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Fractionation Overview 
Division of  land interests among multiple owners after the death of  
the original owner or allottee.  
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Fractionation Overview 
Fractionation is a significant problem because: 
 
• The checkerboard ownership pattern creates jurisdictional challenges 

and ties up land within the reservation boundaries, making it difficult 
to pursue economic development and infrastructure;  
 

• Fractionated ownership can make it hard to protect or obtain access 
to sacred and/or cultural sites;  
 

• Income received from the land, such as lease income, can be so 
divided that individual owners may receive just a few cents based on 
their fractional share; and 
 

• Administrative activities related to fractional interests cost the 
Department hundreds of  millions of  dollars annually. 
 



Program Overview 
Implements the land consolidation component of  the Cobell 
Settlement Agreement to purchase:  

• fractional interests  
• in trust or restricted status 
• from willing sellers  
• at fair market value  

 
Purchased interests are transferred in trust to the tribe with 
jurisdiction. 
 
Approximately $300 million remains in fund. The Program ends 
when the Land Consolidation Fund is exhausted or by November 
2022.  
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• Program appraises land 
• Appraised values determine total reservation offer amount; no pre-assigned 

dollar amount per reservation 

• Program extends offers on: 
• All interests on Stage 1 Mineral tracts 
• Interests less than 25% on Surface and Both tracts 
• Cost-effective interests and tracts 
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Program Overview 



What are the major phases of  the Program? 

 
 

1. Outreach to inform landowners about 
the Program; answer questions; identify 
willing sellers; and collaborate with tribes 
via cooperative agreements to implement 
culturally specific approaches 
 
2. Land Research to collect data 
necessary to establish fair market value 
for fractionated tracts that might be 
acquired 
 
3. Land Valuation to determine the fair 
market value of  tracts where Interior 
may offer to buy fractional interests 
 
4. Land Acquisition to purchase 
interests in fractionated tracts valued in 
the land valuation phase that individuals 
would like to voluntarily sell 
 

 

Land 
Acquisition 

Land 
Valuation 

Land 
Research 

Outreach 



Program Implementation: Outreach  

Landowner Outreach 
Tribe and the federal team collaborate on landowner outreach 
activities including: 

• Updating landowner contact information 
• Locating whereabouts unknown landowners (WAUs) 
• Identifying interested sellers 
• Pre-offer outreach  

• office hours, phone calls, door-to-door visits, flyers, mailings, 
print/electronic/radio ads, events and workshops 

• Post-offer outreach  
• includes pre-offer outreach activities and notary services 
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Program Implementation: Outreach 
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Tribes receive the following information after authorizing a tribal 
POC, submitting written requests for information, completing the 
Privacy Act training, and signing a non-disclosure agreement: 

• Tract Listing 
• Geodatabases 
• Landowner Name/Address 
• Minerals Report 
• Appraisals 
• Offer Information 

Tribes can also use landowner and tract information to facilitate tribal 
and co-owner purchases.  Tribes are encouraged to submit acquisition 
priorities to the Program as soon as possible. 



Program Implementation: Land Research 
Mapping 
Program creates geodatabases for each location sourced from TAAMS 
legal descriptions and Public Land Survey System (PLSS) data  

Mapping facilitates valuations by enabling land use categorization (e.g., 
range, dry crop, irrigated crop), geographical analysis, and comparison 
to surrounding land and sales 

Minerals Evaluation 
Minerals assessments for each location: 

Stage 1:  No present economic value ($7.50/acre administrative 
payment) 
Stage 2:  Potential for economic value and need further analysis to 
establish value (no offers) 
Stage 3:  Demonstrated economic value and need further analysis to 
establish current value (no offers) 
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Program Implementation: Valuation 

• Appraisal methodology conforms to the Uniform Standards 
Professional Appraisal Practice (USPAP) 
 

• Each fractionated tract appraised as if  it were a single-owner fee 
status tract 
 

• Fair market value for tracts incorporates any contributory value 
from timber and minerals 
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What makes a tract eligible? 

• 2+ owners 

• Trust or restricted status (at least one trust or restricted interest in the tract)  

• Recognized tribe must exercise jurisdiction over the tract  

• Mapped (i.e., legal description of  a tract does not require further research)  

• Appraised  

• Stage 1 if  M or B tract 

• Tract with improvements and no leases must have tribal resolution 

• Tract must be cost-effective (e.g., not significantly more expensive than 
other tracts at the location) 

• Not 100 percent comprised of  ineligible interests 
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Program Implementation: Acquisition 



• TAAMS is used to generate offer packages, which include a cover letter, instructions, 
deed, inventory, maps, and self-addressed return envelope 

• Offer period - 60 calendar days from the date of  the cover letter 
• Offers include $75 base payment 
 

 
 

13 Not all landowners will receive a purchase offer package.  

Program Implementation: Acquisition 



Overall Program results 

Land Consolidation 
• Consolidated nearly 2.2 million equivalent acres of  fractionated land 
• Purchased nearly 765,000 interests 
• Mailed offers to landowners with interests at 49 locations 
• Paid more than $1.2 billion to individuals who chose to sell 

Implementation Costs 
• Expended 33% of  the $285 million authorized for implementation costs 
• Entered into agreements with 48 tribes 

Scholarship Fund 
• Transferred 100% of  the Scholarship Fund ($60 million);  Indigenous 

Education, Inc. administers the Scholarship Fund 
 

 



Questions? 
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Thank you 

Contact Information 
Heather Hofman 
Senior Advisor – Tribal Relations 
Portland, OR 
(202) 604-1619 
Email: heather_hofman@ios.doi.gov 
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How can we best address fractionation in the long 
term? 

