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TO THE STUDENT

This is a workbook that has been designed to help students understand the
business operations of the many companies that are supplying materials and services
to the operating farmers. It Lias been written with two groups of students in mind:

1. Students interested in agriculture who do not have an opportuni.y to
enter the business of farming but who would like to have a job in the
farm related businesses.

2. Students who will return to the farm as operating farmers. Farming is
a business in its own right, and the principles of operating the farm are
similar to the business principles of the farm-related businesses.

In completing the units in this workbook, the student will learn some of the
principles of operating a farm related business. This is not intended to be 2 com-
plete course in business management and salesmanship. Rather, it is a basis for a
better unders‘anding of the operations of a business that a student may enter after
graduation. The material here presented is designed to be used along with a student's
occupational work experience in a farm-related business or along with his farming
program if his future plans are to be an operating farmer. The discussion of the
business procedures will be conducted in the classroom, and the application of them
will be observed and used on the job or through purchases for the farmiug business.
Actual on-the-job experiences should be applied to the class discussion.

The business principles and procedures will apply, in gereral, to most farm
supply and service businesses. However, each type of business and each individual
business will have its own peculiar set of problems. The book is written to apply in
any area where there are businesses servin; farmers, buat local situations should be
worked in to make it more applicable to your community.

There are many job opportunities in the farm related businesses for those
who are willing to prepare themselves for them. In these jobs the businessman is
working directly with farm people both in the place of business and on the farm.
The best background for this kind of an occupation is growing up in a rural commu-
é nity plus some understanding of the basic principles of operating these businesses.

If you train for a job in this area, you will be a part of the nation's agricul-
tural business which has the vital job of supplying food and fiber to the people of our
country and of the world.
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TO THE TEACHER

SEMESTER UNIT:

This workbook has been writien as a semester unit and should fit into a curric-
ulum program where semester units are being offered and there is a semester offering
in Agri-Business. The workbook might also be used as the basis for a full year in
Agri-Business with supplemental materials introduced along with the workbook. There
are many opportunities for field trips, outside speakers and special reports along with
the class sessions.

SALESMANSHIP AND ADVERTISING:

These areas have not been covered in this workbook and could very well be added
in making the full year's carriculum in Agri-Business. This book is built around the
mechanical principles of maintaining an inventory of merchandise and getting these pro-
ducts billed out to customers and accounted for as sales are made.

ON - JOB_EXPERIENCE:

The unit wili be best applied along with the experience of students whn are actu-
ally out on a job. They may bring in sales slips and office forms from the business in
which they are working, and their experiences on the job will add interest to the class
discussions.

GRAIN ELEVATOR AND FEED MILL:

The problems and examples in this unit are primarily from the grain and feed
business. It ig felt that in every community there are a number of these businesses aad
that a student may very likely be working at one of these places of business. However,
application of the principles can be made to any of the agricultural businesses.

OBJECTIVES:

The educational objectives of this unit are as follows:

1. To develop an understanding of some of the more important business princi-
ples involved in the selling of goods and services to farmers.

2. To develop an understanding of some of the principles of business accounting.

3. To acquaint students with some of the job opportunities and requirements for
employment in the business of selling goods and services to farmers.

TEST AND ANSWER SUPPLEMENT:

Printed as a separzte unit to go along with the workbook is a supplement containing
a test for use at the completion of each chapter. In this supplement are answers to these

test sheets and to all the problems and examples used in the workbook, including the one-
month proF’-m. These tests may be duplicated at your school for use with your classes.




iii

MATERIALS NEEDED

E Each student will need a pad of consecutively numbered sales tickets that have
5 the features of the examples printed in this unit. They will be used for the one-month
problem. These sales tickets can probably be purchased from a local merchant at a
reasonable price, or they may be duplicated at the local school.

L All other forms are in the workbook unless the teacher wants additional prob-
lems or such forms as statements, bank deposit slips, inventory records, etc.

bt Sl s f b L o

SUGGESTED REFERENCES

Facts on Farming in Ohio, Department of Agricultural Ecéucation, The Ohio State
. University. (One copy per vo-ag department with inform:.ion for the local county
has been distributed.)

Census of Agriculture, U. S. Bureau of Census, U. S. Department of Commerce.
(Latest Report) U. 8. Goverament Printing Office, Washington, D C. (copy usually
on file in Agricultural Extension Office,)

1960 Changes in Population in Agriculture in Ohio and Their Implications, RC 104,
The Ohio Agricultural Experiment Station, Wooster, Ohio.

E Phillips, Richard, Managing for Greater Returns in Grain, Feed and Other Retail
Businesses Serving Agriculture, Garner Publishing Co., Des Moines, Iowa.

Milner, Ross, How to Determine Shrinkage in Grain, Bulleiin 425, Agricultural
Extension Service, The Ohio State University, Columbus, Ohio.
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CHAPTER I. TYPE OF FARMING AND KINDS OF AGRICULTURAL
BUSINESSES IN A COMMUNITY

I I T R R

A. Farmers and Agricultural Merchants Work Together.

Modern farming methods require that a wide variety of products produced off the
farm be used in operating th2 farm business. Because of this, there are many busi-
nesses in farming communities that specialize in providing agricultural services,
supplies and equipment to farmers for use in their farm business. This is a great
contrast with the operation of farms of former years when they were largely
self-sufficient.

Th= kind of agricultural businesses that develop and continue to operate in a
rucal community depends on the farming operations in that community.

B. The agricultural merchants actually serve as ""purchasing agents' for ike
community. They select and assemble the products needed in conducting the farm
business in a convenient location for the farmer.

This local market point has several advantages for the farmer:

1. Manufacturers and wholesalers are not generally organized to denl directly
with the farmer.

2. The farmer can obtain products as he.needs them. The expense of carrying
an inventory of supplies is carried by the merchant rather than the farmer.

3. The farmer can ohtain information and service from his local merchant that
he could not get from some company located many miles away.

4. The local merchant is in a position to distributc vroducts in amall quantities
where this is needed.

5. The farmer's time is saved in locating sourc.es of supply and in placing
orders.

6,. The merchant can locate sources of supply for seldom used items not
commonly carried in stock.’

7. The farmer obtains his products in a usuable form. They are assembled
ready for use, and he is not troubled with items that have been damaged in
shipment.

8. The merchant provides the farmer with new ideas by means of displaying,
demonstrating and advertising his products.

9. Some agricultural businesses offer services that reduce the farmer's invest-
ment in high priced machinery such as bulk fertilizer and lime spreaders,
feed grinding and mixing, or the leasing of field machinery.

10. Marketing businesses are organized to help the farmer in marketing his
products more efficiently.
11. Can you think of other services offered by your local agricultural merchants?

' EKC
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C. As you study this chapter you will begin to see that the FARMER AND THE
AGRICULTURAL MERCHANT MAKE UP A TEAM IN THE BUSINESS OF
PRODUCING FOOD AND FIBER.

D. Now let us take a statistical look at the agricultural production in your county.
These are figures that an agricultui.i businessman is interested in. It helps him
determine the products and services that the farmers in his community will need
in conduciing their farm businesses.

E. The merchant is actually buying for his customers and must consider the mer-
chandise from the farmer's point of view. It would be foolish to carry a large
supply of hog feeders in a community where there are not many hogs raised.

Try to place yourself in the position of a businessman in your community and.
study the farms in the area to determine the types of businesses and kind of goods
and services that would be greatest in demand.

The figures for this kind of a study can be found in the census «. agriculture.
These figures are brought up to date every five years and are available for any
county in the United States.

The following exercises will help you in conducting this study: the publication
"Facts on Farming in Ohio" issted by the Department of Agricultural Education, The
Ohio State University, will supply the information called for in your exercise. (Pages
in parentheses refer to this publication.) Other references ars suggested in the materials
needed section. In addition you may rely on your personal experiences in determining
the type of farming in your area. '

How important is our agricultural industrv? (p. 3)

1. Total value of farm land and buildings.

2. Total value of products sold.

3. Number of farms with sales of $5000 or more.

4. Number of farms with sales of less than $5000.

5. List commoditites in order or rank according to cash receipts from sales.
COMMODITY [ eiprs PROM SALES  CASH RECEIPTS

1st

2nd

3rd

———




5. List commodities (cont.)

6th
Tth
8th
gth
10th

What is the relationship between the items on the above list and the products that
are handled by your local merchants ?

F. What is the size of the farms in your county:

The larger the farms in your community the better the farm managers as a
general rule. They are used to buying in larger quantities and demanding more
service. The agricultural merchant will have to adjust his operations somewhat
to the size of farms. For example:

1. Large farmers may require more storage for grain.

2. Inan area where there is a large acreage of corn the farmers may demand
anhydrous .immonia service.

3. In areas where theyre are a large number of cage layer houses, bulk feed
handling service will be a must.

LIST THE SIZES OF FARMS IN YOUR COUNTY: (p. 5)

Nuraber under 100 acres
Number 100 to 179 acres
Number 180 to 499 acres
Number 500 acres and over
Average size of farm (county)

G. What are the types of farms in your community? (p. 6)

e — eyl




How many livestock are kept and what are the leading crops in acres harvested
on farms? (pp. 17 and 19)

ENTERPRISE HEAD OR ACRES

11.
12.

H. What are the major farm expenditures in your cdunty?

These figures will help the merchant to determine what lines of merchandise are
more apt to sell and what kinds of businesses will be profitable.

FIND OUT WHERE THE AGRICULTURAL DOLLARS ARE BEING SPENT; (p. 13) ;

Feed for livestock and poultry =
Livestock and poultry purchased --- - - $
Hired labor

Gasoline and petroleum products
Seeds and plants _—
Lime and fertilizer
Machine Hire: ———
Other —— -

40 A N N N W

The information listed on these two pages shows the enterprises from which the
farmers receive their income and then what these income dollars are spent for.
Analyze the information you have gathered and 1ist the principal product lines you
think should be successful in this community. (An example of a product line is dairy
equipment.)
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I. Farm related businesses.

As a merchant or as a farmer it is important for you to be acquainted with the
farm related businesses in your territory. For class discussion: Why is this
important? Prepai 1 list of the farm re'ated businesses that serve the farmers
in your territory.

Name of Business Firm Type of Business*

ol A o

*Type refers to such businesses as feed, implement, etc.

The farmers of your territory use a great variety of different items in conduc-
ting their business. To help you in understanding the way in which the merchants
and farmers work together, prepare a list of some of the important products and
services offered by your local merchants. '

PRODUCTS OR 'MATERIALS SERVICES

Feed : Custom Barn Spraying
Fertilizer Milk Marketing




Can you see a relationship between the agricultural production figures from the
census and the types of agricultural products and services offered in your county?

Suggested Class Activity: Conduct a pre-arranged field trip to one or more local
merchants to obtain their help in listing and classifying the main nroducts being sold

in your co:- -aanity.

J. Comparing types of farming with kinds of related businesses in the territory.

The information you have been gathering about local farms and farm related busi-
nesses will enable a merchant to base his business on facts instead of fancies. He
will be less likely to carry a large supply of items that will be slow moving. (For
example, hog self-feeders in a dairy area.) Also, a knowledge of the size of farm and
the prosperity of their operation will help in judging the size and cost of equipment
farmers will be able to buy. When a merchant stocks the products farmers need in
his line of business, he may well become known as the ""headquarters" for the items
farmers want.

Discuss the following items and‘ write your conclasions in the space provided.

1. How well are the needs of the farmers being met by the items carried in stock
by the merchants?

2. What problems do the local merchants have in knowing the items they should
stock in their inventory, how many items they should carry and the quality of the prod-
ucts they offer for sale?

3. What are the decisions a merchant must make when a new herbicide or a new
fertilizer attachment or other new product is produced and offered on the market?

4. What are the problems faced by merchants in stocking such timely items as
antifreeze in order to have an adequate supply in their inventory when the demand
arises?




5. What may be the result of a merchant being over stocked with high cost seasonal
items, such as corn planters, and has to carry them over another year?

O AR AT R TR VTP S B TN R T e

6. Would a merchant ever be justified in handling low proiit items that are in
sirong demand by farmers even though he might lose money on the product? ( For
’ example, grinding and mixing feed at or below cost.)
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CHAPTER II: MAINTAINING AN INVENTORY OF MERCHANDISE

The inventory is the basis of the business. The inventory includes all the items
that the merchant has to sell. This means that keeping the right items and keeping
the proper amounts on hand are very important to the successful operation of the
business.

A. Inventory may be overstocked:

This means that items may have to be sold at a reduced price to get rid of them
and this means lower profit.

Some items may get out-dated or a new product take its place. This happens
with many of the drug items and farm chemicals.

Some items do not store well and may have to be sold at a reduced price because
of broken packages, damaged conditions, etc.

B. Inventory may be understocked:

This means that the merchant may lose business because he does not have an
item on hand when a customer asks for it.

If this happens to a customer too often at the same place of business he might
decide that he will just "nct bother to stop at that place any more. "

Time is often lost by the manager or the employees of a busineas if they have
to spend extra time in making out special orders or in going someplace to pick up
a special shipment of an item.

C. Balance is the key word:

Thus, a balanced inventory is the aim in a good business operation. Rather,
not {oo much of an item on hand and at the same time having enough on hand to take
care of customer needs.

D. Maintaining balance:

In order to maintain this balance of inventory, it is necessary that everyone in
the business work on INVENTORY CONTROL.

1. The employees in the store should report to the manager when an item is
getting low.

2. The manager should re-order items promptly.

3. The office clerk must maintain the inventory records.

This chapter will deal with the records necessary to keep an accurate control
of the inventory.

E. Some management uses of the inventory records:

1. Determines the rate of turnover during the year. The rate of turnover is
the number of times a given item sells out and has to be replaced during
the year.
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Example: If an average of 25 twelve ounce claw hammers were carried in stock
and 100 were sold during the year the rate of turnover would be 100/25, or 4 times.

Problem: If 50 cases of XX brand hog wormer were sold during the fiscal year
and an average of 10 cases were carried in stock, what is the rate of turnover?

One agricultural business lists desired turnover rates as follows:

Feed -- -- 15 Seed ——=----mmmmem e 9
Fence --——-====ccceceeu- 4 Oil and Grease --—=--«—~ccc—au- 4
Paint -—------ccceeeue— 4 Building Material--~---==-===-- 4
Hardware -=--=--~=====- 3 General Farm Supplies----==--- 4
Machinery ------- 4

2. Helps determine loss due to shrinkage, theft, damage and other causes.

3. Shows the investment in the merchandise carried in stock. This is the total
investment in inventory or.the investment in any one item. This helps the
manager determine money needs at various times of the year. The business
may have to borrow money for inventory at peak times of the year such as
fertilizer season, etc.

4. Inventory costs are used as a pricing guide. If an item is overstocked and
the price has to be reduced to sell it, the cost price can easily be found by
looking at the inventory records.

5. Inventory figures are used for end of the year reports and tax reports. Money
and time can be saved by having accurate and current inventory records.

6. Inventory figures are used to determine the insurance needs of the business.
Insurance is carried on mechandise as well as the buildings and the value of
merchandise can be determined easily from inventory records.

7. Inventory records help to determine which are the most profitable items in
the business. By knowing the costs in each department and the sales from j
each particular item, the profit margins can be figured.

F. Classification of Inventory Items: Profit wise, there are three types of items carried.
1. Items that make a profit. :

2. Items of low profit but ‘ . hich must be carried as a service to customers and
also to encourage customers to come into the place of business,

3. Items that actually lose money but may be carried or offered to aeet
competition. (This often creates a problem for the manager; should I carry
this item and lose money, or should I hold the price and make some money on
the few items that I sell, or should I not carry the item and lose some business.




G. Keeping track of inventory:

There is only one way of actually knowing how many units of any particalar item .
there are on hand, and this to TAKE A PHYSICAL COUNT. This physical count
will vary with the business and the manager, but it may be done monthly, quarterly,
semi-annually or annually.

H. Inventory forms:

After the physical count has been taken, these amounts are transferred by the
office staff onto the inventory forms which indicate:

1. The amount of the item on hand.
2. The cost per unit of this item.
3. The total value of this item on hand.

Figure 1 shows an end of the month listing of inventory items on hand. This

listing shows:
1. The actual count (in 4. The number of these units
different parts of the store) 5. The price of each anit
2. What tae item is. 6. The total column
3. The unit in which the price
is listed.

An example of an invéntory form that may bz ased is as follows:

FIGURE 1. END OF MONTH INVENTORY FORM

Inventory for month cading

——

) | 1 9

‘ActualCount
leferggt_ Locations

__EZ_; .
25 | 20
OO | 40
80
/R
8
/0 | s

)

Amount !

Description of Items

©
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1. Provision is made to record the actual count of the items in stock. More
than one column is provided since the items may be in more than one location in the
place of business.

2. A brief description of the item is given.

3. The size of unit in which the merchandise is commonly handled in. That is -
ton, hundredweight, box, each (for items sold singly), etc.

4. The number of units in stock. (This may not be the total of column one. For
example, a feed dealer may have fifty 100 pound sacks of bran. Since the unit is in
tons, the number of units would be 2 1/2 tons.

5. The unit price shows the cost of the item to the merchant.
6. The amount is the total value of the item in stock.

Exercise: Complete the "amount" column in the sample inventory form on page 11.

I. Figuring costs:

The invoice is the all important instrument in knowing what any item in stock
costs. These invoices are the bills sent by the company from which the merchandise
items were purchased.

Invoices should be filed in the office so that these prices can be determined
quickly and easily. '

J. Perpetual inventory:

This ie an inventory record that is adjusted daily for sales of all items and pur-
chases of items as they are received by the company. This record is kept at the end
of each day's business from the sales slips that were made and from invoices of any
merchandise received. This perpetual inventory record should be checked periodically
with a physical count of merchandise.

FIGURE 2. PERPETUAL INVENTORY

BEGINNING OF THE MONTH BALANCE

In Out | Bal. In Out

1| _@
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1. The space at the top of the "in, out, balance" column is for listing the item,
such as soybean oil meal, on which the perpetual inventory isbeing kept.

One line is provided for each day of the month.
The "in" column is for recording items received by the business.

2
3
4. The "out" column is for recording items that have been sold by the business.
5

. The "balance'" on hand at the beginning of the inventory period is recorded
in this space.

6. The "balance" column is for keeping ¢ “aily record of the arount of the
item on hand.

K. A procedure for ordering and receiving new items:

As the mercnant sells his stock it becomes necessary for him to purchase new
items from his suppliers. If he is wise he will do this in time to receive the new

items before his stock is depleted.

A well-planned procedure for ordering and receiving merchandise will insure
that the right kind and amounts of items are received when they should be. Proper
records of items ordered and received will prevent paying for items not received or
paying for items more than once.

Example: To help understand the procedure for ordering and receiving mer-
chand:se follow the steps in the example listed below. A field trip to a local place of
business — “ere these steps can be observed will help in learning the process. (Note:
Not all m. cchants follow all of the steps given in the example or use forms of this

type.)

The "Farm Supply Company" of Farmer, Ohio, ordered 18,000 pounds of 5-20-
20 fertilizer to be delivered by rail in 225-80 pound bags from the '"Grow More
Chemical Company" of Metropolis, Ohio.

The steps listed below were followed in ordering and receiving the fertilizer.
The forms used are illustrated in Figures 3, 4, 5, and 6.

Step 1. Ordering the merchandise.

(1) The purchase order:

The Farm Supply Company manager anticipated the need for more
5-20-20 fertilizer and instructed his secretary to prepare a purchase order for the
fertilizer. The original was sent to the Grow More Chamical Company office. The
duplicate will be used i checking the materials, the invoice and the bill of lading
when the fertilizer is received.

£ Ve iaindi
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Figure 3.

2NN 4 R L ry
IR AN s B

®
TOMMMM (o.

ADDRESS

o o\ Ae _MW (.

ADDRESS

PURCHASE ORDER

SHIP VIA @w;‘o y

| £.0.8. TERMS

DATE REQUIRED
’

Gpasf 2

’;,eﬂfmv/‘ ;rsrocx NUMBER/DESCRIPTION mer | vex
395 4z - ‘
1 [ /8,000 % | O  £-00-20 | 40|71 S5+#400
| () ) @ | @
3 |
4
;
6
:
| 8 L
.
10 -
!
o

IMPORTANT
OUR ORDER NUMBER MUST APPEAR ON
INVOICES, PACKAGES AND CORRESPONOENCE
ACKNOWLEDGE IF UNABLE
TO DELIVER BY DATE REQUIRED.
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The purchase order form is not used by all companies but is very useful. It
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outlines between the purchaser and the seller all the terms of the sale. Many mis-
understandings may be prevented by using a purchase order. The information given
on the form is illustrated in Figure 3.

The name of the company to which the order is being given.
The name of the company making the purchase.
Purchase order number.

Where the merchandise is to be shipped.

The date the order is writtea.

How the merchandise is to be shipped.

Who is to pay the freight.

The terms of payment.

The date the merchandise is needed.

The quantity of merchandise ordered.

The kind of merchandise and stock number if used.
The price per unit of the merchandise.

The total cost of the order.

The name of the person authorizing the purchase.

Step 2. Receiving the Merchandise.

(1) The receiving report:

When the shipment arrives at the Farm Supply Company the manager
or one of his employees should check the amcuni and the condition of the fertilizer.

Some companies will use a receiving repos: {-~m for this purpose. When this form

is completed it should be compared with the purchase order duplicate to see if the
material received is the same as ordered. The receiving report will serve as the
Farm Supply Company’s own record of receiving the fertilizer. The information

given on the form is illustrated in Figure 4.

The name and address of the company supplying the merchandise.
The date the merchandise was received.

The purchase order number.

The method of shipment used.

Record of shipping.charges.

The quantity of merchandise received.

The supplier's stock number if used.

The kind of merchandise.

The number of packages received.

The weight of each package.

The condition of the packages. (one indicates no damage)

The employee to whom the merchandise was delivered.

Any unusual conditions that should be recorded.

The person checking the receiving record with the purchase order.
The person issuing the credit memo.

The person signing as receiving the merchandise.

e e ke e ke e e n R
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Figure 4.
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(2) The bill of lading:

A bill of lading will accompany the shipment. It is used by some mer-

chants in checking the merchandise received with their purchase order, receiving
record and the invoice to see that the correct shipment was received. TFe information
given on the form is illustrated in Figure 5.

1.

2.
3.
4

The name of the carrier is given.

The location from which the merchandise was shipped.

The name of the company receiving the merchandise.

The route over which the merchandise will be shipped and the identification
of the carrier.

The number of packages and the description of the merchandise.

The address of the company shipping the merchandise.

(3) The invoice:

The shipper (Grow More Chemical Company) will prepare an invoice

for the fertilizer and sent it to the receiver (Farm Supply Company). This serves as

a record of the oxder received and of the materials that were shipped. The seller
should put the information contained on the buyers purchase order on the invoice. The
receiver should check the invoice with the receiving record, bill of lading and his dupii-
cate copy of the purchase order to be sure they are being billed for the materials
ordered and that the materials were received as ordered. The information given on

the invoice is illustrated in Figure 6.

b et e et
SOk

17.

SEPINSP R BN~

The sellers invoice number.
The date the invoice was prepared.
The address to which the merchandise was shipped. .

The name and address of the company the merchandise was sold to.

The purchase order number used by the buyer.
The order number used by the seller.

The name of the seller's salesman.

The date the merchandise was shipped.

The method of shipment.

Who is to pay the freight.

The terms of payment.

The amount ordered.

The amount shipped.

The stock number if used and kind of merchandise.
The price per unit.

The size of unit in which the merchandise is handled.
The total cost of the merchandise.
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All employees will be involved in some phase of purchasing, receiving and )
inventorying the merchandise handled by their place of employment.

Exercise: To gain experience in the procedures to follow in ordering and re -
ceiving merchandise prepare the purchase orders, invoices and receiving records for
the following siiuations. Use the blank forms that are provided. The previous examples
may be used as a guide. ]

Problem 1: The ABC Farm Supply Company, Yourtown, Ohio, is buying from the
Best Kind Soybean Processors, Metropolis, New York, 30 tons of soynean meal in 100#
bags to be shipped by rail and delivered by May 1. The price is $65. 00 per ton and is
to be paid in ten days from delivery.

. a1k ded b aenlih Ak,

The: ABC Company will pay the freight from New York. You are the manager and
the purchase order number is 310. The salesman's name is Bob and his order number ]
is 60. - ‘

Problem 2: The ABC Farm Surply Company, Yourtown, Ohio, is buying from
Well-Known Drug Suppliers, Metropolis, New York, one 50# bag of Terramycin at 15¢
per pound, one case of 24 mastitis tubes at 65¢ each, ten bottles of hog wormer at 80¢
each (1 qt.), six cans of 1# each hog lice powder at 75¢ each.

