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Texas Education Agency
Texas A&M University

(cooperating)
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT. Agricultural Salesmanship
TOPIC: Introduction, Agric»ltural Salesmanship
OBJECTLVE: To develop an understanding of the importance of

salesmanship in agricultural tusiness.
REFERENCES: Required:
I Information Sheet, "Agricultural Salesmanship"
Supplemental:
2. Feed and Farm Supplies. The University of Texas,

Division of Ext ens:ion. Distributive Education Div-
ision, Austin, Texas

3, Salesmanshnp Furdamentals, Ernest and Davall, 2nd
edition, McGraw-Hill Book Co., New York, N.Y.

N

Let's Analyze and Sell, The University of Texas, Div-
ision of Extension, Distributive Education Division,
Austin, Texas

QUESTIONS 1. Name and give an example from your experience of
or three reasons customers fail to buy.
ACTIVITIES:

2. What are the main differences between need.and de-
sire for a product?

3. What six things must the agricultural salesman know
to be successful?

4. Give five principal advantages of agricultural sales
as a career.

A&
b

5. What is one of the best formns of advertising?
6. Who benefits from efficient selling?
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UNIT: Agricultural Salesmanship
TOPIC: Introduction, Agricultural Salesmanship
(Assignment Sheet continued)

7.

10,

11.

208

Good sellind does two things connected with human wants.

What are the two ?

"What five basic decisions are made by a customer betore
purchasing an item?

What product should be sold to a customer?

Give two things that help to make permanent customers.

Give a good short definition of '"selling'',




Agr: cultural Education 920-1-1
Teacn:ng Mater:ais Center
College Stat.on, Texas

Texas Educat.on Agency
Texas A&M Univers:ty
.cooperating)

Information Sheet
on

AGRICULTURAL SALESMANSHIP

Seliing s the key function of all business activity, This is as true in ag-
r-culture as in other areas. Selling is tue act of assisting and persuading
‘ndiv.dualis or groups to make a buyving decision which is to the mutual ad-
vartage ¢t both the buyer and the seller.

Sellirg is really explaining tn, persuading, and reminding the public of a
part.cular business concern and of the opportunities and values to be gain-
ed trom doing business with this concern.

The retatler’s function is that of selling goods and services to the ultimate
ccrsumer, This is the final step in the distribution of agricultural goods
and services.
Etficient salesman realize that customers are lost because of:

1. Poor service rendered

2 Discourteous treatment received

3. Indifferent attitude exhibited .n the part of the salesman
The salesman must know the psychology of selling if he is to become a suc-
cessful saiesman. In other words, he knows that a customer buys primar-
ily because of need and desire. These are influenced by reason, by emotion,

or by a combination of these. A person may need something, but does not
buy until he desires it, i.e,, . he feels the need.

in summary, to be usccessful, the agricultural salesman must know the
selling process, the merchandise itself, and the firm, as well as under-
stand himself, his relations to the customer, and the customer.

Here is an opportunity for a salesman to (a) deal directly with the public,
:b) belp other people make decisions, (c) f.ce something new everyday,

‘dj know that his worth 1s quickly recognized in terms of advancement, and
{e} enjuy the prestige of big business., This big business is made up of over
1,700,000 reta:l stores where Americans spend 70 percent of the family in-
come each year,
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Agr u.tural Salesmanship
- ~.v-mation Sheet continued)

(.. od gelluing does not happen incidentally, bhut is the result of sound training,

S.c-nssiul selling produces a satisfied customer who in turn becomes the best
i'rm .f advertising,

Ire govd salesman must realize that everyone benefits from efficient selling.
ti. gt sales volume not only insures the salesman's position, but also lowers
wre price of products or services to the customer,

.20 melding awakens and satisfies human wants, Selling is a challenge and

every customer is an opportunity for a salesman to get positive reaction from
*r€ ~i.stomer on five basic buying decisions, namely; the need, the thing, the
g:uv.€, the price, and the time. Selling is helping the customer to—l;ﬁ;r-intel-

SRR X LB TR,
1

F] .g (:‘ ‘:,J‘.! ’y’o

Tre customer will gain the most personal satisfaction from his purchase if the
salesman makes sure that the product will best fit the customer's need. When
‘ne szlesman demonstrates courtesy and a sincere interest to be of service, the
recuit 18 a permanent customer,

Ao o ok ¢

Ma'erial for this Information Sheet was taken from Module 4, Agricultural Supply-
falery zed Service Occupations, The Center for Research and Leadership Develop~-

o X AL T HEE

e+, 'r Vocational and Technical Education, Columbus, Ohio,
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Texas Educatior Agency
Texzs A&M University

(cooperating)
Assigument Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT: Agricultural Salesmanship
TOPIC: Meeting the Customer
OBJECTIVE: To develop an understanding of the importance and

techniques in making a good impression with customers.
REFERENCES: Required:

l. Information Sheet, ""Meeting the Customer"

Supplemental:

2, Let's Analyze and Sell, The University of Texas,

Division of Extension, Distributive Education,
Division, Austin, Texas

3. Feed and Farm Supplies, The University of Texas,
Division of Extension, Distributive Education
Division, Austin, Texas

QUESTIONS l. Why is the first contact with a customer very
or important ?

2. Why should 2 salesman be well-groomed?
3. Why should a salesman like his work?
4. Give three "earmarks' of good salesmanship.

5. Give a short description of the proper way to treat a
customer.

6. Select one of your classmates that you know well and
fill out the "information needed about a customer"
given in part l1-a of the information sheet you. are using.

7. How could you secure the information you gave in
question 6 if you did not know the person well, and if
he were an adult?
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UNIT Agricultural Salesmanship
TOPIC Meeting the Customer
(Assignment Sheet continued)

8 Pick a store (not the one in which you work) in which you
purchased something recently and give your impressions about
these characteristics of the store:

a. Was the store neat and attractive? What made it appear that
way?
b, Was the store well-lighted ?

¢. Did the equipment (not the merchandise) look good to you?
Why or why not?

d Was the merchandise arranged in a manner you understood,
or was it confusing to you? Why ?

e Did the person who ""waited upon you' have a pleasing
appearance? DBriefly describe him as he appeared that day.

9. Fick an item from the store in which you work or plan to work
and give from memory these characteristics of the preduct-

Why is it designed as it is?

The trade name

How it is constructed or manufactured

Its special features

In what other forms it is available

What help the store can give if something 'goes wrong"

with che product

o oo oW

10. Now pick an item your family purchased recently from another
store and give the same information as you gave in No. 9 from
memory about it,

11, List the preparation a salesman needs to make before he is
ready to make a sale.

12. What may cause a salesman to fail to be prompt 1n greeting a
customer?

13. How does the salesman find out about a customer's problem?

14. Give three examples of proper methods of greetiry o asiomer

15. Give the elements of a good salutation to a customer .
16. Name 11 physical and physiological factors that cause a customer
to want to buy a product,

17. Give eight good attitudes for salesmen,
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Teaching Materials Center
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Information Sheet

on
MEETING THE CUSTOMER

The impression of the agricultural business that the customer carries away
often resuits from his first contact with the salesman., Appearance and actions
play an important part in forming this impression.

A well-groomed salesman attracts customers an' aspires their confidence.
Undivided attention on the job is essential to good salesmanship,

A good approach presupposes a proper attitude toward the job. Love for one's
work is expressed in the enthusiasm with which it is carried out. Enthusiasm
is shown through words, actions, and expression.

Salesmanship is demonstrated through promptness. alertness, and interest in
the customer and his problems.

Treat the customer like a guest. This means that good manners and courtesy
are practiced at all times; that the house is in order, neat and clean; that the
merchandise is conveniently located; and that the salesman is trained in the
fundamentals of selling to maximize the opportunity of being of service to
customerc,

Points to be considered when meeting the customer:

1. The preapproach Preparation
a, Information needed about the customer

(1) Name - Address

(2) Personal characteristics
(3) Mental make-up

(4) Hobbies and interests

(5) Common interests

(6) Buying habits or policies

b. Sources of this information
(1) Participation in community activities and events

(2) Chamber of Commerce information
(3) Comments made by other members of civic clubs




Mcer.ng the Customer
(ivtfor mation Sheet continued)

C.

(4) A personal notebook on customers

(5) Past sale records, credit department records
(6) Interview with people in the community

(7) Local newspaper

Check of facilities and surroundings

(1) General appearance of the store
(2) Lighting

(3) Equipment

(4) Merchandise arrangement

(5) Personnel

Knowledge of benefits the customer will receive from mer-
chandise sold

(1) Design or appearance

(2) Quality of the source - trade name

(3) Composition and construction

(4) Special features

(5) Assortment of sizes, colors, and styles available
(6) Service available

Preparation by the salesman

(1) Neatness of appearance

(2) Preparation of anappealing display arrangement

(3) Knowledge of contents of the merchandise in stock

(4) Knowledge of the contents of newspaper advertising
being circulated

(5) Knowledge of names, background, and interests of customers

(6) Knowledge of the competitbrs product

(7) Preparation of a few selling sentences

(8) Preparation of a record of common customer objections and
development of methods of meeting them

2. Timing the Approach

a.

b.

Importance of the impression created by the salesman's appear-
ance and actions

Suggestions for:

(1) Promptness - clues for failure in being prompt:
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Meeting the Customer
(Information Sheet continued)

(a) Involved group conversations of salesmen
(b) Stock duties

(¢c) Timidity in approaching customers

(d) Indifference to the needs of the customers

(2) Alertness - based on accurate and careful observation;
look for clues on:
(a) How and when to greet the customer
(b) When to present the merchandise
(c) How to talk about merchandise

(3) Interest in customer's problem
(a) Take all the time necessary to understand his problem. |
{b) Probe to determine if problem is what customer first |
says that it is.
(c) Determine the procedure to be followed to assist the
customer with his problem.

3. The Proper Approach - Greeting the Customer
a. Type of salutations

(1) Conventional
(2) Question
(3) Stating a fact about the merchandise

b. Elements of a salutation

(1) Courteous

(2) Short

(3) Requires no decision

{(4) Affirmative

(5) Emphasizes the desire to serve

c. Tone of voice - pleasant, enthusiastic, distinct, articulate,
ordinary

d. Facial expressions

(1) A pleasant smile
(2) Cheerful expression
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Meer «g the Customer
‘intormation Sheet continued)

D.tierent physical and psychological factors, operating alone or together, mo-
t:vate a customer to buy a product. Among them are comfort, pleasure, ap-
pe*.‘e, possession, fear, devotion, curiosity, ornamentation, imitation, con-

s*r¢ct on, and loyalty.

D¢ vr:opirg the proper attitudes necessary for success in meeting a customer
;8 vmportant if the student is to develop effective sales abilities, Among them

sxre.

1.

2.

3.

4.

Developing professional feeling toward selling

Constant courtesy

Enthusia.sm for selling

Interest in customer and his problems

Willingness to develop self-confidence

Developing sincere attitude of service

Developing integrity

Appreciating proper psychology such as gaining the customer's

attention and interest, creating a desire, and ending with de-
action on the part of the customer

o dedfe ok ok

Material for this Information Sheet was taken from Module 4, Agricultural
Supply, Sales and Service Occupations, The Center for Research and Leader-

ship Development in Vocational and Technical Education, Columbus, Ohio.
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Teaching Materials Center
College Station, Texas
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Texas Education Agency
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{cooperating)
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT: Agricultural Salesmanship
TOPIC: Presenting Supplies and Services to Customers
OBJECTIVE: To develop an understanding of the steps necessary to a

successful sale.
REFERENCES: Required:

1. Information Sheet, '"Presenting Supplies and Services
to Customers"

Supplemental:

2. Let's Analyze and Sell, Division of Extension, The
University of Texas, Austin, Texas

QUESTIONS 1. Give the four steps in a sale.
or
ACTIVITIES: 2, How does step 1 differ from step 2?

