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Mark Rickels

202-872-6611

Mark_Rickels@farmermac.com

Mike Juergens

866-452-2617

Michael_Juergens@farmermac.com
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Keith Knuppe, Vice President, First State Bank of  Warner, 

Warner, S.D., K.Knuppe@fsbwarner.com

Jason Winter, Financial Services Officer, Citizens State Bank, 

Norwood Young America, Mn., JasonW@csbnya.com

T.J. Wilson, Community President, Union State Bank,

Horton, KS., TJWilson@mybankusb.com

3

 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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 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

 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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 New business volume through 12/31/2013

 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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 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%
– 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%
– Rural Utilities portfolio increased by $247 million or 11%
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12/31/13 12/31/12 Difference

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 II $       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%

“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 Are We ???
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 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

11

 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.  
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 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

14
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1. Can handle larger agricultural producers who may be over the 
seller bank’s lending limit.  $12 million max., $30 million 
max..

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

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

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

5. Will offer long term loan products only when customer 
demands it.  Not proactive.
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1. Proactive marketing to grow your business portfolio.

2. Opens new doors and opportunities for new 
customers and business.
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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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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.?
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1. Mine the mortgages filed of  record at the recorders office for new 
business.  Check date and rate.  Send letters to prospects.
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 Provide a long term fixed farm real estate loan. 
Cross-sell your _____________.

a. Operating loan
b. Machinery loans
c. Consumer loans
d. Financial products
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 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 
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 Farmer Mac - $1,000,000 - Fast Track – Choice 1st

mortgage - 15 yr. fixed 

 Seller Bank - $500,000 

2nd mortgage - 5 year ARM or 5 year Balloon
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 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
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 ABA & ICBA member banks get 13 basis point 
discounts from standard rates for their respective 
products if  the customer chooses that product.
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As of  4/4/2014
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As of  4/4/2014
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As of  4/4/2014
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Keith Knuppe, First State Bank 
of Warner,  Warner S.D.

Jason Winter, Citizens State Bank, 
Norwood Young American, MN.

T.J. Wilson, Union State Bank, 
Horton, KS.

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

How long have you been using Farmer Mac?

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

Have you marketed Farmer Mac in the past?

 If  so, how?  What media and technology?

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

What about cannibalism in your portfolio? 

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

 Any recent success stories you would like to share?
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Bank A

• Loan Officer receives a $250 incentive bonus for each 
Farmer Mac loan closed and purchased 
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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
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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 – 1st 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.  
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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.  

• 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 1st 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.       
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QUESTIONS?
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