The freight is prepaid and the material will be shipped by commercial truck. The
Payment is to be made the 10th of the month following purchase. You are the manager, )
and this purchase order is number is 412. The salesman's name is Tom, and his order ‘
number is 115.

oy

" o o

(TOR UL NPT YappeY)
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Exercise: A sample monthly inventory is given in Figure 13. To become familiar
with this form Gatermine the amount for each item. For review refer to Figure 1.
(Note: The class may be divided into groups so that each student will not be required
to figure each item.)

Exercise: Some merchants find it is to their advantage to keep a daily running
inventory form or a perpetual inventory of their stock. One type of perpetual inven-
tory form is described in Figure 2.

Before starting the perpetual inventory problem try these sample probléms.
Determine the new balance after each transaction.

1. Corn ---- on hand ----- 4860# New Balance -
sold ----- 1520# -----
sold ----- 2340# -----

bought ----- 5890# --—--
sold -~--- 3670# --~---

2. Beef maker on hand -~--- 5400#

bought ~---= 10 000# -----
sold ----- 1500# ----- .
sold ----- 3000# -----

3. Alfalfa seed on hand ----- 14 bu
sold ----- 6 bu,-----

bought ----- 10 bu.-----
sold ----- 4 by.,————-

Now you should be ready for the perpetual inventory problem. Use the figures
on page 29 to fill out the perpetual inventory form on page 30.

This is not difficuit but requires concentration. You must remember whether
to add or subtract. An entry added when it should be subtracted doubles the error
and throws the inventory record off badly.




AGRICULTURAL MERCHANDISING INVENTORY
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Inventory for month ending 19
é)___lﬁétgg% Egggélons. =De£j94r;iption of Iteiri— Unit N%niotfa Pl{'li%% At-nomtt
a12.250 1) | No. 2 Corn cwt. 1/82
(6,}850 1b.) Oats cwt. 68 1/2! 2120 “ '
FEED |
25 20 ) ‘ 100# bransgack 1l ton | 21 61100
30 100# mineral sack awt. 30 | 4105
40 | 30 | 10 |l 50# salt blocks ea. 80 || 1/05
200 | 60 _cwt, | 260 “ 170
100 25 40%pork maker 100# sk.| cwt, 125 4185
FERTILIZER | “
15, C00¢{ 250 804 szicksr 6-24-12 won 210 " 58150
lz L0001 500 50 8 5=20-20 fon 102 " 58100
b, 000 | 620 50# sacks 33-0-0 ton 65 1/2 || 61100
B SUPPLIES l
120 1b.! Bluegrass seed 1b, 120 140
210 lb." White clover seed Ib, 210 90
300 LQJ Ryegrass seed ib, 300 12
40 10W 30 motor oil (5 gal.c}) can 40 5(60
45 || Cans hydraulic oil(2gal.d.) can | 45 1|80
10 Cans gear oil(2 gal. can) | can 10 1120
12 card] Tubes Irve (10 each) tube 120 W 20
20 bx.|| Terramycin (4) box 20 1il0
8 bx. || Terramycin (20) box 8 F 5120
30 bx. ll_(5) 25 amp plug fuge box 30 30
22 bx.li (5) 20 amp plug fuse box 22 30
15 gal}| Stock dip gal. 15 2 120
22 galll_Tly spray gal, 22 1 JSO
20 galll 2-4-D ester gal., 20 3100
30 galli_2-4-D amine gal, 30 2150 .
8 ralll _Chlordme ol 8 (G100
20 box||_Vegetable dugt (24 box) | box 26 1110 o
20 hoxtt_Rosce=-orn._dust (24 box) | box 20 1130 4 -
22hnll__Baler fwine _hall 22 1150




orm. Keep a running Balance. Materials received are marked "in".
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Enter the following items of sales and purchases on the perpetual inventory

Transaction

300# shelled corn

600# beefmaker

200# shelled corn

500# soybean meal
1 bale twine

200# porkmaker
800# shelled corn
1 ton porkmaker
800# soyhean meal
2 bu. alfalia sced

500# shelled corn
600# soybean meal
1000# shelled corn
400# soybean meal
2 bales twine
12,000# shelled corn (In)

1 ton beeimaker
500# beefmaker

1 ton soybean meal
800# soybean meal
2 bu. alfalfa seed

2 ton sheiled corn

1 ton soyoean meal

2 ton porkmaker (In)
5 ton beefmaker (In)

16 bales twine
800# shelled corn
300# porkmaker
600# soybean meal
500# soybean meal
3 bu. alfa:fa seed

5 tons soybean meal (In)
609# soybean meal
500# Leefmaker

10 bales twine

Date Transaction

10 1600# beefmaker
1200# shelled corn
500# porkmaker
7G5 ¢ shelled corn
900# soybean meal
50 bales twine (In)

10 bu. alfalfa seed (In)

300# porkmaker
200# beefmaker
20 bales twine
. 2 ton shelled corn
1 bu. alfalfa seed
10, 500# shelled corn (In)

11

12 4500# shelled corn
500# porkmalker
500# soybean meal
800# soybean meal

15 600# beefmaker

800# porkmaker

500# soybean meal
1200# beeimaker

100# soybean meal

16 10 bales twinc
500# shelled corn

600# soybean meal

17 1 ton soybean meal
1 ton porkmaker

2 tons shelled corm
5 bales twine

3 bu. alfalfa seed

8000# shelled cori. (In)

18 10 ba. alfalfa seed (In)
700# soybean meal
500# beefmaker

900# shelled corn

400# porkmaker

6 bales twine

Date
19

22

23

24

25

26

29

30

Transaction

3600# shelled corn
1000# shelled corn
1000# soybean meal
1000# beefmaker

3 ton beefmaker (In)
3 ton porkmaker (In)

2200# shelled corn
10 bales twine
1500# porkmaker
1000# soybean meal
500# shelled ccen
6 bales twine

1 ton porkmaker
180C# shelled corn
500# porkmaker
600# beefmaker
1 ton soybean meal

1700# shelled corn
500# soybean meal
1000# porkmaker
500# beefmaker
5 tons soybean meal
(In)

10 bales twine

1000# shelled corn

2500# soybean meal
2 bu. alfalfa seed

2 tons beefmaker
1000# porkma..er
300# shelled corn

1800# porkmaker
1600# shelled corn
500# soybean meal
2 bales twine

600# soybean meal
1000# porkmaker
500# beefmaker
2 bu. alfalia seed
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CHAPTER III: DETERMINING THE SELLING PRICE OF MERCHANDISE

The determination of the selling price of merchandise is a very important part of
the management of any business. To remain in operation a merchant must know h's
cost of doing business and set his prices accordingly to allow a reasonable profit. The
average employee will not be the person who will establish prices, but he should have
some idea as to how prices are determined. This will enable him to have a better an-
swer to the question that always comes up, "Why is the price of this so high? There
must be plenty of profit in this item."

Actually the "profit'' part of the selling price is only a small part of the total as
is illustrated by the following graph.

4% Profit
14% Overhead

82% Wholesale and Freight

It is important to examin.: each section of this graph.

A. Wholesale Costs and Freight Charges:

Many people forget that the merchant paid his own money to some supblier for the
goods he has on hand to sell to his customers. This is the largest part of the selling
price of any item.

Then there is always the item of FREIGHT CHARGES to have the item delivered
to the local point. These charges mast be figured into the final charges. You will
remember on the purchase orders and invc :es it was indicated who would pay the
freight, the buyer or the seller.

On some items the frelght charges might account for a large part of the cost price,
while in other cases this will only be a small percentage of the cost. Freight charges
are usuzlly figured by the ton or by the hundred pounds. Large tonnages are usually
shipped by rail or semi truck while small shipments are made by special delivery
companies or by commercial trucking concerns.

Some Examples: The cost of a ton of coal at tﬂe mines might be $5. 85 per ton.
The freight charges by the railroad to deliver this to a local elevator might be as much
as $4. 20 per ton. This must be taken into consideration in determining the selling

price of a ton of coal. Wholesale cost ........ $5. 85 per ton
Freight charges........ 4. 20 per ton
Overhead costs ........ per ton
Profit = ........ per ton
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In the case of a carload of feed the cost of the feed might be $22. 00 per ton and

the freight charges $2.50 per ton. This is not as large a percentage of the cost <f the
merchandise as was the case with'the coal, bat it is still an item of cost that must be

figured in the selling price.

Where products are handled by the hundred pound units there is usaally a minimum
charge for making the delivery. These charges will usaally be stated like this: 50¢ per
hundred pounds, $2.30 minimum. This means that they will not make any delivery for
less than $2. 30 but that the charges will te at the rate of 50¢ per hundred pounds for a
shipment that goes over the minimum rate.

Problems: Figure the freight charges in the fcllowing cases:

1. A carload of coal with 55 tons freight
freight rate @ $4.43perton ........ccceeccevecaanss

2. A semi-load of coal from a closer mine
17tons @ $2.88perton ...cccccceececccccccccce ~oes

3. A 30 ton carload of feed @ $2.50 per ton ........
4. A 15 ton semi-load of feed @ $2.10 perton .............

5. Figure the freight costs on the following small
lots of items using this schedaule:

50¢ per handred pounds with a minimam of $2. 30.

" "y A b b

550# ryegrass 8éed .........cc000000c0c0nncnnncnnnns
Three 50# bags antibiotocs............. cesesssssssses
800# bird feed ..... esescscsses secesssessesscsans fees

400# drug itemsB.......ccccivveceniceacnciannnacnanes _
50# vegetable Aust. .. ......o0vessseencnasnssonnnsans '

650# rock Balt .....cccccecccecccccccccncscncscscsnns

The poirt that has been made so far is that the wholesale cost of the merchandise and
the freight charges must be part of the selling price.

B. Overhead Cosis:

The retail merchant has a great many costs involved in carrying an inventory of pro-
ducts large enough to meet the demands of his customers. Many of these costs are easy
f to see,but some are hidden and difficult to control. Some of the costs the local merchant
? has in carrying an inventory and offering the items for sale are as follows: Discuss the
following items and give an example of each in the space provided. (A local dealer may
help in answering these questions.)




1. Merchandise may become obsolete before sold.

Example:
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2. Merchandise becomes shop worn.,

Example:

3. Some merchandise will b2 overstocked and will not sell out.

Example:

4. The price of merchandise may drop before the stock is sold.

Example:

5. Interest on investment on inventory items.
Example:

6. Imsurance on inventory items.

Example:

7. The cost of warehousing the merchandise.
Example:

8. Freight costs.
Example:_

9. Taxes on the merchandise carried on inventory.

Example: .

10. Theft of merchandise.
Example:

11. Shrinkage of merchandise such as feed.

Example:

12. Damage to merchandise in stock.
Example:

13. Wages and salaries.
Example:
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costs are illustrated in the following chart.

FIGURE 16. The ESTIMATED FIXED and VARIABLE COSTS of CARRYING zn INVENTORY*

The overhead costs are divided into FIXED costs and VARIABLE costs. These

-~
, <
3,
L ﬁ

FIXED VARIABLE
Insurance per $1000....... $10.00 Damage per $1000........ ?
Shrinkage per $1000...... ?
Taxes per $1000 .......... 20.00 Obsolete per $1000....... ?
Theft per $1000.......... ?
Interest per $1000......... 60. 00 Warehouse per $1000.....2
Total per $1000........... $90.00 Total per $1000...$3000 and up
Total FIXED AND VARIABLE COST......cc0000000.. $120.00 or 12%

*Farm Bureau Cooperative Association, Inc, Bookkeepers School.

The variable costs particalarly will differ from business to business. However,
the total costs will usually average out to about the 12% illustrated in the graph in
Figare 16.

How would the warehousing costs differ on fertilizer and alfalfa seed?

C. Customer Service Costs:

A progressive forward looking merchant keeps in touch with improved farm methods
and practices. He thus learns of newer products his farmer customers are becoming
interested in. This knowledge will also enable him to advise and counsel with his cus-
tomers concerning their need for his products and how they may be used to the best
advantage by the farmer.

Another service rendered by merchants is to make adjustments and repairs on pro-
ducts after they are sold. This insures that the customer will receive full benefit from
the product he buys. :

If a business is to grow it must have satisfied customers. Today's customers
expect and depend on service from their merchants. At the same time, the customer
must realize that the merchant must be paid, in some form, for these services if he is
to remain in business and continue providing this valuable function.

List some of the services you expect from different kinds of businesses:
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D. 4% Profit:

This item must be provided for in the pricing if the merchant is to stay in
business. This is a legitimate part of the price of any item and the dealer is entitled
to a fair profit for the service that he renders.

Prcfit is usually not figured as a separate item in determining the selling price.
The Overhead Costs and Profit are usually combined into what is termed the "MARK-~
UP." This is the amount that is added to (marked up) the cost of the merchandise
plus freight charges.

Over a period of years businesses have determined what this "mark-up" figure
should be to cover their overhead costs and allow for a reasonable profit. This
figure is generally expressed as a percentage.

From the analysis of their business records, one farm supply business has
established mark-up percentages as follows:

Fertilizer........... 13. 6% Seed........... 15%
Grain.......co00nee. 6.4% Fence.......... 25%
Commercial Feed.... 22.0% Twine.......... 20%
Hardware ........... 50.0% Drugs.......... 50%
Miscellaneous. ........... 25.0%

E. Mark-Up: The amount added to the cost to make the selling price.

There are two ways to express the mark-up on an item. This may be as a cash
mark-up or a percentage mark-up. The dealer may say, "I am going to mark this up
$1.50! or "I am going to mark this up 25%."

It is more desirable to use the percentage figure because this automatically takes
care of market changes on the cost of material. For instance if the dealer is used to
marking up his feed $10. 00 per ton, this might be okay when the feed is costing
$50. 00 per ton, but it would be too low if the cost of the feed went to $70. 00 (usmg
the suggested percentage for commercial feed above ).

Cost $ Mark-Up % Mark-Up
$50.00 $10.00 20.0%
$70.00 $10.00 14.3%

If he were figuring his selling price by using a percentage of mark-up he would
add $14. 00 to the $70.00 cost of the ton of feed at a 20% mark-up

This is necessary to have more dollar margin on higher priced material because
the hidden costs are greater on higher priced materials. Such things as losses from
shrinkage, damage or theft are higher with the higher priced merchandise, and there
is greater risk of prices dropping when market prices are at a high level.

There is a rule of thumb that is used by some businesses to determine the per-

centage of mark-up. This is: THE NUMBER OF TIMES AN ITEM TURNS OVER
IN STOCK DURING THE YEAR TIMES THE MARK-UP SHOULD EQUAL 100.
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This formula coes not work perfectly with all items because of competition and
inventory adjustments, bat it is a good basis to start from.

F. Mark-Up on Cost or Selling Price:

This is a principle on pricing that must be decided upon in establishing selling
prices. This may be one of the factors that makes the difference in the price of the
same item between two different companies. A 50% mark-up on the cost price of an
item may be the same as a 33% mark-up on the selling price of that same item. An
example of this might be a hardware item such as a hammer.

1. Mark-up on cost: The amount added to the cost to make the selling price.

Wholesale cost of the hammer 1.00
Merchant prices hammer at 1.50
Cash mark-up .50
Percent mark-up

Cash mark-up __ _ .50 50%

Purchase price 1.00 -
2. Mark-up on selling price:

Wholesale cost of the hammer....... $1.00
Merchant prices hammer at ........ 1.50
Cashmark-up.......ccc000000uens .. .50
Percent mark-up .....

Cash mark-up _ _.50 _ 33 1/3%,

Selling price 1.50
The dealer must decide which system of mark-up he wants to use.

Problem: Using the percentage mark-up listed on page 35 and figuring this as a
MARK-UP ON COST, figure the selling prices for the following items.

Figure 17. Determining Selling Price

Item Cost per A $ Selling —
Unit Mark-up Mark-up Price
Shelled Corn $ 1.15 bu.
Bran .61. 00 ton
Fly Spray . 1.00 gal.
Baler Twine 6.30 bale
10-47-12-11 Fence 1.22 rod
Claw Hammer 1.88 each
5-20-20 Fertilizer 58.00 ten
Red Clover Seed 22.50 bu.
Mastitie Treatment . 64 each

A DEALER IN MERCHANDISE MUST MAKE A PROFIT TO STAY IN BUSINESS

3
%‘
;
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CHAPTER 1V: UNDERSTANDING BUSINESS POLICY

Mosi businesses have some poiicies of discounts and service charges that are
used in making charges to customers. These should be written policies so that all
employees understand them and the charges or discounts are applied uniformily.

Some examples of the policies are:

1. Cash discounts on purchases.

Carrying charges on accounts.

Tonnage discounts on feed and fertilizer.

Early season discounts.

Service charges such as trucking or grinding services.

oW

A. Cash Discounts on Purchases:

This discount is used to encourage customers to pay for their purchases as they
are made rather than charge them. This is a legitimate discount for the dealer to
offer because it does cost money to carry charge accounts. The costs involved in
carrying charge accounts are as follows:

1.
2.

5.

A bookkeeper is required to handle account records.

The dealer ties up his own money in merchandise until the money comes
in from accc ints.

This may mean that the dealer has to borrow money and pay interest on it
until money comes in from accounts.

There is a cost for statement forms, account records and postage in sending
out statements ‘at the end of each month.

Some money is lost in accounts that are not paid.

For these reasons it is easy to see the justification of a cash discount. These
discounts are usually 1% or 2% of the purchase price.

Example: The total for a sales slip amounts to............ $28. 62
2% cash discount............ . 57
Amount topay.....ccceuuue $ 28.05

Problems: Figure a 2% cash discount on the following purchases:

$58.25 = $147.89 = $15.21 =

Figure a 1% discount on the following purchases:
$95.00 = $66.80 = $42. 96
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B. Carrying Charges on Accounts:

As was mentioned under cash discounts, it costs the dealer something to carry
charge accounts. The longer these charges have to be carried by the dealer, the
more it costs him. As was mentioned before, he may even have to borrow money to
buy merchandise 2nd pay interest on this borrowed money.

30 Days is Cash: This has been established over the years and is usually a
practice with all businesses. This means that anything paid for within 30 days after
it is purchased has no carrying charge added. HOWEVER, THERE IS NO CASH
DISCOUNT UNLESS IT IS FAID THE DAY OF PURCHASE.

6% Carrying Charge: The most usual carrying charge is 6% on all accounts not
paid in 30 days. This is applied to the account each month and may be stated this
way instead of the 6% ---- 12 of 1% per month. These stutements both mean the
same thing as is shown in this example.

An account charged over 30 days........ccoveueenen $142. 80
6% per annum 12 of 1% per month
$142. 80 $142. 80
.06 .01
8.57 < 12=$.71 per mo. 1.42 x 12 = $.71 per mo.

It is easy to use the 1/2 of 1% per month system as the 1% can usually be figured
in your head and then divided by 1/2.

Problems:; Figure the carrying charges on the following balances using both

systems:

6% per_annum 1/2 of 1% per month

$ 68.55 $ 22.80

15. 64 152. 90

580. 65 14. 81

52.10 65. 00

88.01 92. 60

210. 67 116. 90

C. Tonnage Discounts:

Tt is usually an advantage to the dealer to sell products in large amounts. This
often saves handling as in the case of an otder of 7 tons of fertilizer to one farm. It
is more economical for the dealer to deliver this entire load to one farm rather than
divide the load smong three or four farmers.

[AFulToxt Provided by ERIC
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Fertilizer discounts: A typical discount schedule for fertilizer might be set up
as follows:

5 ton order...... $1. 00 per ton discount
10 ton order...... 3.00 n n n

15 tons or over... 5.00 " "

With orders of 15 tons and over this represents a semi-ioad of fertilizer and

would probably be delivered directly to the farm from the fertilizer plant rather than
being unloaded at the dealers place of business.

Feed discounts: These discounts are usually set up on a ton basis and are usu-
ally applied only if a ton or more of one kind of feed is purchased at one time.
However, some dealers might apply the ton discount if the total of the order comes to
a ton or more even though there were two or three kinds of feed purchased to make up

the ton. For illustration here, we will only apply the ciscount whenthe order is for
one ton or more of one kind of feed.

A typical discount schedule for feeds might be as follows:

$1. 00 per ton discount on orders of 1 to 5 tons.
2. 00 " " " 1] 1" 1" 5 to 10 tons.
3.00 " " " htooon " 10 tons or more.

Examples: 7 tons of fertilizer @ $58.00........$406.00
$1. 00 per ton discount ........ 7.00

399. 00

11 tons fertilizer @ $65.00......... 715.00
$3. 00 per ton discount ...... ees _33.00

682. 00

6 tons of feed @ $92.00........... 552.00
$2. 00 per ton discount ........... 12. 00

Using the schedules above, figure the discounted price for the following orders
of feed and fertilizer.

FEED FERTILIZER
2tons @ $78.00 4 tons @ $54.00
6tons @ 84.00 8tons @ 62.00
lton @ 91.00 10 tons @ 59.00
10 tons @ 68.00 15 tons @ 68.00
7Ttons @ 80.00 18 tons @ 73.00

Sarda
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D. Early Season Discounts:

These discounts usually come about through the manufacturer of products so they
can move them out of their warehouses and make room for more production. This
might be best illustrated by the example of twine. Practically all of the twine is used
in the summer, but the manufacturing companies cannot make it all in just this one
season. They must produce all year to take care of the demand. Stocks pile up in
their warehouses. To try to move some of this material ahead of the season, they
offer some EARLY ORDER DISCOUNTS. This is true with fertilizer, seeds and many
other seasonal items.

Usually the earlier the material is taken the larger the discount. This can be
illustrated with a twine and a fertilizer early order discount.

50¢ per bale December delivery $3.00 per ton
4¢; per bale January  delivery 2. 50 per ton
30¢ per bale February delivery 2.00 per ton
20¢ per bale March delivery 1. 50 per ton
10¢ per bale April delivery @ = o —eemmemeeaa

These discounts are usually set on a delivered basis because it does not do too
much good if the dealer has the order if he has to store it himself until the using
season. This system spreads out the storage of products between the manufacturer,
the dealer and the farmer.

These discounts are usually applied in addition to tonnage discounts so that in the
case of fertilizer both the TONNAGE and the EARLY SEASON discounts would apply.

Examples: 12 ton load of fertilizer delivered in February: -

12tons @ $56.00......c000vvieenrenannns $672.00
Tonnage discount ($3.00)...$36.00
Early discount ($2.00)... 24.00 60.00

$612.00
20 bales of twine @ $8.75 delivered in January:
20bales @ $8.75....ccvviiivinnnnnnns $175.00
January discount (40¢).............. 8.00
$167.00

Problems: Work out the prices for the following orders using both the tonnage
discount and the early order discount.

TWINE FERTILIZER
15bales @ $9.20 in Jan. 6 tons @ $51.00 in Dec.
24 bales @ 8.50 in Mar. 12 tons @ 62.00 in Jan.

18 nales @ 6.40 in Dec. Stons @ 74.00 in Feb.
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E. Grinding, Shelling, and Trucking Charges:

These services are charged for because the dealer has a large investment in
the machinery to do these jobs. There is no way to get this investment back except
to charge the people who use these services.

Grinding: This charge is usually set up as so much per 100 pounds. Normal
charges for this service are 10¢ or 15¢ per hundred. :

Shelling: There is more variation in shelling charges. In fact in some places,
if the: grain is ground after it is shelled, there is no charge for the shelling, just the
grinding charges. More common, however, are charges such as this:

8¢ per 100 pounds of the ear corn shelled
10¢ per 100 pounds of the shelled corn w :ight after shelling

Which system the dealer uses depends on which is easier for him to do;
weigh the ear corn before it is shelled or weigh the shelled .orn after shelling.

Trucking: In-cases where the customer asks the elevator to pick up and deliver
his grain for grinding or shelling there is usually a charge of something like 10¢ per
hundred for this service. Here again the dealer must have an expensive piece of
equipment to offer this service, and he . st charge the people that use it for this
service.

Examples: In the examples here a charge will be made for both shelling and

’gFinding where it applies.

A favmer had a load of 2400# of ear corn that he wanted picked ap by the
elevator truck and ground. What are his charges ?

Pick-up and delivery 2400# @ 10¢.......... $2.40
grinding 2400# @ 15¢.......... 3.60
6.00

Shelling charge based on ear corn weight.:

A farmer brought a load of ear corn to the elevator to be shelled. The
weight of .he ear corn was 12,360#. What are the sh<lling charges at 8¢ per
cwt. ear corn? .......... $9. 89.

