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Meet the Land Lenders
Lending a Hand

agamerica lending provides growers with personalized financial support

s a farmer, rancher, or 
landowner, your time is 
best spent cultivating and 
operating the land you

love. At AgAmerica Lending, we were 
founded with roots in agriculture and 
an entrepreneurial spirit similar to 
farm and ranch owners. We under- 
stand the value of the land and the 
opportunities it brings to you and 
your family. As the largest, non-bank, 
non-regulated agricultural lender in 
the United States, we are able to offer 
a spectrum of loan solutions that 
supports long-term production and 
success. We place our focus solely 
on agricultural real estate financing, 
aimed at reducing the friction of 
our nation’s 2.1 million farmers by 
providing loan products designed 
with the American farmer in mind.
After noticing the changes in the 

banking industry made it harder for 
farmers and ranchers to receive loans 
back in 2014, our founder and CEO, 
Brian Philpot, started AgAmerica 
Lending with the mission of provid- 
ing customized loan products for 
every type of farmer, rancher, and 
landowner that met their unique 
needs. Farmers can choose from 
different types of land loans, 
including agricultural farm and ranch 
loans, recreational and large tract 
land loans, and short-term bridge 
loans. 

“A lot of farmers have loans with 
multiple banks”, says Philpot. “We’re 
able to help them consolidate and 
save money.” 

Unlike typical ag lenders, AgAmerica 
offers loans on agricultural land 
starting at $100,000 as well as debt 

consolidation, no prepayment 
penalties, up to 75 percent loan-
to- value financing, and a 10-year 
line of credit with no standard 
annual paperwork. We have a deep 
know- ledge of agricultural land and 
a variety of commodities, as well 
as understanding the volatility in 
farming and ranching. As a nation- 
wide lender, we operate in 48 states 
with boots on the ground corres- 
pondent lenders dedicated to the 
continued success of each client’s 
operation.

“We pride ourselves on service, and 
our long history of understanding 
what owning land means.”

Discover more about AgAmerica’s 
products, mission, and success stories 
at agamerica.com.
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Meet the Land Lenders Ask any farmer or rancher what’s missing 
from big bank lenders, and they’ll tell you they 
lack an understanding of the ins and outs of 
agriculture and a knowledge of the industry’s 
unique challenges. AgAmerica Lending was 
built on the premise of understanding the ag 
industry – and for many of our employees, their 
beginnings are much like yours. They know 
first-hand how important a strong financial 
partner can be in helping farmers grow their 
business, because they, too, are involved in 
agriculture. 

Many of our employees come from agricultural 
backgrounds, allowing them to relate to clients 
on a deeper level and communicate lending 
knowledge of what is required for success. “We 
pride ourselves on service, and our long history 
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of understanding what owning land means,” Philpot 
says.

President and CEO, Brian Philpot, is a sixth generation 
Floridian - his family’s ag tract and timber business 
inspired his career choice. “I logged a lot of miles riding 
in the back of my dad’s truck looking at timber tracks 
and fell in love with it. I realized ag real estate was 
something I wanted to invest in.”

Brian isn’t the only AgAmerican with agriculture roots. 

Raised on his family’s cattle ranch in Idaho, Craig 
Lickley, Managing Partner of AgAmerica West, credits 
his experience on the farm with sparking his passion 
for agriculture. Craig’s family ranch in Southern Idaho 
has been with the family for over 100 years. Since 
then, he’s acquired nearly two decades of experience in 
agricultural lending, working with large wholesale ag 
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mortgage lenders and with a wide 
range of borrower needs in various 
geographies and industries. He 
believes his experience allows him 
to have a better understanding of the 
obstacles and challenges farmers and 
ranchers face every day. 

AgAmerica’s Relationship Manager, 
Max Davis, grew up in a small Idaho 
town as well, surrounded by the 
timber industry. Both of his parents 
grew up farming, one in Ohio and the 
other in Kentucky. Max is a special 
operations combat veteran for the 
U.S. Army Special Forces. His family 
background in agriculture gave him 
an appreciation for the role farmers 
and ranchers play in keeping our 
nation fed and fueled his desire to 
enter the industry. “These are the 
people I enjoy and respect because 
they are integral to who we are as 
Americans. After my military career 
was over, I couldn’t think of a better 
community to be involved with and 
work with.”

Miles Reiten, Relationship Manager, 
grew up in a family deeply rooted 
in the Central Valley agriculture 
community, instilling in him 
awareness of the importance of 
agriculture at a young age. Visiting 
his grandfather’s fruit tree groves 
across the valley as a youth connected 
Miles to many landowners and 
growers in the California area. When 
he pursued a career in real-estate 
finance, he knew he wanted to apply 
his expertise to the agriculture 
industry. 

“The Ag space is much more fulfilling 
than commercial or residential, as the 
product of the land is literally feeding 
the world,” says Miles. He has since 
had the opportunity to work with 
some of California’s most prominent 
avocado growers and developed an 
even deeper understanding of what 
it takes for a farming operation to 
succeed. 

For AgAmerica’s borrowers, that 
experience matters. More than 65% 

of AgAmerica’s employees have 
472 combined years of agriculture 
experience. Nearly all those 
employees were a part of ag-related 
clubs and associations like Farm 
Bureau, FFA, 4-H, etc. 

Erin Smith, Client Relations Manager, 
began her involvement in 4-H and 
FFA at the age of six. It largely shaped 
her work ethic and appreciation for 
the industry now. “Growing up on a 
family with a strong involvement in 
the agriculture industry exposed me 
to the tough skin and drive required 
to be successful. To be able to serve 
the agriculture community that did 
so much for me really means a lot.”

Some of the strongest work ethics can 
be taught working with family on a 
farm. Carson Morter, Relationship 
Manager, grew up in Eastern Oregon 
where his family farmed wheat, 
canola, and cattle. He began working 
on his family farms throughout 
Oregon, Idaho, and Washington as 
early as 10 years old. “Ag holds a 
special place in my heart,” Carson 
says. “Seeing firsthand from my 
Grandpa and Father the heartache, 

grit, and toughness it takes to be 
successful in the industry inspired 
me to always stay close to it.” 

 “We want our relationship managers 
and underwriters to act as a team, 
working with the client and having 
an understanding of their needs,” 
says Mac Miller, Vice President and 
Co-Owner at AgAmerica. “It helps us 
process loans quicker and smarter.” 

“Anyone can provide a farmer or 
rancher with a financing solution 
when times are good, but it takes 
a real commitment to the future 
of agriculture to leverage your 
own capital when operators are 
struggling,” Craig says. “AgAmerica’s 
commitment to the American Farmer 
is unwavering and this is proven 
by their unique position in the 
marketplace.”  

With no shortage of personal 
experience to draw upon, those at 
AgAmerica are the ideal advocates 
for the farmers they work with.

Learn more about the AgAmerica 
team at agamerica.com/our-team.
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