3. What brings about step 3?

4. What are some examples of motivating factors for
farmers?

5. Name 4 ways attention is directed to a supply or service.

6. Tell how a potential customer may move from attention
to interest to desire,

7. To conclude the sale, what does the salesman need to be
able to do to secure action?
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Information Sheet
on
PRESENTING SUPPLIES AND SERVICES TO CUSTOMERS

Successtul selling requires a careful presentation by the seller., A salesman
must recognize the importasrce of each of the psychological steps in a sale.
rie must gairn the attention, develop interest, kindle desire, and induce action
o the part of the customer, -

Attracting attention is one thing, developing interest is quite another thing.
A:tent:on *s more or less involuntary. Almost anything can attract attention;
‘nierest is the result of voluntary reaction on the part of the customer. Interest
(omes orly wher. attention is prolonged voluntarily and is accomplished by con-
centratoon,

Next, one must combine the merits of the article with the needs or wants of
the customer to kindle desire, Then, by demonstrating a complete under-
stand.nig of the interest, needs;, desires, and motivating factors that cause a
custoemer to buy, the salesman will be able to make a successful sale. Sales
are made by showing the farmer how to ircrease vields, make more profit, or
reduce the jabor required, etc,

Tre attention of customers to a supply or service may be secured in many ways.,

Readirg an advertisement about a beef concentrate

Seeing a new herbicide on a TV commercial

Talking to a neighbor about his new 5-plow tractor

Mailing a circular on early fertilizer purchase discount

Meeting a new petroleum delivery truck on the road

Hearing from a friend about the good service on baler repairs
Readirg in the newspaper abaut a new bulb shipment received at the
garden center

Viewing an attractive display:of seed at the supply center

Developing interest in a product can be initiated by the customer, the salesman,
O™ serviceman,

Customers can move from the attention, interest, and desire steps very rapidly
at times w'th little or no encouragement. Example - the customer sees a new
f’eld sprayer just the size and kind for which he has a preference--the desire is
developed. Often, however, the customer's interest in a product needs to be kin-
died. This can be done by:
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Presenting Supplies and Services to Customers
(Information Sheet continued) 1

Talking to him about the new features on this planter

Inviting him to a field day where the effectiveness of newly developed
herbicides will be shown

Showing him the results of this product in test trials

Demonstrating how simple it is to mount this new corn picker
Pointing out to the customer the number of people in the

community who are already using this feed, lawn seed, or grease 1

Desire for a product may be obtained by relating :it’: to a need of the customer,

Explain how this feed wil} ircrease néf incoiné by improving an animal's

rate of gain, |
Show him, with proof from variety trials, how the new oat variety will ‘
stand, thereby reducing all those combining problems. 1
Show him that the chemical weed spray will reduce cultivation, allowing |
time to get the hay harvested, go fishing, etc. ‘
Sell the merits of the tractor seat, not its cost.

Provide appointments for the customer to try the product on a trial basis, i
To be able to present items effectively, you will need to: 1

Know the features of the item.
Be able to answer all questions about the item,
Demonstrate its use, operation, value, and advantages

e 3¢ e e dje

Material for this Information Sheet was taken from Agricultural Supply-Sales and
Service Occupations, Module 4, The Center for Research and Leadership Develop-
ment in Vocational and Technical Education, Columbus, Ohio.
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(cooperating)
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT: Agricultural Salesmanship
TOPIC: Overcoming Customer Resistance
OBJECTIVE: To develop an understanding of the reasons for customer

resistance and effective methods of overcoming them.
REFERENCES: Required:

1. Information Sheet, '""Overcoming Customer Resistance'

Supplemental:

2. Let's Analyze and Sell, Division of Extension, The
University of Texas, Austin, Texas

3. Feed and Farm Supplies, Division of Extension, The
University of Texas, Austin, Texas

QUESTIONS 1. Give the '"two sides' to every sale.
or
ACTIVITIES: 2. The customer must be convinced that the salesman's

product is his best choice, based upon one or more of
three factors, What are the three?

3. Give statements that will help overcome customer

objection for a product:

a. Need:

b. Quality:

c. Source:

d. Price:

e. Time:

f. Thing:
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Agricultural Education 920-1-4

Teaching Materials Center
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{cooperating)

Information Sheet
on

OVERCOMING CUSTOMER RESISTANCE

It is natura! for people to have sales resistance, Most of them did not come
by the money in their possession easily, It is perfectly natural for people to
want to get all they can for the money spent.

Each sale has two sides. The customer must sacrifice something in order to
get something else. Since one cannot have éverything, each sale means a choice
between one product and another product or one product and another form of

pleasure.

The customer must decide which of the choices will give the most satisfaction
or pleasure,

it is the salesman's job to convince the cusiomer that his product or service
will provide this pleasure, satisfaction, or need, If this cannot honestly be
done, perhaps he should not make the sale at all. Anything else is high pres-
sure selling that is unethical and cannot be classified as salesmanship. It
will invariable lead to 111 will and dissatisfaction.

There are several reasons why customers are resistant to purchasing. The
first objection is rarely the actual objection. Identify the real reason for such
resistance and try to explain away the objection, To do this you are going to
need to be well informed on the supply or service. Types of objections are:

1. Need - Objections to need are overcome by stressing the usefulness and
benefits of the product.

2. Quality - Objections to quality are overcome by:
a. Showing a better quality
b. Pointing out a specific feature
3. Source - Objections to the source are met by:
a. Providing names and experiences of satisfied customers

b. Providing information about the company or by reference to
national advertising
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Over-wrm - g Cus*omer Resistance
Siforiet 27 Sheet continued)
* Courteously straightening out misunderstandings

4  Askirg for a fair trial of this new firm or by offering something
“.i7ther firm does not carry

¢ Others correcting the shortcomings of the salesman if he is at

fauli
4 Pr-ce - Objections to price are overcome by:
2 Revealing hidde:n \;alues - bui‘lding up values
v Emphaciz.ng the quality or usefulness

¢ Providing an article that is not as expensive and doesn't have as
mary selling points

d. Kaow:rng competitors product so that any question or different
values can be explained

5. Time - Objections to time are overcome by:

a. Making a future appointment
t. inviting the customer to look at additional merchandise

Continuing to show a positive interest in the customer whether
the salesman is busy or not

.

Tt ying to handle objections promptly as they arise

¢, "ot trying to close a sale until all bonafide objections have been
satysfied. Make feelers during the sales presentation to preclude
objections to a reasonable closing of the sale because of the time .

6 1v.:g - Objections to the thing are overcome by:

= Showing more suitable goods

b Admitting the validity of objection but showing another feature to
oftset the objection
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Overcoming Customer Resistance
{information Sheet continued)

c. Admitting that the objection is reasonable but showing that
it does not really apply

d. Changing the objection into a selling point in favor of the
article

e, Avoiding:
Generalizations which mean nothing
Contradiction of a customer's statement

Display of a negative or discouraging attitude

Again, do not pressure customers to purchase; they are not likely to
return if pressured,

e e ek

Material for this Information Sheet was taken from Agricultural Supply-
Sales and Service Occupations, Module 4, The Center for Research and

Leadership Development in Vocational and Technical Education, Columbus,
Ohio.
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(cooperating)
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT: Agricultural Salesmanship ‘
TOPIC: Closing the Sale |
OBJECTIVE: To develop the ability to secure the final step in the

selling process; that of closing the sale.
REFERENCES: Required:

1. Information Sheet, 920-1-5

Supplemental:

2. Feed and Farm Supplies

3. Let's Analyze and Sell

QUESTIONS 1. When is closing a sale easy and almost automatic?
or i
ACTIVITIES: 2. What must be the attitude of the salesman toward

his function in closing a sale?

3. When is the salesman justified in making concrete
suggestions during the ''closing'' process?

4, When is the right time to close a sule?
5. What conditions precede sale closing?

6. What is the '"choice method'" in beginning to close a
sale?

7. Give seven errors that often lead to failure to buy.

8. Give four good general points for recording sales,
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Information Sheet
on
AGRICULTURAL SALES AND SERVICE

Obviously, closing the sale is the most important of all the steps in the

selling process. Everything that has been done so far comes to naught,

if the customer leaves without making a purchase. Closing starts at the
beginning of the sales presentation and ''trial" closes are appropriate as
it proceeds.

Customers resent being hurried into making a purchase. The salesman
must take an active part in inducing a favorable action on the part of the
customer, but his attitude must be one of helping the customer in making
a wise decision,

Sales are lost because the salesman fails to tailor the sales presentation
to the individual needs and requireménts of the customer.

A salesman is performing a useful service by offering suggestions to
customers who are not aware of their needs or to customers who rely
apor. displays to remind them of what they came to purchase.

Arybody can sell a customer something he wants, It takes a salesman to
sell the customer needed items of which he was unaware.

Closing the sale will be more or less automatic if the need for the article
has been definitely established. One of the salesman's functions is to
help the customer decide by making "trial" closures.

Don't trip on the last step. The time to close the sale is just after the cust-
omer has decided toc buy,

Indications that the customer is making up his mind occur when the customer
asks the salesman to repeat the advantages of each item and when he wants
unwanted goods removed. This is when the salesman should repeat the ad-
vantages of the item in which the greatest interest was shown by the potential
customer,

The decision to buy occurs after the following conditions have been met:

1. The customer has exhibited attention, interest, and desire in the
product.

[
|
|
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Agr.culiural Sales and Service
tsnformation Sheet continued)

2. A relationship between need and the merchandise has been established,.
3. All important objections have been overcome,
4. The price is low in comparison with value,
5. The product meets the customer's approval,
6. The customer has the power to make the purchase.
The above decision is reached by taking steps during the presentation to make
baying "action'" easy. Such steps include leading the customer to make a number
of small favorable decisions himself, making these decisions progressively more
forceful, seeking agreement more frequently as the presentation progresses, and
narrowing the selection, This is done by concentrating upon items in which the
customer is interested, by removing merchandise in which the customer is not
interested, by repeating demonstrations in more detail, and by soliciting the
opinion of others, Always ask for the order. Use the ""choice'" method in beginning
the closing phase, i.e., 2 or 3 dozen.
Faiiure to close the sale may be due to:
l. Assuming that the customer is not going to buy
2. Hurrying the customer
3. Failing to help the customer decide
4. Stumbling over sales obstacles
5. Stressing the wrong selling pbints
6. Trying to force action
7. Being discourteous at any point in the process
When engaged in suggestion selling, the salesman must:
1. Make definite suggestions to the potential customer.

2. Give an acceptable justification for the suggestion made.

3. Demonstrate the merchandise thoroughly and unhurriedly.
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Agricultural Sales and Service
(Information Sheet continued)

4, Not overwhelming the customer with more facts, decisions, etc.,
then he can face comfortably

Sales are often increased by displaying related merchandise, handling
larger quantities, comparing with higher priced merchandise, introducing
new merchandise, developing ""special" sales, demonstrating new uses for
merchandise, and specializing in merchandise for special occasions.
When recording the sale, the salesman, in preparing the sales check, should:
1. Write legibly.
2. Be accurate with items, amounts, and price.
3. List the complete name and address if needed for files or for delivery.

4, Write down any special directions needed to help the customer.

When operating a cash register, make change accurately. Never puta bill
away until the customer is satisfied that he has received the correct change,
Use the right compartment for paper money and change. Also, learn to
count out change properly.

Just because the register bangs shut does not mean that the sale is completed.
A proper, courteous farewell cften neans repeat visits by the customer.