Shelling charges based on shelled corn weight:

A load of ear corn which shelled out at 8340# of shelleg cora was b:ought
to the elevator by a farmer. Tha charge for shelling was at the rate of 10¢ cer

cwt. of shelled corn. What are the shelling charges? .......... _$8.43.
Problems: Figure the chargee in the following cases:
4770# of grain picked up by the elevator and ground..........
1680% of ear corn shelled................oooouuoiio ..

Load of corn shelled and then ground. The shelled corn
weight was 2840#. This same weight was ground

Y.oud of corn picked up weighing 3860# was shclled and
charged shelling on ear corn weight. The weight of the
sheiled corn that was ground was 3088#

T s ST e e e - o T e S e B omsnigARe., oS ool s
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PRICING POLICY OF THIS COMPANY

Cash Discount: 2% cash discount allowed when payment is made at time of delivery
or pick-up.

Carry Charges: A charge of 6% per annum will be applied mon.nly on balances that
are over 30 days.

Tonnage Discounts: Fertilizer: $1.00 per ton 1 to 5 tons

3.00 " " 5to10 tons
4.00 " " 10 to 15 tons
5.00 " ' 15 tons and over.

Feed: (applies only on orders of one kind of feed)
$1. 00 per ton 1 to 5 tons

2.00 " " 5to 10 tons

3.00 " " 10 tons or over.
Early Season Discount: Twine Fertilizer Seed
Deqember delivery 50¢ per bale $3. 00 per ton $2. 00 per bu.
January delivery 40¢ " v 2.50 " " 1.50 " "
¥ebruary delivery 30¢ n n 2.00 v w .00 n n
March  delivery 20¢ " " .50 " " -

April delivery 10¢ " " el SR -

Grinding: 15¢ per hundred pounds.
Shelling: 8¢ per hundred pounds of ear corn.
Trucking: 10¢ per hundred pounds.

Remember: Several discounts may apply on the same sale. It is possible to have
TONNAGE, EARLY ORDER and CASH DISCOUNT on the same
purchase.

Deduct carly season an:l tonnage discounts before figuring cash discount.

In figurir.x fractions of a cent, carry forward 1/2¢ or more and drop less
than 1/2¢.

e e i T R T AT O o A N s B v a e W W M - .- - - e e
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In the next three chapters of this workbook, the exercises will deal with the selling
of merchandise to customers and making the charges for this merchandise.

One of the most important forms used in retail businesses is the sales ticket. It
performs the following:

A. It is the heart of the accounting system.
B. It is the first record of the sale of merchandise from the business.
C. It is important to the customer for his records of expensees during the year.

Figure 18 shows an example of a sales_ ticket properly completed which
shows the necessary information. At the end of each day, these tickets will supply
the manager of the business with the foliowing information:

1. The amount of cash taken in during tne day.
This is used to make a daily cash balance.

2. The amount of merchandise sold.
This is used in inventory systems.

3. The amount of sales tax collected.
This is used for sales tax reports.

4. Information needed to charge purchases to customer's accounts.
This is the beginning of the bookkeeping system.

5. A permaxent record of sales. _
A copy of all sales tickets is filed.

This sales ticket is also important to the cusiomer:

1. It is a record of his expenses during the year.
These need to be kept for income ¢ax purposes.

2. It is his record in cases of disputed account.
These slips will show his purchases and payments he has made.

3. Any merchandise returned usually requires a sales ticket as evidence of
purchase from that company.

o T ]
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Refer to the following sample to see how = sales ticket has been correctly
written. (Figure 18.)

1. Mark the correct date.
2. Write the customer's correct pame and address. If partnership, it should
be noted as such. The name and address becomes necessary if the pur-
chase becomes a charge account.
3. Give a complete description of each article sold.
a. Quantity and unit should be thought of as one item. (i.e. 100 lbs.; 10 gal.)
b. The description should clearly designate the type of merchandise being
sold and not mexely be a commodity classification. For example: 100#
calf manna, rot 100# feed. This is necessary for checking price and for
inventory cuntrols.
c. Show the price per unit on all merchandise. (Some sales tickets will
have = column heading marked "price.") Bill all merchandise at the retail
price. If the customer is entitled to a discount because of volume, damage,
ate., this amount is then deducted from the reta” -rice.
d. Extensions must be mathematically accurate and legibly writcen.

Make a sub-total of the extension.

Calculate the sales tax on all taxable items, if any, and enter under the first

total. '

6. Next, calculate any delivery, mixing, grinding or shelling charges and

enter under the sales tax calculations.

Add the extension column to obtain the grand total charges for the sale.

Check the block on the ticket to indicate the method of payment, cash, check,

charge, returned or account.

9. If settlement is to be made by check in an amount different from the ticket

' total, it is well to note the amount of the check on the face of the sales ticket
with the calculation of the charge to be given. A similar calculation is rec-
ommended when a large bill is given in payment.

10. Get the signature of the person receiving the merchandise if the settlement is
to be other than cash.

11. When a customer pays on account make out a s¢les ticket and mark what he
is paying for. (i.e. fertilizer, feed, balance on note, etc., Figure 20.)

12. In all cases if an employee should ruin a ticket for any reason, the work
VOID should be written across the front of the ticket and the original placed
with the other tickets. Sales tickets are numbered consecutively and each
one must be accounted for at the end of the day's business.

13. The salesman initials the ticket in the appropriate block.

Ll

® 3
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Figure 18. Properly prepared sales tickets giving full information about the trans-
action will provide the manager with information he needs in conducting the business and
will prevent many misunderstandings with customers if a transaction is questioned.
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Importance of making sales tickets for merchandise:

No sale is complete until the merchandise is properly accounted for on a sales
slip. The importance of this may be illustrated by a simple example. Suppose a
farmer buys a ton of feed at the local elevator and he is in a harry so he tells the
employee to charge it to his account and he leaves without going to the office. The
selling price of this ton of feed is $110. (The actual cost of the feed was $100 per
ten and the dealer figured $10 per ton mark-up.)

If the employee forgets to make a slip for this feed and it does not get charzed
to the farmer's account, how many tons of this same type feed will have to be sold
to make up for the loss of this one ton not being billed ?

This may sound like an exagerated situation, but ask any local dealer if this
happens in his business. It may not happen so often with the bigger purchases, but -
a number of small purchases may add up to as much loss as the one large item.

Let's look at a couple of other examples:

Suppose a half ton of fertilizer that sells for $72 is not billed to the customer.
(The mark-up on this fertilizer is $9 per ton.) How many tons of this same kind of
fertilizer will have to be sold to make up for the loss of the half ton not billed ?

Figure that a roll of fence that sells for $36 does not get billed. (The mark-up

on this item is $6 per roll.) How many rolis of fence must be sold to make up for the
loss of the roll that was not billed?

These examples illustrate the importance of getting the merchandise properly
billed. Every employer will expect his employees to be very careful that this is done.
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CHAPTER V: SALES TAX

There is considerable confusion about charging sales tax on products purchased
in conducting the agricultural business. Where this is applicable, it is very important
to the merchant that the tax be charged or the business will have to pay the amount of
the tax that was not collected from the customer.

SOME STATES DO NOT HAVE: Some states do not have a sales tax and other
plans vary frem state to state. The Ohio plan is being explained here as this book was
written in Ohio. The understanding of one plan should help the student to understand
SALES TAX and then he can make adjustments for the plan in his state.

OHIO LAW: The Ohio law states that all objects of tangible personal property that
are offered for sa'e in Ohio are subject to the sales tax except food items and drug
items.

EXEMPTIONS: There are many exemptions to the above statement and this is
what the student must become familiar with in order to make the proper charges in a
place of business.

TAXED AT _FINAL CONSUMER: The intent of the law is that products will only
be charged the sales tax once. This will be to the person who buys the product for
final consumption or use. So any product used in the production of an item for sale is
tax exempt as long as the cost of the product is included in the selling price of a com-
pleted product. An example of this is the steel used in the production of a new
automobile. The manufacturer of the car is exempt from paying the sales tax on the
steel. The purchaser of the automobile is the one who pays the sales tax on the steel
and other production items. Another example of this law is where fertilizer is used.
in the prodiction of flowers for sale to customers. However, an exception is where
fertilizer is used for the production of vegetables in a home garden. In this case, the
final consumer of the vegetables is the home gardner, and he must pay sales tax for
the fertilizer. ANYTHING USED IN THE PRODUCTION FROCESS IS EXEMPT
FROM SALES TAX.

SEVERAL EXAMPLES: Feed for dairy cows is exempt from the tax because it
is used in a production process, while a set of electric clippers to be used in clipping
cows would be subject to the tax since this clipping is not actually part of the pro-
duction process of milk. It has been established that fly spray used on dairy cattle is
tax exempt because the killing of flies on the cows increases milk production and is
therefore part of the produciion process. This same fly spray used around the
dwelling merely for convenience is subject to the tax since this is not a part of a pro-
duction process.

Feed for all classes of livestock is exempt where the products from these animals
are sold. But the feed for the family dog or riding horses is taxable. Livestock
tonics, medicines, serums and the equipment or instruments to give these are tax
exempt. Most hardware items are subject to the tax, bat light bulbs that are used in
a cage layer house to control the light to the hens and help in the production of eggs
are exempt.
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Liming materials used on fields for better crop production is exempt from the
tax, but this same material used for lawn work is subject to the tax.

Remember -- PRODUCTS USED IN THE PRODUCTION OF PERSONAL -~
PROPERTY FOR SALE ARE EXEMPT.

USAGE DETERMINES TAX: The use that is made of some items determines
whether or not the tax must be charged. Any building materials that become part of
the permanent buildings or part of the real estate are subject to the tax. The assump-
tion here is that if it becomes part of the buildings or real estate that this is
probably the final consumer of the product and that he shuuld pay the tax.

SOME EXAMPLES: Tile used in fields which will increase the production of
crops for sale are exempt from the tax. These same tile used in milk house drains
or in a permanent hog house are subject to the tax.

Fencing material that is put up as permanent fence and would be sold along
with the farm if it werz sold as taxable. Temporary electric fence that is moved for
dairy cows to increase pasture area and in turn milk production is tax exempt.

Lumber that is used to build an addition to the hog house is taxable because
it becomes part of the permanent building. But the same lumber used to make a self
feeder for hogs is tax exempt because this is used in the production process.

Farm machifiery used in the production of crops for sale is tax exempt.
The repairs for this machinery and the gas and oil for them is tax exempt. But the
same’'gds and oil used in your automobile is subject to the tax.

Concrete materials and concrete blocks are normally taxable because these
generally become part of the permanent buildings or real estate.

Holding equipment not attachcd to farm buildings such as dryers, portable
cribs, bins and bulk milk tanks used for temporary holding rather than storage are
tax exempt.

Remember -- THE USE OF THE ITEM IS IMPORTANT IN DETERMINING
IF IT TAXABLE.

SOME ORGANIZATIONS EXEMPT: By law certain organizations are exempt
from paying the tax. Some of these are: charitable and religious organizations, all
government agencies including local villages, cities, states and federal ageucies,
schools and public atility companies.

EXEMPTION CERTIFICATES: From the preceeding examples it probably
seems that the sales tax law is very complicated. This is not the case if a few
points are kept clearly in mind. Remember the statement of the law from the first
page. Al! sales are subject to the tax UNLESS there is a legal reason that they are
exempt.




SALES TAX EXELIPTION CARD )

Instruction Sheet

Effective with the revision of the Ohio Sales Tax Law, January 2, 19€2, a new exemption.
jcardisrequired to protect the vendor of exempt sales, Previously, only one type of
| exemption was identified. Now there are five reasons why a farm customer might buy
from a dealer on an exempt basis. It is a vendor's responsibility to either collect the tax
Onevery sale or secure an exemption to show why it is an exempt sale. The exemption

certificate is your protection against being charged the tax in case of an audit. The
 following instructions are offered to insure proper use of certificates.

Not necessary to use;

see date line below,
Customer name and address r

typed for easy filing

Your firm name

- Check when selling
to another dealer for

resale, PN "t et e Address ...ttt en e
' SPECIAL B KET CERTIFICATE OF EXEMPTION FOR FARM SUPPLY DEALERS
ChECk all three whe The undersigne reby claims exemption on purchase of tangible pgrsonal property
selling to a farm

customer.

from

on or after
Name of Vendor Date
nd certifies that this claim is based upon the purchaser’s proposed use of the items pur-
sed, the activity of the purchaser, or both, as shown hereon:

. ) 1. Sold to another vendor for resalse.

Check this reason ) 2c. Directly in production of personal property for sale by farming.

vhen selling a ( ) 6b. Packages, materials, or equipment used in production of personal property for
customer bulk milk sale by farming.

anks dryérs port-= ) 10a. Equiprent or materials used directly in production of articles used in the
’ ’ '

produd sion of other personal Iroporty for sale by farming.
ble cribs or bins,

) 10b. Equipment or matsrials used in holding or conditioning of materials for sale by
, farming.

) 10c. Materials or parts to be incorporated into articles to be used in production of
personal property for sale by farmin

( ) OTHER - specify by number from back of::ard or Rule 93 e ..
This certif:<ate shall continue in force

: > e until revoked and sholl be considered o Purchaser
his date very im part of each order given to the above Name
ortant. Certificate named vendor unless the order specifiss
ecomes effective otherwise. Address
he first of taxing Vender's lTir*onso No., if ony / By
eriod in which this Date Signed “ - Activity \
: ate falls Farm & Power Equipment Retullef of Ohlo, Columbus Ohio Geain & Feed Dealors An&.tlon.wmhlnnm

Necessary onl)/when

Indicate customer
selling to another vendor

business

ecause of the complications of the present law, it is not wise to try to decide which
bpecific exemption reasoncovers any particular sale. This is why we recommend checking
e three basic reasons for farm use (2c, 10a, 10c¢) and adding 10b when necessary.

nce an exemption certificate is signed and the name and address of both customer and
endor remain the same, the certificate is valid,

igure 21. An improved form sales tax exemption certificate.
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In order to support an exemption from paying the tax, the purchaser must be
responsible for signing a statement giving the reason why this purchase should
not be subject to the tax. Figure 21 shows an example of an exemption certificate
to be used for this purpose. This is a short form which lists the reasons that are

applicable to a farm supply business.

ALL SALES ARE SUBJECT TO THE TAX UNLESS THERE IS A LEGAL
REASON WHY THEY SHOULD BE EXEMPT AND THEN THIS MUST BE

SUPPORTED BY A SIGNED EXEMPTION CERTIFICATE.

With this background of the sales tax law the student should get some practice
in charging sales tax. The following guide may be used on computing sales tax on
items costing between $ .31 and $10.40. Charge 3% on all amounts above this

range.
OHLU SALES TAX RATES

Less than .31 oo No Tax

031 10 .40 cm e 01

41 10 70 el 02

Tl 0 1,08 —mmme oo 03
1.09 t0 1.40 ——=——m—mmmmmmmee 04 5.71 to 6.08
1.41 to 1.70 ~—————=--c—mmem 05 6.09 to 6.40
1.71 to 2.08 —=———= mmcmmemeeee 06 6.41 to 6.70
2.09 to 2.40 -=---mmmmmmmmme e 07 6.71 to 7.08
2.41 to 2.70 -——---————-—mmumv 08 7.09 to 17.40
2.71 to 3.08 ~==-—m—mmmmmeeee e 09 741 to 17.70
3.09 to 3.40 —--————mmmememeeee 10 7.71 to 8.08
3.41 to 3.70 —=-cr=m—mmmmmeeeee 11 8.09 to 8.40
3.71 to 4.08 ——-=-=——c—cmmceeuo 12 8.41 to 8.70
4.09 to 4.40 --—-~--—=—mmmmme 13 8.71 to 9.08
4.41 to 4.70 ----——-=mmmmm e 14 9.09 to 9.40
4.71 t0 5.08 ——==-—-commommmee 15 9.41 to 9.70
5.09 to 5.40 —~—--=eem—meemee o 16 9.71 to 10.08
5,41 t0 5.70 =-==—-=—momeeemo 17 10.09 to 10.40

On the following page are some sales tax problems to be figured.




Figure the sales tax on the following items: (Tax is to be charged on all of
these so you do not need to determine whether or not the tax should be charged.)

50# dog feed @ $2.45
Two 50# bags of fertilizer @ $2.10 each
40 rods of fence @ $1. 45 per rod
200 concréte blocks @ 18¢ each

Electric clippers @ $24. 50
Order of garden seeds @ $10.30

1 qt. household fly spray @ $1. 80

Power lawn mower @ $145. 80
50# wild bird seed @ $3.25
Lumber for repairs @ $62.80

In the following examples determine if the tax should be charged and if so,
how much the tax should be:
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1000 field tile @ $54.00 per 1000 for repair of tile lines in corn field
Electric fence unit @ $24. 50 for temporary electric fence
500 concrete blocks for milk house wall @ 18¢ each

One roll of yard fence @ $18

Two rolls picket cribbing for temporary corn crib @ $7.15 each
20 bales of baler twine @ $8.25 each
5 bushels of alfalfa seed @ $28. per bu.
10# lawn seed @ 45¢ per 1b.
10 tons 5-20-20 fertilizer -@ $68 per ton for corn.
25 sewer tile @ 94¢ each for septic tank drain

BT o e W 2 UL e PR L e R ~ sk




Sales Tax -- Review

The sales tax must be collected on every sale or have an exemption certifi- :
cate for the sale. '

A blanket certificate of exemption means that the exemption is good for all
sales to the person who signed the certif.cate from the date on which it was signed.
This exemption applies to only the items used as stated on the exemption
certificate. Such as FOR THE PRODUCTION OF TANGIBLE PERSONAL,
PROPERTY FOR SALE BY FARMING.

The purchaser assumes the responsibility for whether or not the tax is
charged. He tells the dealer for what purpose the item is being used and this
determines whether or not it should be taxed.

Do not lose a sale because a customer does not want to pay the tax, but be
sure that he signs an exemption certificate and states the reason for claiming
exemption on the item. This puts the responsibility on the ¢~ stomer.

The sales tax auditors can legally examine sales records for the past four
years and collect the tax on any items during this time on which the tax was not
charged. If there are no exemption certificates on file to support a reason why
the tax was not charged the dealer will have to pay these tax charges.

The exemption certificates arc kept on file at the place of business. The
purchaser signs a certificate at each dealer where he does business. These then
support the sales records of that business.

P P T O Y T Tt [P

Three rules of thumb: (to determine if a sale is exempt from tax )

IS IT USED DIRECTLY IN THE PRODUCTION PROCESS?
ARE THESE PRODUCTS SOLD TO A FINAL CONSUMER ?

ARE THE ITEMS USED IN PERMANENT PROPERTY 3
OR REAL ESTATE? §

. ey — e s T R ¢ A T B s M Wk, W B S e > -
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CHAPTER VI: BILLING MERCHANDISE TO CUSTOMERS

As was ﬁxéntioned earlier, the billing of merchandise to customers by using sales
tickets is very important to any business. Every employee of a business is charged

with seeing that proper charges are made for goods sold. This chapter deals with the
actual physicai operation of making out sales tickets. These sales slips form a
permanent record of each transaction. Companies differ in the number of copies in
their sales tickets and how they file them for records.

A. Distribuation of sales tickets

1. In many cases sales slips are filed in a numerical file so that each slip is
accounted for. In case a mistake is made on a slip the word "VOID" should be
written across the face of it and this one filed in its numerical order.

2. Usually one copy of the ticket is filed by the day's business.

3. One copy is usually filed by customer's names by cooperative businesses
who need to keep patronage records.

4. The customer should always ha ‘e a copy of the transaction. If he fails to
pick it up at the place of business this should be sent with his monthly statement.

Sales tickets should be kept for six or seven years. (This will vary with the
laws of the state.) After this time accounts can no longer be collected because of the
Statute of Limitations. The statute of limitations is a la - that provides a definite
time in which legal action can be taken against an account or claim.

B. Preparation of the sales ticket

In spite of the importance of sales tickets many mistakes are made in their use.
Some common mistakes are as follows:

Ticket is 80 pooriy writien ii cannoi be read.

Some merchandise i8s not billed when sold.

Price list and discount policies not followed.
Mistakes in addition, subtraction and multiplication.
All sales tickets not accounted for.

Customers name and address not correct.
Customer gignature not gotten on a charge slip.
Sales tax not figurod

S ol ol i

IT IS VERY ESSENTIAL:

That the customer's name be correct. It can be embar.:-assing to make charges
to the wrong account.

That the figures on the slip are correct. Again it is embarrassing to go back to
a customer and say that you made a mistake of $10 on his bill. Customers often feel

-that if you are careless in one thing the whole business is run carelessly.

That all merchandise be billed.
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B. Some examples of different ty pes of sales tickets

On the following pages are a few examiples of sales tickets from a nmnber of
different agricultural businesses with a problem to be worked on each one. You
will notice that they are printed up to specially fit the business in which they are

being used.

On the Gold Star Feed Mill sales ticket, Figure 22, properly enter the following
information:

On today's date Mr. John Farmer of your town had delivered to his farm
and charged to his account the foliowing items:

500# egg elements @ $4.85
300# shelledcorn @ $3.25

100# clippedoats @ $3.80
200# sow and gilt balancer @ $5. 60

300# piggy pellets @ $6.25
Five 50# bags granite grit @ 80¢
Ten bags of oyster shells @ 85¢

On the Farm Bureau Cooperative sales slip, Figure 23, enter the following
information:

On today's date Mr. John Farmer of your town brought a load of feed to the
mill to be ground.

He had 2340+ of grain on his truck that was ground, and the grinding charge
is 15¢ per hundred.

To this he added: 300# of dairy supplement @ $5.40
200# of bran @ $3.25
200# of soybeaa meal @ $4.35

320# of molasses @ 3¢ per pound
40# of mineral @ 17¢ per pound
20# of salt (>uineralized)@ 4¢ per pound

8o he left these with the mill man for credit at 10¢ each.

He paigi for this order with a check that he had with him in the amount of

He did not need the bags from the dairy supplement, bran or soybean meal
$84. 65.

T e A A A —r VSTV il M A ST . e N T




Figure 22

Turims: Net Cash

GOLD STAR FEED MILLS

PHONE 263-3045 WOOSTER, OHIO 44692

AREA CODE 216

Date

Nome

Address

Egg | Elements

Supper Pellcts -

All Mosh Egg Maker

No. 2 Eqg Supp. Blend Crumbles

Stort te Finish

All iRash Grower

( Big Broiler

% Dairy

Shelled Comn

Clipped Oats

40% Hog Supplement Pellets

Sow & Gilt Bolancer

Hog Builder No.

Piggy Pellets

Spec. Hog

b 4 Granite Grit

n Calcite Grit e

Oyster Shells

RECEIVED ON ACCOUNT

|

Order By:

c 0 4 5 6 8 Delivery Date

STIHNAFT S-AKRON

0-6908 &

S R Y 52
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Figure 23

SOLD TO

PHONE 669-2711 SMITHVILLE, OHIO,

WAYKE FARM BUREAU COCPERATIVE ASSN.

196

ADDRESS

Sales Agresment: All charges are due and payable 20th of month following purchase.
All past due sccounts sre sublect 10 & 1% carrying charge per mo. untll pald,

_ QUANTITY

DESCRIPTION

PRICE
EACH

PULLET STARTER

SUPER LAYING MASH

SUPPLEMENT

BRAN MIDDS

SOYBEAN MEAL LINSEED COTTONSEED

MOLASSES

MINERAL | | OYSTER SHELLS GRIT

SALT-PB~IB—-SB~MB~F—-M-—I--MIN,

BAGS RETURNED @

GRINDING SHELLING

Signed

' CHARGE RETURNED

ON ACCOUNT

SALESMAN

E 4635

ORIGINAL




C. Practice and experience in writing sales tickets

Make out sales tickets for each of the transactions made by John Wilson for
September and October. Use the prices indicated on the nrice list, and remembher

accuracy is important.

These are examples of transactions from a feed mill. The instructor should be
able to buy a supply of sales tickets from a local feed dealer for this work.

