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ae ee sieees 
“I’m Andy Rooney. Aren’t you 

just sick and tired of all the gloom 
and doom surrounding today’s ag 
economy? Low commodity prices 
this, lost export markets that, and, 

oh, those localized droughts! It’s 
enough to make milk shoot out of a 

dairy cow’s nose....” 

OK, perhaps we’ re not quite ready 
for the Andy Rooney of Ag, but I’m 
tired of the gloom and doom mentality 
pervading our industry today. I don’t 
know about you, but I see good things 

happening all around us. 
I see Federal Reserve and USDA 

reports indicating that ag loan portfo- 
lios are healthy, with lenders reporting 
strong profitability and good loan qual- 
ity. I see Uncle Sam stepping up to 
help those hit hardest in the last year 
and a half. I see a lot of lenders out 
there doing everything they can to 
help customers through tough times, 
and I attribute a lot of their resilience 
and future successes to their use of 
Information Technology (IT). 

Ever since the anguished 1980s 
our industry has spenta lot of time and 
money on IT to keep the effects of a 
bad economy from plaguing our port- 
folios. And according to a report from 
New York City-based Datamonitor, 
this spending trend is not about to end 
anytime soon. Overall IT spending by 
banks will escalate to $31 billion in 
2002, up from $23.49 billion in 1998. 
It’s clear that banks understand the 
need to align technology with their 
business game plans in order to re- 
main competitive. 

Are you one of them? 
Yes or no, here are some of the 

very cool things that can be accom- 
plished by making IT a key part of 
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Do your feedlot clients 
know what 

Cattlyst 
for their 

bottom line? 

  

7 
— =a "Better feed intakes with Cattlyst 

= = " — mean better gains. 
Robin Frank, Owner/operator 

Frank Ranch, 4000-head feedlot, Sutherland, IA 

whe 
"With Cattlyst, feed intake increased 

1 to 11/2 pounds/head/day.” 

Ryan Loseke, DVM, Owner/operator 

1000-head feedlot, Columbus, NE 

  

"With Cattlyst, cattle require fewer 
days on feed.” 

Joel Cortez, Jr., Owner/operator 

J&R Feedyard, 7000-head feedlot, Rio Grande, TX 

  

"With Cattlyst, my customers are 
well satisfied." 

Roger Gilland, Owner/operator 

2000-head feedlot, Morgan, MN 

KACATTLYST 
THE PROFITABLE ONE 

For more information call 1-800-526-0189, ext. 8372 

Roche. The Feed Additive People 
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your overall strategy (and help dissi- 
pate this haze of gloom and doom). 

The Good. The Bad. The Ugly. 

It is said that money makes the world 
go round. That’s not correct. It is fast 
access to lots of information that helps 
make the money that makes the world 
go round. 

Based on this theory, how do you 
know what’s good, bad or ugly in your 
own portfolio? lm assuming you have 
some type of reservoir or database of 
customer financial information, either 

on a hard drive in a computer or, God 
forbid, on hard copy ina filing cabinet, 
that allows you to know the status of 
your portfolio. The key here is how 
quickly and easily you can access 

your data. 
Itis imperative that you have your 

customer data in an electronic format 
that is easily accessible so you can 
quickly identify both the bad/ugly 
debts, as well as the oh-so-good op- 
portunities that will keep you competi- 
tive. The only way to accomplish this 
is with quality IT tools. If you do not 
currently have these capabilities, seek 
help immediately (or move to the big 
city and get a factory job). 

What if ...? 
Let’s take this fast access to informa- 
tion concept to the next level. Let’s 
assume you have 50 customers in a 
computer database and you can 
quickly and easily access this data 
anytime you want (and are enjoying 
great success with this system of 
yours). Now, what if you could add 
your database to other databases 
across the county, region or state? 
Think of it as a database of databases, 

or acentral ag-specific database, con- 

taining thousands of quality financial 
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records. What could you do with it? 

Peer-to-Peer Benchmarking 
Many ag lenders see the value of 
performing peer-to-peer benchmark- 
ing on their customers for risk man- 
agement and value-added customer 
service. How about you? 