Give the customer a friendly farewell whether or not he makes a purchase
and invite him back soon.

o dleHe e e

Material for this information sheet was taken from Module No. 4, Asricultural

Supply - Sales and Service Occupations, The Center for Research and Leader-
ship Development in Vocational and Technical Education, Columbus, Ohio.
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Teaching Materials Center
College Station, Texas
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Texas Education Agency
Texas A&M University

REFERENCES: Required:

{cooperating)
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT: Agricultural Salesmanship
TOPIC: Fundamentals for Successful Selling 1
OBJECTIVES: To summarize and reinforce the steps in successful selling, l

Information Sheet, 920-I-6

QUESTIONS l. If you are to be a successful salesman,
or
ACTIVITIES: a. What must you have?

b. What must you understand?

¢c.. What must you know?
d. What must you use?

2. Select the three items at the right of the page in which
you feel you are strongest, Write a short paragraph on
each explaining your strengths,

3. Select three items at the right of the assignment sheet
in which you feel |'ou need improvement, Write a para-
graph on each, including how you think you can improve,
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Agricultural Education 920-1-7
Teaching Materials Center
College Station, Texas
o ok ok ok
Texas Education Agency
Texas A&M University

(cooperating)
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT: Agricultural Salesmanship
TOPIC: Evaluating Salesmen
OBJECTIVE: To develop an understanding of the methods employed
ir evaluating sales personnel and to encourage self-
evaluation,

REFERENCES: Required:

Information Sheet, 920=I-7

QUESTIONS In the information sheet accompnaying this topic are four
or check sheets,
ACTIVITIES:

Your assignment is to fill out each check sheet, making two
marks in each item.

The first mark, a small "x'", is your evaluation of a sales-
man from whom you recently made a purchase. If you wish,
use a different salesman for each sheet.

The second mark, a small ""o", is your own performance in
the place in which your work., Use any customer contact
during the past two weeks, and use a different one for each
sheet, if you wish, but make an honest appraisal of your
performance.




Agricultural Education 920-1-7
Teaching Materials Center
College Station, Texas
Redeaede oo
Texas Education Agency
Texas A&M University
"cooperating)

Information Sheet
on

AGRICULTURAL SALES AND SERVICE

Check Sheet -- Customer Approach

Did so effectively
Did so partially
Did not

ould have

(

s~
=4

1. APPROACHED CUSTOMER PROMPTLY |

a. Was on the lookout for customers
b. Stopped what he was doing
¢, Approached the customer mentally and physically

2. WELCOMED THE CUSTOMER

a. Smiled
b. Used appropriate approach
c. Treated the customer as a guest

3. HELPED TO START CONVERSATION

a. Adapted himself to situation
b. Made comment about merchandise
c. Anticipated customer's interest

COMMENTS:
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Agricultural Education 920-II1-1
Teaching Materials Center
College Station, Texas
ok e ok e e vie
Texas Education Agency
Texas A&M University

(cooperating)
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT: Business Procedures
TOPIC: Importance of Accurate Records
OBJECTIVE: To develop an understanding of the necessity for accurate

business records.
REFERENCES: Required:

1. Information Sheet , 920-III-1

Supplemental:

2. Merchandising Products Used in the Farm Business,
Ohio State University, Columbus, Ohio 43210

QUESTIONS 1. a. Give five reasons why management must have re-
or cords.
ACTIVITIES: b. Which of the five is most important? Why?

2. What does an '"operating statement'' show ?

3. How does a '"balance sheet' differ from an "operating
statement'' ?

4. Where does management get the ''figure'' for the operating
statement and balance sheet?

5. Why are cash registers balanced daily?

6. Why are "merchandise purchases' not the total cost
of the merchandise sold?

7. What are two good reasons for having periodic records
of "stocks and inventories'?

8. If the firm in the ''statement of operations'' had receiv-
ed $1000 less during this year for storage and handling
(with:all entries being the same), what would have been
the gross margin?

2432
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UNIT: DBusiness Procedures
TOPIC: Importance of Accurate Records
(Assignment Sheet continued)

10.

11.

Where, in the "statement of operations' do you think
these items are included ?

a. Wages paid a Co-Op Vocational Agriculture student?
b. The electricity bills ?

c. A radio '"commercial' for the firm ?

d. The sacks for small items of merchandise ?

e. The decrease in value of a delivery pick-up?

In the ""sample balance sheet' why is there no entry under
"accumulated depreciation' for land?

If on December 30, 1965, this firm had paid an additional
$5000 of its "accounts payable', how would these four numb-
ers have been changed?

a. Cash on hand and in bank?

b. Total assets?

c. Accounts payable ?

d. Total liabilities ?




Agricultural Education 920-III-1
Teaching Materials Center
College Station, Texas
e diedesles)e
Texas Education Agency
Texas A&M University
(cooperating)

Information Sheet
on

IMPORTANCE OF ACCURATE RECORDS

Most people are familiar with the sales ticket and some of the other
ordinary papers used in conducting business. These papers and pro-
cedures are so important in helping to make an operation successful
that they need considerable attention.

To understand the importance of these items, an overview of the en-
tire records of a business is necessary. Management of a business,
to be successful, needs records of the business as a whole, and of
each department, in order to:

1. Know the financial picture of the business at any given time.

2. Give proper information to board of directors, stockholders,
and others involved. ‘

3. Satisfy legal requirements.
4. Plan desirable changes in management and procedures.

5. Prepare state and federal tax returns.

One record needed by management is an '""operating statement. ' It is
sometimes called a ''statement of operations' or a 'profit and loss state-
ment. " These are prepared either annually, bienally, guaterly, or

monthly, whichever is desired. The operating statement summarizes the
receipts and expenses for a given period of tme and shows the profit or loss
for that period. Many businesses have this statement broken down by depart-
ments in order to ascertain the profit or loss of each department.

The other standard overall record used by businesses is the '"balance sheet''.
The balance shows the financial condition of the business at a given time, but
generally on the last day of the period covered by the operating statement.
The balance sheet lists the assets, liabilities, and net worth of the business.
The liabilities and net worth show the methods of obtaining capital for the
business. The sum of the liabilities and net worth must "balance' with the
assets of the business at any given time.

The balance sheet and the operating statement make up the financial report
for a business.(Note attached sample forms, )

2434
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mportanie ot Accurate Records
iriformatior. Sheet continued)

The daily weekly and monthly records all help contribute to the final make-
up of the '""talance sheet' and'bperating statement!''.

A record of Y'cash sales' for the period desired (day, week, month, or quar-
ter . must be secured. In addition, the cash register must be balanced daily:
t0 be sare that all cash is accounted for and that all records are correct.

"Charge sales'" must be correctly made and entered in appropriate ledgers,
acrording to the policies of the particular business. |

Records must be made of all "merchandise purchases, ' including the cost
of trarnsportation and other incidental expenses.

Periodic records of '"stocks and inventories'' must be miade, both for knowing |
the business’ financial condition, and also for determining stock needs and sales.

Ir. additior: to those items directly concerned with sales, the costs of payroll,
property expense taxes, supplies, services, advertising, interest, depreciation,
losses and legal costs must be paid before any profit is returned to the business. B
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Importance of Accurate Records
(Information Sheet centinued)

SAMPLE STATEMENT OF OPERATIONS
FOR YEAR ENDED DECEMBER 31, 1965

SALES’OO0.00.0.0.00Q.O..0..0.0.00...O0.0.0.0...OQOOOO..O@ $135629702044
Less Cost cof Commodities Sold: ecsececcocososscoscscscs 1,478,914, 33

GrossSellingMarginooooooooocooooooooo'zooooooooooooo' $ 83,788'41

OTHER REVENUE
Grindlng, Cleaningn €tCweevescocessescoss $ 89701- 31
Storage and Handlingoooooooooooooooooooo 10«,8930 03

Dividends, Patronage Refunds, etCeecoes- 665, 41
Totalesoeosoooseceesscocoones $ 20,259.75
GROSS MARGIN:osoosccooresa $ 104,048. 16
EXPENSES |

Salaries and Wagesceesooesosesseereoocoaoo$d0, 247.18
Heat, Power and Watereeseoococseosesesesso 4,597.79
Plant Repairs and Maintenance esoeesccoes 3,737.88
InsSUrance seoconocoesccoeccsssesccessscse 3,942.74
Interestsecececccescccososssscccoenasesa 31. 70
Telephonesoceocseeocscecseecooensesonocsoecvso 728,43
TaXeS eesecoscscocoesscesscsccsssscnsene (,417.40
Advertisingecococoeesecesescosesccncsveseosse 1,787.00
DepreciatiONescscesecesscessosescsssnsso 12,116, 40
All Other EXpenseSescescesssesscssscnsea 3,710,15

Totaloo'ooooooooooooooooooooooo $ 78’316'67

NETMARGINOooooooooooo@ooao $ 259731-49

DISTRIBUTION OF NET MARGIN
Provision for Dividend on Capital Stock-- §$
4%ecoercececesocoesssassscasccsscasss 2,272.00
Patronage Refundd to Stockholders--
2and 1l 1/2% cooecconscecessccsssceseo 21,680.17
Provision for Federal Income TaX esoseeos 254, 64
; Balance of Net Margin Retained +0cec0ce0ee 1,524, 68

E Total $25,731. 49
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importance of Accurate Records
(Information Sheet continued)

SAMPLE BALANCE SHEET, DECEMBER 31, 1965
ASSETS

CURRENT ASSETS:
Cash on hand and in bank, . ..00ve000000000. P 28,173.70
Accounts Receivable -- Patrons $ 26, 060. 54
Less. Allowance for Doubtful |
ACCOUNES seveerveconoocoosss 2,302. 20 23,758. 34

Accounts Receivable -- Grain
Firrﬂs O®00C00GPOGEO®ESO®EOO0ODCDOCO®EOEOOOGBESG®EESETSTS 39787'41
Knventorie&oooooooooooo.oooooo 42,016'76

Prepaid Items, ... 000000000000 o 6,319, 38

Total Cur’rent Assets 0007500020000 0000C000000TE $104’055'59

INVESTMENTS: .
Stock, Bonds,and Credits in Other Companies............. $ 10,667.15
B ' Accumulated
Cost Depreciation Net
PLANT AND EQUIPMENT:
Land $ 2,326.39 $o0vinenee. $2,326.39
Buildings . 245,749.02 87,007. 97 158, 741. 05
Machinery and Equipment . 13,488.70 39,452. 33 34,036, 37
Furniture and Fixtures . 4,538.78 3,921.09 617. 69

TOtal ceseo e 098 0o o.$3269 102' 89 $1303 381' 39 $195’ 721' 50

Total Plant and Equipment --
Netooooooooooooooooooooooooooooooooooooooo° $195,721'50

TOTAL ASSETS ., ®000eessccoenceccecssccscec o .$310,444,24

LIABILITIES

CURRENT LIABILITIES:
Accounts Payable -- Trade and
Others ¢ouceoseocoececosseseoooooessosas $ 15,649.42
Federal Income Tax Payable ceoeooeooos .o, 7254, 64
Dividends Payable on Capital .
| StOCK ¢ e 0eceeevoncecacecneeceonecoosonssson 2,272.00
Patronage Refunds Payable for
Year 1964 . ivunoienonoonoesaconsscnsanees 21,624, 51
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Importance of Accurate Records
(Information Sheet continued)

Employees' Taxes Withheld : v vvsv.. 0. .. $ 554 72
Accrued Salaries, Property and Pay-
r011 Taxes . EE A L L A B R M - - - 8\; 522 ’,5

Total Current Liabilities .. ..

LE I I - T T L T

STOCKHOLDERS' EQUITY:

Material for this Information Sheet was taken from:
Module 6, Agricultural Supply, Sales and Service Occupations.

Capital Stock Authorized, 750 shares
Par Value $100. 00, 641 1/2
Shares Issued Including 73 1/2
Shares of Treasury Stock Out-

standing. 568 Shares ... .,...- . $ 56,800 00
Additional Paid-In Capital $ 0 ¢ 0 C 0B e LT 08 E P . 4 132 00
Retained Earnings. -« c v cooosrsvivnceesccny. . 200,634 20

Total Stockholders' Equity .. ...