September purchases for John Wilson:

Sept. 10 1580# grinding _ Sept. 15
300# dairy supplement
200# bran
40# mineral Sept. 18
20# salt Sept. 23

120# molasses

Sept. 12 500# shelled corn

500# grinding
100# hog supplement

October purchases for John Wilson:

Oct. 6 1520# grinding Oct. 18
300# oats
300# dairy supplement
30# mineral
30# salt
125# molasses

Oct. 10 540# shelled corn Oct. 22

540# grinding
100# hog supplement Oct. 29

Oct. 15 200# rye grass seed

30 bu. Lucas seed wheat
1 /2 ton 5-20-20 fertilizer

30 tons bulk lime

1640# grinding
300# dairy supplement
200# oats
40# mineral
20# salt
130# molasses

1550# grinding
300+ oats

300# dairy supplement
40# mineral
20# salt

122# molasses

$200 paid on account

1600# grinding
200# oats
300# diary supplement
40# mineral
20# salt
132# molasses

e e s e e e e~ . —mem e - g e —
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PRICE LIST
FEEDS
1
Soybeanmeal..........o0veeeenn $4.85  3-12-12...... perton ...... $63. 00 ;
Cottonseedmeal ................ 4.7) 12-12-12...... nono ... - 71.59
~ Linseedmeal................... 4. 60 5-20-20 ...... "o 75.20
1 Meat SCrap.....ccoceeverasessns 5. 30 8-16-16 ...... nono L. 71.50 .
Fishmeal............co00000n0e 8.45 0-20-20 ...... "o ... 62. 90 1
Bran.........coo00vvenececcccnes 3.05
3 Middling& ...................... 3. 10 §_§E_D_§:
g 32% Dairy Supplement ........ ... 5.06 Ranger Alfélfa ........ per bu. 32.00 j
40% Hog Supplement............. 5.7%  Vernal Alfalfa........ " " 38.00 ]
32% Steer Supplement............ 4.60 Medium Red Clover ... " " 28.00 :
36% Poultry Supplement.......... 6.05 Alsike Clover ........ non  18.00 |
Calf Starter ...... 50#.......... 2.70 Mammoth Clover...... "o 21,00
Molasses......... per#¥......... .03  Timothy.............. "o 9.00
Rye Grass............ non .11 i
GRAINS : Lawn Seed............ "on .75
Shelledcorn.........cco00eeeeee 2.95 Seed Wheat........... per bu. 2.35
Oats.........cco00v0e eeesssens 2. 65
Wheat..........ocv0vveveennnn.. 4.35 BULK LIME:
MISCE LLANEOUS Per ton spread on field........ 5. 7‘0
Oyster sghells......... 50# ...... . 80
Agricultaral Lime .... 50#...... .70
Salt BIoCKS. ..o.ovveernnnnnnnsn. . 90
Mineral.............. 50#...... 1. 50 ;
Salt ...... R 100#...... 2. 730 i
.Fly spray........ 1 gal. ...... 1.20
' 5 gal. ...... 5.50
Baler Twine...... per bale...... 9. 30 5
Anti-Freeze...... 1 gal. ...... 1.29 ,
Grinding......... cwt.......... 15 ;
DISCOUNT SCHEDULE ‘
For ton lots of one kind of feed allow a. discourt of $2 per ton.
For baler twine allow 10¢ per bale discount for orders of 10 bales or more.
For bulk lime allow 10¢ neér ton discount for 40 tons or more.
For fertilizer -- early crder discount:
Deduct. ... . $3.00 per ton for December delivery
2. 00 per ton for January delivery
1. 00 per ton for February delivery
Q
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CHAPTER VII: MONTHLY STATEMENTS AND SERVICE CHARGES

Monthly statements are used by almost every business and are a summary or re-
statement of the charges and credits made by another customer duaring the month.

A. The monthly statements have several advantages both from the dealers and the
customers' viewpoint.

1. It serves as a reminder to the customer of the current balance that he owes
the merchant. Regular payments on monthly statements helps the merchant to keep
his money turning over and reduces the amount that he has tied up in "Accounts
Receivable" which is not available for the operation of the business.

2. Paying by check on the amounts listed on the monthly. statement is an excel-
lent income tax record. Both the cancelled check and the statement of business .
support the farm expenses for the year.

3. Statements are usually made along with a permanent record that is kept on
file in the place of business. In case any of the farmers business records are lost
he can get this information again from the dealer if all transactions have been posted
on an account card.

4. It is usually easier for a farmer to keep his records if all purchases are
charged and paid for once a month. If some purchases are charged and some are
paid for by cash it is necessary that all of these purchased items be kept track of as
they are made.

5. Since statements are a re-statement of charged sales tickets, it has often
been found that mistakes have been made on the original sales ticket and corrections
can be made as these items are posted to the statement form. This may work to the
advantage of either the farmer or the merchant.

B. Following are examples of three different type statement forms. In each case
there is:

1. The date when the statement is mailed.

2. A place for the name and address of the customer.

3. A statement to pay the last amount in the balance column.
4

A statement of the service charges that are applied on account balances
that are past due.

5. A column for each of five items. These are:

Date

Item, reference, or commodity
Charges

Credits

Balance

> 20T

line for a "Balance" carried forward from the previous month.
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Figure 24
Phone 669-2801 ' STATEMENT
RUTT & AMSTUTZ, INC.
== DEALELS IN —

Grain, Seeds, Feed, CToal, Lime, Fertilizer

and Building Material /,®
% )

Smithville, Ohio

\ ALL CHARGES DUE AND PAYABLE 20th OF MONTH FOLLOWING PURCHASE.

——

N = _ __ _ |

ITEM

CHARGES

CREDITS
/]

IAI.ANCﬁ

All past due accounts will be charged % 10 1% Carrying charge per mo. until paid.
s DATE

/‘/(Agc:/l;ommmb Jl

[/
/
/ /

% |

/
/
/
/
/

/
[
[

DON BARR ASSOCMTE%MANSFIELD. OHIO [ ¢
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Figure 25

STATEMENT

GOLD STAR FEED MILLS

WOOSTER, OHIO e 44692

PHONE
. 263-3045
1 ARrea CopE 216

r 1

L _j AMOUNT OF
PAYMENT
DETACH MHERE * AND RETURN PART WITH YOUR NAME & ADDRESS WITH YOUR PAYMEMT. S
DATE REFERENCE CHARGES; CREDITS BALANCE

BALANCE FORWARDED

CASH. LAST AJOUNT IN
TERMS NET THIS COLUMN IS

WHEN AN ACCOUNT BECOMES DIELINQUENT INTEREST WiLL pg  YOUR BALANCE.
CHARGED AT THE RATE OF ¢% PER ANNUM.

GOLD STAR FEED MILLS, WOOSTER, OHIO 44692




Figure 26

STATEMENT
WAYNE FARM BUREAU COOP. ASSN.

u............u...ui

(Pay At Branch indicated)

2 Smithville Phone $69-2711 MAIN OFFICE:
[ Sterling Phone 939-2671 Smithville, Ohio
Teee e y [ Sheove  Phone 567-2311 Phone $9-2711

Acceunts dus 20th of month follewing pu-chace.
All past due accounts are subject te a carrying charge.

_mmumnussrunmuvouicam AMOUNT ENCLOSED §

COMMODITY NO. QUANTITY

CEDITS | BALANCE

| Xea

PLEASE PAY LAST Anomrr‘

REFER TO COMMODITY NUMBERS ON REVERSE SIDE.

Reverse Side of above Statement

(PEV. &-1-G8)
INDEX FOR COMMODITY :{UMBERS
l. Cos! 14. Gasoline 29. Twine
Y 15. Fuel Oil 111, Cash
6. Asimel Health 17 Oil, Grease sad Aati-Freess 115. Notes Receiveble
b Tence 8. Tires and Batteries 180. Seles Tax
7. Fertilizer 19. Ferm Equipment 241. Fertiliser Discowats
77. Mined Fertiliaer 20. Electrical Merchandise 514. Drying
. Fertilizer Materials 21. Building Materials $15. Grinding and Mixing
M. Liquid Fertiliser 2. Paint 516. Clesning and Weighing
8. Lime 23. Spray Materials $17. Labor
9. Machinery 24. Ferm Supplies General §25. Trucking
10. Repair Parts 25. Grain—Comn §35. Storage
11. Used Machinery 26. Grain—Oats §34. Fertiliner Sps sading
12. Field Seeds 2. Grain—Soybesns §37. Fertilizer Blending
13. Ostside Farm Equipment 8. Grain—Wheat 0. Cash Discount
900, Discounis Allowed
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C. Each of these items should be examined closely:

1. THE DATE WHEN TEE STATEMENT IS MAILED. This date is usually
the first month after which the business was done. For instance, this date would be
December 1 for the purchases and payments that were made in November.

Sometimes companies use a different date than the end of the month to send
out statements. This might be the 20th of the month to correspond with the date that

farmers would normally get their milk check. In this case then, the date at the top
of the statement would be the 20th of the month rather than the first,and the business
recorded in the body of the statement (charges and credits on account) would be from
the 20th of one month to the 20th of the next.

2. NAME AND ADDRESS OF THE CUSTOMER. It is important that these
names and addresses be correct. An incorrect address can cause a needless delay
in the statement reaching the customer. People do not like to have their names
misspelled, and this is poor public relations.

3. PAY THE LAST AMOUNT IN THIS COLUMN. The customer need only
look at this one figure on the statement to know what he owes. He may want to refer
back to the charges and credits that made up this final figure, but the LAST FIGURE
is what he owes.

This column is kept as a running balance column; charges are added to the
balance ahead and any payments on account are subtracted from this figure.

4. STATEMENT OF SERVICE CHARGES. These statements are a ~ecord
of charge accounts by the customer with the place of business. It must be remem-
bered that charge accounts are the same as borrowing money from that company.
They have put their money into these items of merchandise and then they have given
the customer the merchandise until he pays for it.

Everyone who borrows money expects to pay interest on it. This is why
there is an interest charge or service charge on these accounts. On these sample
statements are two statements of the interest or carrving charges to be applied to the
account. )

One says: All past due accounts will be charged 1/2 to 1% carrying charge
per month until paid.

The other says: When an account becomes delinquent interest will be charged
at the rate of 6% per annum.

What is the difference in these two statements? Some examples will show this
more clearly:

Assume that a balance of $240. 48 is past due or delinquent. Each of the
charges would be figured as follows:

”240.48 $240. 48
. 005 or __ .01
$ 1.20240 ¢ 2.4048

This means that at 12% carrying charge, 31.20 would be added to the account
that month At 1% carrying charge, $2.40 would be added to the account that monta.
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This figuring actually can be easily done by inspection. To figure a 1% carrying
charge on :@ account, all that needs to be done is to move the decimal point two
places to the left. Then to get 1/2%, all that is reuaired is to take 1/2 of the 1% figure.

$240.48 = $2.40 x 12 = $1.20
To figure 6% per annum reguires a little more figuring. Thi done as follows:

$240. 48
.06
$14.4288 This would be the charge on this amount at 6% for. a full year
(per annum)

$14.42 < 12 = $1.20 per month (This is the same figure as 2% permonth.)

The usual charges are 6% or /2% per month. There i8 a maximum legal limit of
8% interest that can be charged if it is called interest. This is why these are often
called service charges rather than interest if a company wants to charge more than
the 6%.

The way this may work with some companies that use the 12 to 1% system is that
they will charge the 1/2% on balances that are not paid up to six months and then the 1%
on these accounts if they are not paid aiter six months or more. This is just another
way to try to keep accounts current.

PAYABLE THE 20TH OF MONTH FOLLOWING PURCHASE. Some explana-
tion of this statement needs to be made. This says that all purchases made during the
month of August are due the 20th of September. After this date the dealer has the
right to add his service charges. Thie is also the date after which accounts become
DELINQUENT.

8. Column headings

a. DATE: This date is the day of the purchase or credit on account. The date
put on this statement form should corresp:ad with the date on a sales slip.
These dates should be in order during the month.

b. ITEM, KEFERENCE, OR COMMODITY: This column provides space for
the description of the item purchased or to indicate a payment on account.

Some statements are hand written and these are usually ruled. This type
is shown in the first example, Figure 24. Other statements are made
with a bookkeeping machine and the column for the commodity is rather
limited. In this case the indication of the item that was purchased is
shown by a nuraber. This is well illustrated on the third example.
Figure 26, where the commodity numbers are listed cn the back of the
statement form. The machine operators use these numbers to indicate
on the face of the statement what the customer has purchased. These
again should correspond with a sales slip.

c. CHARGES: Figures are entered in this column for the total amount of the

charges on a sales slip. Only the total figure from a sales ticket is
entered here.




d. CREDZTS: This column includes all items on the account that would
reduce the balance that the customer owes. This would include:

1) Payments on account by: check, cash, grain applied on account.
2) Return of merchandise. _
3) Credit by error: error in figuring, charge to the wrong account.

e. BALANCE: As was stuwd earlier, the last figure in this column is
always the current amount that a customer owes the company. This is a
running balance wicre charges are added each day zn.l credits are
subtracted. A company bookkeeper can go through the accounts file on
any day of the monih aud by adding together al] of thege last fignrea in
this column from eacii cusicmer's account. can tell the total amount of
the accounts receivable (what customers owe) on that partucular day.

6. BALANCE FORWARD: On every statement there needs to be a place to
carry forward the balance from the previous month. These statement iorms are
taken from the files and sent to the customer at the end of each month, so a new one
needs to be started for the coming month. This balance is obtained from the perma-
nent file card that is a carbon copy of the statements that have been sent.

Figure 28 shows a sample copy of a permanent file card taken from the
September purchases of John Wilson, page 59. This card stays inthe files of the
company as a permanent record. This is actually part of the bookkeeping system.

It is a carbon of the statement that is sent to the customers. This means that the
figures going to the customer are exactly the same as those going into the permanent
file of the company.

Note that the Date, Item, Debit, Credit and Balance columns onthis card are
the same as the statement form on Figure 27. By using carbon paper the statement
and the permanent file card can be made out at the same time.

On the following pages are some problems to work out using the statement
form and the permanent record card.

Problem 1. Frepare the monthly statement and permanent record forms for
John Wilson's business transactions for the month of October which are shown on page
59.

Remove the statement form (Figure 29) from the book and position it over the
permanent record form /Figure 28). The appropriate columns should line up. The
line for the first item enicv should be just below the last line of the September entry.
Cut a piece of carbon paper to fit the statement form and insert between the two forms.
Follow the examples given for September in Figures 27 and 28.

Remember, you need a balance forward figure at the top of the October statement.
Tais will be the same figure that was the iast figure on the September statement. The
carbon should not be under this part of the statement. Keep the lines straight on the
statement form and the permanent file card. The little v~ mark in the last column
should be made at the end of each posting so that you know which line you used last. It
will not appear on the statement.
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Figure 27. A Sample Statement for the Month of September.

Phone 669-2801 STATEMENT
RUTT & ANMSTUTZ, INC.

Grain, Seeds, Feed, Coal, Lim2, Fertilizer
and Buiiding Material

Smithville, Ohio_ (22f. / 19

_7&@44;4@0

ALL CHARGES DUE AND PAYABLE 20th OF MONTH FOLLOWING PURCHASE.
AN past due accounts will be charged % to 1% Carrying charge per me. until paid.

BALANCE FORWARD QO
20l6- xdling| Q4 Q2192
"ol Sy

- | 2/ 195 so7

21/51 40

~/% T 5-20-20 21471

2lx| s
2124 WMJ%__M/ #32197]

fORM 2 PAY LAST AMOUNT
DOM BARR ASSOCIATES. MANSFIELD. OMIO i TS “




Figure 28. A sample Permanent Record Card for the month of September. 69
SHEET NO
Z{JZLZOM RATING
TERMS
I DATE ITEM o DEBIT CREDIT BALANCE h

“ BALANCE FCRWARD JO v

1 | 4 dhsﬁmﬁm%__i&ﬂ FFAUZ

| gl Gn Grnd- kbl 227195 Sol/7| v

I ﬂé’ 805 Bp: Do lep f - Lo T-5.000 (83130 233 1

}_j__.z! 20 7 Yo e L7/| 40 P rd v

2123 &%Aﬂ&%«ag?g_ 57/ #32198 v

4o
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.
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Figure 28. (Cont.)

SHEET NO

RATING

DATE ITEM CREDIT BALANCE
BALANCE FORWARD I

L

B I 1 I




Figure 29. Statomont Form

Phone 669-2801 STATEMENT

RUTT & AMSTUTZ, INC.

= D) ALERS IN -

Grain, Soeds, Food, Coal, Limo, Fertilixer
and Building Material

19

Smithville, Ohio
ALL CHARGLS DUE AND PAYABLE 20th OF MONTH FOLIOWING PURCIHASE.
AN past due accounts will be charged ¥ 10 194 Canying chaige por mo. until paid.
DATK ITEM CHARGEN CREDITE BALANCE

BALANCE FORWANKD

10N MARH ADD o IATED MANISEIEL ) (40

PAY LAST AMOULIT

IN Wi

LOULUMN

71
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Full Tt Provided by ERIC.
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Problem 2. Prepare sales tickets for the business done by John Wiison in
November, December, January and February. (Sce pages 83 and 84.) Use the price
sheet from Chapter VI, page 59.

Using the blank statement forms (. .jures 30 - 33) and a carbon sheet, make out
statements and the permanent file card for the business of John Wilson for the four
months of November, December, January and February.. The statement forms may be
removed from the book and positioned in the appropriate location over the permanent
record form. Remember to carry forwazd the balance at the end of each month to the
new statement form.
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Figure 30. Statement Form

75

T o

Phone 669-2801 STATEMENT

RUTT & AMSTUTZ, INC.

Grain, Seeds, Feed, Coal, Lime, Fertilixor

~ DEALERS IN —

and Building Material

19

Smithville, Ohio.

ALL CHARGES DUE AND PAYABLE 20th OF MONTH FOLLOWING PURCHASE.
All post due accounts will be charged % to 1% Carrying charge per mo. until paid.

DATE

ITEM CHARGES

_P

CHEDITS BALANCE

BALANCE FORWARD

DON BARR ASSOCIATES MANSFIELD. OHIO
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Figure 31.

Statement Form

e ———

Phone 669-2801

STATEMENT

RUTT & AMSTUTZ, INC.

= DEALERS IN —

Grain, Sceds, Feed, Coal, Lime, Fertilizer
aond Building Material

Simuihviile, Ghio

ALL CHARGES DUE AND PAYABLE 20th OF MONTH FOLLOWING PURCHASE.
All past due accounts will be charg .d % to 1% Carrying charge per mo. until paid.

DATK

ITEM

CHARGES

CREDITS

BALANCE

BALANCE FORWARD

DON BARR ASSOCIATES. MAKSFIELD ONIO

PAY LAST AMOUNT
IN THIS COLUMN

A




Figure 32. Statement Form

Phone 669-2801 STATEMENT
RUTT & AMSTUTZ, INC.

Grain, Seeds, Feed, Coal, Lime, Fertilizer
and Building Material

Smithvilie, Ohio 19
i

ALL CHARGES DUE AND PAYABLE 20th OF MONTH FOLLOWING PURCHASE.

Al past due accounts will be charged ' to 1% Carrying charge per mo. until paid.

I

DATE ITEM CHARGEKS CREDITS BALANCE
BALANCEK FORWARD
4

DON BARR ASSOCIATES. MANSFIELD. OHIO

PAY LAST AMOUNT

IN THIS COLUMN




Figure 33. Statement Form

Phone 669-2801 STATEMENT
RUTT & AMSTUTZ, INC.

Grain, Seeds, Feed, Coal, Lime, Fertilizer
and Building Material

Smithville, Ohio . 19

ALL CHARGES DUE AND PAYABLE 20th OF MONTH FOLLOWING PURCHASE.
All past due accounts will be charged % to 1% Carrying charge per me. uniil peid.

DATE ITEM CHARGES CRLDITS BALANCE

BALANCE FORWARD

foRm 2 . . PAY LAST AMOUNT
DON BARR ASSOCIATES. MANSFIELD. OHIO 1 THiS i

81



November parchases for John Wilson:

Nov. 4 4 gallons permanent

anti-freeze (for tractors)

Nov. 8 800# s ‘ec corn

800# grinwny
150# hog supplement

1540# grinding
300# oats
300# dairy supplement
40# mineral
20# salt
138# molasses

Nov. 12

December purchases for John Wilson:

Dec. 3 1000# shelled corn

1000# grinding
150# hog supplement

1680# grinding
200# cats

300# dairy supplement
30# mineral
. " 30# malt
122# molasses

Dec. 15

Dec. 18
Dec. 22

Dec. 10

Dec. 26

January purchases for John Wilson:

Jan. 4 1500# shelled corn

1500# grinding
175# hog supplement

1590# grinding
300# bran

2004 soybean meal
40# mineral
20# salt

118# molasses

5 tons 5-20-20 fertilizer
with January discount

Jan. 15

Jan. 8 Jan. 21

Jan. 12

Nov. 18 _
Nov. 22 Paid on account - $150

Nov. 26 1730# grinding

83

50# calf starter

100# oats L
300# dairy supplement
40# mineral
20# salt
116# molasses

Four 50# bags agricultural
lime.

Ten 50# bags oyster shell

Paid balance on account ‘or
end of year

1650# grinding
200# oats

300# dairy s»pplement
40# mineral :
20# salt

135# molasses

- 200# shelled corn

200# grinding
25# hog supplement

Paid on account - $250
Jan. 25 1610# grinding

250# bran

200# soybean meal
30# mineral
40# salt

124# molasses
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February purchases for John Wilson:

Feb. 2

Feb. 6

Feb. 10

1 12 bu. ranger alfalfa
1 bu. red clover
32 bu. aisike clover

320# grinding
200# bran

300# dairy supplement
40# mineral
20# salt

1404 mineral

20 bales baler twine

Feb. 15 8720# ear corn sold to be applied
applied on account at $1.70
per hundred

Feb. 22 Paid on account $250

Feb. 24 1680# grinding
300# bran
300# dairy supplement
20# salt
133# molasses
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CHAPTER VIIL DAILY CASH BALANCE --- MONTHLY BANK BALANCE

Each day the business should check the amount of cash that is on hand in the cash
drawer or cash register. There are a number of reasons why_ this is important:

1. This is a check on money that might be lost or misplaced.

2. This is a check on mistakes that might be made in making change or writing
sales slips. (This is one reason for always writing the amount of a check
given in payment on the sales ticket so that the figures for change can be
checked.)

3. This is a check on money that might be taken from the cash drawer and not
accounted for.

The formula for checking the cash balance is simple and the application is easy if
all money is accounted for. The formula is:

Cash and checks on hand at the beginning of the day

plus
All cash and checks taken in during the day

minus

Any money taken out during the day (includes any cash
paid out and any bank deposits made)

equals
New Cash Balance.
Exaraple: $ 236.54 cash and checks on hand at the beginning of the day.

1658. 88 cash and checks taken in during the day (for cash sales and
payments on account). ‘

4.50 cash paid out for freight charges.
1245.52 bank deposit
$ 645.40 cash balance at the end of the day.

Problem 1. Add up the cash on hand from the following checks, bills and coins.

Checks: $ 48.16 Bills: 3 - $20 - Coins: 18 - 50¢
105. 81 5 - $10 12 - 25¢
123.46 8-$5 42 - 10¢
66. 00 33-$ 1 30 - 5¢
4.00 62 - 1¢
16.16
81.80
45.10
100. 25

Total cash and checks on hand.
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Problem 2. Using the cash balance from problem 1 as the cash balance for the
beginning of the day, fugure the balance at the end of the day with the following
transactions.

Cash balance at the beginning of the day -
Cash slip $18.45

Charge slip $45.91
Cash slip $142. 88

; Cash slip $61. 90

Paid on account $200. 00
Charge slip $86.25
Cash slip $158. 99

Cash slip $21. 66

Cash slip $90. 87

Paid on account $41. 76
Cash paid out for gas $3.00
Casbh slip $35. 89

Cash slip $14. 95

Cash slip $50. 00

Cash slip $81. 90

Paid on account $100. 00
Charge slip $46. 87
‘Bank deposit $1235. 89
Cash slip $5.10

Cash slip $65. 89

Cash balance at the end of the day ---======-===-=----==c-c-===

This daily cash balance will be used with the one month problem in tke back of
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A. Monthly bank balance

It is important that an accarate check record of expenditures be kept. There is no
better way to keep account of expenses than to pay bills by check and then have the
cancelled checks and the ckeck record on file. This is true for an individual as well as
a business. This is an excellent record for income tax purposes.

.B. Reasons for checld.pg the business figures with the bank statement -

Here again, this is like the daily cash balance in that it is a check on the money
flowing in.and out:of the business. While the daily cash balance is taken for each day's
business, the bank statement is usually only checked once a month. Some of the
reasons for making this monthly check are: '

1. The bank may make a mistake on your account. It does not happen very often,
. but it is possible. One of the most common mistakes at the bank is getting an item
" "posted to an account because of a similar name. This might happen on an account
‘where the business name of the company is similar to the owner's name. For example,
John Smith might have a personal account at the bank and also operate The John Smith
Company. ‘ '

{ 7 2, This is a check on the arithmetic in keeping the check record. Often the sales
» -- ‘clerk might be busy at the time he has to write a check and in his haste, it is easy to

~ make a mistake of $100, etc., in addition or subtraction in making the eatry. Or in

. fact, it might be that a check has even been missed in entering in the check record. If

: the balance in the company book differs from that on the bank statement, the error
should be found.

