
Farm Credit Programs That Get Results
Recently the writer had the opportunity to spend 

three days in two country banks that have de
veloped outstanding programs of service to farm 
communities.

In these days when many country bankers are 
experiencing a decline in farm loan volume, it was 
interesting and refreshing to observe the operations 
of these country banks which have adopted pro
gressive farm service programs. They not only 
have been able to maintain their volume of farm 
loans but have actually shown a steady increase 
during recent months. Other country bankers may 
be interested in some of the activities that have re
sulted in improved working relationships between 
these bankers and their farm customers.

The first bank visited had inaugurated its new 
farm service program in the fall of 1944. The presi
dent of the bank had become alarmed at the con
stantly declining loan volume, and the problem had 
become a major topic of discussion at board meet
ings. Various ideas were advanced from time to 
time as to what might be done to reverse the trend, 
but by mid-summer of 1944 loan volume had de
clined to a level that dictated immediate action. 
The board decided that the problem was one of 
merchandising bank services. The bank did not 
have on its staff a man with proper background or 
sufficient time to take bank services into the country. 
Therefore, a man with farm background and wide 
experience working with farmers was employed as 
farm representative for the bank. About thirty days 
prior to the time the farm man came to the bank, 
an attractive illustrated circular was prepared that 
strikingly told the story of bank services available 
to farm people, using the question and answer 
method. This circular was given boxholder distri
bution in the area served by the bank.

PR O M P TL Y PASS N E W  L O A N  GOAL
At the meeting of the board when the farm pro

gram was adopted, $100,000 of new farm loans was 
established as the goal for the first year of opera
tion under the new plan, The immediate response 
to the program amazed the officials of the bank. 
The public reaction to the first publicity was that 
of pleasant surprise to learn that this country bank 
was anxious to provide funds to meet the reason
able credit requirements of the community. Many 
farmers apparently had come to believe that banks 
did not want to make farm loans. This reaction 
was verified by the flow of new credit requests to 
the bank following the circular announcement. At

the end of five months’ operation under the new 
program, loans made to borrowers who had never 
before been customers of the bank totalled over 
$170,000, or almost twice the goal originally estab
lished for the first twelve months. The result was 
that this bank service program, which the officers 
had calculated to be a non-profit operation for the 
first year, in five months was not only paying its 
way but also showing a nice margin above the 
added cost of the new service.

The farm man employed by the bank does not 
make final credit decisions. His entire time is spent 
outside the bank contacting farmers, explaining 
bank services, and working in close cooperation 
with the county extension agent, the soil conserva
tion service, and other agricultural agencies. The 
amazing flow of new farm loans to the bank is a 
tribute to the good will being created in the com
munity by the activity of this farm representative 
working outside the bank. Credit decisions are 
made by the president of the bank up to a certain 
dollar limit laid down by the board. The board, 
however, is so located that the members are on call 
at any time to review loan applications for amounts 
in excess of the president’s limitation. This bank 
has discarded the old slide-rule basis of credit ex
tension and has assumed an attitude of seeking 
reasons for making a loan rather than attempting 
to find faults to justify a rejection. Each applica
tion is considered on its individual merit, and the 
amount of credit extended is determined by the 
capacity of the individual farm unit to repay. All 
loans are made at a flat rate of five per cent. Re
payment plans are timed to coincide with probable 
marketing dates of the farmer’s various production 
programs.

CR E D IT FROM  FAR M ER  V IE W P O IN T
Loan rejections are handled carefully. The officer 

outlines for the applicant the reasons why his re
quest cannot be granted. An attempt is made to 
show the applicant how he might adjust his affairs 
to qualify. If there are other local lenders who 
handle the type of loan requested, this bank official 
aids the applicant to contact the proper lender. This 
bank is considering credit from the farmer’s view
point, and adapting its services to the peculiar needs 
of the individual.

The bank has endeavored to prevent its farm pro
gram from creating what might be regarded as un
fair competition by other banks in the community. 
Before the program was started the president met
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with representatives of other banks in the county 
and attempted to organize them as a group to take 
a keener interest in improving services to farmers. 
The bank’s farm program was adopted only after 
the efforts for joint action were unsuccessful. A 
policy is followed, however, of not soliciting the 
refinancing of loans currently outstanding with 
other banks in the county. The new program of 
this bank, therefore, has not affected its good work
ing relationship with other banks in the area. A 
considerable amount of the new volume of credit is 
originating from new borrowers, or from farmers 
who for the past several years have financed their 
operations through Government credit agencies. 
These farmers express their preference for bank 
credit service when their applications are considered 
from the farmer’s viewpoint and the credit accom
modations keyed to the needs of the individual 
operation.

