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IN THE “CHANGING OF THE GUARD”

to build organizational empathy for farmers in a changing world
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e OUR MISSION & FOCUS




e \WWE KNOW & CARE ABOUT FARMERS




e UNDERSTANDING THEIR JOURNEY




FINDING THE RIGHT PARTNERS
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s WHO ARE WE?

- Heart of the
Customer

« Journey mapping experts
» Help clients drive action from insights

» Gather qualitative data to reveal
thoughts and emaotions in journey

» Tie behavioral data to operational
and other metrics

o e
Aimpoint
RESEARCH
» Agri-food value chain specialists

» Fuse multiple methodologies/techniques

» Blend market research and military
intelligence best practices

« Maintain strategic partnerships



WORKING TOGETHER




SEGMENTATION




e OBJECTIVES & METHODS
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mmme DIVINING DIFFERENCES: STRESSORS

70%
60% - Working with family
members
2]

50% - Ongoing operations
[o14]
£ 40% -
©
@
; Making sure everybody is on Marketing crops/products
O 30% - board with major decisions |
(a4

EiRulE apestiions Maintaining/replacing
20% - equipment
Finding/working with B E)eg:]di?g vg?en."at what price
10% - Dawefs Succession planning N
Hiring/managing
labor
0% T T T T T T
0% 10% 20% 30% 40% 50% 60%
Source: Total Respondents (n=384); see slide 55 in Aimpoint Research reference document Stressful

Of the following activities, please select up to three that you personally find most stressful in your farming operation.
Of the following activities, please select up to three that you personally find most rewarding in your farming operation._
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e DIVINING DIFFERENCES: EMOTIONS

Most Recent Land Purchase - Feelings Through The Process

22% 0
35% 0 30% 34%
45% 55%
Total Innovators Independent Traditionals* Reactors* Maintainers*
Operators

Source: Total Respondents with a fand purchase in the past 5 years; see slide 23 in Aimpoint Research reference document
For the following question please think about your most recent land purchase. How did you feel throughout the land purchase process? (Please select up to 3)

4 Nt Positive Emotions

G Net Negative Emotions



e EXPLORING THE JOURNEY

THE JOURNEY | A YEAR OF GROWING CROPS

#0 Heart of the
Customer

SEGMENTS
Independent Operators
& Innovators

Farmer | Age 37 | Fifth-Generation

He went to college, then worked in crop
insurance for five years befors deciding to join
his father's operation. Took full control of the farm three years ago.
Now he is the principal, working 1,200 acres of corn and soybeans
with his dad and older brother.

Persona

PERSONAL GOALS Leave the land in better shape | Give his
children the option to continue farming | Be present as a parent

Journey

OTHER FAMILY ROLES
Farmer’s Father | Age 65

runthe operation. Expanded acreags from 700
101,200 through careful and patient land buys.
Farmer’s Brother | Age 41

Has been operating equipment and driving
tractors since age 12.

SUPPORT ROLES

®e ® @

Farmer’s Mother

Banker Accountant Seed Salesman

Took over farm at age 22. Quickly leamed how to

DATA SETS
Innovators % of Perticipants
Former Interviews
T Online Study Respondents.
TS compeer Customens

Operstors % of
T rermer interviews
T Orline Stucy Respondents
Y Corpeer Cusomens

© 10 20 30 4 % 6 72 20 % 100

Expert mechanic who knows
the equipment and can repair just about anything.

© 10 20 30 4 % & 7 8 % 100

LEGEND

Moment of Truth [ Activity that has
» disproportionate impact on the
customer's perception of the journey.

provokes negative emotions during
the journey.

O Activity

Spray/Fertilize @ "‘°: nitor
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Phases
Steps Plan for Year Ahead | Renew Creditline | Check Equipment re Land Plant Crops Monitor Crops ray/ Fertilize Check Equipment Harvest Sell Consider Partnershi
quipm p: ipms P
Actions Assemble financiels, Propere statoments Propere for the secson. treat Fi fel pect felds & 2 | Bring ferilzer 1o the fields, Prepere oquipment Bring in crope: Sell some crops frwited to join local
pay taxes, decide when with accountant Dizcoverthe combine the fields. anc weads Using & drone. utilize some contractors. for harvast. ez weether allows. now, wtore others University extenzion
o buy supplies. Maet with bankar. neads mejor repair. to sell later. program to avalusts new
organic methods.
Repeats
Thi — - = throughout summer | Focused :\‘f:(sed ) l"'l";ﬂﬁ"eﬁleﬂ
& Emotions alm ontent Everyyesritsa etz are going see Fireally
The combine bill waa Optimistic | | Weetheria rush before the our wey thiz year— improves yields.
+ lezz than | thoughe, Our fieldz look greet, | | parfact right weather tumz, but we made the right |
thouigh the deeler zeid | | only e smalismount | | now end we ere wormbowwe il calle.
i cfrestment needed. | | reedytoge. ehways pull it off.
.
Emotions et

&lnnovators’
NEU =

EXPERIENCE

Concerned Stressed
Hope | make the

= | right callz thiz year.

Differences Across Segments

| need the crecit
line increszed to
awitch cropz.

Worried
Reined in spring,
butit's been dry for
the past month.

chemicels, but not
| thi yeer.