3. This also is a check on money that might be misplaced. A deposit that might
be left in a coat pocket or a desk drawer after it has been entered in the business books
might not get to the bank, and this would show up at the end of ti.. month.

4. This might be the means of exposing a dishonest employee. An office clerk
could write a check to hkimself and not enter it in the records of the business. But if
this check appeared con the bank statement at the end of the month some checking would
be done to find the reason for the difference in the balances.

Figure 34 shows an example of a bank statement. Note that all of the checks
reaching the bank to be subtracted from the account are listed on this statement. These
checks do not reach the bank in the order that they are written fromthe company be-

? cause of time and distance and peoples' money habits. A check that has to gotoa

] company in Chicago or New York will take longer to clear through the banks than one to
a local farmer for a load of corn. 3ome people like to carry checks around with them
for a time before cashing them feeling that this is safer than carrying money. You will
notice on some checks that the statement is made that the check is void if n* cashed

t in 30 or 60 days. This is put on there to try and hurry the checks through the banking
system so that accounts can be kept current. Since these ctecks do not come to the
bank ir the same order that they are written at the company office, this sometimes
creates a problem in matching the checks subtracted at the bank with the company

B records. : :




88. THL FARMERS & MERCHANTS BANK CO.
Smithville, Ohio
"4 ACCOUNT WITH

PLEASE EXAMINE AT ONCE: IF NO ERROR i8S
REPORTED IN TEN DAYS THE ACCOUNT WilL SE CONSIDERED CORRECT.
——— e e _
CHECKS DEPOSITS DATE BALANCE

AMOUNT SROUGHT FORWARD AUG.31'65 17 561. 91*
71.73 - SEP. 2'65 1 490. $1%
8.85 - SEP. 3'65 2 481.33*
9.60 - SEP. 4'65 3 471, 73*

6.00 - 6.00 -
100. 00 - SEP. 765 6 359. 73*
15.33 - 45.88 - SEP. 8'65 8 298, 52*

5.00 - 7.00 -
5.95 - SEP. 9'65 11 280. 57*
14.06 - SEP. 14'65 12 266. 51*
16.00 - . SEP. 20'65 13 250.51*
418.00 + SEP., 24'65 13 668.51*
2.00 - 10.00 - SEP. 2765 15 656. 51*

.80 - 8C SEP. 28'65 655.71*

350.00 - 13.45 - SEP.28'65 17 592. 26*
63.00 - SEP.30'65 18 529. 26*

1

— e S EEE— SR, ST
FRED PROSTER 00, G1NT). 00108-N

KEY LAST AMOUNT IN THIS
TR=Tax CM=CRreEDiT MEMO COLUMN I8 YOUR BALANCE
SC~3envice CHARGES LST=TOTAL OF SEVERAL CHECKS
EC~Ernon CORRECTED RET—REYURNED lreMm
CC~CenTiFigp CHECK OD—OVERDRAFT

DM=DesiT MEmO
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Note also that there is a place for listing all of the deposits to the bank account
during the month. This is usually easier to check because they are usually made in
fairly large amounts and ‘1sually not more than one deposit per day, and these are
generally posted at the bank the same day or the cay after they are entered in the
business record. So these are usually in order and easy to follow.

Notice that the balance is kept as a running daily total. In this way the bank knows
each day just what the balance is on any account. This might not be done each day at
the business office. In fact it might be done only once a month when the account is
checked with the bank statement.

Notice at the bottom of the statement there are a number of items that the bank
may subtract from your account that you have not written a check for. They just
deduct this amount from your balance in payment for the service that they havz g.ven
you. If these items are not deducted once a month from the check record at the busi-
ness office, the check record will not ke accarate.

REMEMBER THE MONTHLY STATEMENTS THAT YOU MADE IN THE
PRECEEDING CHAPTER?

These were statements of the busiaess that a farmer did with the company daring
any particular month. This bank statement is the same kind of a record of the money
business that the company did with the bank during this month. Banks deal in money
and get paid for offering this service.

FORMULA: There is a formula Zor checking the monthly bank balance just as
there is a formula for checking the daily cash balance (page 85). This formula is:

Start with the last balance figure on the bank statement.

Ada back to this any service items that have been deducted.
{ (This is because these have rot yet been deducted from the
books at the place of businessi.)

Subtract the amount of checks that have been written at the

‘ place of business but have not yet come to the bank. (These
i are usually checks that have been wriiten at the very end of
the month or a check that sorneone is helding.)

This should give the balance that is in the company check record.

If these do not balance, each item of depoait or check written will have to be
checked.




The following two problems deal with figuring bank balances:
Problem 1.
Add all the checks written.

Subtract this from the balance at the beginning of the month.

Add all the deposits made.

Add this to the total after checks were subtracted and this will be the new
bank balance.

This could be done each week, or each month or at any time that the manager
would like to know what the bank balance actually is.

Bank balance at the beginning ---~-=====cceerecccmccmccccaa— $32,561. 89
Checks written Deposits made

$ 453. 80
62.21 $ 980.50
58.19
64. 52
88.76
689.00
553. 87 1567. 90
8. 90
123. 60
59. 62
84.45 520. 80
66.21
, 189.56
f 345.81
622. 58 1018. 54
54,19

R At

Bank balance at the end of these transactions--- --$

The example above might be the way that the check and deposit record is kept at
the company. A daily balance is not kept and the balance may only be figured once a
month or once s week. This is a record of all transactions and not a daily running
balance. At the bank they keep a running daily balance of all accounts, and a balance
figure is carried at the end of each day's entries.

Problem 2. Figure a balance each day.

Add the checks cancelled that day.

Subtract this total from the balance at ihe beginning.
Add any deposits made for that day.

Enter this as a daily balance.

Start with this balance for the next day.
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This is the way the bank carries each account balémce, so they can tell at a

glance how much is in any account at a particular time.

Figure a daily balance figure in this problem.

Bank balance at the beginning-~-=—======—cccccmmmm e $15, 890. 80

Checks cuncelled

Deposits made

Oct. 1

Oct. 2

Oct. 3

Oct. 4

Oct. 5

In problem 3 these two systems are compared to each other to see if the records

$ 546.
66.
48.

780.
1655.
445.
63.

681.
236.
515.

161.
16.
45.

90.
66.
145.
518.

78
81
90

45
60
90
18

o4
90
89

56
21
18

95
80
55
90

$ 980.56

2384.16

885. 80

are being kept accurately both at the bank and at the office of the company.
In this problem the final balance should be the same on both sides.

With the company books:

With the bank recoxd:

Add up all the checks written.

Subtract this from the beginning balance.
Add the total of deposits to this.
Subtract the bank service charge.

Figure a daily balance by subtracting checks
cancelled and adding deposits made.

Subtract the bank service charge.

Subtract the total of outstanding checks. This
is any check that has been written by the
company and subtracted from their balance but
has not been received by the bank to be sub-
tracted from their balance.
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Problem 3.

In problems 1 and 2 the business records and the bank records were

kept separated. In the following example the two systems are pat together into one
problem. The company books must balance with the bank records. Anything in the
way of service charges deducted at the bank needs to be deducted from the company
balance at the end of the month and any OUTSTANDING checks (checks written at
the company but not received at the bank) need to be deducted from the bank's balance

before the two balances are equal.

Company Books
Beginning balance ---------- $24, 681. 50

Checks

Oct. 1  518.54
16. 81
458. 95
Oct. 3  48.16
55. 10
125. 18
Oct. 5  88.21
64. 25
681. 90
5. 10
1052. 74
41. 90
16. 22
| 25. 94
Oct. 9  155.90
81. 56
42. 90
16. 22
Oct.15 122.85
75. 00
23. 50
Oct.30  18.79
67. 80
168, 34

Deposits

861. 90

Oct. 7
2469. 51

980. 90

1350. 00

Balance at end of month:

Less bank service charge:

Final balance ----=-—mmmm-

Bank Record
Beginning balance -~-=~-=---- $24,681. 59
Checks received  Deposits  Balance
Oct. 1 16.81
518. 54
Oct. 3  458.95  861.90
55.10
Oct. 5 64.25
5.10
Oct. 7 681.90 2469.51
41. 90
25. 94
Oct, 8 1052.74
42.90
16.22
Oct. 15 75.00  980. 90

23. 50

Oct. 16 Bank servicé
charge $2. 85

Oct.30 122.85 1350.00

48.16
Ralance at end of month:

Less outstanding checks:

Final Balance —====c=cecaaaa-
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Sometimes there is a mistake in figures between the company bocks and the

figures at the bank. Some of the more common mistakes are:

1. Figures may be transposed (writing 84 instead of 48)
2. An entry may be made twice

3. One figure might be dropped from a number
4. A figure might be off by $10 or $100

8. A figure might be added when it should have been subtracted.

Following are two problems to be worked where the figures at the compaay office
are different than those at the bank. Assume that the figures at the bank are the cor-
rect ones except in the case of duplicate figures.

When the bank balances on the company books and the bank statement are the same
there is no problem, but if the two figures are not the same then a mistake needs to be
found. ' In the following two examples there is a mistake between the two balances.

Find the mistake:
Problem 4.
Company Books
Beginning balence -=~------- $18, 560. 55
Checks written Deposits
561. 9
67. 90 495.00
51.10
618. 56
114. 20 689.00
42. 80
66. 80
345. 00
86. 80 385.68
Final balance ~------ we———————

Bank Statemep_g

Beginning balance =--~-===- - $18, 560. 56
Checks cancelled Deposits  Balance
-51.10 496. 00
661. 89 689.00
618. 65
42,80 336.68
66. 90
345. 00
42,80
End of month balance --====--

Less outstanding checks:




Beginning balance ------------ $9, 568. 45
Checks written Deposiis '

66. 81
85.10 418. 50
168.00

567.89
356. 56 444.80
128. 90

16. 88
94.67 688. 40
 345.70

Final balance ' -

Bank .tatement
Beginning balance ~~~-~~-~-- $9,568. 45

Checks cancelled Deposits Balance

168.00 418. 50

66. 81
365. 56 444.80

567.89
128. 95
1€.88 888.40

94.67
345.70

End of month balance--~-——---

Less outstanding checks:

Final Balance

All of the money that goes from the business to the bank needs to be recorded on a

bank deposit slip. (Figure 35.)

This slip should be made in duplicate with one copy going to the bank with the
money and the other copy staying at the company office for checking of records. On the

following page is a sample bank deposit slip.

There is a place for:

the name of the company or person making the the deposit.
the date (this is important in checking back).

1
2.
3. the total in bills (currency).
4. the total silver (coins).

5

each individual check (the space at the ieft is to identify each

check if this is desired).
6. the total.

Transfer the figures to the deposit slip.
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Transfer the following checks and money to the bank deposit slip:

Quantity Amount
10 ——  $ 20
) 1 J— 10
16  -——-- 5

Checks: $ 345.89
46.78
116.45
1.52
681. 80
62.18
66.01
418.60
22.10
9.9
67.35
91.88
12.16
35. 66

Silver:

22 --—- 50¢
35 --— 10¢

OO

Figure 35: Bank Deposit Slip

DEPOSITED WITH

The Farmers & Merchants Bank Co.l

SMITHVILLE, OHIO

®
®

TOTAL $
SEE THAT ALL CHECKS AND DRAFTS ARE ENDORSED

FAED FROCTUR OB Cx B

®

95
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CHAPTER IX: PURCHASING AND STORING GRAIN

One of the major operations of many local elevator points is the handling of grain
for the farmers of the community. This may be the purchasing, drying, storage or
grain banking of the farmer's product. In fact, with some elevators this may be the
major business.

There are a number of topics that need to be discussed and studied in relation to
the grain handling from the farmer to the terminal elevator. These may be listed as
follows:

A. Terms used by the grain trade

B. Discount schedules

C. Shrinkage in drying

D. Scale tickets and settlement checks
E. Warehouse receipts

F. S8torage charges

A. Write a definition for the following terms. Get information on these terms through
class discussion, references, field trips or a speaker into a class session.

1. Carload lo:

2. F.O.B.:

Freight charges:
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10.

11.

13.

14.

15.

16.

17.

Foreign material:

Damaged grain:

Food and Drug Administration:

Mercury compounds:

Future markets:

Dockage:

Terminal market:

Milling in transit:

December wheat:

Warehouse receipt:

Bill of lading:




18.

19.

20.

21.

22.

25.

Gross weight:

99

Tare weight:

Net weight:

Moistare tester:

Grain sample: %

Federal inspector:

Discount:

Shell out:

Anyone having connection with the handling of grain will encounter some of these
terms. Keep these in mind as the work is done in the rest of the chapter.

Farmers selling their grain to country elevators are often confused and irritated by
the discounts applied to their grain. This is caused by a poor understanding of the sys-
tem used and why discounts are necessary. People working in the grain buying trade
should be able to explain the reasons for discounts to their customers. A better under-
standing of the reasons for discounts will improve customer relations.
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Discounts applied: Discounts are applied on grains for conditions that make a
particular lot of grain inferior to first class material that the grain merchant can buy.
These may be conditions of moisture, test weight, foreign material, heat damage,
insect infestation ¢ loss of condition through storage.

B. Discount scheuaules:

On the following pages are discount schedules for corn, wheat and soybeans. It
will be noted on each discount schedule that there is a deduction for the conditions
mentioned above.

A bulletin that should be studied along with this chapter on handling grain is
Bulletin 425 of the Agricaltural Extension Service, The Ohio State University, by
Ross Milner, Extension Economist in Grain Marketing. Several parts of this bulletin
are being used in this chapter.

In the discount schedules that follow it will be noted that a large part of the dis-
count is for moisture in the grain. It is understandable that grain quotations came
to be stated in percentage cf moisture content because the value of grains is depend-
ent upon the amount of dry matter they contain. High moisture causes grain to be
worth less for several reasons:

1. Such grain contains less dry matter.

2. This grain creates a storage problem.

3. Moisture promotes insect and disease growth.

4. Excess moisture makes processing difficult.

5. This may lower other related grade factors (high moisture reduces
test weight).

6. Increases transportation costs.

7. Creates a drying cost.

When high moisture grain is handled and shrunk to a dry bar:=, there are two
types of losses in weight that occur:

1. Moisture loss
2. Dry matter loss

Farmers are used to the moistare loss and have witnessed this in their own
cribs at home. The level of corn in the crib shrinks during the winter as the corn

is drying out. The dry matter loss comes from handling and is unavoidable.
These losses come from:

1. Removal of chaff

Bee's wings (corn)

Parts of tip.caps

Fine parts of cracked ke ..els

Dust caused by rubbing and polishing.

Ll

These dry matter losses amount to about one-half of one per cent which is not a
large amount but adds up when a large volume of grain is being handled.
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These factors of shrink have been put together in a chart in Dr. Milner's bulletin.
This chart is reproduced below, and a few problems worked from the chart will help in
the understanding of this shrink. The percentage shrink in this chart includes both
the moisture loss and the dry matter loss.

Figure 36. Grain Shrinkage Chart
Percentage Shrinkage VWhen a Unit of Grain is Dried to Selected Percentages
of Moisture!
Percentage of Shrinkage When Grain Is Dried to:
Percentage
Moisture 13.09% 12.5% 14.0% 14.5% 15.0% 18.5%
In Grain Col. 1 Col. 2 Col. 3 Col. 4 Col.5 Col. &
13.0 0 0 0 0. 0 0
135 1.07 0 0 0 0 0
140 1.65 1.08 0 0 0 0
14.5 2.22 1.66 1.08 0 0 0
15.0 2.80 2.23 1.66 1.09 0 0
16.6 3.37 2.81 2.24 1.67 1.09 0
16.0 3.95 3.39 2.83 2.26 1.68 1.09
16.5 4.62 3.97 3.41 2.84 2.26 1.68
E 17.0 5.10 4.56 3.99 3.42 2.85 228
3 175 6.67 6.12 4.57 4.01 3.44 2.87
18.0 6.%5 6.70 6.16 4.69 408 346
18.5 6.82 6.28 6.73 5.18 4.62 - 4.06
19.0 7.40 6.86 6.31 6.76 5.21 4.64
19.5 .97 7.44 6.90 6.3 5.79 5.28
] : 20.0 856 8.01 7.48 6.93 6.38 5.83
20.5 9.12 8.59 8.06 7.62 6.97 6.42
21.0 8.70 9.17 8.64 8.10 7.66 1701
21.6 10.27 9.76 9.22 8.69 8.16 7.60
22.0 10.84 10.38 9.80 9.27 8.74 8.19
225 11.42 10.90 10.38 9.86 9.32 8.78
23.9 11.99 11.48 10.97 10.44 9.91 9.38
1 23.6 12.567 12.06 11.56 11.03 10.50 9.97
: 24.0 18.14 12.64 12.13 11.61 11.09 10.56
24.5 13.72 13.22 12.71 12,20 11.68 11.16
25.0 14.29 13.79 13.20 12.78 12.26 11.74
25.6 14.87 14.37 13.87 18.37 12.86 12.33
26.0 16.44 14.95 14.45 18.95 18.44 12.98
26.5 16.02 15.53 156.08 14.54 14.03 13.52
27.0 16.69 16.11 16.62 15.12 14.62 14.11
3 2178 17.17 16.68 16.20 16.70 15.21 14.70
28.0 17.74 17.26 16.78 16.29 15.79 15.29
28.5 18.32 17.84 17.36 16.87 16.38 15.88
29.0 18.89 18.42 17.94 17.46 16.97 16.48
29.5 19.47 19.00 18.52 18.04 17.6€ 17.07
80.0 20.04 19.68 19.10 18.63 18.16 17.66
i 80.5 20.61 20.15 19.69 19.21 18.74 18.26
1 1 All of the above percentages of shrinkage figures inciude actusl moisture Joss plas one-half
percent for dry matter loss.
1 qnanm percentage of shrinkage may be applied to pounds, bushels, tons and all other units of
: y
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Figure the shrinkage in these probleins using the chart on page 101.

Sample;: How many pounds will he lost when a load of wheat that weighs 12, 860#
is dried from 18. 0% to 14. 0Y5? '

12, 860 l1bs. grain x .0515 (factor from table} = 662.29 lbs. shrink
This is the reason some discourit needs to be taken for high moisture.

1. What is the weight loss when a 12ad of shell2d corn that weighs 9844+ is
dried from 25. 0% to 15.0%? #

i 2. What is the weight loss when a load of cats that weighs 12, 500:# is dried
' from 17.0% to 13. 0#? #

3. How much weight is lost when a load of wheat that weighs 14,220# is dried
from 16.0% to 13.5%? #

This table can be applied to other units besides pounds, such as bushels and tons.

4. How many bushels of coru are losi. when a load of corn that contains 242 ba.
E of tough corn is dried from 26.0% to 15.0%? bu.

5. How many tons of shelled corn are lost when a semi-load of corn that con-
tains 16 tons of tough corn is dried from 24.0% to 156.5%? Tons

On the rcgular grain discount sheets these percentages of slirink have been con-
verted to cents of discount.

In addition to the moisture (or shrinkage) discount. other factors that make the

grain of inferior quality cause discounts to be applied. Some of. these are explained
below.and then note them in the d*scount sample sheets on the following pages.
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The sarhple discount schedules are used by permission of Landmark. They are for
the purposes of this exercise, and the discounts may not be current.

Moisture discount: In the grain trade and through government standards, moisture
levels are established above which discounts are applied. For the various grains these
are as follows:

corn - 15.5%
wheat - 13.5%
soybeans - 13.0%

Discounts are applied for moisture in grain for two reasons:

1. The merch nt {s purchesing water wiﬂ,ch is of no value to him. When the
grain is dried there will be weight loss.
2. The grain must be dried which takes labor and equipment.

These two factors are faken into account in arriving at the moisture discount.

Test weight discount: Again by government standards, official weights per bushel
are established. These test weights are for high quality grain. If a bushel measure of
the grain does not come up to this weight, it means that some condition in the product
is making it inferior. This means that the miller or processor will not get as much
yield from the bushel of grain as he would from high quality material. The weights
below which grains are to he discounted are as follows:

Grain Official Weights Minimum Test Weight
wheat 60# per bu. 58# per bu.
corn 56# per bu. 54# per bu.
soyheans 60# per bu. 54# per bu.

Foreign material discount: Foreign material may be anything that does not belong
in this sample of grain. This might be other grains (such as rye in wheat or corn in
soybeans) or weed seeds, or sticks or stones. The dealer is not interested in buying
this material if he is buying it for a specific grain and all of these materials add weight
to the load.

Shrunken and broker: kernels: A damaged kernel does not have the feed quality or
milling qualities of sound grain. For high quality products these materials have to be
screened out which requires an extra cleaning and a loss in weight.

Musty-heating-sour-insects: All of these conditions reduce the quality of the grain.
In fact, these conditions often require that the grain be used for livestock feed which
brings a lower price than the regular milling trades.

Smutty or garlicky wheat: The only way that these materials can be taken from
grains is Dy a washing process. This again takes labor and equipment.

THESE ARE THE REASONS THAT THE FARMERS' GRAIN IS DISCOUNTED.
IF HE UNDERSTANDS THESE REASONS, HE WILL BETTER UNDERSTAND THE
DISCOUNT ON HIS GRAIN,
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Figure 37: Corn Discount Schedule

Supersedes all previous rail discouat schedules, and becomes
effective with contracts written October 16 and thereafter.

Applicable to ears unloaded at Colambus, Sidney or Lirma

Minimum Discounts for Cora Grading Below 2#
Subject to Change Without Notice.

Discounts for M oisfure

15. 6
16.1

16.6
17.1
17.6
18.1
18.6

19.1
19.6

o
o

8§ §8 8 8 8 &8 & °®

Discounts other than for moisture

16.0
16.5

17.0
17.5
18.0
18.5
19.0

19.5
20.0

1% discount each 1/2% moisture beyond 25. 0

1 1/2¢

3

¢

4 1/2¢

6
7
8
9

10
11

¢
¥
¢
¢
¢
¢

Test weight

Musty
Heating
Sour
Hot
Weevily

Foreign material
Damaged grain

Heat damage

20.1
20.6

21.1
21.6
22.)
22.6
23.1

23.6
24.1
24.6

&8 8 8 8 &8 8 ®

to

20.5
21.0

21.5
22.0
22.5
23.0
23.5

24.0
24.5
25.0

1¢ éach 1# or fraction under 54+#

3¢

5¢

6¢

6¢

3¢ discount

1¢ each 1% or fraction over 3.0

1¢ each 1% or fraction over 5.0
1/2¢ each 1/10% over 2/10% to 3% plus
1¢ over 1/10% over 3%

12¢
13¢
14¢
15¢
16¢
17¢
18¢
19¢
20¢
21¢

[




1
2
3
4
5.
6
7
8
9

10.
11.
12.

1.

C.
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From the corn discount schedule (Figure 37) figure the discount per bushel from
the following tests:

56# test weight -~ 21. 3% moisture

53¢ " " --23,8%
56¢ " " --26,9%
55¢ " " --19 2%
52¢ " " --33.2%
55# " " --22.8%
52# " -~ 24,1%
56# " n 15.2%
55# " o 35.0%
54¢ " n 21.2%
55# " 15.3%
514 " v 19. 8%

-= 7% damaged grain
3.5% foreign material

heating

3.4% heat damage

musty

With dry shelled corn being worth $1. 12 per bushel, what is the value of the
following loads of corn?

164 bushels
55# test weight
24. 6% moisture

84 bushels
52# test weight
22. 8% moisture

190. 8 bushels
56# test weight
23.4% moisture

68. 5 bushels
53# test weight
18. 7 moisture

786, 54 bushels
655# test weight
15. 2% moisture

Sometimes a customer is interested in only a drying service for corn that he wants

. to put in the grain bank or in storage. In this case it is necessary to figure a shrinkage

to determine how much dry corn comes from his load and then figure the charges for
this drying service.

Figure 38 shows a chart that gives this shrinkage in percentage and then a charge
per bushel in cents for this level of moisture.

A AN, MRS, SRRSO W | RSO o=
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Here is a sample problem using this chart:

How many pounds of dry shelled corn will come from a load of wet corn that
weighs 12, 680# and tests 25.7%?