That is the story of a new farm program, a pro
gram that even in its infancy is proving profitable 
and one that is laying a groundwork of good will 
that will pay greater dividends for years to come.

STARTED SERVICE YEARS AGO

The other country bank visited has had an aggres
sive community service program for many years. 
Upon entering the bank one is impressed with the 
pleasant atmosphere which prevails and the con
venient arrangements which the bank has planned 
for maximum customer comfort.

The president and his farm representative out
lined to the author their many interests in the agri
culture of the area they serve, and the numerous 
programs which they are actively sponsoring to pro
mote better farming. The farm representative was 
formerly county agent of the county in which the 
bank is located, and with his excellent background 
in agriculture and his ability to work with the farm 
people he has proven a great asset to the bank.

This bank not only works with the farmers of the 
county, but for years has given financial support to 
constructive agricultural programs. The bank first 
sponsored a pasture improvement program, which 
was worked out with the cooperation of the county 
agricultural organizations, and the county exten
sion agent. In encouraging the adoption of better 
pasture programs the bank helped organize meet
ings and prepared special notices urging farm people 
to attend. When all-day meetings were held the 
bank furnished meals for those in attendance. The 
pasture improvement program has contributed ma
terially to better farming in the community, and it 
has led to many sound loan opportunities that other
wise would not have been available.

The bank has also sponsored the organization of 
livestock breeder associations over a rather wide 
area. Both the president of the bank and the farm 
representative feel that in this way they have en
couraged the improvement of all breeds of live
stock common to the area. A Shorthorn Breeders 
Association is already well under way. This will 
be followed with other breeds of cattle, hogs and 
sheep. Groundwork is now being laid for a Hamp
shire Sheep Breeders Association. The idea is to 
organize breeders throughout the area and hold 
annual sales of breeding stock at the bank’s home 
town. It is hoped that this will result in a distribu
tion of good breeding stock at reasonable prices to 
all farmers in the community.

Some time ago an effort was made to organize a 
soil conservation district in the county. The asso
ciation was voted down. The bank has assumed 
responsibility for doing demonstrational work which 
they hope will eventually lead to a soil conservation 
district in the county. Using the pasture program 
as a basis they have worked out with many farm 
customers excellent demonstrations that encourage 
complete soil conservation practices. A number of 
farms were visited that at the bank’s suggestion 
have adopted improved methods and have developed 
some very fine pastures and conservation programs.

This bank’s constructive efforts to improve agri
culture have brought recognition from farmers 
many miles outside its normal trade territory. Many 
of these farmers because of the bank’s efforts to 
promote better farming have transferred their ac
counts to the bank and are transacting business by 
mail in preference to dealing with local institutions 
that have shown little interest in the welfare of 
local agriculture.

The farm agent spends most of his time outside 
the bank. He does not directly solicit loan busi
ness, but through these field contacts and services 
rendered farmers, he has been very effective in 
bringing new business to the bank. It was interest
ing to observe that many farmers who are not 
customers of the bank regularly call to see the farm 
representative for information normally supplied by 
various agricultural agencies. The farm represen
tative does not make credit decisions except on 
special occasions such as sales where immediate 
decisions are required. The president, however, has 
three men besides himself who are fully trained and 
have the authority to make credit commitments. 
This means that when a farmer calls at the bank 
someone is always available to give immediate con
sideration to a request for credit.

The president of this bank believes that the failure
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of many country banks to serve the credit needs of 
their communities is due to inability or unwilling
ness to consider credit from the farmer’s viewpoint. 
As an integral part of judging credit from the farm
er’s standpoint the bank supplies extra services that 
are highly appreciated by farm people. It has 
found that many farm loans formerly considered 
unsound for banks can be soundly handled by pro
viding a little managerial supervision in those in
stances where the farmer may be weak in manage
ment. In the past it has handled a good many 
accounts for this type of farmer with excellent 
success.

The services of a well-trained farm representative 
give much needed help to this type of borrower. 
However, before making a loan to a farmer who is 
weak in management the loan officer spends con
siderable time in discussing the individual needs of 
the applicant and making it clear that if the bank 
goes into a credit program with him it expects to 
exercise a certain amount of supervision which will 
not only strengthen the bank’s position but will help 
build a more profitable unit for the borrower with 
the view of ultimately enabling him to become free 
of debt. The bank maintains a reasonable interest 
rate, but has not placed particular emphasis on rates 
as a means of attracting new business.