CEREARE B S N

TOTAL LIABILITIES AND STOCKHOLDERS'
EQUITY‘S‘}C"II‘J 2

sleslesleslesie

[ AN B )

920-1I1-1

 $ 48 878 ¢4

$261 566 20

. $310. 444 24

"Business Procedures’',
The Center

for Research and Leadership Development in Vocational and Technical Ed-

ucation

980 Kennear Road, Columbus, Ohio 43212

i
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College Station, Texas
ol Mg dleneaek

Texas Education Agency

Texas A&M University

icooperating)

Assignment Sheet

for
AGRICULTURAL SALES AND SERVICE

UNIT: Business Procedures
TOPIC. Sales Tickets
OBJECTIVE: To develop an understanding of the necess. ty for

completeness and accuracy in sales tickets and
skill in their completion.

REFERENCES: Required:

Information Sheet, 920-III-2

QUESTIONS 1. Secure 10 sales tickets of theitype or types used in the
or place of business in which you are employed.
ACTIVITIES:

Attach the first to a sheet of paper, and letter each
part of the ticket in a manner similar to the sample
in Information Sheet, 920-III-2. Letter the parts in

the order in which you would fill out the ticket. Then.

on another sheet of paper, give the reason or the use
for each part represented by a letier.

2. In making change, the salesrnan uses the

Agricultural Education 920-I11-2
Teaching Materials Center

denomination,0f bills and coins possible.

3. A numerical file accounts for sales tickets.

4. A record of the customers' business is provided by
by sales tickets in the file. |

5. Completely make out 9 sales “ickets with at least 5
items each without repeating the same item,

2442
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Agricultural Edwcation 92¢G '!.-2
Teaching Matecrials Center
College Station Tecxas
Texas Education Agerey
T xas A&M Uriv ¢ rsitv
ccooperating.

Information Sheet

on
SALES TICKETS

The heart of the accounting system is the billing of merchard.se to
customers. This 1s necessary tu provide accurate records cf trars
actions. Many businesses have triplicate sales tickets. one for the
customer and two for the office files. Sales tickets necd to be rumb.
ered cossectively in advance for filing and checking purposes and to
avoid loss of merchardise through carelessness Sales ticketz wily
provide the company with the following.

1. Information necessary to make an analysis of the day's
business.

a. Amount of cash taken in- This also serves as 2 check
on the cash that should be in the cash register at the
close of the day's business.

b. The amount of merchandise sold
c. The amount of sales tax collected

2 Information needed for the accounts receivable ledger for
the -ustomers who charged their purchases

3 A record of each transaction for future reference., After
the information contained on the sales ticket has been re
corded in the proper journals, the two copies should be fil -
ed as follows:

a One in a numerical file. Since all sales tickets are ac:
counted for in this file, a sales persor canrot accept cash
from a customer, prepare a sales ticket, give the customer
m1s copy. destroy the office copies and keep the money.

b. One in a client file. This will serve as a record of the
customers’® business.

Many factors are important in the preparation of the sales ticket:

1. In spite of the importance cf sales tickets, many mistakes are
made ir. their use. Some common mistakes are as foilows:
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Salcs Tickets
tinformation Sheet continued,

tUse¢ examplcs 10 show how important common miastakes are to
the net profit of a business, ¢ g how miuch more 1s reeded in
sale s 1o make up for an order for a ton of feed rot filled )}

a +«The ticket canrnt be read

b Sum¢ me+“chand:se is not billed wher. sold

Price list ard discount pcolicies are not followed |

€

d. Mistakes 1n arithmetic
e Emplovees do not keep all of their sales tickets

2. Although cich busiress will have its own procedure for com- '
pleting sales tickets the following shows one procedure to
follow in making out a sales ticket correctly: (A sample
sales ticket 1s irncluded } *

a. Erter the correct date

b. Write the customer's correct name and address. If a
partnership it should be noted The name and address
beccmes absolutely necessary if the purchase is charged.

¢. Give a somplete description of each article sold. Quantity
and unit should be thought cf as one item (for example, 100
1bs. of fertilizer or 10 gals. of 1rsect1c1de
The description should clearly designate the type of mer-
chandise being sold, ard not merely be a commodity class-
ificatiorn.  For example. 100# caif manna, not 100# feed.
{On sales tickets pounds are usually indicated by #.) This
is necescary for checking price and for inventory controls..
Show the price per unit for all merchandise. ({Some sales
tickets will have a columnr heading marked 'price'.) Bill ‘+
all merchardise at the retail price. If the customer is en-
titled to a discount because of volume. damage, etc. , this
amonunt 15 deducted from the retail price. Extensions must
be mathematically accurate ard legibly written

d. Make a sub total of the extension
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Sales Tickets

920 -ili-2

(Information Sheet conrtinued)

h.

1,

m.

Calculate the sales tax on all taxable items ard enter
under the first total. (Sales tax policiesWwils vary accord-
ing to state laws. )

Next, calculate any delivery. mixing. grinding or shell-
ing charges, and enter under the sales tax calculations

Add the extension column to cbtain the grand total oi
charges for the sale.

Check the block on the ticket to indicate the method of pay-
ment {cash, check, charge, returned. accounth

If settlement is to be made by a check iarger than the
ticket. total, it is necessary to note both the amount cf
the check on the face of the sales ticket. and the change
to be given. A similar calculation is recommerded when
a large bill is given in payment.

Get the signature of the person receiving the merchandise
when the settlement is other than cash.

When a customer pays on account, make ocut a sales ticket
and mark the items for which he is paying (for examrple,
fertilizer, feed, balance on note, etc. ).

In all cases where an employee ruins a ticket for any
reason. the word ''void' should be writter across the
front of the ticket, and the original placed with the other
tickets. Sales tickets must be numbered corsecutively.
Each ticket must be accounted for at the end of the day's
business.

The salesman initials the ticket in the appropriate block.

Properly prepared sales tickets giving full information about the trans-
action provide the manager with the information he needs in conducting
the business. Sales tickets may prevent many misunderstandinrgs with

customers when a transaction is questioned.
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Sales Tickets
(Informmn tion Sheet continued!

SAMPLE FARM SUPPLY COMPANY
Farmerton Texas

‘gﬁm‘“ﬁd“?‘r 19_&_ a

/[
Sold To _M__Q&.S:Qm‘g/ b
Address __%aaﬂm%_@d

Quantity Description Price Amount

/ EJO/)MJWJ é AL F_ AT
J\w /[ O—"*
CL AT /250 OO LRAAS G5 ="

: Ooicd. 7245, 85

Eligible Ineligible Patronage Volume

J—=Received By: Salesman; (@M m
Cash Chec Chatge Returned Account

,V/ N°°§L‘785/ =

h/
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Sales Tickets
{(information Sheet continued)

Making change following a purchase can be done accurately by using the
follow:ng procedure:

1. Count from the cost of the purchase to the total amount of
payment. For example, if the cost is $2. 98 and a $5 bill
is tendered, count "$2.99, $3.00, $4.00 $5.00."

2. Use the largest denomination of coins and bills possible in
making change.

3. Positively identify the amount (e. g. $5, $10, etc.}) of a bill
or check and lay it on top of the cash drawer until after the
change is given in order to avoid mistakes.

4, If in doubt as to the correct change,or.if Jpayment is by check,
the2 computation should be made with pencil and paper.

5. Use a flannel board and proportionately enlarged coins and
bills to bring the class into a discussion and demonstration
on the change-making process.

Yo o,
slesteslostesie

Material for this Information Sheet was taken from: ''Business Procedures',
Module 6, Agricultural Supply, Sales and Service Occupations. The Center
for Research and Leadership Development in Vocational and Technical
Education, 980 Kennear Road, Columbus, Ohio 43212




Agricultural Education 920-III-3
Teaching Materials Center
College Station, Texas
2ol sl sl sie sl
Texas Education Agency
Texas A&M University

(cooperating)
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT: Business Procedures
TOPIC: Credit
OBJECTIVE: To develop an understanding of the need for and

function of agricultural credit and the function of
the agricultural business in supplying credit.

REFERENCES: Required:
1. Information Sheet, 920-III-3

2. How to Use Your Bank, L-389, Texas Agri-
cultural Extension Service

3., Profitable Farm Management, Hamilton, J. &,
W. R, Bryant, Prentice-Hall Inc.. Englewood.
Cliffs, N.J., pp- 99-115, (State Adopted Text. )

QUESTIONS 1. Give 7 sources of credit for farmers.
or
ACTIVITIES: 2. What is the difference between '"Productive

Credit" and '""Consumptive Credit"?

3. What does the business extending credit need to
know about a credit customer? {The business
firm is the '"lender'; the customer, the ""borrower'.

4. What are three advantages of the use of checks in paying
bills ?

5. Give 5 good rules in check writing.

6. Assume that a customer has requested that you
write a check for his signature in the amount of his
bill, $127.65. Obtain a blank check and write it
out, leaving the signature space blank, Attach it to
the sheet you are using to answer these questions.
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JNIT. Business Procedures
TOPIC: Credit
{Assignment Sheet continued)

7. How does a draft differ from a check?

8. What is a '"note''?
9. What is a "mortgage'?

10. If your firm has a written credit policy, secure a copy 1
and attach it in your notes. J
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Teaching Materials Center
College Station, Texas

ats sta ate ate ata ols
PARAR AR R RN

Texas Education Agency
Texas A&M University
(cooperating)

Information Sheet
on. .
CREDIT

The capital required to finance modern farming operations is so great
that most farmers must either borrow money to pay for their purchases,
or charge their purchases, making use of credit plans made available by
businesses.

Credit is a very useful tool in conducting business. A vast majority of
business done anywhere in the world proceeds with little transfer of act-
ual cash. The retailer buys from the wholesaler or the distributor on
credit just as the farmer buys on credit from the farm supply store.

Credit may be extended for only a short time (30 days or less, the same
as cash) in which case the business establishment may do the financing.
Credit may be extended for several months or longer, in which case a
credit institution such as a bank or loan association will usually finance
the purchase. Large amounts are secured by credit instruments such as
commodity notes and mortgages.

Each business will establish credit policies. These policies will state
the conditions under which credit will be extended, the maximum credit
to be allowed, and the payment plans and penalties.

te ats oty afe ot
stesleslesiesk

Material for this Information Sheet was taken from: ''Business Pro-

cedures', Module 6, Agricultural Supply, Sales and Service Occupat-
ions. The CTenter for Research and Leadership Development in Voc-
ational and Technical Education, 980 Kennear Road, Columbus, Ohio
43212

|
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Agricultural Education 920-1I1-4
Teaching Materials Center
College Station, Texas
skl sk
Texas Education Agency
Texas A&M University

(cooperating)
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE

UNIT: Business Procedures
TOPIC: Determining Selling Price
OBJECTIVE: To develop an understanding of the factors that enter

into the determination of the selling price of merchan-

dise.
REFERENCE: Required:

Information Sheet, 920-II1-4

QUESTIONS 1. What must the selling price of an article include besides
or: the original cost? '

ACTIVITIES:
2  Which 5 of the "overhead" cost items listed in the infor-

mation sheet will remain almost the same from year to
year ?

3. Which three of the overhead items will fluctuate most
widely?

4. When overhead costs vary little or not at all, what are they
~called?

5. Why is an increase in volume of business usually advantag-
eous to the firm?

6. What is "markup"?

7. A merchant buys an item delivered to his store for $10. 00.
He prices it at $13. 00.
a. What is the markup?
b. What is the percent markup?

