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S U R V E Y  R E S U L T S

❖ 85.71% of respondents 

said they were interested in 

attending a networking 

event for YBS borrowers.



S U R V E Y  R E S U L T S

❖ Most respondents said that 

they would be willing to travel 

up to 2 hours to attend an 

informational or networking 

type of event.

❖ Over 50% of respondents also 

showed that they would travel 

3 hours for an event.



S U R V E Y  R E S U L T S

❖ 71.43% of respondents 

stated that they would prefer 

communication to be 

through email.



S U R V E Y  R E S U L T S

❖ 71.43% of respondents said 

that they get most of their 

news and information from 

websites.



EVALUATIONS



S O C I A L  M E D I A
Facebook Performance Insights

❖ 62.9% of viewers are women

❖ 37.1% are men

❖ Age Breakdown:

o15% of viewers are women between the ages of 35-44.

o10% of viewers are men between the ages of 35-44.

o10% of viewers are women between the ages of 25-34.

oAround 7% of viewers are men between the ages of 25-34.

oLESS THAN 3% of viewers are men AND women between the ages of 18-

24

❖ Location Analysis:

27.3% of 1,529 followers are within 50 miles from Hays
❖ Peak posting time recommended by Facebook: 7:00 PM 

❖ Engagement varies seasonally (ex: lower during harvest)

❖ Top Engaging Content Types:
o Customer appreciation event highlights 
o Annual calendar contest winning photos 
o Harvest operation visits 
o December Giving campaigns



A G  B I Z  I N F O  W E B S I T E  

Strengths

• Central resource for relevant articles, education opportunities, and financial tools.

• Resources provided are tailored to young, beginning, and small farmers.

• Promotes long-term client success beyond initial loan services.

• Offers diverse learning formats with articles, videos, webinars, and podcasts to enhance 

understanding and engagement.

Weaknesses

• Only provides broad, nationwide content, not tailored to specific regions.

• Lacks up to date industry trends and market insights for real time decision making.



G R O W  Y O U R  F U T U R E  F O R U M   

B E N E F I T S

oGood networking opportunity for young 
borrowers

oRelevant and practical speakers

oExposes YBS borrowers to new ideas and 
strategies

oBuilds confidence and is motivational

o"My favorite part was the comradery, visiting the 
local farm & the express ranch, and making 
lifelong relationships." -2026 Attendee

G A P S /  A R E A S  F O R  I M P R O V E M E N T

oInformation can be overwhelming 

oNot all content fits every operation

oLimited hands-on learning

oNot as easy to get mentorship from people going 
through what they are experiencing 



S T A T E  P R O G R A M  C O M P A R I S O N  B E N C H M A R K I N G

High Plains

Western KS

Frontier



S T A T E  P R O G R A M  C O M P A R I S O N  B E N C H M A R K I N G

High Plains

Western KS



K A N S A S  P R O G R A M M I N G  C O M P A R I S O N

• High Plains Farm Credit
oSend a group to the annual Grow Your Future Forum, Great video & strong FAQ on website, Student Board

• Frontier Farm Credit
oSide X Side Conference, Starting Gate

• American Ag Credit
oLivestock Project Grant (undergoing changes), Special Loan: Shortened Supply Chain Producers

• Western Farm Credit
oNot their focus area.

***AgBiz info used by 3 out of the 4 Kansas lenders.



K A N S A S  P R O G R A M M I N G  C O M P A R I S O N



RECOM MENDATI ONS



O U T R E A C H
"QUICK TIP TUESDAY"

Examples:

• “Build your credit before applying—it can 

improve your loan options.” 

• “Keep track of expenses—lenders want to see 

your financial history.” 

• “Start small—growth over time is more 

sustainable.” 

- Earn attention fast

▪ Strong visuals (clear text, clean layout, 

movement) give people a reason to pause.

- Visual content is easier to consume

▪ A simple visual + short message makes the 

content feel effortless to understand.

- Higher engagement = more outreach

• Better visuals lead to more interaction, 

which leads to more views.

A simple social media content idea where HPFC posts one short, helpful tip every 
Tuesday for young and beginning producers.

Why does it work?



C U S T O M E R  A P P R E C I AT I O N  &  N I G H T  O F  
N E T W O R K I N G

• Objective: Create a structured networking opportunity 
for YBS members during High Plain Farm Credit’s 
Customer Appreciation Night
• Develops meaningful connections between YBS members and 

other HPFC borrowers
• Allows YBS members to meet their assigned mentor 
• Provides YBS members with resourceful information and advice in 

a structured format
• Enhances the overall value of the Customer Appreciation Event



Event Timeline:

YBS Mentorship Program

Cocktail/Social Hour for all Borrowers

Transition into Customer Appreciation Event

Continued Casual Networking

C U S T O M E R  A P P R E C I A T I O N  &  N I G H T  O F  
N E T W O R K I N G



S E E D  T O  S U C C E S S  P R O G R A M

• Pairs YBS borrower with a more experienced borrower in the region

• 1 Year Program Starts and Ends at Customer appreciation event

• YBS member does monthly “Financial Literacy” Modules and meets with mentor to discuss 

 
 

 
 

 
 

 
 

 
 

 
 

 
 



S E E D  T O  S U C C E S S  P R O G R A M

• Positives 

- Builds Connections for YBS borrower 

- Sets up for long term success 

• Challenges  

- Time sink for producers and mentors alike

- Finding volunteers can be challenging 

 
 

 
 

 
 

 
 

 
 

 
 

 
 



S O W I N G  S U C C E S S

• Virtual resource for producers to achieve financial and production success within their operations.

- 12 Unique Modules for producers to work through at the producer's own pace, or through the Seed to Success 

mentorship program

- Empowering producers to achieve success within their operations and in their personal finances

- Focused on education and professional development for YBS producers

- Retaining shareholder loyalty through investing in customer relationships and education

 
 

 
 

 
 

 
 

 
 

 
 

 
 



S O W I N G  S U C C E S S  M O D U L E  O U T L I N E

1. Fundamentals for Financial Literacy and Goal Setting on the Farm

2. Building, Maintaining and Applying a Balance Sheet

3. Cash Flow Statements, Planning and Management

4. Income Statement – Analysis and Application

5. Family Balance, Personal Finances and Risk Management

6. Business Planning and Strategy Development

 
 

 
 

 
 

 
 

 
 

 
 

 
 

7.  Revenue Generation and Diversification

8.  Credit, Lending, and Loan Officer Relations

9.  Succession Planning

10.  Efficiency and Cost Management Inside the operation

11.  Sustainability and Resource Management

12.  Review, Benchmarking, and How to Plan For Growth



QUESTIONS?


