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Last year was the year of
the profit taker. For
there were few forced
sales caused by the three
‘D’s — debt, divorce and
death.

Those who had been
thinking about selling for
some time made their move,
from institutional investors to
retiring farmers. Perhaps their
timing will be shown to have
been impeccable in the
months ahead.

As 1996 drew to a close
many commentators and ana-
lysts were reading the end of
the bull market for agricultural
land. Falling wheat prices and
increasing input prices em-
phasised the cost price
squeeze confronting the in-
dustry.

The end of the support
mechanism as we know it is
anticipated. Those that pick
over the entrails of the indus-
try in order to predict the fu-
ture predict that the end is
nigh!

The record harvest for
some farmers in Lincolnshire
has masked the impact of
lower cereal prices. The cash
resources built up over the
last few years continued to

A record harvest for some masked the impact of lower cereal prices.

give comfort to the arable
farming community. The cash
is there to be spent on land
that suits the enterprise and
farmers were not slow to
spend it when the opportunity
arose.

But the locals have not
had it all their own way.
There were a number of no-
table large sales in 1996 that
attracted buyers from outside
the county and outside agri-
culture.

Whilst there are good rea-
sons to anticipate a fall in the
value of regional farmland
during 1997, there are a
number of factors that will
continue to underpin this fas-
cinating market and elongate
the present phase of the mar-
ket cycle.

1. The Shortage Factor
No longer is it the chosen
route for retiring farmers to

sell their farms and move into

the village for a quiet retire-
ment, monitoring their new
investments through the
pages of the financial press. A
dull pastime for all but a few
sons of the soil.

So much better to hang on
to the farm and let someone
else farm it for a better return
than Mr. Bradford and Mr.
Bingley can yield. And so
much more interesting.

We have experience of re-
tiring farmers finding fresh in-
terest in their farms when an
enthusiastic and dynamic
farmer contractor takes over
day to day control.

No longer is it a sign of
weakness to have someone
else farm your farm. It is a
sensible and profitable way
forward. This aversion to sale
will mean fewer acres avail-
able for sale in the future.
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As the Farm Business Ten-
ancy becomes better under-
stood it will be used more fre-
quently taking acres out of the
freehold market. Falling sup-
ply will sustain the price of
agricultural land.

2. The Industrial Factor

The recession took the indus-
trial purchaser out of the mar-
ket and farmers had it their
own way.

The economy is moving
ahead and serious money is
being made in the city, which
is enjoying a re-emergence as
the financial centre of the
world. That money is finding
its way into farmland. As of
old, land ownership brings
with it the social status craved
by the newly rich. It also
brings a wonderful life style
and sound tax planning ad-
vantages. Farmers be warned.
3. The Rollover Factor
Some of the serious money
that is being made needs to
be rolled over and farmland
provides the outlet. A busi-
ness can be established on it
without difficulty. Specialist
farming expertise can be
bought in easily and cost ef-
fectively. There are few busi-
nesses that can be set up so
quickly. It makes absolute
sense.

4. The Resistance Factor
Our experience tells us that
there is always vendor resist-
ance to falling price. Land will
not be sold if it does not com-
mand the price anticipated.
Therefore land will be let, not
sold. Price will respond to the
limited supply.

The end is not nigh!