Devastated

it wez the comi
breek

1 don't know # we ere going
1o breek sven thiz year Its
elway: something—thia time
x A

waz too tightfizted to grab it

YIELD

Porcentage That Strongly Agrees

SEGMENT KEY
I Innovators | |

W Independent Operators | /O
W Traditionals | T

W Reactors | R

W Maintainers | M
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mme DIVINING DIFFERENCES: LAND
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Land Expansion

Phazez
Steps

Actions

Rezponze

Reazoning

Approach by Segment

Independent Operators
&Innovators

Traditionals

Differences Acrozs Segments
Percentage That Strongly Agrees

SEGMENT KEY

B Innovators | 1

M Independent Operators | /O
B Traditionals | T

B Rsactors |R

W Maintainers | M

Talk to Neighbors | Track Market

| Evaluate

Keep in touch with Follow land prices,

nearby farmers and let parcels that might come

them know I'm
interested.

up for sale or rent.

Examine and analyze
parcels that might
become available.

i

i

Escalating land prices Not obtaining
are a source of Is it feasible and financing might affect
frustration for all will it benefit my viability of the
farmers. operation? operation.
Agnostic about source of the acreage as long as it Open-minded interms of | Uses all available Stronger need for growth, | Usually feels positive

fits his operation. Willing to pay premium if it makes
sense and can be financed.

what crops to consider
and how to make it work.

including involving
financial insitution in
advisory role early on.

knowledge and resources,

will take risk if trusted
financial institution tells
him it can be done.

emotions after buying
land—even if the price
is a stretch.

Prefers a private transaction (ideally from someone
local), since he thinks he will get a better price than

at auction, where he sees competition as more fierce.

Can | make this work
with my current crops
and growing practices?

Confers with family
members, neighbors,
and other trusted
sources. No need to talk
0 a banker yet.

Prefers to self-finance or
take as small a loan as
possible. Would rather
forgo expansion than take
too much risk.

— OBSERVATION

I VT R M I vorT

PURCHASE

Often frustrated by
competition from
out-of-town buyers.

EMOTION S me———
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mme DIVINING DIFFERENCES: EQUIPMENT
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A YEAR OF GROWING CROPS LEGEND

Su b-Journeys I If ] Aimpoint
Buyil intaining, and repairing major farm Moment of Truth | Activity Friction Point [ Activity

equipment, and dsciding on rvpla(ernennmmg and typs of financing. ":;;; 2 fﬁ:::;ﬁ:‘e :::z;z:o";:::;?::" COMPEER Heartofire

perception of the joumey. journey. FINANCIAL Customer

Land Expansion Kesping track of land parcsls that may come up for
sale and deciding when to maks a move and whether to rent or buy.

°; Finnecia
Prodiscad Sansary 2522 by Haart of he Cuntomar

Equipment Management
Steps Run & Maintain | Handle Breakdown | Consider ’ ‘ ‘g;ap Wm ’
Actions Perform basic Major eguipment Look into replacing Inspect and treat An ag dealer reaches
maintsnance befors failure in the field machine and adding fields. Determine if | outwith a particularly
harvest and after stops our work. sensor-driven new equipment is gooc deal.
zsason. See dealer for features. really needed.
bigger repairs.

© ‘ ©—®

@ 9

Reasoning 1f brezkdown occurs ¥ turned down for Dilemme: ksep
during & critical time financing or rates too repairing and risk
fike planting or high, necsssary braakdown, or settle
harvesting, the stress. purchase will get on replacement.
level iz high. %e;fenedmnwﬁdy TR
affecting m fine.

Likely to pay for Spends on e backup | Will add advanced Willing to partner | Likslyto change plans | Likelytofinanceor | Wants to supy
quicker repair by plan. tech to operate more | with unknown ifit makez sense (e.g.. | try non-raditional Jocal dealor bt f
dealertech orto lease sfficiently, make people or entities. upgrade earlier or buying/leasing right model or price
equipment. things easier to run, buy equipmentnotin | options. available al:
&nd track results. | the budget) will buy there.
Tries to make repair | Faces longerdslayin | Hesitantto spendon | More fikely to partner | Less interested in Waits for great terms | Prefers to buy from
by himssif {unlikelyto | harvesting by making | unproventechdueto | with neighbors or offer, wants to (e.g., 0% financing) local dealer, very
have s maintenznce | his own repairs. concemns aboutmors | those he knows. minimize debt. fom local desler. loyal customer.
- contract), leading to downtime/repair costs.

Traditionals more stress.

Differences Across Segments — O PERATE EVALUATE REPLACE PAY

Percentage That Strongly Agrees

SEGMENT KEY 64% 31 %

B innovators ||

W dependent Operators | /O

W Traditionals| T

B Resctors | R i
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mme KEY FINDING #1

To deliver consistently
excellent experiences,
you have to deeply

understand your client




mme KEY FINDING #2

The client experience
IS broader than your
service offerings




mme KEY FINDING #3

It's not easy bringing
two vendors together,
but the results can
really boost your impact
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e RECAP

« Talk to your customers to understand
their motivations and needs.

* Go deeper through quantitative work
to capture the richest insights.

« Use this data to build empathy across
your organization.

« Design and deliver the outstanding
experiences that lead to better
outcomes for customers and long-term
growth for the business.
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TO LEARN MORE ABOUT COMPEER

For more information about Compeer Financial:
COMPEER.COM

For more information about Farm Credit:
FarmCredit.com

Connect with us on social media:
Y in© #CHAMPIONRURAL




mme TO LEARN MORE ABOUT OUR PARTNERS

. Hea rt of the > HeartoftheCustomer.com
CUStomer Connect with Jim on LinkedIn:

www.linkedin.com/in/jimtincher

Aimpaint > AimpointResearch.com

RESEARCH
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~ SPEAKER INFO

FINDING NEW OPPORTUNITIES
IN THE “CHANGING OF THE GUARD”

Compeer tapped experts to gather rich qualitative and quantitative insights
to build organizational empathy for farmers in a changing world




