during deaw period

Corvertible o Fisea ue Adjuseable Rases
during oe wher draw period

Uisilimmited mumbes of deaws and sepaymenss
during draw periead

No Annual Foe or minimum e

(L edictable, sable and
fiair practices from locals you

can trase.”

Marketing — Brochures — Valley Republic Bank

Products

Open Prepayment Products
AgEquisy LIBOR
1-Moneh ARM LIBOR
1-Year ARM

3-Year ARM

5-Year ARM

H1-Year ARM
10/1-Year ARM
10-Year VRM

10-Year VRM

15-Year VRM

15-Year VRM

7-Year Fixed

10-Year Fived

15-Year Fised

15-Year Fived

20-Year Fixed 1)
25-Year Fixed 1

—= Valley Republic Banfk/Farmer Mac Rates ~—
Asof  March 10, 2014 Greater than $500,000
Term Amort. Reset Semi-Annual  Semi-Annual
Margin Pay Standard Pay Choice
20/25130 Varies 245% 261% NiA

15 15125 235% 260% 240%

15 15025 325% 269% 249%

15 15125 325% 329% 309%

15 15/25 325% 398% 378%

15 15125 4.50% 4.30%

15 15/25 5.06% 4.86%
15/20 15/20 530% 5.10%
25630 25/30 5.46% 5.26%

20 20 549% 5.29%
25130 25130 572% 552

7 15/25 A4.67% 447%

10 10 A78% 458%

15 15 531% 511%

15 25 564% 5.44%

20 20 612% 592%

25 25 637% w 617%

VALLEY REPUBLIC BANK
valleyrepublichank com  661.371.2000

4/9/2014
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Marketing — Video

Screens
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Marketing — Radio Ad — Dakota Mac

Financing Ag Since 1993

v dakota

AC.

A DRAISION OF FIRST DAROTA MATIONAL BANE

pox ey

Approved Lender Logo

FARMERMAC

Approved Lender

" PARMERMAL

4/9/2014
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Farmer Mac Relationship Manager Territories

OR D NH
VT
Ma
RI
NV CcT
NJ
CA DE
MD
AZ
Steve Buckley
steve_buckley@farmermac.com
553-977-1730
Mary Maloney Larry Jones Bill Miller Mark Rickels ‘
mary_maloneydf, com | |lary_| @t com | | bill_miller@farmermac.com mark_rickels@farmermac.com
202-872-6682 202-872-6604 202-872-5549 202-872-8611

. T

Panelists Questions — Marketing Farmer Mac

jl'ummrgf Rural America L c——
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Panelist Questions

U Please tell us about your bank. Market area etc..

U How long have you been using Farmer Mac?

U What programs do you use? Farm & Ranch, Farmer Mac II?

U Have you marketed Farmer Mac in the past?

U If so, how? What media and technology?

U Any value to your bank in marketing Farmer Mac? If so, what?
New business?

U What about cannibalism in your portfolio?

U Do you use Farmer Mac as an offensive tool or defensive tool?

U Any recent success stories you would like to share?

50 ARMERVAC
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Marketing — Website — First State Bank of Warner

FIRST STATE BANK

WAKNER ® ABIE

§

e

4 B B T 43 Bt

Personal Business Naw: Convenlence
Banking Banking WA Services

Agriculture Loans

Real Estate Mol

IF you're looking te purchase a farm, buy maore land, or

refinance, you can be sure Citizens State Bank's combination of

in-house products and Farmar Mac products will be very

compatitiva. Wa tallar [5ang to mast the nasds of the customar

by offering fived and vardable rates as well as annual, soml-

annual, quarterly, or monthly payments. Additionally, Citizans

Stats Bank is ona of anly 3 handful of banks in the area that is

actively using the Farmer Mac I program, which gives us the ability bo olfer loan Lerms as long as
30 years.

Livestock

Whather it's backgrounding, feadiol, or livestock breading, our livestock loans can be tailored to
meat your needs. Adjustable and fvad rates are availabla and wa'll wark with you ta structurs 3
payment plan that colncides with your unique cash fiow.

Equipment and Machinery

Qur term loans can provide you the ability to purchase equipment and/or other items to improve
your eporation. These loans offer compatitive rates yot are flexible enough to work with your
unique cash flaw.

Operating Loans/Lines of Credit
Terms are determined based on your specific scenarlo, repayment plans fit in with your cash flow
stream, and feature competitive fixed or variable interest rates.

4/9/2014
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Marketing — Ad — Union State Bank

-

Smart Ag Decisions Today Mean
Greater Success Tomorrow.

Uniom State Bank offsrt area faemees long-tem, fiund-cse real actats laant.
This, special progeam opens. the don for eapandig Laliles or to simply
refinane a higher rate mortgage. With today's historic, ke Intenest rates, the
04T SNgs Up w0 10 years can be significant, and ar Usion Sxate Bank you
will b enjoy lung standing tradiions of g lkending expertise, repontive
sanvice snd comprehensive financial solumons.

Call TI Wikem, Community Presicent, today at 7854863711
Your bright tamormaws begis today

Union State Bank

Everust Hoetan
. 54% Main 53 01 £ 15th 3t
FOICH 7855487521 7854863711

The bank you feel comfortable with.

Loan Incentive Programs — Farmer Mac

FARMER VA

Financing Rural America | —
J q
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Loan Incentive Programs — Farmer Mac

Bank A

» Loan Officer receives a $250 incentive bonus for each
Farmer Mac loan closed and purchased

5 T

Loan Incentive Programs — Farmer Mac

Bank B

* Encourage upfront fee — Agricultural real estate, Farmer
Mac, in-house or commercial real estate loans

* Loan Officer receives 10% of origination fee, negotiated and
collected

5 ARMERVAC
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Loan Incentive Programs — Farmer Mac

Bank C

* Loan Officer has new business goal for year. Farmer Mac
loans and in-house loans count toward annual new business
goal.

* Farmer Mac loan — 1% year’s origination fee and field
servicing dollar amount count toward officer’s annual new
business goal.

* Calculated incentive amount varies depending on if new
business goal has been met or surpassed.

5 T

Loan Incentive Programs — Farmer Mac
Bank D

* Incentive program tied to loan growth and fee income.

* Loan Officer paid incentive bonus on loan growth of portfolio
loans. As loans grow quarter to quarter, bonus paid on growth
from end of most recent quarter to end of current quarter.

* Loan Officer paid 15% of any origination fees collected above his
origination fee annual goal. Both Farmer Mac and portfolio real
estate loans are included in the calculation of the origination fee
annual goal.

e For example, $75,000 annual fee income goal for loan officer.
Since can include Farmer Mac field servicing in calculation of
origination fee annual goal. Loan officer can close over time, $15
million of Farmer Mac loans. Field servicing at 50 bps = $75,000
for the 1%t year and each year thereafter. Origination fees on this
15 million would also contribute toward meeting or exceeding the
$75,000 origination fee annual goal.

58 PARMERMAL
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Strategies for Marketing Your
Farmer Mac Program

QUESTIONS?
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