12,680 x .137 = 1727.156# shrink
12, 680# — 1727 shrink = 10, 9563

The drying charges are figured PER WET BUSHEL
12,680# — 56 = 226.43bu. x 7¢ = $15.85

Pounds of dry corn 10, 953#
(for grain bank
Drying charges $15.85

Sometimes ear corn is delivered to the elevator rather than shelled corn. The
load of ear corn is weighed and then the shelled corn that will come from this load is
estimated because there is no way to weigh the shelled corn after shelling. This
SHELL-CUT will vary with the moisture in the corn. Here is one table of shell-out
for different moisture levels:

Pounds shelled corn in

% Shell-Out % Mcisture in Corn 100 pounds ear corn

80 dry corn 15.5 80 dry shelled corn
78 16.0 - 20.0 78 tough shelled corn'
‘ 76 20.1 - 28.0 76 tough shelled corn
: 75 28.1 - 35.0 75 tough shelled corn
3 74 356.1 - above 74 tough shelled corn

E There are three steps in figuring a problem like this:

1. Figure the shell-out to get the pounds of tough shelled corn.
2. Figure the shrinkage on this shelled corn from the chart on page 107.
3. Figure the charges from the chart.

Example: How many pounds of dry shelled corn will a farmer have to put in the
grain bank, and what will the drying charges be on a load of tough ear corn that weighs
8630+ and tests 29% moisture ?

8630# x .75 = 6472.50# Tough shelled corn from load
6472.504 x .181 = 1171.5225# shrink

6472.5%# — 1171.5# + 5301# dry corn
: 6472.5# — 56 = 115.58 bu.

115.58 wet bu. x .08 = $9.2464
Pounds of dry corn for the bank 5301#

Drying charges $ 9.25




Figure 38: Shelled Corn Shrinkage Schedule and Drying Charges

Cash and Regular Storage

Drying
Charge
Moisture Shrinkage  per wet bu.
15.6 to 16.0 1.0% o ¢
16.1 to 16.5 1.6 12
16.6 to 17.1 2.2 1
17.1 to 17.5 2.8 112
17.6 to 18.0 3.4 2
18.1 to 18.5 4.0 212
18.6 to 19.0 4.6 3
19.1 to 19.5 5.2 312
19.6 to 20.0 5.8 4
20.1 to 20.5 6.5 41/4
20.6 to 21.0 7.1 412
21.1 to 21.5 7.8 434
21.6 to 22.0 8.4 5
22.1 to 22.5 9.1 514
22.6 to 23.0 9.7 512

Moisture
23.6 to 24.0
23.6 to 24.0
24.1 to 24.5
24.6 to 25.0
25.1 to 25.5
25.6 to 26.90
26.1 to 26.5
26.6 to 27.0
27.1 to 27.5
27.2 to 28.9
28.1 to ?28.5
28.6 to 29.0
29.1 to 29.5
29 6 to 30.0

Shrinkage

10.4%
11.0
11.7
12.3
13.0
13.7
14.4.
16.1
15.8
16.6
17.3
18.1
18.8
19. 6

Drying
Charge
per wet bu.
534¢

6

614
6 12
634
7

74
(7]

7%
8

@ O o o
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Using the shrinkage schedule and drying charges (Figure 38) work the following
problems:

1. How many pounds of dried shelled cora will come frrom a load of wet corn t
that weighs 5986# and tests 27.6% moisture?

Pounds of dried corn

Drying charges

2. How many pounds of dried shelled corn will come fr-om a load of wet corn
that weighs 15, 870# and tests 22. 8% moisture ?

Pounds of dried corn
Drying charges

3. How mary pounds of dried shelled corn will come from a load of wet corn
that weight 10, 435# and tests 23. 4% moisture ?

Pounds of dried corn

Drying charges

In some cases the cornis delivered to the clevator in the ear instead of as shelled
¢ .<n. This is then shelled and the weight of the shelled corn calculated on a shell-out
basis as there is =i way to weigh the shelled corn after it has gone through the ~heller,
The normal shell-out for dry corn is 80%, or 80 pounds of shelled corn from 100# of
dry ear corn. But in the case of tough ear corn the shell-out is not this good and there
may be only 75 or 76 pounds of shelled corn come from 100 pounds of this tough ear
corn.

Work the following problems on the basis of shell-out:

4. How many pounds of shelled corn will come from a load of ear corn that

weight 15,430#. This is dry corn that will shell out at 80% (80# of shelled corn for
each 100# of ear corn).
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5. How many pounds of dry shelled corn wil! a farmer have to pat in the grain
bank, and what will be the drying charges on the foliowing load of corn: 14, 880# tough
ear corn at 28% moisture (shell-out is 76%) ?

Pounds of dried corn
Drying cha;rges -

Soybean discounts: Soybeans are discounted similarily to corn with a regular dis-
count sheet that applies to beans (Figure 39). The amount of the discount depends on
how much handling, drying and cleaning is required by the processor before the beans
are ready for use. The discount sheet states that discounts will be applied for con-
ditions below these standards:

54# test weight 2% total damage
13% moisture 1% foreign material
209, splits 1% other classes

From the discount schedule (Figure 39) what discounts would be applied for the
following conditions:

1. 16.3% moisture

2. 52. 5% test weight

3. 25% splits

4. 4.3% damage

5. 3.0% heat damage

6. 3.4% foreign material
7. 3.5%brown beans

What would the discount be per bushel on beans with the fuiiowing test?

8. 53# test weight
14. 8% moisture
15% splits
1. 5% damage Discount per bu.-

9. 544# test weight
12. 8% moisture
30% splits Discount per bu.

10. With beans at $2.45 per bushel, how much is the following load of beans worth
with the following test conditions ?

12. 680# weight
53# test weight
20% splits

13. 8% moisture
3. 4% foreign material Valae of load $
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UNITED STATES DEPARTMENT OF AGRICULTURE OFFICIAL STAXDARDS FOR
_SOYBEANS
: H : : Maximum Limits of
: : : :Damared Kernels : :Brown, Black
: : : : : : tand/or bi-
H H s H : : scolored
¢iinimum : : : : : sSoybeans in
Grade :Test Weight :i4:isture:Splits: Total:Heat Damaged:ForeignMaterial: green, or
Number:Per Bu, Lbs.; &% : % : % - 2 : % syellow
: : : : : : :Soybeans %
D 56 : 13,0 : 10 : 2.0: 0.2 : 1.0 : 1.0
2 84 s 14.0 : 20 : 3,0: 0.5 : 2,0 3 2,0
1 3 : : : : s :
3 52 : 16,0 : 30 : 5.0 1.0 $ 3.0 s 5,0
: : ] : : : :
2+ 49 : 180 : 40 : 8.0: 3.0 3 50 : 10,0

Sample Grade: Sample Grade shall be soybeans which do not meet the requirements for
any of the grades from No, 1 to Ko, 4, inclusive; or which are musty, sour or heat-
ing; or which have any commercially objectionable foreign c3or; or which contain
stones; or which are otherwise of distinctly low quality.

1 Soybeans vhich are purple mottled or stained shall be graded not higher than No. 3
2 Soybeans which are materially weathered shall be graded not higher than No. 4

Soybeans to be purchased and contracts written basis 54 or more pounds Test Weight;
13% moisture or less; 203 splits or less; 2% total damase or less; 1% foreign
material or less; 1% other classes or less,
DISCOUNTS AS OF SEPTEIBER 1, 1965 TO APPLY CH
SOYBEANS FOR GRADES LOVER THAN NO. 1%
%¥Tais schedule subject to change without notice

TEST WEIGHT:  1/2¢ per bushel per pound or fraction thereof
under 54 pounds

MOISTURE: 13.1% - 13.5%inclusive: - 2 1/2¢ per bushel
13.6%- 14.0% inclusive: - 5¢ per bushel
14.1% - 14.5%inclusive- - 7 1/2¢ per buskel
14.6%- 15.0% inclusive - 10¢ per -bushel
15.1% 15.5% inclusive -— 12 1/2¢ per bushel
; ' 15.6% - 16.0% inciusive - 15¢ per bushel
16.1% - 16.5% inclusive - 17 1/2¢ per bushel
16.6% - 17.0% inclusive - 20¢ per bushel
: 17.1% - 17.5% inclusive - 22 1/2¢ per bushel
17,6% - 18 inclusive - 25+ per bushel
SPLITS: r bushel for each or fraction in excess of
» DAIAGE: 1¢ per bushel for each 1% or fraction thereof in excess of
2% damage but not in excess of 8%. 1¢ for each 1/2% or
fraction thereof in excess of 1/25 Heat Damage, but not in
excess of 5%. Soybeans over 87 Damage or 5% Heat Damage

will carry such discounts as may be agreed upon,
FORZIGN IIATERIAL: Each fraction of 1% of all foreign material in excess of 1%

shall be deducted from the gross weight and will not be paid for
ﬁ OTHER COLORS: 1/2¢ per bushel for each 1% or fraction thereof in excess

_Brown, Black, Etc. of 1%. '
Soyteans which grade sour, musty, heating, weevily, over 8% damage or over 18%
moisture shdl be subject to such discount as may be agreed upon,
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Wheat discounts: Wheat is discounted from a discount schedule (Figure 40) simi-
lar to the other grains, but there is generally less figuring with wheat. Usually the:
discount can just be read from the schedule. This scheduls is also a little different
than the others in that a premium is paid for very dry and high test weight wheai. Fven
though this premium is only 1¢, farmers are very proud to have grain that will cualify
for this premicm, and the premium should not be overlooked by the elevator operatoyr,

From the discount schedule (Figure 40), what discounts would apply to the follow-

ing conditions ?
1. 57.6 test weight 14. 7% moistare
2. 54.0 " " 16.0 "
3. 60.0 " " 14.3 "
4. 58.6 " " 16. 2 "
5. 55.7 " " 15.8 "
6. 6.0 v n 13.2 v
, 7. 56.0 " " 12.0 "
' 8. 58.6 " " 14.4 "
| 9. 53.6 " " 15. 2 "
» 10. 56.0 " " 13.5 "
E 11. 55.0 " " 16.0 " 6.3 damage
E 12. 57.0 " »w 14.2 " 48 smat balls
13. 58.4 " " 14.7 " 4.3% foreign material
i 14. 56.2 " " 13.7 " 6.2% white wheat
: 15. 57.2 " " 15.7 " weevily

s With the market price of wheat at $1. 35 per bushel, what is the value of 2 load of
3 wheat that weighs 8460# when the test is as follows:

58. 2# test weight
14. 3% moisture
5.4 damage Value of load $

With wheat at $1. 35 per bushel, what is the value of a load that weighs 12, 000#
and tests 61# and is 12. 5% moisture ? ‘

Value of load §
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Moisture and Test Weight Table

Figure 40: Wheat Premium and Discount Sheet. June 1, 1965,
58.0 57.5 57.0 56.5 56.0 55, um.o .ww.u wrwo 53.5 mu.
to

Moisture 60 or to to to to to to
Better  59.9 c : . %
.5 _or _Under +1 0 MP WM % Muml
13.6 to 14.0 0 =1 -5 =10
ﬂ.h-..ﬂ- ﬁ.o anom lN lw .l-N lm l@ - .IH-N
14,6 to 15.0 4 -5 «9. =10 -l11 - -l4

-l2 13 -l - -17

Liltolss -7 - -8 -
15.6 to 16.0 -10 -11 ..WW -12 L.NM -13 -14 -15 -l -17 -l -20

16.1 to 16. -1l -14 - -15 -15 -16 =17 -18 -1 20 =2). -

Hmﬂm g WQOM IH-N -H-ﬂ -H-ﬂ -H-m -H-m ’ -Huw -8 -NH- -NW -Nu - -wum

Damage Garlicky - 1000 Gram Sample Smutty ~ 250 Gram Sample

L.1 to 5.0 - 1¢ Discount ".ght 4¢ Discount Light ¢ Discount

5.1 to 6.0 - mﬁ Discount 7 to 12 Bulblets 8¢ Discount 30 to 44 Smut Balls 6¢ Discount
6.1 to 7.0 -« 3¢ Discount 12 to 25 Bulblets 10¢ Discount 45 to 59 Smt Balls 8¢ Discount ]
7.1 to 8.0 ~ 4¢ Uiscount 26 to 50 Bulblets 12¢ Discount 60 to 75 Smut Balls 10¢ Discount

8.1 to 9.0 - 5¢ Discount 5% to 100 Sulblets 16¢ Discount 76 to 89 Smut Balls 12¢ Discount
9.1 to 10.0 - 6¢ Discount 101 to 150 Balblets 22¢ Discount 90 to 119 Swut Balls 15¢ Discount

10,1 or higher - lMarket 151 to 300 Bulblets 30¢ Discount 120 to 200 Smut Balls 20¢ Discount

. 201 to 250 Smut Balls 254 Discount

Musty or COFQ Forei Weevily Badly Tagged 20# Discount

10¢ Discount ¢ or ¢ oant Excessive Smt 30¢ Discount

&nnanwns le to inclusive.

For shrunken and broken kernels exceeding 5% - subject to market discounts.

For total defects exceeding 5% - subject to market discounts.

For wheats of other classes - if hard or spring - 1¢ discount for 5. 1% to 8% inclusive, 2¢ discount for 8.1% to 10% inclusive.

For wheats of other classes - if soft red or white - 1/2¢ discount for 5.1% to 10% inclusive.

Wheat testing 60 pounds or better and grading other than No. 1 shall be allowed the premiums for testweight and shall be
discounted in addition to the above as follows: damaged grains 1¢ for 2. 1% to 4% inclusive, and/or foreign material
16 for 6/i0% to 1% inclusive and/or wheats of other classes 1¢ for 3.1% to 5% inclusive, and/or shrunken and broken
kernels 1¢ for 3. 1% to 5% inclusive, and/or total defects 1¢ for 3. 1% to 5% inclusive.

Seller guarantees that wheat supplied on contract will pass Pure Food and Drug Inspection until unloaded. Until unloaded,
title remains in seller and wheat will not apply.

Dockage shall be stated in terms of half per cent, whole per cent or whole and half per cent as the case may be, with other
fractions disregarded as shown in the following examples: dockage ranging from 0.5 to 0. 9 per cent shall be stated as
0.5 per cent, from 1.0 to 1. 4 per cent as 1.0 per cent, from 1. 5 to 1. 9 per cent as 1. 5 per cent, etc.

112
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D. In the discussion of buying and handling grain, the use of the scales and the making
of weight tickets should be considered. Most grain is purchased over a large truck
scales with the loaded truck being weighed and then the empty truck weighed after
unloading. This is the basis for the settlement of the load and is very important to the
farmer and to the elevator purchasing the grain. All records and settlements with
farmers are made from the weight tickets.

There are simple weight tickets that just show the loaded and empty weight of the
truck, and then there are scale tickets with places to record all the discounts and the

quoted price for the grain, but IN EVERY CASE THIS IS THE IMPORTANT
INFORMATION:

Gross 1bs.
Tare " 1bs.
Net 1bs.

The GROSS is the total weight of the loaded truck.
The TARE . is the weight of the empty truck.
The NET is the difference between these two weights.

Seller's name: The name of the person selling the grain should always appear on
the scale ticket. This is necessary for proper settlement of the load.

Driver: There is usually a place on the ticket to indicate whether the driver of the
truck was on or off of the scales at the time the load was weighed. This could make the
difference of 200 pounds or more if the driver stays in the truck when it is weighed
loaded and then steps off the scales when the empty weight is taken.

Weigher: There is usaally a place for the person who reads the scales to put his
name or initials. This is often important if there is a question later about any of the
figures on the ticket.

Shown below (Figure 41) is a sample weight ticket that provides just the name of
the person selling the grain, the truck weights and the name of the perzon doing the
weighing. On the following page (Figure 42) is a sample of a scale ticket with all the
pricing information shown and a sample check (Figure 43) showing how this information
is used in writing the settlemeni check.

FIGURE 41
RUTT & AMS'I;UTZ, INC. N°A 499
FEED. GRAIN, mmg:muon PRODUCTS, SEEDS
ORRVILLE & SMITHVILLE, OHIO 198 .
Load of
From
To
Driver on ' Gross 1bs.
Driver off Tare Ibe.
Foes Net b,
WEIGHED ON STANDARD SCALES Weigher (Precegriareine )
SHELSY SuSINESS FORUS, INC.. SHELSY. smie AB73£




Figure 42. Sample Weigh Bill

s . County Farm Bureau Cooperative Assn. Branch

Kind_a2£8-24. Sold 5" Stored [] Del. on Contract [ Date 28l /.3, /964

Patron 4 Truck License No. .

Y I8 46001
Gross /2, 892 s, Discounts Price $ /)8
Tare.-_.é.lmz__!bs. Woighi_gﬁ_M‘oisfure_Jﬁi Disc.-Prem. $__-Lh5
Net_&, /0 _ _Ibs. Trucking . Net Price $. 743
Docl:agﬁ—u‘?-QA’__Jba. Dﬁvor‘W___gzg?p Amount $M
NetsTZ/& _ Ibs. Weigher_L . 8. Check No. _/ QOS5

Figare 43. Sample Grain Check

Grain Check N
rain Chec ABC FARM supPLy compaANy SH N© 501

Farmer, Ohio
Dst;M A" . 10.6.4
PAY TO THE 26
ORDER OF 08N GL V. $/ /LAL
2, ) ' ﬁlZ_DOLLARS

e Lo ek AL : e MERCER CO. FARM BUREAU COOPERATIVE ASS'N., INC.
To THE CITIZENS CO} RCIAL BANK
,5:.15242 | cCcCoPyY

Detach Befere Cashing

ABC FARM SUPPLY COMPANY Farmer, Ohio
v, .c:lll-.l‘ll:‘?n““ STORKD KIND WT-F:'H‘I' "o'll’:rlg“ WEIGHT BASE PRI¢l| Di%s. NET PRICE AMOUM% REMARI
| #-£3-4 £ | #6900/ 2osen |56 |30.3| 6//0 |/ /8 |.05 |/ AF | /15226 _

$
LESS: TRUCKING 8 //8.206
STORAGE
OTHER osoucnona_ﬁﬂ&“-mu __
AMOUNT OF CHECK § /5.4

Q
RIC
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For these problems we need a sheet with three weigh bills and a sheet with one
settlement check. All three loads are going on one check. For practice, write up the
following information on scale tickets and transfer this information to the grain settle~
ment check. Use your discount sheets and make a scale ticket for each load of grain.
Put all three loads on one settlement check and write the check for the total of the loads.

Mr. John Farmer, Your Town

Load of wheat, gross weight 18, 680#, tare weight 6500#, no dockage,
test weight 55.2, moisture 14. 3%, damage 5.2%, driver was Tom who
stayed on the truck, you are weigher. Base price before discount is $1. 35
per bu. grain sold.

Load of soybeans gross weight 23, 989, tare weight 8900#, 3. 4% foreign
material, test weight 52#, moisture 14. 7%, splits 15%. Beans are sold
and base price before discount is $2. 45 per bu. The driver is Don who got
out of the truck and was in the office when the truck was weighed both
loaded and empty. You are the weigher.

Load of shelled corn, gross weight 15, 550#, tare weight 6800#, test
weight is 52#, moisture is 21. 7%, foreign material is 4. 6% damaged grain
is 4.0%. EBase price before discount is $1. 15 per bu. Corn is sold. The
driver is Jack who stayed on the truck, and you are weigher.

E. Storage and warehouse receipt:

Notice on the scale ticket that there is a place to check if the grain is to be stored
instead of being sold. This is a common practice with many farmers and elevators.
Most elevators that do a lot of storing are licensed either by the Federal or the State
government which means that they are inspected by these agencies, and the farmer has
some protection that his grain will be stored properly. To keep the records for these
licensed warehouses a warehouse receipt is issued to the farmer. This piece of paper
is almost as good as money and can be used as security in borrowing money or making
loans.

Notice that there is a place on the scale ticket to check if the grain is to be stored
and not sold. It is the responsit ..ty of the person doing the weighing to determine
what is to be done with the'load. Figure 46 shows a sample of a warehouse receipt
that is given to the farmer as evidence that he has this much grain in storage at the
elevator. Note that it specifies the kind and quality of product being stored.

In the past there has been some risk in the farmer storing grain at the elevator.
In some cases the elevator operator would sell the farmer's grain and use this money
for his own purposes figuring on buying the grain back at a better price before the
farmer wanted the grain or wanted to sell it. It sometimes worked out that the elevator
operator could not buy back the grain at a lower price, and this got him in financial
trouble.

To guard against such practices, the Government set up some storage regulations
that require the elevator to have this grain on hand at all times and to give the farmer
a receipt guaranteeing that he could deliver this grain when called upon. These receipts
are called WAREHOUSE RECEIPTS (Figure 46, page 118).
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Figure 44.
County Farm Bureau Cooperative Assn. Branch
Kind________ Sold [] Stored [J Del. on Contract | ] Dete
Pafron Truck License No.
Address 46002
Gross ___ Ibs. Dgrc:::h Price $
Tare lbs. Weight Moisture Disc.-Prem. $
Net. Ibs. Trucking Net Price §$
Dockage_____ Ibs. Driver SN Amount $
Net lbs. Woeigher Check No.
COOP 183-PF
County Farm Bureau Cooperative Assn. Branch
Kind_______ Sold [[] Stored [] Del. on Contract [] Date
Patron Truck License No .
Address__ 46003
Gross. lbs. Discounts Price $
Tare lbs. Woeight_______Moisture Disc.-Prem. $
Net Ibs. Trucking Net Price $
Dockage_________Ibs. Driver K Amount $
Net lbs. Woeigher. Check No.
COoOoPr 183-F
County Farm Bureau Cooperative Assn._ Branch
Kind_ Sold [] Stored [] Del. on Contract [] Date
Patron. Truck License No.
Address. 46004
Gross Ibs. Dg;:::h Price $
Tare Ibs. Weight Moisture_ Disc.-Prem. $
Net bs. Trucking Net Price §
Dockage—_______I|bs. Driver. H SN Amount $
Net ibs. Weigher Check No.

CooPr 183-F
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Figare 45.
ABC FARM SUPPLY COMPANY
Farmer, Ohio

SH N¢ 502

Date_ — 19
PAY TO THE
ORDER OF 3
DOLLARS

MERCER CO. FARM BUREAU COOPERATIVE ASS'N., INC.

To THE CITIZENS COMMERCIAL BANK

56-542 Celina, Ohio
412 - COPY

Detach Bafers Cashing

MERCER COUNTY FARM BUREAU COOPERATIVE ASS'N., INC.

CELINA, OHIO
DATE SCALE TICKET | TKSTY MOISTURE I l
- RECEIVED NUMBDER STOREKD KIND WEIGHT TEST WEIGHT BASKE PRICE Dlgcc___ NET PRICK AMOUNT REMARKS
[ ]
.ESS: TRUCKING 3
STORAGE

OTHER DEDUCTIONS

DETAIL MHERE

MOUNT OF CHECK $




118 Figure 46. Warehouse Receipt

INMME AND ADORESS OF WAREHOUSE) WARBHOUSE RECEIPT.
WARSHOUSIMAN'S COPY WAREHOUSS RECEIPT FOR GRAIN WAREHOUSE COoe NO.
RECEIVED FOR KIND OF GRAIN GRADE AND GLASS
1SSUE DATE ACCOUNT oF
1Owner;  ___GROSS WEIGHT JOOCKAGE NET WEIGHT _

o

(City) {State’ Les. 5
FOR STORAGE, GRAIN OF THE KIND, AMOLINT, GRADE AND CONOITION OESCRIBED HEREIN. [T w.
This grain has been graded accordi-2 to the official grain stundurds of the Umited States, and 8 | TEST WEIGHT MOISTURE PROTEIN
insured for the full market value against loss or d:vnuge by five, lightuing, initerent cxplosion. wind- SOUND
atorm, cyclone and torvado and such niher perils us may be required by staiute. The undcragmed | srurs
wurehouseman 8 not the owner of the grain covercd by this reccipt either solely, jowtly or in com- TOTAL DAMAGE HEAT DAMAGE FOREIGN
mon with others unloss otherwiss stated heveon. Upon the return of this receipt, properly endorsed, MATERIAL

and the payment of all lawful charyes due the warchouseman with respect to sad grain, said gruin 75
or grain, of same or betier grade w deliverable to the abore named owner or to his order, The ware- | OhER GRADE FACTORS
Roureinan claima a lien on suid grain for storage charyes, and for advanccs and liabilities as indi-

cuted below. DATE GRAIN OEPOSITSD LOAN OR PURCHASE NO.
Storuge from date of receipt at the rate of vents per bushel per duy.
ADVANCES AND (NAME OF WAREHOUSE) RECEIVED BY 0O mucx WL 0 aaGe
LIASILITIES
TOCATION OF STORING WARSHOUSE
sy (Auth. Agent) WHSE. CHARGES P2 PAID 1 OATE STORAGE PAID 10
MAKE ENDORREMENTS ON REVERSE SIDE O IN ELEV. [ OUT ELbv.