The farm representative also offers various other 
services to the farm community. In addition to 
working closely with the farm organizations in the 
area he has a rather complete consultation service 
for farmers, which is widely used. He gives help

to farmers, in his office or on the farm, on feeding, 
breeding, crop production, and other problems. He 
helps develop better farm operating programs, at
tends shows and sales, gives assistance to farmers 
in the selection of breeding stock, and is called on 
for a wide variety of other informational services.

LAN D  USE M AP AN  ASSET
An example of an extra community service pro

vided by the bank is a specially prepared map of 
the county. This is a land use map superimposed 
on a farm ownership map of the county. In addi
tion to farmers, these maps were distributed to 
practically every business office in the county, and 
a copy was presented to all schools along with an 
explanation of how it might be put to practical use 
within the school system. The map is very useful 
to the bank officers in connection with farms in 
which they are interested; they refer to it for im
mediate information about the soil resources and the 
type of farming most likely to be successful. The 
broad interest shown in the map has repaid many 
times its cost of preparation.

The farm representative is not the only one on 
the staff of this bank who invades the country. On 
the last afternoon of the visit, which was spent in 
the country with the farm representative, the presi
dent of the bank and one of the junior officers were 
also in the field and returned late in the evening 
with two new farm real estate loans totaling $21,800.

This bank isn’t worried about a declining volume 
of sound farm loans. Darryl R. Francis

A O R IC m m R E

CASH FARM  INCOM E
(In thousands April Cumulative for 4,months
o! dollars) 1945 1944 1945 '1 9 4 4  1943'

A rk an sas..,.----- .$ 12,653 $16,100 $ 75,533 $ 66,833 $ 67,387
I ll in o is .. . . . . . . . . .  88,816 91,077 353,635 391,220 341,065
I n d ia n a .. . . . . -----  49,733 53,245 190,322 2)2,252  191,145
Kentucky.,..........  15,904 16,013 194,638 147,0.98 116,133
Mississippi----- . . .  12,166 3 3,182 80,508 57,789 52,115
Missouri........ . 45,354 48,948 189,137 202,983 170,485
Tennessee..............  18,214 17,645 11)2,587 98,937 S2,844

Totals................  242,840 256,210 1,186,360 1,177,112 l7021J74

RECEIPTS AND SHIPMENTS AT NATIONAL STOCK YARDS
Receipts •Shipments

May, Apr., May, May, Apr., May, 
1945 1945 1944 1945 1945 1944

Cattle and Calves..........  126,479 115,475 105,384 86,437 69,025 53,73?
H og s ................... ..... .1 6 7 ,8 4 2  149,411 349,735 53,174 48,767 49,1.25
Horses and M u les ....... 3,089 3,806 1,914 3,069 3,828 1,907
Sheep ..------------------ 168,517 33,107 77,745 101,919 11,395 29,656

Totals . ...... ................ 465,927 301,799 534,778 244,599 133,015 134,427

SRIC23S

WH6fci|$ALE PRICES IN THE UNITED STATES
Bitreau of Labor
Statistics ; 
(1926=100)

May.,
1945

Apr.,
1945

May,
; 944

May/45 comp, with 
Apr.,’45 May,’44

All Commodities • 
Farm^roducts.

Other,. . . . . .

. 106;0; 
. 129.9 

.. 107,0 
. 99.4

105.7 
129.0
105.8 
99.3

104.0
122.9
:1G5.0
98,5

-fO.3% 
- f  0.7 
+  1.1 
-4- 0.1

4- 1.9% 
+  5.7 
- f  L9 
+  0,9

Bureau o f  Labor 
Statistics 
<193 5-39 ==*100)

COST OF 
May 15, Apr. 15, 

1945 1945

L IV IN G
Sept. 15, 

1942
May 15,’45 comp, with 

Apr. 15/45 Sept. 15/42
United States. . . .  

St. Louis . . — .
, 128.0 
. 126.3 *

127.1
125.2

117.8 
116.6 
119.3

4- 0.7% 
+  0.9

+  8.7% 
4" 8.3

* Not available.

Bureau of Labor 
Statistic!) 
(1935-39-5=100)

May 15, 
1945

COST OF
Apr. 15,. 

194.5

FOOD
Sept. 15, 

1242
May 15/45 comp, with 

Apr. 15/45 Sept. 15/42
U. S. (51 cities). .

Little R ock ,. , .  
Louisville., ,

. 138.8 
141.7 

. 138.0 
131.9 

, 146.9

136.6 
139.0
137.6
130.6 
145.2

126.6
126.7
129.2
124.2
129.7

+  1-6% 
4- 1.9 
+  0.3 
+  L 0 
4- 1.2

- f  9.6% 
4-11.8 
4 - 6.8 
4- 6.2 
4-13.3
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