8. What is gross margin? How does it differ from markup?
9. An item costing $10. 00 is marked up to $13. 00 and sold.

What is the gross margin?
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920-I11I-4

UNIT: Business Procedures
TOPIC: Determining Selling Price
{Assignment Sheet continued)

10. Give a '"rule of thumb'' for determining a necessary gross
margin.

11, What are feed 'turn over' goals higher than hardware ?
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Agricultural Education 920-III-4
‘Teachirg Materials Center

College Station Texas

Texas Education Agency

Texas A&M University
vOoCperating)

Information Sheet
on

DETERMINING SELLING PRICE

The or.giral cost of merchandise is the actual purchase price, including
the cost of transportation. The selling price must include the original
cost pluis merchandising costs, overhead costs, and a reasonable profit,
I'be overhead costs may reflect some, or all, of the following conditions:
1. Mercha.dise may become obsolete before sold.
2, Merchandise becomes shop-worn.
3. Some merchandise will be overstocked and will not sell.
4. The price of merchandise may drop before the stock is sold.
5. Interest on investment in inventory items.
6. Insurance on inventory items.
7. The cost of warehousing the merchandise
8. Delivery costs (to the'customer)
9. Taxes on the merchandise carried in inventory
10. Theft of merchandise
11, Shrirkage of merchandise
12. Damage to merchandise in stock
13, Wages ond salaries
14, Office and accounting expenses
Overhead zosts may be grouped into areas of fixed costs (insurance,
Interest taxes. etc. | which will be constant per $1,000 of inventory,
ard variabie ccsts (raw materials, product containers, packaging
materials etc.; which change according to volume of busiress done,

.a.nd thke expenses of doing this business.
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Some¢ « emparics may find the annual cost of keeping items in stock as low as
10% of value while other companies may need an increase in cost of 15% or more
ir ordes to pav the experse of just keeping stock on hand.

in adeition to overhead costs. some companies may provide free services to
their customers  Setvices like mixing or spreading fertilizers will also in-
« rease the costs of doing business

A graph 1aay help explain the need for increasing the volume of business in

order to ¢ over both fixcd and variable expenses and make a profit;

BREAK: EVEN CHART

1 40C ——
L Z
?'-‘: 1 20, — .
; 1 : /Proﬁt
;c; 1 CCO Jmum S Break-eve -
£
< , . -
o 800 —-Variable Expense
f: Linee——pe —
5 600 p—- . 7 I
[ 3 / . [
B';JQ Fixed Expense Line

!

r—

L}

L

400 | V4

*__ Note thaf/me fixed expense line may go
1

1

200 up slightly as the volume of business in-

| creages; but it will not go up as rapidly
asthe variable expense line or the income
vMne For example the cost of insurance
world inc rease when the inventory increases

magKedlyl | | 1 1
10 20 30 40 50 60 ¥ 70

Units of Sales
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Dctc rmurg Selling Price
vInformation Sheet continued}

The merchant mustdetermine a selling price for his products that is
high enough to cover the cost of the item overhead expenses, service
costs. and allow a reasonable profit.

There are two terms used to describe the difference between the mer-
chant's cost of an item and his selling price.

1. "Markup" - The amount added to the cost to make the
selling price. As a percentage, it is the relation of the
amount of markup to the cost. For example,

Cost Markup Selling Price
20 + 5 = $25
The markup is 25% of the cost.

Example: Merchant purchases vegetable dust $1.00
Merchant prices vegetable dust at 1. 25
Cashmarkup. o « « ¢« ¢ o ¢ 60 ¢ o o o . 25
Percent markup, « « ¢« ¢« ¢ ¢ ¢ ¢ 5 o0

Cashmarukp = .25 = 25%
Purchase price 1. 25
2. '"Gross margin'" - Is determined by dividing the markup

by the selling price.

Example: Merchant purchases vegetable dust
from wholesaler for, « « « « « 5 o « « $1.00
Merchant prices vegetable dust at: 1. 25
Cashmarkup: « ¢« o « ¢« o ¢ « » 0 ¢ o o . 25
Percent gross margin

Cash markup = ,25 = 20%
Selling price 1. 25

Markup and gross margin are often confused. They are always the same
in dollars and cents, but never the same in percentage because markup
1s figured on cost and margin on selling price.

Examples of the gross margins and markups used by one farm supply

business to cover their expenses and to secure a reasonable profit is
as follows:
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Determing Selling Price
(Information Sheet continued)

Percent Gross Margin

Fertilizer 12.0 %
Grain 6.0 %
Hardware 33.3%
Commercial Feed 18. 0%

920-1I1-4

Percent Markup

13. 6%

6. 4%
50.0%
22. 0%

A rule of thumb that may be nsed to det ermine gross margin is as follows:

In order to make a large enough profit to remain in business,

the number of

times an item turns over in stock during the year times the gross margin

should egqual 100,

Example: Refer to the vegetable dust used in the illust ration for

markup and gross margin.

Vegetable dust turnover 5 times in stock during the year.

5 x X (gross margin) F 100
5X =100
X =

20% gross margin

The suggested turnover goals for one business are as follows:

Feed. . . . 15 Seed., . « « oo « . 8-10
Fence . . . 4 Oil & grease . . 4
Paint , , . 4 Tires & tubes ., . 4
Hardware . 3 Miscellaneous

Machinery, 4 merchandise , . 4

Aeslesle sl sie

Materials for this Information Sheet was taken from:
Module 6, Agricultural Supply,

Sales and Service Occupations.

Farm equipment . . .
Building material. . .
Electrical merchan-
dise o ¢« v o o o 0 o
Farm supplies, gen-
eral

'""Business Procedures "

The Center

for Research and Leadership Development in Vocational and Technical Ed-

ucation, 980 Kennear Road, Columbus, Ohio 43212
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Agricultural Education 920-I1I11I-5
Teaching Materials Center

College Statiorn. Texas

Texas Education Agency

Texas A&M University

(cooperatingj
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT: Business Procedures
TOPIC: Business Records; Ordering and Receiving Mer-
chandise
OBJECTIVE: To secure an understanding of business forms used

in ordering and receiving merchandise.
REFERENCES: Required:

1. Information Sheet, 920-III-5

Supplemental:

1. Stockkeeping, Division of Extension, The Univer-
sity of Texas, Austin, Texas

QUESTIONS 1. Explain to the best of your knowledge who makes
or the decisions regarding what merchandise and how
ACTIVITIES: much to purchase in the business in which you: work.

2. Secure a ''purchase order' if one is available where
you work and write up a sample order.

3. Why is it necessary to keep copies of purchase orders?
4. What is usually included in a ''receiving record"?"

5. Giv_e'two ways freight charges are handled.

6. What is o ''bill of lading"?

7. What is an "invoice"?

8. How are invoices checked by business firms?

9. Explain the forms used for ordering and receiving
goods in the business in which you work.
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Agricultural Education 920-1II-5
Teaching Materials Center
College Station, Texas

slealenle e sas

Texas Education Agency
Texas A&M University
(ccoperating)

Information Sheet
on
BUSINESS RECORDS. ORDERING AND RECEIVING MERCHANDISE

In purchasing and receiving merchandise in a business, the following are
typical procedures and business forms usead.

1. A decision is made on the type, amount, and cost of merchan-
dise to be ordered, and the company fromi which it is to be or-
dered.

2. A purchase order is completed.

3. Company policy usually assigns the responsibility in ordering
merchandise to specific employees. Duplicate records or pur-
chase orders are kept in order to check them against the mat-
erials, the invoice, and bill of lading when merchandise is re-
ceived. Note specifically on the sample purchase order the
complete items, including the company's order number.

4. When the shipment is received, a '"'receiving recqrd!' or '"re-
celving report' are typeical forms used to record the receipt
of merchandise. Other similar records may be used.

5. The receiving record must be a complete record of the mer-
chandise received, including its condition when received. The
primary use of a receiving record is to check incoming mer-
chandise against invoices and bills of lading.

6. Commercial carriers, such as railroads and trucking com-
panies, will charge for hauling the products from the origin-
ating point to the delivery point. Prior to placing the order,
an agreement should be made on who pays the delivery charges,
the shipper or the receiver. Freight may be prepaid or sent
C. 0. D.

7. Forms used by the carriers are called "bills of lading" or
""'shipping records'. An employee should know how to re-
ceive merchandise. He should understand the forms used.

8. The final business form to be considered in the ordering and
receipt of inerchandise is the "invoice'". An invoice is a bill
or statement due a company for merchandise delivered. Since
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920-III-5

B.siness Records: Ordering and Receiving Merchandise
Information Sheet continued)

the payment for goods is made from the invoice, it must be
accurate. The invoice should be checked against all previous
papers--the purchase order, the receiving record, and the

bill of lading. .All businesses have an established policy as to
the checking of invoices for payment. The discount terms must
appear on the invoice and be used in computing the amount to be
paid.

el esiesie

Material for this Information Sheet was taken from: ""Business Procedures',
Module 6, Agricultural Supply, Sales and Service Occupations. The Center
for Research and Leadership Development in Vocational and Technical Ed-

ucation, 980 Kennear Road, Columbus, Ohio 43212
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Agricultural Education 920-III-6
Teaching Materials Center
College Station,Texas
e e sfe e e
Texas Education Agency
Texas A&M University

(cooperating)
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT: Business Procedures
TOPIC: Inventories
OBJECTIVE: To develop an understanding of principles and practices

used in maintaining and utilizing inventories.
REFERENCES: Required:

1. Information Sheet, 920-III-6

Supplemental:

2. Stockkeeping, Division of Extension, University of
Texas, Austin, Texas

QUESTIONS 1. What is an inventory?
or
ACTIVITIES: 2. Why are inventories necéssary?

3. What is meant by "inventory control'' ?
4. What is a perpetual inventory ?
5. When are 'physical inventories''made?

6. In addition to counting the items, what purposes are
met by a physical inventory?

7. What four items of additional information will most
inventories secure ?

8. If a form (or forms) is used for making inventories

in the business in which you work, secure a form,
study it and attach it with your answers.
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Agricultural Education 920-III-6
Teaching Materials Center

College Station, Texas
A3l sevfe e

Texas Education Agency
Texas A&M University
(cooperating)

Information Sheet
on

INVENTORIES

An inventory is a correct count of a concern's merchandise, including

its value.

1.

4.

An inventory is necessary for several reasons:

An accurate account of value is necessary for year-end or
periodic analysis of the business.

Periodic merchandise counts enable the business to deter-
mine the freshness of its stocks, and to decide whether some
items are obsolete.

Inventory counts will show the extent to whichitems are mov-
ing. They will show whether items are -overstocked or under-
stocked.

Physical count inventories are necessary to determine possible
losses. (These are different than book inventories. )

Businesses will use inventories in additional ways. '"Inventory control' is a
system of keeping on hand adequate amounts of any given merchandise. ‘A
business needs to be sure that the customers' needs are met, but does not

want to have surplus, outdated merchandise on hand which frequently may be
in poor condition.

There are several types of inventories:

1.

2473

Perpetual inventories

Many businesses have some or all of their stock listed so that
they know at any given time the number of items of merchandise
on hand. This is done by systematically adding the purchases to
the inventory, and by subtracting the sales taken from the daily
sales slips or totals which are then subtracted from these inven-
tories, This results in maintaining a "book" inventory level as
purchases and sales are made. To be sure it is correct, periodic
rhysical counts must be made and checked against tle perpetual
inventory.




Puertuvies

srformation Sheet continued)

2. Physical inventory

The physical inventory is an actual count of all merchandise on
hand at a given time. This must be done at the end of the fiscal
year, and is of considerable value at other times during the year.
Procedures in making ithe count will vary but will include many or
all of the following procedures:

€,

920-III-6

Arrange stock in an orderly fashion. |

Check stock for condition; count only that which is salable.