F. Storage charges:

In & s*udy of grain handling some consideration should be given to grain storage.
As acres per farm are being increased and yields per acre go up, there is more de-
mand for storage space for harvested crops. In many cases it is an advantage to store
these crops for sale later in the year. This storage may be done on the farm or may
be a service offered by the local elevator. If the local elevator does the storage, there
must be some charges made. These charges will include:

1. Cost of the building

. Cost of the machinery for handling

. Labor costs in handling

Insurance while in the elevator

Shrinkage (The farmer always gets paid for the number of pounds that he puts
in. But there is some natural shrinkage in handling that cannot be
helped. )

ok OO

The normal storage charges are:
i 1 1/2¢ per bushel per month

or
1/20¢ per bushel per day

These charges are the same, but the 1/20¢ per day allows the operator to figure
charges to the very day that the grain has been in storage.

120 x 30 = 3020 = 1 12
Some problems on figuring storage will help in understanding these charges.
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Example: A farmer has 520 bu. of wheat in storage from July 15 to March 15.
What are the storage charges at 1 1/2¢ per bu. per month?

8mo. @ 112¢ = 12¢ per bu. x 520 bu. = $62.40

$62. 40

A farmer hzs 1040 bu. corn in storage from October 20 to January 3. What are
the storage charges at 1/20¢ per day ?

October 20 to November 20 -~ 20 days
November 20 to December 20 -- 30 days

December 20 to January 3 -- _14 days (count January 3)
74 days

74 x 120 = 3.7¢ x 1040 bu. = $38.48
$38.48

Figure the following storage problems:

1. A farmer stores 680 bu. of soybeans from October 30 to February 30 at
1 1/2¢ per bu. per month.

storage charges

2. A farmer stores 1450 bu. wheat from July 20 to December 10 at 1/20¢ per
bu. per day.

-
[ 4

storage charges

3. A farmer stores 1400 bu. shelled corn at harvest, October 18. He decides
to sell hali of this before the end of the year on Decem™»er 18. The rest he keeps in
storage until February 18. What are the storage charges at 1 1/2¢ per bu. per month?

- storage charges

4. How much will 2 farmer make by storing his wheat crop? The price at
harvest time is $1.25 per bu., but in January it has gone up to $1.53 per bu. He
stored 1200 bu. from July 15 to January 15. How much extra income did he realize
with s.. rage at 1 1/2¢ per bu. per month?

e - ~ - B et LTINS D S R N O P S
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CHAPTER X: One Month Problem.

On the following pages a problem has been outlined representing the business during
one month for a number of farmer customers. The figures and records are to be com-
pleted for each day's business just as they might be done in a local eievator. The
following types of items are included:

Assume that you are working for the A to Z Farm Supply Company:

1 Sales slips: Some will be cash and some will be charged. A sales slip should
be made for all payments on account. A sales slip should be made for grain
transactions.

2. Account records: Keep a separate account card for each customer. All charges
and payments are on account to be recorded.

3. Purchase orders: Purchase orders are to be completed for items added to
inventory.

4. Perpetual inventory: Each day items that are sold are to he subtracted from the
inventory record and items added as they are received from the supplier.

5. Sales tax: Sales tax is to be added to the sales slip where this is applicable.
Generally speaking, items used in production of gnods for sale are tax exempt.
Items used around the house or for personal consw.ption are taxable.

6. Discounts; Discounts are to be applied where applicable. These discounts zre
shown on the price list.

7. Daily cash balance: A daily cash balance is to be recorded. The formula for
this cash balance is shown below:

Cash on hand

Plus Cash taken ir during the d.y

Minus Any cash out during the day (Cash out can be money
paid out or bank deposits
made.)

Equalg -=-~~--- --- Balance:

8. Monthly bank balance: At the end of the month the bank balance is to be figured
from the deposi:.s made and checks written.

9. Grain accounts: During this ~onth grainswill be delivered to the elevator to be
stored in the grain bank, ¢ .in may be taken from the grain bank to be used
in feed mixes, or grain: be sold to the elevator or applied on account. A
special record of all these cransactions must be made.

TEACHER DIRECTIONS: (Problem 1, page 122)

Forms for this problem may be secured from a local business or they may be

reproduced at the school. Completed forms and daily answers to this problem are
found in the test and answer supplement.
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STUDENT DIRECTIONS:

Complete each day's business as a unit. Make all the entries for this day ard then
go on to the next.
Problem 1: Calculating Cash-on-Hand and Bank Balance.

Figure the cash on hand at the beginning of the day's business on May 1 from the
following coins, bills and checks in the cash drawer:

Number Species Amount
32 1¢ coins
41 5 "
16 10¢
22 25¢ "
18 50¢
Cuarrency
38 $ 1 bills
12 $5
8 $10 "
6 $20 "
Checks as followe: $142. 51
16. 00
. 34.87
19. 24
5.00
18. 62
542. 16

Cash on hand at beginning of bysiness May 1:

For each day's business fill out the following form: ( Copies provided at the ‘
end of this section.) ]

Date
Cash on hand at the beginning of the day:

Money taken in (cash arnd checks):

TOTAL

Cash taker out during day:
(Cash paid out or bank deposits,
not checks written)

New balance on hand:

ERIC

Full Tt Provided by ERIC.
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BANK BALANCE FROM THE APRIL 30 BANK STATEMENT-------—-- $18, 568. 94

This balance will be used at the end of the month to check the company books with
the bank statement.

ACCOUNTS RECEIVABLE BALANCE AT BEGINNING CF BUSINESS MAY 1 -$12,928.62

Problem 2: Making the Daily Business Report. Use price list on page 143.
STUDENT DIRECTIONS:

Be careful of names -- some names in the report are similar. This is done on
purpose to keep the student alert.

Cash or charge -- be sure to mark the sales slip cash or charge This will be
necessary in determining your daily cash balance and posting to accounts.

Dates -- be sure each slip is dated. This needs to correspond with dates on the
account record. '

DAILY BUSINESS TRANSACTIONS - May 1 to May 30

May 1 John Wilson and Son (cash) purchased:
5 sacks of Beefmaker

5 gal. motor oil (pleasure car) - $7, 25 {should be $9. 25, but use

5 bales twine $ 7. 25 to balance)
1 5# bax vegetable dust (garden)

Abel T. Jones (charge) bought:
2 Tons 6-24-12
3 Tons 5-20-20

Earl Tucker (charge) bought:
2 Tons 5-20-20

1 Ton 33-0-0
3 bu. seed corn - $30.90 (should be §21. 05, but use
1 qt. household ily spray - $30.90 to balance)

Larry Erwin {cash) had a load of grinding that weighed 2460#, He added:
50C# dairy supplement
200# bran
100# mineral
He took home a 50# bag of caif starter
and 2 blocks of salt
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May 2

A load of fertilizer came in from the GOOD PLANT FOOD COMPANY.
(Write a check for this and add to inventory.)
10 Tons 6-24-12 @ $58.50
7 Tons 5-20-20 @ $61.00
3 Tons 33-0-0 @ $88.00

James Hinfield (charge) purchased:
15 bales of baler twine
5# lawn seed
2 salt blocks

Wilson George (cash) brought in a load of ear corn to be put in the grain bank.

The weight of the load of corn was 12, 680#. This shelled out at 81% shelled.

corn. This corn will go on an account card for Wilson George but will not
go into the inventory of the company. Make a sales slip for the shelling and
a sales slip for the pounds of corn to go in the bank.

Steve Smith (charge) bought:
2000# shelled corn
{corn was ground)
300# Porkmaker

Emery Tucker (charge) bought:

2 Tons 33-0-0
3 bu. seed corn - $30. 90 (should be $31. 08, but use
3 5# bags of Atrazine $ 30. 90 to balance)

Abel T. Jones {check on account) paid:
$200 on his fertilizer bill.

A bank deposit was made on this date: $100 in bills plus all the checks
that were on hand May 1 plus the $200 check from Abel Jones.

Dt o e
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May 4 George Wilson (paid by check) brought in a load of corn to be shelled and
ground for hog feed. The load weighed 8£50# (ear corn) and shelled out
at 80%.

e added:
800# Porkmaker
50# mineral

He bought:
5# lawn seed
1 2# rose dust
2 gqt. motor oil (for car)

James Hinfield (charge) bought:
1 ton Porkmaker
500# soybean meal
300# linseed meal
3 salt blocks

Earl Tucker (paid by check) bought:
1000# oats and had this
ground with 1800# of his ear corn
500# dairy supplement
200# bran
10 bales baler twine

He also paid by check:
$50 on his account

After looking at the inventory sheet for this day, the manager decided that
he should order some feed, seed and twine. Make purchase orders for
the following items:

From the BEST KNOWN ANIMAL FEEDS CO. (Purchase Order No. 1)
2 tons Beefmaker @ $92. 00
3 Tons Porkmaker @ $104, 00
1 Ton dairy supplement @ $95.00

From the RELIABLE SEED CO, (Purchase Order No. 2)
50# lawn seed @ $ .75
25 bu. seed corn @ $9.00

From the KNOTTY TWINE CO. (Purchase Order No. 3)
50 bales baler twine @ $8. 60

These supplies are to be shipped by truck and you need them within one week.
They are to be paid for within 10 days.
You sign as the buyer.

gp—
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May 5 Wilson George (charge) took 3000# of shelled corn from his grain bank
and had this ground.

He added:
: 500# Porkmaker
100# mineral

He took hoine:
100# ryegrass for pasture
10 1# lube tubes for machinery

Larry Erwin (charge) bought:
3 Tons shelled corn
3 bu. seed corn - $30.99 (should be $31.05, but use
5 1 gal. oil for tractors $30. 90 to balance)

Steve Smith (charge) bought:
800# shelled corn and
500# oats that he had ground

He added:
300# soybean meal
300# bran
200# linseed meal
~ 50# mineral

May 6 Abel T. Jones (charge) bought:
1 Ton shelled corn
1/2 Ton Beefmaker
3 blocke salt
1 qt. household fly spray
. 2 qt. oil for tractor

He paid by check the balance of his fertilizer bill.

John Wiison and Son (chaxge) bought:
1 Ton 33-C-0
2 bu. seed corn
1 5gal. can 2-4-D
3 5# bags Atrazine

AL - A AR L, S s AT e g e
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Emery Tucker (cash) bought:
1 bu. seed corn
2 1 gal. 2-4-D

Wilson George (charge) bought:
4 Tons 6-24-12 fertilizer
2 Tons 5-20-20 fertilizer
5 bales baler twine

May 7 Wilson George brought in a load of ear corn to sell and put on his account.
This load of corn weighed 13, 200#. He was not charged for shelling
because he is selling it. Ear corn is worth $1. 80 per hundred. The
office wrote him a check for this so that it would be on their records
and then he endorsed the check and gave it back to them to apply on his
account. Be sure to make the following entries: (make out sales slip
for the transaction)

(check) Credit account from corn
Shelled corn for inventory (80% shell-out)
Check written to Wilson George

Emery Tucker (cash) bought:
3# lawn seed
1 2# rose dust
1 5# vegetable dust

James Hinfield (charge) bought:
5 Tons 6-24-12 fertilizer

-

The feed from Purchase Order No. 1 arrived. The manager sent a
check back with the driver. You sign the check as manager.

Write check
Enter in Inventory
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May 8 Robert Adams (charge) bought:
1 Ton Beefmaker
1 Ton shelled corn
1/2 Ton oats
500# soybean meal
500# bran
500# linseed meal

Larry Erwin sold a truck load of oats to the elevator. The load weighed
8230#, and the price of oats is 70¢ per bushel. The office wrote a
check for this. He endorsed this and turned it in on his account. Make
out sales slip for the transaction. Add to inventory.

Steve Smith (charge) bought:
1 Ton 5-20-20 fertilizer
400# 33-0-0
1 bu. seed corn

May 9 From the inventory records the manager saw that he should order another
load of fertilizer, so he filled out the Purchase Order No. 4 for the
GOOD PLANT FOOD CO. for:

8 Tons 6-24-12 @ $58.50
7 Tons 5-20-20 @ $61.00
5 Tons 33-0-0 @ $88.00

John Wilson and Son (charge) bought:
1 Ton Porlkmaker >
5 gal. motor oil (tractors)
5 bales twine

(check) Paid $100. 00 on their account

Earl Tucker (cash) bought:
1 bu. seed corn
1 gal. 2-4-D
1 qt. household fly spray
3 qt. motor oil for lawn mowers
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Larry Erwin (charge) bought:
50# ryegrass seed to plant in corn field
2 bags 5-20-20 fertilizer for garden (50# bags)

A bank deposit was made with $ 180 in cash and all the checks taken in from
May 4 through May 9.

May 11 Robert Adams (charge) bought:
4 Tons 5-20-20
1 Ton 6-24-12
2 bu. seed corn.

' James Hinfield (check) paid:
i $500. 00 on his account
' (prepare sales slip)

Abel T. Jones (charge) bought:
E 1000# soybean meal p
500# linseed meal
200# mineral
2 blocks salt

Emery Tucker (charge) bought:
800# oats and had this ground
200# Porkmaker
20# mineral
3 bags calf starter
5 bales twine

The seed came in from Purchase Order No. 2. A check was written for
this amount.

There was a trucking charge of $4. 50 on this seed which was paid out of the
cash register in CASH to the driver.

habunco 4
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May 12 George Wilson (charge) bought:
1 Ton 5-20-20
2 1gal. 2-4-D
1 bu. seed corn

The fertilizer came in from Purchase Order No. 4. A check was written
for this and sent with the driver.

John Wilson and Son (charge) had a load of grinding. They purchased: .
5420# grinding ;
500# soybean meal 3
300# bran
30# mineral |

Larry Erwin (casi) bought:
5# lawn seed
1 5# vegetable dust

May 13 Wilson George (charge) took:
3200# of corn from the grain bank and
had this ground with
500# Porkmaker
100# mineral
20# rye grass for pasture

10 bales twine - § $103.00 (should be $102.00, but use
$103. 00 to balance)

”

The twine came in from Purchase Order No. 3. A check was written and
sent to the company.

The manager decided to get a load of feed. Make a purchase order for (No. 5)
(use unit price from inventory sheet ': '
2 Tons soybean meal
2 Tons linseed meal
1 Ton bran
1 Ton mineral

This was pickedup by an A to Z Farm Supply Company truck from the
FARMER'S WHOLESALE COMPANY,

e e ="
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The manager sent a check along with the driver. Make this check out and
you sign it as manager.

Steve Smith (check) paid:
$100. 00 on his account

Abel T. Jones (cash) bought:
1 5gal. 2-4-D

May 14 James Hinfield finished planting corn and had a few bags of fertilizer left.

May 15

He didn't want these laying around until next year, so he brought them
back to the elevator. He returned 8 bags (50#). To make it easy, the
manager figured what he had paid for these and paid him cash for them
(CASH OUT). Look up the kind of fertilizer that Mr. Hinfield had pur-
chased and figure how much cash he would get back. Add to inventory.

Earl Tucker (check) paid:
Balance on account

“Robert Adams bought a 5 ton load of shelled corn. The manager told him he

" would give him a 3% discount in addition to the tonnage discount if he paid
for it today. Mr. Adams then wrote a check for the amount of this corn.

Steve Smith (charge) has a load of grinding 18604,
200# dairy supplement
200# bran
50# mineral
1 bag calf starter

John Wilson and Son (charge) bought:
1 Ton 5-20-20 fertilizer

James Hinfield (charge) bought: ‘ ¢
500# oats '
500# Beefmaker
200# bran
3 blocks salt

He also wrote a check:
$100. 00 on his account
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Abel T. Jones {charge) bought:
3 Tons shelled corn
1 Ton Beefmaker
3 gal. oil for tractors

Emery Tucker {(cash) bought:
5 bales twine

George Wilson (charge) bought:
12 Ton soybean meal
12 Ton dairy supplement
300# mineral
4 sacks calf starter

May 16 Before any charges were made for tne 16th, the manager wanted to know
what the total amount in the accounts receivable was as of the end of
business on May 15. He asked the office clerk to get this figure for
him. Find this figure by taking the outstanding balance on accounts at
the beginning of the month plus the current bzalance on all accounts
receivable lecger cards.

Larry Erwin (charge) bought:
1 5gal. 2-4-D
1 5# vegetable dust
2 lube tubes for garden tractor

Earl Tucker (charge) bought:
500# soybean meal
200# linseed meal
2 bales twine

Wilson George (check) paid:
$120. 00 on his account

A bank deposit was made on this date. This included $200.00 in cash and
all checks taken in from May 11 to May 16, inclusive.
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May 18 Salesman Joe Smith, who sells petroleum and chemica' products for the
Ace Chemical Company, stopped in. After looking at the inventory
record the manager -decided to order some things from him. Make up
Purchase Order No. 6 for the following itemus. Use unit price on in-
ventory for cost price.

5 O5gal. 2-4-D

10 1 qt. household spray
20 1 gal. motor oil
24 labe tubes

This i8 to be shipped within one week by Commercial Freight Truck Lines.
‘ You sign the purchase order as the manager. This material would
t normally be taxable, sofill out sales tax exemption form for resale.

‘ Robert Adams (charge) bought:
1 Ton shelled corn

i 12 Ton Porkmaker

E 300# soybean meal

i (check) Paid $350. 00 on his acco. ot

Wilson George brought another load of corn in for the grain bank. This
load weighed 9460# and shelled out at 82%.

(charge) for the shelling
add shelled corn to the grain bank
(not inventory)

Abel T. Jones (charge) bought:
2 Tons 33-0-0 for sidedressing his corn.

Steve Smith (cash) bought:
5 gal. 2-4-D

May 19 The manager decides to order load of commercial feed. Make out Purchase
Order No. 7 for these items. (Use inventory unit price.)

3 Tos Beefmaker
2 Tons Porkmaker
1 Ton dairy supplement
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Since he is low on the Beefmaker he decides to send an A to Z Farm Supply
Company truck for it today. He sends a check with the truck driver for
this to the Best Known Animal Feeds Company.

The driver had to buy $4. 00 worth of gasoline to make the trip. He paid
for the gasoline, and the manager gave him $4.00 cash out of the cash
register. (Cash Out)

Emery Tucker (charge) bought:
1000# shelled corn
1000# oats
had these ground -(2000%)
200# soybean meal
200# linseed meal
50# mineral

Earl Tucker (cash) bought:
44 lawn seed
1 5# vegetable dust

John Wilson and Son (check) paid:
$250.00 on account

Larry Erwin (charge) bought:
500# Porkmaker
200# bran

3 bags calf starter

May 20 James Hinfield (charge) bought fertilizer for late planting of corn:
1 Ton 6-24-12
1 Ton 5-20-20
3 bu. seed corn

Steve Smith (charge) had:
18604 load of grinding
300# Porkmaker
20# mineral
2 salt blocks
1 qt. household fly spray
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, Earl Tucker (churge) bought:
t 300# Porkmaker
300# soybean meal
200# bran
50# mineral

1 5# Atrazine
1 5# vegetable dust
i 2# lawn seed

F GGeorge Wilson (cash) bought:

John Wilson and Son (charge) bought:
i 2 bales twine

May 21  There have been some chonges in feed prices, so the manager changes his
t prices. - Even though he has just purchased a load of feed two days ago
he must reduce his prices according to the market to meet competition.

g Use the following prices and figure the percentage for feeds and change
these prices on your price list (to the nearest 5¢).

Beefmaker $88. 00
Porkmaker 87.00
i ' Dairy supplement 92. 00
; Soybean meal 65. 00
Linseed meal 76.00

He sees that the rose dust is not moving, so he reduces this price to his
cost price to try to sell it in order not to have to carry it over.

f Robert Adams (charge) bought
i 2 6% Atrazine

500# soybean meal

2 bags calf starter

Riaiie b ML R A3

Abel T. Jones (check) paid:
$350. 00 on his account
Prepare sales slip.
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May 22

May 23

Wilson George (charge) took 2000# of corn from the grain bank for grinding.

He added:
500# scybean meal
400# oats
200# bran

He took home:
1 block salt

The material came in from Purchase Order No. 6 from the Ace Chemical Co.

A check was written for this order. You sign as manager.

Steye Smith sold a load of corn to the elevator. He needed the money so he

did not leave any of this on his account. A check was written to him for it.

The. load weighed 9529# (ear corn), and the price of ear corn was $1. 75.
The corn shelled out at 80%. Put in inventory.

John Wilson and Son (charge) had a load of grinding.
4810# grinding
800# Porkmaker
100# mineral
2 bags calf starter

Robert Acams (cash) bought:
1(052%8 5-20-20 fertilizer to finish planting corn.
Larry Erwin (charge) bought:
1000# shelled corn
500# soybean meal
10# rye grass to seed around the barn yard

Emery Tucker (check) paid:
balance on his account

James Hinfield (charge) bought:
3 Tons shelled corn
1000# soybean meal
500# linseed meal
5 bales twine
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Abel T. Jones (charge) bought:
2 5# Atrazine
1 5gal. 2-4-D
1 5# vegetable dust

Earl Tucker (cash) bought:
3 qt. oil for car
1 qt. household spray
2 2# rose dust

A bank deposit was made. There was not much cash in the register, so
this deposit was only checks from May 18 to May 23 inclusive.

Robert Adams (charge) bought:
2 Tons shelled corn
1 Ton oats
1 Ton Beefmaker
500# mineral

James Hinfield (charge) boughi:
10 gal. of oil for his tractors
10 lube tubes " " "

This late in the season the elevator was overstocked with fectilizer, so the
manager offered to sell some fertilizer at a reduced price. For 5 tons
or more he would allow an additional 5% discount besides the tonnage
discount, and another 2% discount if it were paid for now. (Figure
tonnage discount first, then 5%, then 2%)

Wilson George (check ) took advangage of this offer and bought:
3 Tons 6-24-12
3 Tons 5-20-20

He wrote a check for this.
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May 26

Steve Smith (check) bought:
2 Tons 3-24-12
1 Ton 5-20-20

This qualified for the 5% and 2% but not the tonnage discouat.

Earl Tucker (cash) had a load of grinding:
2380# grinding
500# Porkmaker
50# mineral
5 2# cust rose

He took advartage of the reduced price on the rose dust.

Emery Tucker (charge) bought:
12 Zon Beefmaker
500# biran
3 bags calf starter
100# rineral

George Wilsor. (charge) bought:
3 Tons 6-24-12
2 Tons 5-20-20

Bought on the: special deal, but he didn't have the money to pay now, so did
didn't get the 2% discount.

Larry Erwin (charge) bought:
5 gal. 2-4-D

Abel T. Jones (check) paid:
Balari:e on his account
Prepare sales slip

Steve Smith (charge) had a load of grinding
1590+# grinding
300it oats
2004t bran
5001t linseed meal

50# mineral
8 bales twine
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May 27 John Wilson and Son (charge) bought:
2 Tons of oats
/ 1/2 Ton Beefmaker
4 bags calf starter
2 5% bags of Atrazine

The seed company said that they would take back any seed corn that the
manager didn't want to keep. They would pay the same price as the
elevator had paid for it.

(check) The manager decided to send back 20 bushels.

Robert Adams (charge) bought:
7 bales of twine

Wilson George decided to take some of the corn from his grain bank and
apply it on his account. He decided to sell 6000# of this (shelled corn).
The price of corn is now $1. 70 per 100# ear corn. Convert this price
to shelled corn, write him a check for it, and he will endorse the check
back for his account. (Take from grain bank and add to inventory.)

PO TR TN L _ .

(check) on account

James Hinfield (charge) bought:
2 Tons shelled corn
12 Ton Porkmaker
500# linseed meal

May 28 Wilson George (charge) took corn from the grain bank for grinding: i
2000# grinding 4

400# Porkmaker ;

100# mineral 1

2 salt blocks ;

Abel T. Jones (cash) bought:
i qt. oil for the car
1. qt. household spray
3 2# rose dust
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Steve Smith (charge) bought:
6 bales twine

Emery Tucker (charge ) bought:
500# dairy supplement
500# linseed meal
300# bran
200# mineral
5 gal. 2-4-D

George Wilson (cash) bought:
5 bales twine
5 gal. oil for tractors
2 qt. oil for car
1 qt. household fly spray
2 2# rose dust

]

May 29 Larry Erwin (charge) boughit
1/2 Ton oats
500# dairy supplement
300# bran
50# mineral

2800# grinding
3 1 gal. 2-4-D for spot treatment in the corn field.

Lol S il Sl Taid i el S bbbt 2 A ol

James Hinfield (check) decided to sell some wheat to pay on his account.
He brought in two loads. The two loads weighed as follows:

88544 G3# 14.2%
6420%# b56# 13.8%

The base price for wheat is $1. 562 per bu.

