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Jay Van Gorden, AFM
Area Sales Manager - Eastern Region

I lead all local and regional Real Estate Sales and Farm Business 

Development operations within the Eastern Territory. We seek to build 

relationships within the industry to help further our client’s goals and 

objectives and to enhance growth opportunities.

JVanGorden@FarmersNational.com | (937) 645-0468



Farm & Ranch Management

Real Estate Sales

Energy Management

Appraisal

Insurance

Consultations

Forestry Management

Hunting Lease Network

FNC Securities



As a Fiduciary, it is extremely 

important to know your assets.



What are Unique or 

Special Assets? 
Specialty Assets Include:

• Real Property

⚬ Farm and Ranch

⚬ Timber Interests

⚬ Renewable Energy

⚬ Mineral Interests 

• Closely Held Businesses

• Notes and Mortgages

• Tangible Assets and Collectibles



Non-Operating Landlords

• 41% of US 

Farmland

• 62% of Midwest 

Farmland



Source: USDA NASS, 2022 Census of Agriculture

Average Age of Producers by County, 2022

The average age of all U.S. farm 

producers in 2022 was 58.1 years, up 

0.6 years from 2017. continuing a long-

term trend of aging in the U.S. 

producer population. Producers also 

tend to be experienced; they have been 

farming an average of 23.4 years.

On average, producers are older in 

southern states and younger in 

Midwestern states. 
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Transfer of Wealth: Demographics
US Death Rate

United Nations - World Population Prospects

• Look for at least 40%+ of acres agricultural land to change hands at least once in the next 10-20 years*

• 150+ million acres will transfer to new non-operator landowners

2000 2050



AG .  E C O N O M I C
B A R O M E T E R





Farm Production Expenses



Grain Markets
PRICES RECIEVED FOR CORN BY MONTH - UNITED STATES

USDA - NASS 

12/31/2024



Agriculture Interest Rates



L A N D  V A L U E
T R E N D S



Historic Value of Land

What’s driving land value? 

Where are we today?

Let’s Talk About Land



Historic Land Values
US AG LAND VALUES

(nominal and inflation adjusted)

USDA/NASS



The Change in Cropland Values

Sources: Federal Reserve District Surveys of Agricultural Credit Conditions



Average Cropland Values by State

Farm Bureau/ USDA/NASS



What is driving the demand?
• Industry listing volume down 25%

• Motivated buyers

• Lands value as an asset



What causes concern?
• Commodity markets down

• Interest rates remain relatively high

• Buyer liquidity (Net Farm Income)



Historic Performance | 1970-2023 Q4

Source Bruce Sherrick, Ph.D. Presentation: PGIM Agriculture Symposium. August 2024



Challenges for a Fiduciary 
Farm/Ranch Manager

• Who controls the farm and/or ranch?

• Are boundaries and access established and marked?

• Are you leasing at correct values?

• Management of tenant operations

• Types of agreements:

⚬ Crop Share vs. Cash Rent

⚬ Custom Farming or Grazing Lease



Leasing: Risk vs. Reward (Landowner)

Farmers National Company Managed Farms



Farm visits and 

field reports

Annual analysis of 

lease types and rates

Monthly accounting 

and year end 

summaries

Handle special projects 

like tiling, CRP, and 

irrigation

Annual valuations of 

land values
Peace of mind

Reasons to Hire a Farm Manager



More Reasons to Hire a Farm Manager

Market grain
Farm Program and 

insurance compliance

Negotiate and secure 

annual lease. 

Rent collection
Check in report 

and goal setting

Harvest bushel 

verification



FNC Investment Analysis

• Compares returns on five lease types*

• Allows review of expected income, expenses, and return to the landowner for each 

lease type

• Determines your return on investment

• Helps determine when Cash Rent Plus (Flex Rent) kicks in





Sample
Crop Report



Common Farm Lease Omissions
• Term of the 

Lease/Termination Date*

• Legal Description of the 
Property

• Hunting Rights

• Due Date of Rent

• Handling of Expenses

• Farm Program Payments*

• Assignment and Subleasing

• Right to Enter

• Fertility

• Default

• Security Interest

• Care of the Property

• Environmental Compliance

• Corn Stalks/Crop Residue

• Equipment Repairs

• Insurance

• Indemnification

• Miscellaneous Provisions



Term of the Lease/Termination Date
• Sets an exact date for the lease to expire.

• Gives the owner the ability to renegotiate the following year.

• Verbal or Carryover Leases need written termination notices

oIllinois: November 1st 

oIndiana: Prior to December 1st 

oMichigan: September 1st 

oKentucky: 6 months before the end of the year, July 1st 

oOhio: September 1st





Snapshot

Specialty Expertise at Scale

• 4,000+ separate mineral accounts

• 200,000+ assets under management

• Assets produce approximately $1 Billion in 

gross revenue annually

• Market leader in servicing financial institutions 

(banks, trusts, advisors)

• Diverse client base in non-financial institutions 

(railroads, hospitals, universities, non-profits)

• Growing business with family offices and 

closely-held businesses

Financial Institutions Direct Entity

Direct Individual or Trust Non-Profit & Health

Universities & Government



Client Base
SOC-1 Compliant providing primarily mineral 

management services for the following client groups:

• Banks

• Trust Companies

• Financial Advisors

• Universities

• Non-Profits

• Churches

• Railroads

• Hospitals

• Family Office & Family LPs and LLCs

• Individuals

• Mineral Investors & Non-Op Investors

FNC Energy’s Midland, Texas team of 

Mineral Managers and Surface Landmen



Common Types of Oil 

& Gas Interests
Non-Producing

• Un-leased mineral interest

Royalty Interest

• 100% upside

• Zero liability of financial responsibility

Working Interest - *Risk Alert*

• Increased opportunity for financial gains

• Potential for negative returns

• Upfront investment + ongoing maintenance



Challenges for a Mineral Asset Manager

Title – Legal Description

• A special asset manager should gather and/or record the necessary 

documentation evidencing title once the account has been accepted. 

• All documents should be reviewed, and property descriptions verified.



More Challenges for a 
Surface Asset Manager

• Surface Use Agreements

• Pipeline Right-of-Ways

• Access Easements

• Water Use Agreements

• Rates and Damages

• Remediation



Accounting for Revenue - Mineral Asset Manager

Are you in pay status on every well you should be? 

• Are you being paid on the correct decimal interest?

• Are production revenues subject to any deductions?

Suspended/Escheated Revenue

What causes production revenues to be suspended?

• Unsigned Division Orders

• Title Requirements

• Incorrect Mailing Address



Accounting for Revenue - Mineral Asset Manager
Revenue Accounting

• Analysis of revenue vs. expenses

• System should capture sufficient revenue detail (production date, product volume, 

deductions & gross/net sales)

Accounting Systems should provide: *Risk Alert*

• Client statements (transactions, summaries, and cash flow)

• Year-end tax reporting

• Electronic retention of accounting information

1099 - Misc Form Collection, Reconciliation and/or Corrections





Who’s on Your Team?
• Establish a professional team of advisors who 

work together for you.

• A professional Farm Manager and Mineral 

Manager provides stewardship, value and piece of 

mind

LANDOWNER

Farm/Asset 
Manager

Attorney

Insurance
Agent

Trust 
Department

Financial 
Planner

Accountant



• The “archetypal story” of special asset management is one of 

American Legacy

• Farmers’ beginnings date back to 1929

Our mission is to “provide solutions that improve profitability and value 

for land, energy, and specialty asset owners.”

American 
Legacy
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