What if you could quickly and 
easily compare a 2,000-acre corn 
farmer in southern Minnesota with all 
2,000-acre corn farmers in southern 
Minnesota and the surrounding area? 
It could help you spot potential prob- 
lems in the operation. Share that in- 
formation with your customer and 
you may be able to help him better 
manage what he’s got. You would 
easily maintain the integrity of your 
portfolio through your daily routine 
and help the customer perform better. 
He would appreciate it and never 
leave you for another lender, ever. 

Serious Competitive Advantage 
Access to quality financial data, and 

lots of it, is vital to both your risk 

management decisions and your prof- 
itability. The commercial lending in- 
dustry has been using credit scoring 
models or “scorecards” — based on 
mass quantities of financial data — as 
the sole decision maker, or as one 

input piece in the overall decision- 
making process, for many years. 
Why? So they can turn around a loan 
decision faster than their competitors 
can—without compromising their lend- 

ing standards. 
The Bad News: Ag lenders have 

never had access to a pure agriculture 

scorecard. 
The Good News: You will have 

access later this year. The ag 
scorecard will be based on the vari- 
ables that are most critical for differ- 
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€ntiating between good and bad ac- 
counts. It will be validated, meaning it 

will be based on statistical analysis 
using the very latest industry stan- 
dards to reveal the best predictive 
Indicators of loan performance. It will 
bea very powerful IT tool for increas- 
Ing loan volumes and maintaining 
happy, loyal customers. 

Workin’ The Web 
All this wonderfully quick and easy 
access to vital information that will 

keep you safe and competitive for 
generations to come needs a home. 

That home is called the World Wide 
Web, and it will become the single- 

most valuable tool you will use every 
Single day of your working life for 
Sales, training and customer service 

duties: 

¢ Streamline internal communi- 

Cations: From branch to branch to 

holding company; relationship man- 
agers on the road; loan committee and 

board meetings; help desk support. 
¢ Reach out and touch custom- 

ers: Meet with them to renew loans; 

review financial statements; share 

documents and files — all from your 

respective desktops! 
¢ Train your organization: Train 

one person or 100, any software pro- 
gram any time, no software purchases 
necessary... Web browser does it all! 

You don’t need an official Web 
Site to take advantage of these oppor- 
tunities (although I do recommend 
establishing a Web presence as soon 
you can). You can use the Web start- 
ing right now to save beaucoup bucks 
in annual productivity costs with a 
very minimal amount of cash and 
techno-fuss to get started. All you 
need is a computer, Web access, and 

a telephone. 

Reality Check 
There are some very cool IT tools and 
ideas out here designed to help you 
manage the risk you have, while tak- 
ing advantage of the opportunities 
that are right in front of you, right now. 
Look at what’s available in IT today. 
Ask questions. Get answers. And 
make the key decisions that will keep 
the gloom and doom haze from ever 
obstructing your view of a successful 
future in ag lending. jal 

  

  

Looking for a new job? 
Need to find a new ag lender? 

Check out the Classifieds at 

www.agricultural-lending.com    
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Financial “+, 
Guidelines % 
for Agricultural 
Producers 
(Revised November 1997) 

218-page edition includes 
" Disclosure by Notes” 
"Glossary of Terms" 

Single copies$25 each 
2-10 copies $20 each 
11+ copies $15 each 
Plus shipping and handling 

To Order, contact: 
  

  

Farm Financial Standards Council 

Now you can PMB 285 

_download the 1212 S. Naper Blvd., Suite 119 
"Guidelines" Naperville, IL 60540 

at Phone: 630-637-0199 
Fax: 630-637-0198 

e-mail: Countryside-Mktg @ worldnet.att.net 
www. ffsc.org   
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Important Notice 

The mailing address for Countryside Marketing, Inc., publisher of the 

Journal of Agricultural Lending, has changed! 

All correspondence regarding subscriptions, address or other changes 

should be addressed to: 

Journal of Agricultural Lending 
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1212 S. Naper Boulevard, Suite 119 

Naperville, IL 60540 

Telephone: 630-637-0199 
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