Count and record every item, listing the cost price unless the
particular business prefers that the selling price be used.

Keep inventories separate for different departments and types |
of goods.

Compute totals.

Bus:resses will have special forms used for taking the inventory. These forms

mavy 1nclude:

i. Location of merchandise

2. Department to which merchandise is charged

3. Names of persons taking the inventory

4, Information concerning the age and/or quality of merchandise

skskslesikek

Mzterials for this Information Sheet was taken from: '"Business Procedures'),
Module 6, Agricultural Supply, Sales and Service Occupations. The Center
fcr Research and Leadership Development in Vocational and Tec hnical Ed-
noatior, 980 Kernear Road, Columbus, Ohio 43212
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Ag ricultural Education 920-III-7
Teaching Materials Center
College Station, Texas

soale aveal Mo ale
A PX 8 e L

Texas Education Agency
Texas A&M University
(cooperating)

Information Sheet
on
RECEIVING AND STORING MERCHANDISE

One of the important functions of any agricultural business is the. receipt
and storing of merchandise. To properly receive merchandise, whether
it be feed, fertilizer. chemicals or miscellaneous merchandise, several
steps must be followed:

1. A definite plan must be used in unloading, moving, and stor-
ing items. This involves consideration of who does the work,
how various types of merchandise must be handled (by hand,
fork lift, etc.), and how and where it is to be stored.

2. Damage or breakage must be determined as the unloading pro-
ceeds. Both damage and breakage must be noted on the rec-
eiving form. Damaged merchandise must be destroyed, ret-
urned, or kept and sold at a reduced price. The person in
charge should determine, at the time of unloading, whether
there is any shortage.

3. The possibility of shortage must always be checked by exact
count or weight at the time of receiving the merchandise. The
quantity of goods received must always agree with the goods
signed for on the bill of lading, or other shipment record.

4. Policies vary on checking goods against the invoice to check against
substitutions. Invoices may be with the goods or they may arrive
before the goods. The person checking the shipment should be sure
that the merchandise received is in accord with the purchase order
before signing the delivery slip. Many businesses will use a duplicate
copy of their purchase order to check against merchandise received.

5. The quality of the merchandise, insofar as it can be determined
by visual examination or by approved testing procedures;, should
be checked at the time of arrival. Quality must be checked against
what was ordered to be sure it meets the standards specified in the
order.

6. The employee who receives the merchandise will usually sign for it.
He will also complete a receiving report for his business. Note on
the receiving report form the fact that accurate count, condition of
merchandise, description of merchandise as well as other pertirent
facts, are listed.
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Agricultural Education 920-III-7
Teaching Materials Center
College Station, Texas
ek dlede Nk
Texas Education Agency
Texas A&M University

(cooperating)
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT: Business Procedures
TOPIC: Receiving and Storing Merchandise
OBJECTIVE: To develop an understanding of the steps involved in

receiving and storing merchandise.
REFE#ENCES: Required:

1. Information Sheet, 920-III-7

Supplemental:

2. Stockkeeping, The Division of Extensiorn, The
University of Texas, Austin, Texas'

QUESTIONS l. When should damage be noted when unloading mer-
or chandise upon its receipt? ‘ :
ACTIVITIES:

2. How should damage be noted?
3. How are ''shortages'' checked?
4, When should the quality of merchandise be checked?

-5, Secure one of the receiving forms used in the firm in
which vou work and attach it to this assignment.
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Agricultural Education 920-711-8
Teaching Materials Conter )
College Station , Texas
e ol e vl e die
Texas Education Agency
Texas A&M University

(ccoperating)
Assignment Sheet
for
AGRICULTURAL SALES AND SERVICE

UNIT: Business Procedures
TOPIC: Stocking and Merchandise Planning
OBJECTIVE: To develop an understanding of the importance of and

methods used in properly stocking and in merchandise

planning.
REFERENCE: Required:

Information Sheet, 920-1II-8
QUESTIONS 1, In your opinion, how should a merchant determine

or how much of a particular product to stock?

ACTIVITIES:

2. What are the penalties for a merchant ordering mer-
chandise
a. too early ?
b. too latd?

3. Who should call attention to low stocks in a firm ?

4. Name three items in the store or place of busmess where
vou work that have slow ''turnover''.

5. Name three items in the store in which you work that have
rapid 'turnover'’

- 6. What is the reason for the d1fference in Nos. 4 and 5
above ?

7. Draw a diagram of the place of business in which you
work, drawing in the location of classes of merchandise.
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Agricultiral Educanon 920-1II1-8
Teact ng Matezials Certex

Cclle ge Stat.or. TexXas

Texas Eduvation Agercy

T-xas A%M Jniversity

‘cooperating;

'nformation Sheet
on
STOCK. N AND MERCHANDISE PLANNING

K.is.nesgs~s have r..msrous decisions to make in determining the quantity
of any . e€rtalr. item to order. The guality of stock and time to order are

also importznt. Some factors which businesses must keep in mind in or-
de.ving supplic¢ ave!

i, Will t+is merchardise have a slow or fast turnover?
2. W:l! t keep if some remains unsold?

3. What will be the probable demand for this product this year
o* this season?

4, Wken wili the deman come?

5, How long will it take to get replacement merchandise?

6. How much money may we have tied up in inventory stock?

7. Where car we secure quality merchandise at the lowest cost?
Although orly certain employees will have the responsibility of ordering
stock, 41l employees must be responsible for calling attention to low stocks
ard for keeping the stock neat and orderly.

Ar. emplovee should know the exact location of merchandise. He should have

a good working krowledge of the amount of a product on handat a given time
. in relation to the probable demand.

ale a%o e ale a2
PAR A

Materizl for ttis ir.formation Sheet was taken from: "Business Prodedures',
Moduie 6. Agriciltural Supply, Sales and Service Occupations. The Center
for Research ard Leadership Development in Vocational and Technical Ed-
acation., 980 Kenrear Road, Columbus, Ohio 43212.
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Agricultural Education 923-V-1
Teaching Materials Center

College Station, Texas o

Texas Education Agency

Texas A&M University

(cooperating)
Assignment Sheet
for
FEED SALES AND SERVICE
UNIT: Regulations
TCPIC: Regulations in Formulating and Labeling oi Feeds
OBJECTIVE: To develop an understanding of the regulations regarding

formulating, labeling and subsequent use.

INTRODUCTION: Nearly ail the states in the United States have adopted
laws or rules and regulations in regard to formulating
and labeling of feeds. These laws are nct only of '
benefit to the stockman or poultrymau, but also the the
feed rmanufacturer that is conscientiously striving to be
honest in placing a product on che market to adequately
supply the needs of the person using them in his live- .
stock or poultry feeding program. The laws, in general,
require that a feed be licensed, the chemical composi-
tion, and feed ingredients be guaranteed.

REFERENCES: Required:

1. Feeds and Feeding, Morrison, abridged, 8th
edition, page 13.

2. Rules and Regulations adopted by the Texas Feed
and Fertilizer Control Service, Bulletin MP-466,
Texas A&M University, Texas Agricultural Ex-
periment Station, College Station, Texas.

3. "Texas Commercial Feed Control Act of 1957",
Bulletin MP-291, Texas A&M University, <
Texas Agricultural Experiment Station, College
Station, Texas.

QUESTIONS 1. Name three things that feed laws generally require
~ or or enforce.
ACTIVITIES*

2. May color be added to feeds:

3. What is meant by "brand' of feed?

4. What is meant by '"product''.;name? {
2229 |




923-V-1

UNIT: FEegulations
TOPIC: Regulations in Formulating and Labeling of Feeds

(Assignment Sheet continued)
5. What amendment was pvassed in 1958 that greatly
effected the feed business?

6. What information should be contained on labels for
feed?

7. What are closed formula and open formula feeds?

8. Before a feed is registered that contains drugs, what
are five things that are required.

9..Collect and study labels from the feeds sold by your
employer. Place samle tags or labels in your note-
book.

10. What organization controls formulating and labeling
of feeds in Texas? Where is it located?

11. What four principal things about feeds are affected by
federal regulations ”

12. Narne four things that medicated feed tag must contain,
in addition to those on regular feed mixtures.

13. What fee is paid for inspection by the Texas Feed Con-
trol Service?

14, What is an adulterated feed?

15. What is misbranding ?

2230




Agricultural Education

923-VI-1

Teaching Materials Center
College Station, Texas

skaldieskeslesteske

Texas Education Agency
Texas A&M University

(cooperating)

UNIT:
TOPIC:

OBJECTIVE:

INTRODUCTION:

REFERENCES:

QUESTIONS
or
ACTIVITIES:

331

Assignment Sheet
for
FEED SALES AND SERVICE

Formulating Rations
Factors to consider in formulating feeds

To develop an understanding of the various factors
to consider when formulating feeds, regardless of
the class of livestock.

Regardless of the animal involved, certain basic
factors must be considered in formulating feeds.
The goal in any case is a balanced ration which
will supply all the basic nutrients of sufficient
quality and in the proper amounts.

Required:

l. Information Sheet, '""Factors to Consider in For-
mulating Feeds. "

2. Feeds and Feeding, Eighth edition, Abridged,
pp. 148-150.

3. Stockman's Handbook, Third edition, pp. 71-72.

l. Why do animals on pasture need more total digest-
able nutrients than one that is in confinement most
of the time ?

2. Are protein rich fecds higher in cost than feeds low
in protein?

3. Does palatability of a ration aid an animal to produce
more? How?

4. From the stand point of profit, what is the most
important factor in formulating feeds ?



7. Name two examples of feed additives.

8. What enables ruminants tc make proper use of
roughages and low quality proteins ?

923-VI-1
UNIT: Formulating Rations
TOPIC: Factors to consider in formulating feeds
(Assignment Sheet continued)
5. What is a balanced ratica?
6. What two things will not substitute for figures in
formulating feeds?
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Agricultural Education \ 923-VIi-1
Tcaching Materials Center
College Station, Texas
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Texas Education Agency
Texas A&M University
\cooperating}

Information Sheet
on

FACTORS TO CONSIDER IN FORMULATING FEEDS

The factors to corsider when formulating feeds are:

333

1
i

Protein - Protein is frequently the most limited nutrient in a
ration. All essential amino acids must be supplied. Limiting
nutrients can be ccmpared to the amount of water in a stave
barrel. The barrel will hold only the amount up to the shortest
stave, regardless the length of other staves. Quality of protein
becomes a limiting factor when less nutritious feeds are the total
ration.

Cost - When formulating rations, the lowest cost protein feeds, to
supply the need should be used. The mixture should still be palatable
and contain adequate amounts of other niitrients,

Variety - Variety in the feeds used in a ration brings about a more
palatable mixture, however it is not aiways the most economical,

Palatability - A balanced ration will not supply the nutrient
requirement needs of an animal that dces not eat the rnixture. Quality
of feed, storage, age ard feeding methods are several factors that
may alter palatability.

Fiber Content -~ Caution must be taken to insure that a ration is not
too bulky or containing too much fiber. Young animals, swine and
poultry must have less fiber, where horses or dairy animals and beef
animals may take more fiber.

Mineral Content - Make sure animals are being fed the required

minerals, or see that they are provided in a ration,

Vitamin Content - Rations, if properly balanced, generally contain

adequate vitamin content however young animals, chicks or cattle on
poor winter raticns need their rations fortified with vitamin D or A.