Write out a grain settlement check: for this which he will endorse and
turn back in on the account.

E John Wilson and Son (check) paid:
l $250. 00 on account
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Robert Adams (check) bought: )
3 Tons 33-0-0 on the discountec pricing
(He paid for this)

z May 30 Abel T. Jones (cash) bought:
5 bales of twine

Steve Smith (charge) had a load of grinding:
2180# grinding
200# soybean meal
300# linseed meal
100# mineral

1 galt block

Emery Tucker (charge) bought:
5 gal. oil for tractors
3 5# vegetable dust he will use on pickles
that he sells to the pickle factory.

George Wilson (charge) bought:
500# Beefmaker
300# linseed meal
100# mineral
1 salt block

Earl Tucker (charge) bought:
1 bu. seed corn for replanting
1/2 Ton 5-20-20 at regular price
2 1gal. 2-4-D

Make a bank deposit. $100.00 in cash piis all the checks taken in from
May 25 to May 30, inclusive.




142 Figure 47. INVENTORY

Below are listed the items of inventory that are on hand at the end of the month of
April. These figures will be the beginnirg inventory for the month of May. Figure
the value of each of these items for the amount column. Enter the quantity figure as
the "on hand" figure for the perpetual inventory form for the month of May.
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PRICE LIST

Figui e the prices on the items for sale according to the system that was explained
in Chapter IV on pricing. Figure these on a per cent mark-up of cost price using the
following percentages: (Figure to the nearest 5¢)

Fertilizer 149 Seed 159
Grain 8% Twine 20%
Feed 20% Chemicals 25%

Oil & Grease 20%
(The cost prices are the unit prices on the inventory sheet)

GRAINS: SEEDS:
SLeiled corn (cwt.) - eeeo . Ryegrass «ceeee—- per # oo
Oats (cwt. LawnSeed ceee " # . _____
1"
FEEDS: Séed Corn e ) PO,
CHEMICALS:

Beefmaker (cwt.)

.Porkmaker (cwt.) 2-4-)) ~——mecemeem 1) P ——
Dairy Supplement (cwt.) ~~—--- 2-4-D -- 5 gal. 13.40 *
Soybean meal (cwt.) - Rose dust---———-- 24 bOX ~m e e
Linseed meal (cwt.) Vegetable dust ---5# box -=~—~—-eee-
Bran (cwt.) —cceeee Atrazine ————e-- 5% bag
Mineral 50# Household fly spray 1 qt.-———=—e~-
Calf Starter 50#
Salt Blocks each OILL AND GREASE:
Motor oil -—------ 1 qt. ——=—==—--

ER: —_—
FERTILIZ Motor il ——mo—- 1 gral —emmmee
6-24-12-----pe= ton -------—- Lube tobes ------ 1 # —=—mmee
5-20-20~===~ 1t n -
33-0-0 ----- "o - 100.50 * Twine bale --------—--

Gr inding----per cwt, -~---------
Shelling ---- " " (ear corn)
Discount schedale:

For ton lots of feed or grain (a ton of one kind), allow a discount of $2.C. 2er ton.
For baler twine, allow 10¢ per bale discount on sales of 10 bales or more.
¥or fertilizer a'low a discount of:

$2. 00 per ton on orders from 5 to 10 tons

$4. 00 per tc» on orders of 10 tons or over

(can be a combination of analyses t» make up the 4 or 10 tons)

USE THESF PRICES IN MAKING CHARGES TO CUSTOMERS,

* Error in these figures: 33-0-0 Should be $100. 30
5 gal. 2-4-D should be $ 14. 40

But use the figures shown so accounts will balance.




Figure 48. SALES TICKETS

Any sales ticket can be used for this problem. They can either be reproduced at the
school or purchased from a local elevator. Each student will need 110 of these. Below
is a sample that can be used for reproduction.

E
3

A to Z Farm Suppiy Company

19

Sold To
Address

Received By: Salesman:

ne. 47756

COOP. 12C Kl 711773 SOMSOLIDATED BUSINESS FORMS CC., PITTSBURSH 16, PA. l




Figure 49. ACCOUNTS RECEIVABLE LEDGER
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Figure 49. ACCOUNTS RECEIVABLE LEDGER
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Figure 49, ACCOUNTS RECEIVABLE LEDGER
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Figure 49. ACCOUNTS RECEIVABLE LEDGER

NAME
ADDRESS

[ ————————————————

Date : Items Debits Credits Balance

=
3
|
f
m;

ERREEEEEI
1 =
=

S—
—

Debits Credits Balance

i




Figure 49.

ACCOUNTS RECEIVABLE LEDGER

———— o

—— il

tems Debits Credits Balange
1
|
L
| i "
| H I ]
ﬁ I
ACCOUNTS RECEIVABLE LEDGER
NAME
ADDRESS
Date j Items Debits Credits Balance

'Y

TR T T G TF TP e TP R a

| _




sests SV 0 P3N NI REERR

161

Figure 50. DAILY SALES DISTRIBUTION

It is imporiant to a business that the sales in the various departments are kept
separate so that the manager can determine if each department is making the profit that
it should. The manager can find the cost during the year of fced or fertilizer items and
then from this sales distribution sheet he can determine how much was taken in from
these items. Frcm this he can figure the percentage margin that was made in each

department.

MAKE A SALES DISTRIBUTION FROM EACH DAY'S BUSINESS:
(Figure £0, page 152)
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PERPETUAL INVENTORY

Subtract sales and add purchases al the end of each day.
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Figure 52

PURCHASE ORDER

NO.

TO DATE 19

ADDRESS

SHIP TO

ADDRESS

SHIF VIA f.Ob. TErMS OATE REQUIRED

QUANTITY STOCK NUMBER/DESCRIPTION PRICE reR

Ty ey

10

: 12
3 IMPORTANT
OUR ORDER NUMBER MUST APPEAR ON
INVOICES, PACKAGES AND CORRESPONDENCE}
ACKNOWLEDGE IF UNABLE
TO DELIVER BY DATE REQUIRED. Buyer

6 FORM 44-110 OUP. U.S.A.

44-111 TRIP, ORIGINALy
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Figure 52 (Cont,)
DPURCUASE OREER
NO.

TO DATE 19
ADDRESS
SHIP TO
ADDRESS -

SHP VIA FOS. Treems DATE REQUIRED

QUANTITY STOCK NUMBER/DESCRIPTION mce | re

]

2

3

4

5

6

7

)

9

10

1"

12

IMPORTANT
OUR ORDER NUMBER MUST APPEAR ON
INVOICES, PACKAGES AND CORRESPONDENCE]
ACKNOWLEDGE IF UNABLE
TO DELIVER BY DATE REQUIRED. Buyer_

B FORM 44-110 OUP. U.S.A.
G 44-111 TRIP,

ORIGINAL




Figure 52 (Cont.)

PURCHASE ORDER
NO.

10 DATE 19
ADDRESS
SHIP TO
ADDRESS

preg fOS8. TeRms DATE REQUIRED

QUANTITY STOCK NUMBER/DFSCRIPTION mce | re

1

3

4 t

5

é

7

8

9

10

1

12

IMPORTANT
OUR ORDER NUMBER MUST APPEAR ON
INVOICES, PACKAGES AND CORRESPONDENCE|
ACKNOWLEDGE IF UNABLE
TO DELIVER BY DATE REQUIRED. Buyer
03 FORM 44-110 DUP, U,.S8.A.
44-111 TRIP, ORIGINAL




Figure 52 (Cont.)

TO

ADDRESS

PURCHASE ORDER

NO.

DATE

19 —

SHIP TO

ADDRESS

SHIP VIA

F.OB8.

TERMS

DATE REQUIRED
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mice

rer

b e e

10
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12
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Figure 52 (Cont.)

TO

PURCHASE ORDER

NO.

ADDRESS

DATE 19

SHIP TO

ADDRESS

SHIP VIA

f.O.5. TERMS DATE REQUIRED

QUANTITY

STOCK NUMBER/DESCRIPTION PRICE ree

10

n

12

INVOICES PASSED FOR PAYMENT

Buyer.

Ay, FORM 44-110 pu*
@. 44-111 TR

‘e8.A.

\
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Figure 52 (Cont.)

PURCHASE ORDER

NO.

10 DATE 19

ADDRESS

i SHIP TO

ADDRESS

SHIP VIA FOB8. TERMS DATE REQUIRED

QUANTITY . STOCK NUMBER/DESCRIPTION PRICE PER

10

1)

12

INVOICES PASSED FOR PAYMENT

Buyer.

N, FORM 44-110 our ".A. ‘
@ 44-111 Tat ’ :
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Figure 52 (Cont.)

TO

PURCHASE ORNER

NO.

DATE 19

. ADDRESS

SHP TO

ADDRESS

[“sriP via

£.O.8. TERMS DATE REQUIRED

' QUANTITY

STOCK NUMBER/DESCRIPTION PRICE PER

A s e s bemn e e e e L

| S
[ ) INVOICES PASSED FOR PAYMENT

FORM 44-11C DUF 8.A.
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Figare 53.

DAILY CASH BALANCE

163

Cash on hand —~——=-cemceee_
Add — Cash taken in during the
day (cash and checks)

Sub-totai

Minus — Cash ouf during the day
(paid out or bank deposits
— not checks written)

New Cash Balance ----=—ceee-

Cash on hand -====cuw- —————
Add — Cash taken in during the
day (cash and checks)

Sub-total

Minus ~ Cash out during the day
(paid out or bank deposits
— not checks written)

New Cash Balance ~===~—eecea-

~Cash on hand —---~=ccccemmee
Add — Cash taken in during the
day (cash and checks)

Sub-total

Minus — Cash cut during the day
{paid out or bank deposits
— not checks written)

| Mew Cash Balance ~=—=-ce——e--

Cash on hand -~ ~-==———c e ee.m
Add — Cash taken in during the
day (cash and checks)
Sub-total.

Minus -— Cash out during the day
(paid out or bank deposits
— not checks written)

New Cash Balance -~---====-=—=

Date

'/Addd — Cash taken in during the
day (cash. and checks)

Cashon hand ~———ccmmmmmmae e

Add — Cash taken in during the
day (cash and checks)

Sub-total Sub-totzsl
Minus — Cash out during the day Minus — Cash out during the day
(paid out or bank deposits (paid out or bank deposits

— not checks written) — not checks written)
New Cash Balance-=-=-----———- New Cash Balanc¢e -—=-—=wweeee

- - - . . .
Date Date ___
Cash on hand ~~«-=mmmmmecme e e Cash on hand ~~—=——cmmm e

Add — Cash taken in during the
day (cash and checks)

Sub-total

Minus — Cash out during the day
(paid out or bank deposits
— not checks written)

New Cash Balance =—====—cceeeo

Add — Cash taken in during tte
day (cash and checks)

Sub-total

Minus — Cash out during the day
(paid out or bank deposits
— not checks written)

New Cash Balance --—=-———..—=
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Figure 53

(Cont.)

Date

Cash on hand -~---
Add — Cash taken in during the
da;- (cash and checks)

Sub-total

Minus -— Cash out during thc day
(paid out or bank deposits
— not checks written)

Ne_w Cash Balance

Cash on hand -=----
Add — Cash taken in during the
day (cash and checks)

Sub-total

Minus — Cash out during the dé,y
(paid out or bank deposits
— not checks written)

New Cash Balance

Cash on hand

,Add — Cash taken in during the

day (cash and checks)

Cash on nand —===-cccmcimcccac e
Add — Cash taken in during the

day (cash and checks)

Sub~ total Sub-total
Minus — Cash out during the day Minus — Cash out during the day
(paid out or bank deposits (paid out or bank deposits
— not checks written) — not checks written) .
New Cash Balance ———=—c—ee-- New Cash Balance -«------=---
Date Daf.e

Cash on hand ----
Add ~— Cash taken in during the
day (cash and checks)

Sub-total

Minus — Cash out during the day
(paid out or bank deposits
— not checke written)

New Cash Balance---——-=———e—ewe--

Cash on hand ----
Add —- Cash taken in during the
day (cash and checks)

Sub-total

Minus — Cash out during the day
(paid out or bank deposits
— not checks written)

New Cash Balance

.

- New Cash Balance e

Date

Cash on hand -
Add — Cash taken in during the
day (cash and checks)

Sub-total

Minus — Cash out during the day
(paid out or bank deposits
— not checks written)

Cash on hand
Add — Cash taken in during the
day (cash and checks)

Sub~-total

Minus — Cash out during the day
(paid out or bank deposits
— not checks written)

ST —

New Cash Balance

P
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Figure 53 (Cont.)
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‘Cash on hand ~~~---
f Add — Cash taken in during the
day (cash nr1 checks)

| ljate

Cash on hand -~~~ ————— -
Add — Cash taken in during the
day (cash and checks)

,Add — Cash taken in during the
- day (cash and checks)

Sub-total

Minus — Cash out during the day
{paid out or bank deposits
— not checks written)

New Cash Balance

| New Cash Balance

Sub-total Sub-totai
‘ Minus — Cash out during the day Minus — Cash out during the dé.y
“ (paid out or bank deposits (paid out or bank deposits
— not checks written) — not checks written)
i New Cash Balance ~=---==-w-- New Cash Balance ~~---wceweee-
Date Date
’ Cash on hand —====-=ccmcacu_ Cash on hand -~=+==--ccccnuaan.

Add — Cash taken in during the
day (cash and checks)

Sub-total

Minus ~— Cash out during the day
(paid out or bank deposits
— not checks written)

Date

(1 [ 7 s [ ——
'Add — Cash taken in during the
day (cash and checks)

3 Sub-total

Date

Cash on hand
Add — Cash taken in during the
day (cash and checks)

Add — Cash taken in during the
day (cash and checks)

; Sub-total

Minus — Cash out during the day
(paid ocut or bank deposits
— not checks written)

' New Cash Balance =-==~======--

Sub-total
5 Minus — Cash out during the day Minus — Cash out during the day -

(paid out or bank deposits (paid out or bank deposits

— not checks written) — not checks written)
New Cash Balance----==-ewceee- New Cash Balan¢e ---=-====-—-

|
Date Date
Cash-on hand -~ ——————— Cash on hand —=-rcccmccce .

Add — Cash taken in during the
day (cash and checks)

Sub-total

Minus — Cash out during the day
(paid out or bank deposits
— not checks written)

New Cash Balance
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Figure 53 (Cont.)

r Cash on hand ~~~~~--~ ————————
K Add — Cash taken in during the
day (cash and checks)

Sub-total

Minus — Cash out during the day

‘Date

Cash on hand -- ——
Add — Cash taken in during the
day (cash and checks)

Sub-total

Minus — Cash out during the day

Add — Cash taken in during the
day (cash and checks)

E‘ Sub- total

(paid out or bank deposits (paid out or bank deposits
— not checks written) — not checks written) _
New Cash Balance ----==-=nn-n New Cash Balance ---==~===c=- )
' Date T Date_ _
Cash on hand -- - Cash on hand ~====eecnvrcuamac=

Add — Cash taken in duriag the
day (cash and checks)

'Add — Cash taken in during the
f day (cash and checks)

Sub-total

Minus — Cash out during the day
(paid out or bank deposits
— not checks written)

SIS e ol

New Cash Balance ————

] S“b‘total
, Minus — Cash out during the day Minus — Cash out during the day
: (paid out or bank deposits (paid out or bank deposits
f — not checks written) — not checks written) -
? New Cash Balance -===mm==mn New Cash Balance ----=====~-- -
: : . =
: Date Date
Cash on hand - - Cash on hand ~=~====cccccacncaa-

Add — Cash taken in during the
day (cash and checks)

Sub-total

Minus — Cash out during the day
(paid out or bank deposits
~ not checks written)

Date

Cash on hand - ——
Add — Cash taken in during the
day (cash and checks)

; Sub-total

Minus — Cash out during the day
(vaid out or bank deposits
— not checks written)

- New Cash Balance -

-

Cash on hand ~~===ceeccccncaaa

Add — Cash taken ir during the
day (cash and checks) ______

Sub-total

Minus — Cash out during the day

(paid out or bank deposits
— not checks written)

New Cash Balance ~===~-ccec--

-
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SAMPLE GRAIN CHECK

Grain Check A to Z FARM SUPPLY COMPAMY QH N©¢ 501
Farmer, Ohio °
Date » 19
'AY TO THE '
ORDER OF s
) DOLLARS
MERCER 0. FARM BUREAU COOPERATIVE ASS'N., INC.
o THE CITIZENS COMMERCIAL BANK
:',5‘-7-2 Celina, Ohio COPY
SAMPLE GRAIN CHECK
Grain Check A to Z FARM SUPPLY COMPANY
Farmer, Ohio SH N°¢ 502
Date — 18,
AY TO THE
ORDER OF . . s
- MERCER CO. FARM BURRAU COOPERATIVE AS'N. ENC. Do Rs
‘o THE CITIZENS COMMERCIAL BANK ) |
342 COPY
SAMPLE GRAIN CHECK
Grain Check A to Z FARM SUPPLY COMPANY
Farmer, Ohio SH N? 203
Date . 19
PAY TO THE
ORDER OF l ?
DOLLARS

MERCER CO. YARM BUREAU COOPERATIVR ASS'N., INC.

q o THE CITIZENS COMMERCIAL: BANK

EC ug;_z Celina, Ohio COPY

Aruitoxt provided by Eic:
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Figure 54 (Cont.)
SAMPLE GRAIN CHECK
Grain Check
A to Z FARM SUPPLY COMPANY
Farmer, Ohio
SH N° 504
Date__ , 19
PAY TO THE
ORDER OF $
DOLLARS
— - MERCER CO. FARM BUREAU COOPERATIVE AS'N. INC.
To THE CITIZENS COMMERCIAL BANK
56-542 . Celina, Ohio
A12. COPY
SAMPLE GRAIN CHECK
Grain € A to Z FARM SUPPLY COMPANY
Farmer, Ohio SH N¢ 505
Date. .
PAY TO THE _
ORDER OF $
To THE CITIZENS COMMERCIAL BANK oo i vy coormaT i me— D OLLARS
=2 COPY
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Figure 55

SAMPLE CHECK

A to Z FARM SUPPLY COMPANY

Farmer, Ohio '
SH N¢ 504
| PAY TO THE Date_ — .1
ORDER OF $
DOLLARS

MERCER CO. FARM BUREAU COOPERATIVE ASS'N., INC.

} To THE CITIZENS COMMERCIAL BANK

J 56-542 Celina, Ohio
a2 COPY

SAMPLE CHECK.

A to Z FARM SUPFLY COMPANY

Farmer, Ohio SH N°- - 5 05
Date__ , 19
| PAY TO THE
' ORDER OF S
DOLLARS

MERCER CO. FPARM BURRAU COOPERATIVE ASFN., INC.

;l‘o THE CITIZENS COMMERCIAL BANK

sesr Celina, Ohie COPY

SAMFLE CHECK

A to Z FARM SUPPLY COMPANY

Fermer, Ohio "SH N°© 506
Date , 19
PAY TO THE
ORDER OF . 3
) DOLLARS

i MERCER CO. FARM BUREAU COOP.ATIVE ASS'N., INC.

o THE CITIZENS COMMERCIAL BANK

56-542 Celina, Ohio
4i2 COPY

ERIC

JAruitoxt provided by Eic
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Figure 55 (Cont.)
SAMPLE CHECK
: A to Z FARM SUPPLY COMPANY o
Farmer, Ohio SH N¢ 506
Date. , 39
PAY TO THE . .
OLZIR OF . $
CO. FARM SURRAU COOPERATIVE ASF'N., INC. DOLLARS
To TEE CITIZENS COMMERCIAL BANK
56-542 : Celina, Ohio '
az COPY
SAMPLE CHECK
A to Z FARM SUPPLY CQMPANY - o
Farmer, Ohio SH Ne¢ 506
Date__ . 19
PAY TO THE
ORDER OF — S
DOLLARS

MERCER CO. FARM BUREAU COOPERATIVRE AS'N., INC.

To TRE CITIZENS COMMERCIAL BANK
56-542 : Celina, Okio

LAz COPY

SAMPLE CHECK

CFRIC_

A to Z FARM SUPPLY COMPANY .
' Farmer, Ohio :
SH N¢ 504
Date. s 19
PAY TO THE
ORDER OF S
MERCER CO. FARM BUREAU COOPERATIVE ASS'N., INC. DOLLARS
To THE CITIZENS COMMERCIAL BANK ) "
56-542 Celina, Ohi
Kiin - COPY

Full Tt Provided by ERIC.
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SAMPLE CHECK
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PAY TO THE

A to Z FARM SUPPLY COMPANY

Farmer, Ohio

ORDER OF.

SH N¢ 005
~ Date— — 19
$
DOLLARS

To THE CITIZENS COMMERCIAL BANK

56-542 Celins, Ohie
L} .

MERCER CO. FARM BURRAU COOPERATIVE AS'N., INC.

COPY
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Figure 56. BANK DEPROSIT SLIPS
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DOLLARS

TOTAL $ I
SEE THAT ALL CHECKS AND DRAFTS ARE ENDORSED

OEPOSITED WITHM

THE SAVINGS DEPQOSBIT BAMK CO..

CHECKS AS FOLLOWS

1

CURRENCY.
SILVER
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SEE THAT ALL CHECKS AND DRAFTS ARE ENDORSED
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CHECKS AS FOLLOWS

THE SAVINGS DEPOSIT BANK CO.'

8Y
CURRENCY.
SILVER
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Figure BLANKET CERTIFICATE OF EXEMPTION

SPECIAL BELANKET CERTIFICATE OF EXEMPTION FOR FARM SUPPLY DEALERS

The undersigned hereby cluims exemption on purchase of tangible personal property

from on or after
Nume of Vendor Date

cnd certifies that this claim is based upon tha purchaser's proposed use of the items pur-

chas2d, the act vity of the purchaser, or both, as shown hereon:

( ) 1. Sold to another vendor for resale.

{ ) 2c. Directly in production of personal property for sale by farming.

( ) 6b. Pockages, ma'erials, or equipment used in production of personal property for ]
sa e by farming. .

( ) 10a. Ecuipment or mateiials used directly in production of articles used in the
production of ather personal property for sale by farming.

) 10b. ccuipment or naterials used in holding or conditioning of materials for sale by
totming.

' ) 10c. Materials or parts to be incorporated into articles to be used in production of
sersonal propesty for sale by farming.

{ ) OTHEER - specify by number from back of card or Rule 93— .

This certificat: shall continue in force

4 until revoked and shall be considered a Purchaser
part of each crder given to the above Mame
named vendor unless the order specifies
] otherwise. Address -
3 Vendor’s Licer.se No., if a1y By
E .
Date Signed Activity

Furr) & Power Equipment Retailers of Ohio, Columbus Ohio Grain & Feed Dealers Association, Worthington

&,.. - . g e b o vy g s« e et s s P . - B T e

SUMMARY FIGURES FROM ONE MONTH PROBLEM

1. What is the bank balance at the end of May?
(April 30 balance plus deposits made less ci:ecks written)

2. Whatis thé accounts receivable balance at the epd of May ?
(Balance at the begirning of may plus the open balances on
account at the end of May)

3. What is the cash on hand at the end of May?
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4. Figure the actual per cent mark-up realized on fertilizer. The prices were figured
on a 14% mark-up, but with tonnage discounts and extra discounts at the end of the
season the company would not have realized the planned on 14%. WHAT WAS THE |
ACTUAL MARK-UP? This is the advantage of keeping sales figures by departments.’

Total of fertilizer sales $

Closing inventory $ $ (>ales)

Beginning inventory - $

Purchases of fertilizer $ | ’ (Costs)
Fertilizér Margin -—======-- $

Divide fertilizer margin by the total cost figure to get % mark-up
(This can be done for each department if it is desired. This one:
depariment illustrates the importance of good management de-

cisions and good inventory control.)

CONCLUSION

The lesson unit ""Business Procedures Used in the Agricultural Services' that
you have: just completed will help you in becoming familiar with the policies and pro-
cedures common to the feed and grain business.

While the style of the forms used and details of business policies will vary from
one business to another, tiie principles outlined here will remain’the same. The pi'o-
cedures outlined in this unit have been proven by actual use in many businesses. Not
=11 vlaces of business will follow all of the steps given here. Also, some businesses
will keep their records by hand while others will use business machines. However,
whether the work is done by hand or by machine the principles remain the same.

This unit has covered some of the responsibilities of both tae sales floor persons
and the office personnel. It is important that each have some understanding of the
responsibilities of the other. It has not been possible to cover all of the details of
the business operations in this unit. You will also need to obtain some of your in-
struction through actual work experience. No mention is made here if the important
areas of salesmanskip and advertising. These units should also be studied in rela-
tionship to your work experience.