• Potential ideas include: 
 
• Additional estate planning tools 

 
• Expanded land consolidation 

 
• Share appraisals to facilitate tribal and co-owner purchases 

 
 
 

 
 

 



How can we maximize the number of  interests 
consolidated with the funds remaining? 

The Program can purchase more interests at locations with relatively 
lower land values. 

 
 
 
 
 

 

Location B    $5,000 Location A    $9,000 

20% 20% 20% 20% 20% 20% 20% 60% 



How can we maximize the number of  interests 
consolidated with the funds remaining? 

The Program can purchase more interests on tracts with smaller-sized 
interests. 

 
 
 
 
 

 

Tract B    $5,000 Tract A    $9,000 

20% 20% 20% 20% 20% 20% 20% 60% 



Things to consider… 



What interests do I own? 
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Where is my land? 
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Do I earn income from my land? 

How is my IIM account disbursed? 

Do I have a financial plan? 
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Financial Considerations 



What are my other options? 

• Co-Owner Purchase 
• Estate Planning 
• Gift Deed 
• Life Estate 
• Land Exchange 
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How can I learn more about my land? 
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1-888-678-6836 
Trust Beneficiary Call Center 



What happens if  I get an offer? 
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What is in the offer packet? 
 
1. Cover Letter 
2. Instructions 
3. Deed  
4. Purchasable Interest Inventory  (PII) 

 (Parts 1 and 2) 
5. Map(s) 
6. Self-Addressed Return Envelope 
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1. Cover Letter 

60 days from cover letter 
date to return the 
documents 
 

Up to 60 days to process 
after the receipt of  
complete documents  

 

Total offer amount 
(fair market value) and 
base payment of  $75 
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2. Instructions 
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Do use black or blue ink 
 

Do fill in bubbles adjacent 
to selected tract(s) or sell all 
tracts listed 
 

Do not mark or alter bar 
code at bottom of  page(s) 
 

Do not use white out or 
make corrections on 
inventory or deed. 
  



3. One-Page Deed 
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Name and address 
correct? 
 
Requires a Notary  
 
Notary will require a 
valid ID 
 
Consider making a copy 
for your records 
 
Return all original 
pages with barcodes 
 
 
 



4. Purchasable Interest Inventory  
(Part 2 - Summary) 

 

Only interests eligible 
for purchase  
under the Buy-Back Program 
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5. Map 
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Acknowledgement Notice 

Confirm transaction is 
complete 
 

Base payment amount 
 

Total payment 
deposited into IIM account 
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Think Carefully 

Once the sale is approved and title transfers 
to the Tribe, it cannot be reversed. 



Tribal Outreach 

Buy-Back Program Senior Advisors – Tribal Relations (TRAs) serve as primary point of  
contact for Tribes.  Cooperative Agreement Specialists assist with tribal agreements. 

Landowner Outreach 

Tribes and federal team coordinate on landowner outreach, including: 

• Updating landowner contact information 

• Locating WAUs 

• Identifying interested sellers 

• Pre-Offer outreach (outreach prior to offers being mailed) 

• Office hours, phone calls, informational mailings, door-to-door visits, creating 
internet presence (website, social media, emails), flyers, print/electronic/radio 
ads, informational booths, events and workshops 

• Post-Offer outreach (outreach during the offer period) 

• Includes pre-offer outreach activities and notary services 
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Outreach 



Mapping 

• Bureau of  Land Management (BLM)  creates geodatabases for each 
Reservation using TAAMS legal descriptions and Public Land Survey System 
(PLSS) data.  

• Mapping facilitates valuations by enabling land use categorization (e.g., range, 
dry crop, irrigated crop), geographical analysis, and comparison to 
surrounding land and sales. 

Minerals Evaluation 

Office of  Valuation Services, Division of  Minerals Evaluations (DME) conducts 
minerals assessments for each Reservation: 

Stage 1:  No present economic value ($7.50/acre administrative payment) 
Stage 2:  Potential for economic value and need further analysis to establish 
value (no offers) 
Stage 3:  Demonstrated economic value and need further analysis to 
establish current value (no offers) 
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Land Research 



Land Valuation:  Office of  Appraisal Services (OAS) 
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• OAS determines fair market value for tracts, incorporating any contributory 
value from timber and minerals 

• All three appraisal methodologies conform to the Uniform Standards 
Professional Appraisal Practice (USPAP) and each fractionated tract 
appraised as if  it were a single-owner fee status tract 
 

• Mass 
• Used to value properties that are similar in use and have active and consistent 

markets and have available comparable sales data 
• Allows for efficient and consistent valuations 
• Facilitates greatest number of  offers 

• Project  
• Used in areas where there is limited sales data available and mass appraisals are not 

appropriate 
• Involve appraising multiple tracts at the same time and may be used in areas where 

there is limited sales data available  
• Site-Specific 

• Used when the volume of  appraisals does not justify mass appraisal techniques or 
when dealing with unique property types 

• Available as resources permit 
 

 
 

 



• BIA-AC uses TAAMS to generate offer packages, which include a cover letter, 
instructions, deed, inventory, maps, self-addressed return envelope 

• Offer period - 60 calendar days from the date of  the cover letter 
• Offers include $75 base payment 
 

 
 

41 Not all landowners will receive a purchase offer package  

Land Acquisition: BIA-Acquisition Center 



Land Acquisition:  Offer Construction  
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Current acquisition approach does not assign a specific dollar 
amount for land purchases at each Reservation (purchase estimate 
or purchase ceiling).  Instead, the Program will be guided by the 
below acquisition priorities and will determine the dollar value of  
the Reservation’s offer set after appraisals are complete.   
 
Acquisition Priorities:  stage 1 M tracts, interests less than 25% on 
S and B tracts, cost-effective interests and tracts 
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