923-VI-1

Factors To Consider In Formulating Feeds
(Information Sheet continued)

8. Energy Content - Balanced rations normally contain enough
carbohydrates and fats necessary, however special attention
may be necessary for high producing cows as well as high
producing laying hens., This is also true with horses used ex-
cessively on the range or track.
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Agricultural Education 932-V1-2
Teaching Materials Center
College Station, Texas
seslelesesiestenk
Texas Education Agency
Texas A&M University
{cooperating}
Assignment Sheet
for
FEED SALES AND SERVICE
UNIT: Formulating Rations
TOPIC: . Feeding Standards forr Farm Animals
OBJECTIVE: To develop an understanding of feeding standards and how
they are used in livestock feeding
INTRODUCTION: Feeding standards are tables stating the amounts of
nutrients which, it is believed, should be provided in
rations for farm animals of the various ages and classes
in order to secure the best results. The standards must
not be regarded as fixed rules but merely intended to
enable a feeder to start with well balanced rations.
REFERENCES: Required:
1. Stockman's Handbook, Ensminger, 3rd Edition,
pp. 54-55, 60, 62-65, 70.
Beef - pages 54-55
Sheep - page 60
Swine - pages 62-65
Horses - page 70
2. Fecds and Feeding, Morrison, 8th Edition, abridged,
pp. 151-153, 577-582.
QUESTIONS 1. What is a feeding standard?
or
ACTIVITIES: 2. What things must be known before using a feeding

standard?

3. Give the requirements using Feeds and Feeding, for a
growing dairy heifer weighing 500 lbs. (Digestable,Pro-
tein and Total Digestable Nutrients).

4. Give the requirements for feeding a 900 lbs. pregnant
cow, through the winter.
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Agricultural Education 923-VI-3
Teaching Materials Center
College Station, Texas
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Texas Education Agency
Texas A&M University

(cooperating)

UNIT:
TOPIC:

OBJECTIVE:

INTRODUCTION:

REFERENCES:

QUESTI ONS
or
ACTIVITIES:

340

Assignment Sheet

for
FEED SALES AND SERVICE

Formulating Rations
Feed Analysis Tables

To develop an understanding of the value and use of
Feed Analysis Tables in livestock feeding.

To enable the feeder to more nearly estimate the
nutritional value of his feeds. Scientists have run
tests on various feeds, determined the average com-
position, and arranged in ckart form, the nutritional
value of each. Charts of this nature usually give type
of feed, dry matter, digestable protein, total digest-
able nutrients, and minerals for each feed.

Required:

l. The Stockman's Handbook, Ensminger, 3rd edition,
pp. 148-163, Table 2-29

2. Feeds and Feeding, Morrison, 8th edition, abridged,
pp. 516-561, Table I-Appendix

l. What is a Feed Analysis Table ?
2. What value is a Feed Analysis Table ?

3. What information must you have to use a Feed
Analysis Table ?

4. What are the four main items on a Feed Analysis
Table ?

5. Give the digestable protein and dry matter percent

for corn, dent, all analysis, grade no. 2 (Stockman's

Handbook)
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UNIT. Formulating Rations 4
TOPIC: Feed Analysis Tables
(Assignment Sheet continued)

6. What is the amount of digestable protein and total
digestable nutrients in Bermuda grass hay? (Feed
and Feeding)

7. Give the dry matter in alfalfa hay, sun cured. (Using
Stockman's Handbook)
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Assignment Sheet
for
FEED SALES AND SERVICE

UNIT: Formulating Rations

TOPIC: Ccmmon Methods of Balancing Rations

OBJECTIVE: To develop an understanding of the two common methods
of balancing rations.

INTRODUCTION: After a person has an understanding of the feeding stan-
dards and feed analysis tables, and the factors t¢ con-
sider in formulating feeds, he must determine the best
method of combining the proper kinds of feeds in the
proper amounts to economically supply the needs of the
animal,

There are two common methods used in balancing rations;
the ""Total Digestable Protein'' method, and the '"Square"
method.

The remainder of this assignment will attempt to explain
the two methods.

REFERENCES: Required:

1. Feeds and Feeding, Morrison, 8th Edition, abridged,
pp. 140-148,

2. Stockman's Handbook, Ensminger, 3rd Edition, pp. 72-
82.

QUESTIONS 1. What are the two most common methods for balancing

or rations ?

ACTIVITIES:

2. Give four advantages of the '"Square' method.

3. Which one nutrient receives major attention by the
""Square'' method?
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UNIT: Formulating Rations
TOPIC: Cormmon Methods of Balancing Rations
(Assignment Sheet continued)

4. What two things must be available before balancing
rations by either method ?

5. Why does the '""Total Digestable Nutrient' method
more completely supply the needs of an animal ?

6. What is the "Handy Feeding Recommendations' ?

7. Develop a 15% protein ration of corn and cob meal
and cottonseed meal for a 400 lb. baby beef.

8. Balance a ration for a 500 lb. dairy heifer requiring
.81 - .92 1bs. of Digestable Protein and 6.9 - 8.1 lbs.
of Total Digestable nutrients. Use the follocwing feeds:
corn and cob meal
wheat bran
cotton seed meal

Heifer has free choice good grass hay.
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FEED SALES AND SERVICE
|
UNIT: Formulating Rations 1
TOPIC: Formulating Rations for Dairy Cows |
OBJECTIVE: Develop an understanding of formulating rations for

dairy cows. |

INTRODUCTION: Profitable dairy produciion meay be achieved by, first, {
selecting foundation stock with inherited ability to pro-
duce, and secordly, feeding and management of the herd :
in such a manner as to reach maximum production |

It makes little difference how well an animal is bred if ‘

the cow is not given the proper kind and amounts of
nutrients for manufacturing milk.

REFERENCES: Required:

| Dairy Production, Diggins and Bundy, 2nd Edition,
pp. 133-161.

2. Feeds and Feeding, Morrison, 8th Edi.ion, abridged,
pp 365-397.

e

QUESTIONS l.  Why is it important that the amount of concentrates for

or each cow be according to her actual yield of milk and
ACTIVITIES: butterfat ?

2. Name ten (10) essentials in proper feeding and care of
dairy cows.

3.  Why is good pasture necessary for low cost milk pro-
duction ?

4. Why is it important that cows have a dry period?
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923-VI-5

Formulating Rativug
TOPIC: Formulating Rations for Dairy Cows
(Assignment Sheet continued)

5.

Why are roughages considered the basis for dairy
cow rations?

What inforrmation is necessary to balance a dairy
cows rations ?

To maintain efficient production, a 1000 1lb. cow
giving 48 lbs. 4% milk will need:

a. How many pounds of digestible protein ?
b. How many pounds of total digestible nutrients?
Show how you would determine the protein and total

digestible nutrierts for a 950 1b. dairy cow, pro-
ducing 40 lbs. of 4. 5% milk.
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FEED SALES AND SERVICE
UNIT: Formulating Rations
'1'OPIC: Formulating Rations for Dairy Heifers
OBJECTIVE: Develop an understanding of formulaiing rations

for dairy heifers.

INTRODUCTION: It is essential to have a herd of high producing
cows if a dairyman is to secure a good net income.
The most certzin method is to raise replacements
of well bred, home raised, heifers with good prod-
uctive capacity. In order to accomplish this, a
dairyman should start with good strong healthy calves,
and feed in such a manner as to maintain this and
provide for maximum growth.

REFERENCES: Required:

1. Feeds and Feeding, Morrison, eighth edition,
abridged, pp. 398 - 410.

2. Dairy Production, Diggins and Bundy, second
edition, pp. 163 - 177.

QUESTIONS 1. Name five (5) essentials in satisfactory rations for
or raising dairy calves.
ACTIVITIES:

2. What are the principal differences in the digestive
system of young calves and older cattle?

3. What are 4 methods of feeding dairy calves after
the first three days.?

4. Why should a baby calf have colostrum??
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UNIT: Formulating Rations
TOPIC: Formulating Rations for Dairy Heifers
(Assignment Sheet continued)

5. At what age do young dairy calves usually start
to eat grain and hay?

6. How can calves be encouraged to cat grain at an
earlier age?

7. What is a milk replacer?

8. How much concentrates should a heifer have daily?
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TOPIC:
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INTRODUCTION:

REFERENCES:

QUESTIONS
or
ACTIVITIES:
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Assignment Sheet

for
FEED SALLES AND SERVICE

Formulating Rations
Formulating Raticns for Breeding Beef Cows

To develop an understanding of how good rations
are formulated for breeding beef cows.

Where beef cows are kept for the purpose of raising
calves for beef, the cost of keeping thcm for the entire
year must be charged against the calves at weaning t'ime.
It is therefore very essential that the breeding herd be
maintained as cheaply and efficiently as possible. Al-
though pasture is a vital key to economical beef prod-
uction, it is vitally important that the pastures be sup-
plemented with a souhd feeding program for the breeding
herd, so that good healthy well developed calves will be
sold.

Required:

1. Feeds and Feeding, Morrison, eighth edition,
abridged, pp. 411-433.,

2. Livestock and Poultry Production, Bundy and
Diggins, second edition, pp. 214-244.

3. Stockman's Handbook, Ensminger, third edition,
page 53.

1. What three things are very important in feeding the
breedng beef herd?

2. Why is it important that beef cows raising calves on
pasture be fed well balanced rations?
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Formulatiang Rations
TOPIC: Formulating Rations for Breeding Beef Cows

(Assignment Sheet continued)

Does excessive fattering of calves pay?
Can beef cows be wintered on roughage alone?

Is calf crop percentage affected by the rations
being fed breeding beef cows?

What four things are necessary to know in con-
sidering the ration for beef cows?

What deficiences usually arise in winter feed.1g
of beef cows.

Using Feeds and Feeding, Morrison, determine the
nutrient requirements for a 900 pound pregnant cow,
fed in the winter on average pasture.
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UNIT: Formulating Rations
TGCLIC: Formulating Rations for Fattening Cattle
OBJECTIVE: To develop an understanding of formulating rations

for fattening cattle.

INTRODUCTION: Cattle feeding demands a great amoun: >f capital in-
vestment in both cattle and feed, and consequently much
risk, Those who are thoroughly planning their feeding
operation, and understand cattle feeding are the ones
who will realize some profit. Mistakes in judgement
can be expensive, therefore a thorough understanding
of fattening cattle is of major importance to the fzeder.

REFERENCES: Required:

1. Feeds and Feeding, Morricon, abridged, eighth
edition, pp. 426-433.

2. Livestock and Poultry Production. Bundy and
Diggins, second edition, pp. 246-270.

3. The Stockman's Handbook, Ensmingcr, third
edition, page 53, pp. 74-75.

QUESTIONS 1. What are the sources of profit from feeding fattening
or cattle ?
ACTIVITIES:

2. What grains are commonly used in beef cattle rations?
3. Name the most common protein supplement for Texas.

4. What two roughages are most desirable for fattening
cattle ?
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UNIT: Formulating Rations
TOPIC: Formulating Rations for Fattening Cattle
(Assignment Sheet continued)

5. What are four advantages of pasture fattening?
6. Using Feeds and Feeding, determine the nutrieat

needs for fattening yearling cattle, 600 pounds in
weight.

7. What is urea and what advantage does it have in a
ration? '

8. Of what advantage are hormones in a fattening ration?

9. What advantage is the addition of antibiotics in a
fattening ration?

10. Wiiat is an all concentrate ration?
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UNIT: Formulating Rations
TOPIC: Formulating Rations for Breeding Ewes
OBJECTIVE: To develop an understanding of formulating rations

for breeding ewes.

INTRODUCTION: Healthy productive flocks of good breeding ewes re-
quire special attention to the feeding and management
program. The breeding flock will require different
rations depending on whether they are red, open,
stage of pregnancy, or age of the suckling lamb.
Shepherds who do not plan their feeding program ac-
cording to the animals particular needs will not be
able to produce strong healthy lambs.

REFERENCES: Required:

1. Sheep Production, Diggins and Bundy, pp. 101-119.

2. Feeds and Fe,eding, Morrison, eighth edition,
abridged, pp. 434-450.

3. The Stockman's Handbook, Ensminger, third
edition, pp. 59-61.

QUESTIONS 1. What three things are sold in sheep production to
or make profit?
ACTIVITIES:

2. Why are sheep simiar to cattle in their feeding habits?

3. Name five periods of the ewe's productive cycle and
tell how they are related to feeding the ewes.
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UNIT Formulacing Rations
TOPIC. Formulating Rations for Breeding Ewes
(Assignment Sheet continued)

4, How are sheep able to produce more salable products
on less grain in proportion to forage, than any
other common kinds of livestock?

5. Using Feeds and Feeding, abridged, eighth edition,

determine the needs in digestable protein and total
digestable nutrients for a 100 pound breeding ewe,
nursing a lamb.
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FEED SALES AND SERVICE
UNIY" Formulating Rations
TOPIC: Formulating Rations for Fattening Lambs
OBJECTIVE: To develop an undexstanding of formulating rations

for fattening lambs.

INTRODUCTION: Lamb production and feeding methods vary with
various climatic, economic and feed conditions. Some
areas are able to produce lambs on a good forage
program and milk, some sold as feeders, and others
sell lambs dropped in fall as hothouse lambs. Regard-
less of the method of production a person working with
feeding lambs should have a thorough understanding of
the problems involved in formulatirg good rations for
lambs.

REFERENCES: Required:

1. Sheep Production, Bundy and Diggins, pp. 120-159.

2. Feeds and Feeding, Morrison, abridged, eighth edition,

3, The Stockman's Handbook, Ensminger, third edition,
pp. 59-61.

4, Livestock and Poultry Production, Bundy and Diggins,
second edition, pp. 491-506.

QUESTIONS 1. What three methods are commonly used in the production
or of fat lambs ?
ACTIVITIES:

2 What is creep feeding of lambs ?
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UNIT: Formulaiing Rations
TOPIC: Formulating Rations for Fattening Lambs
{Assignment Sheet continued)

3. How does the lamb feeder expect to make his profit ?

4. Approximately how much concentrates and roughage will
a lamb on full feed consume or eat daily?

5. What are the requirements for 50 pound fattening lamb,
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TOPIC:
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INTRODUCTION:
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or
ACTIVITIES:
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Formulating Rations
Formulating Rations for Brood Mares

To develop an understanding in formulating rations
for brood mares.

Skill and good judgment in feeding enter into the success
or failure in feeding horses, probably more than any
other class of livestock. The variation in feeding of
horses comes about in the different use for horses and
also the small digestive tract of horses. The total
digestable nutrient requirements for horses approximately
double between a horse idle and a horse at work.

This means the rations will consists more of grain

for horses as the work increases. Thorough understanding
of these various differences will help to maintain a

well balanced ration for a horse.

Required:

l. Feeds and Feeding, Morrison, Abridged, eighth edition,
pp. 451-465.

2. The Stockman's Handbook, Ensminger, third edition.
pp. 69-71.

l. What nutrient is most likely to be deficient in a ration
for a brood mare ?

2. Should horses be allowed to eat all the hay they want ?
3. Why are oats popular as a grain for horses?

4. How much grain and hay is the average allowance for
a pregnant mare?

5. How is the '"production' of horses different from other
livestock ?
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UNIT: Formulating Rations
TOPIC: Formulating Rations for Brood Mares
(Assignment Sheet continued)

6. Give the requirements for a brood mare, weighing
1000 1bs. nursing a foal.
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UNIT: Formulating Rations
TOPIC: Formulating Rations for Growing Colts
OBJECTIVE: To develop an understanding of formulating rations for

growing colts.

INTRODUCTION: The colt should make about half of its growth during the
first year. If should be fed liberally, so that its growth
will not be slowed at any point of its development. A
thorough understanding of the colt's feeding requirements,
after it has received colostrum from the mare, is very
important to its growth.

REFERENCES: Required:

1. Feeds and Feeding, Morrison, abridged, eighth edition,

pp. 463-464.
2. The Stockman's Handbook, Ensminger, third edition,
pp. 70.
QUESTIONS 1. Why does a colt need to be fed liberally the first year?
ACT;\;ITIES: 2. Should a colt receive the colostrum from the mare?

3. What value is the colostrum to the colt?
4, Should a colt learn to eat grain early? Why?
5. What is a good feed mixture for colts?

6. Will reducing the feed to the mare and colt help control
diarrhea?

7. What are the daily requirements for a 600 1b. growing
colt after weaning?

8. How many pounds of concentrates should a colt be eating
by the time they are weaned?
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UNaTh Formu ating Rations
TOPIC: Feormulat:ng Rations for Brood Sows
OBJECTIVE: To develcp an understanding in formulating rations for

brood sows

VIRODUCTION: In order to preduce a good number of thrifty pigs, the
brood sov must have proper feeding and care. The profit
or loss from & swine brecding herd is basically determined
by the number of pigs weaned and marketed by the sow.
Gocd hreeding with poor feeding programs usually causes
1033. The propzr understanding of the needs of a brood
sow dvring various cycles of production will assist in
bringing about greater profits.

REFERENCES: Required:

i
o

Lavestock and Poultry Production, Bundy and Diggins,
second edition, pp. 84-97.

2. Feeds and Feeding, Morison, abridged, eighth edition,
pp. 466-490.

2. The Stockman's Handbook, Ensminger; third edition,
Pp. 62-69.
QUESTIONS 1 How do swine differ from cattle sheep and horses in
or their nutritional needs?
ACTIVITIES:

2. Why do sw.ne suffer from poor nutrition more than other
hivestock @

5. Nzme four meriods in the cycle of production for a sow.

4. Name six essentials in the feeding and care of brood
SOWS ,
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UNIT: Formulating Rations
TOPIC: Formulating Rations for Brood Sows

(Assignment Sheet continued)

5. Name two types of feeding brood sows.
6. What two things does the sow use her feed to accomplish?

7. Should a sow or gilt gain during pregnancy ?

8. What is the advantage of hand feecing over sclf {eeding the
sows ?

9. What percent protein should rations for sows contain?

10. Give the requirements for a 300 1b. sow nursing and = litter.
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FEED SALES AND SERVICE

SRR N Formulating Rt ons
TOF™C Formulas ang Ftrans for Growiag and Fattening Pigs
CBRJECTIVE To devrsicp ar understanding of formulating rations

- prowitg and fattealrg pugs,

INTRODUCTION The pr mary ol of growirg and fattenung pigs is to produce
rap d ecorcruy gioons To accomplish thig, the
rat ope {or growing 2ad faifening pigs must be adequate
i ._»r‘.wte._vxn Alisy rhe rations must suppiv mineral and
vetaro » needs, Approximasaitelyv one third of the cost
of preduc. g ? 220 pound market hog is raising to
weariag ega, 2and the other two thirds is from weaning
to markei ige. S'r.e zbout twice the amount invested
Le an the latter pe cfed, it s very important to have an
understanding of prov’ ding adequate and economical

rathonus,
PREFERENCES: Regu red.

1. Lives‘ock and Poultrv Production, Bundy and Diggins,

—s e

second ed tion, pp. 120-145,

& Feeds avd Feeding, Morrison, abridged, eighth

—_-:--x::.

ediion, pp. 466-490,

5. The Stockmar's Handbeek, Ensminger, third edition,

T —— T e TN S X W TR S P . I T I

rp. 62-65,

QIESTIONS 1. Waxat are ihe two primary a.ms of growing and
or fi*tening pog=s?
ACTIVITIES

| o o : . : .
‘; e Flow muarr ¢f ihe cost of producing 3 220 pound hog
|

ceoirern o weaing fo anarket?
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UNIT: Forwmulating Rations
TOPIC: Formulating Rations for Growing and Fattening Pigs
(Assignment Sheet continued)

3. Why are th~ use of complete rations in fattening
swine becoming more popular ?
4. Name two methods in feeding fattening pigs.

5. Do growing pigs require more protein vitamins
and minerals than mature hogs ?

6. What particular feed should make up the main part
of a fattening ration?

7. What are the two most common systems of self
feeding fattening pigs ?

8. What percent protein does a fattening pig, 150
pounds up, need?

9. What is a good mixture to meet mineral needs of
fattening pigs?

10. What are the feed requirements for a 100 1b. growing
and fattening pig?
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QUESTIONS

or
ACTIVITIES:
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Assignment Sheet
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FEED SALES AND SERVICE

Formulating Rations
IFformulating Feeds for Poultry

To develop an understanding in formulating rations
for poultry.

The production of poultry in confinement, and the
peculiar digestive system of poultry, creates problems
for the poultryman in formulating rations for poultry.
Poultry have very little ability to digest fiber, thus,
their feeds must be concentrated in nature. A thorough
understanding of these and other factors will enable a
poultryman to more easily formulate rations for poultry
that will be adequately balanced.

Required:

l. Feeds and Feeding, Morrison, abridged, eighth
edition, pp. 491-512.

2. Profitable Poultry Production, Parnell, pp. 137-
168.

3. Livestock and Poultry Production, Bundy and
Diggins, second edition, pp. 570-612.

1. How does digestion of poultry differ from other
farm animals?

2. What is an all mash ration for hens ?
3. Why does careful consideration for minerals,
vitamins, and protein become more important in

poultry ?

4. What group of feeds make up a major portion of
poultry feeds ?
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UNIT: Formulating Rations
TOPIC: Formulating Feeds for Poultry
(Assignment Sheet continued)

5.

Why are feeding standards for poultry usually
expressed or stated in amounts of protein and
other nutrients?

How are feeding stindards for poultry stated?
Using the standard on page 493, Feeds and Feeding,

abridged, eighth edition, determine the protein
requirements for starting chicks and laying hens.

&
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UNIT: Feed Preparation
TOPIC: Forms of Feeds
OBJECTIVE: To develop an understanding of the various forms of feed

preparation and the benefits derived from each form.

INTRODUCTION: The problem of proper feed preparation or the proper form
to feed is one of the most difficult problems for the feeder.
It is very important that the feeder have reliable informa-
tion on feed preparation in order to make maximum use of
his feeds without extravagant investment in equipment.

REFERENCES: Required:

1. Feeds and Feeding, Morrison, abridged, eighth edition,
pp. 40-45.

2. The Stockman's Handbook, Ensminger, pp. 124-125.

QUESTIONS 1. What are seven forms of feed preparation?
or
ACTIVITIES: 2. What two factors determine the value of crushing,

chopping or grinding feeds ?
3. What is the chief advantage of pellet or cube feeds ?
4. Does grinding and mixing make feeds more palatable ?
5. Name five advantages to an all pellet ration.

6. What particular class of feeds are improved in digesti-
bility by grinding ?

7. Does grinding induce show animals to consume more feed ?

8. Do older cattle with poor teeth benefit from grinding or
chopping ?
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UNIT: Feed Preparation
T OPIC: Forms of Feed for Various Classes of Livestock
OBJECTIVE: To develop an understanding of the forms of feed pre-

paration for vaious classes of livestock.

INTRODUCTION: It is very desirable for a stockman or poultryman to knocw
whether or not any specific kind of feed preparation will be |
profitable. The kind of livestock being fed will determine }
the value of grinding or crushing, along with the kind of
feed. An understanding of the value of the various forms
for different types of livestock and poultr, essential.

REFERENCES: Required:

l. Feeds and Feeding_, Morrison, abridged, eight edition.
pp. 40-45.

2. The Stockman's Handbook, Ensminger, third edition,
pPp. 124-125.

QUESTIONS 1. What two classes of livestock may benefit from soaking
or or cooking feeds?
ACTIVITIES:

2. Do sheep need as much grinding of their feeds as other
farm animals ?

3. Why is finely ground or chopped feeds harmful to horses ?
4. Do smaller animals need smaller pellets in pelleted feeds?

5. Why should hog feeds be ground instead of rolled?

6. Why is rolling of feeds better for horses than grinding?
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UNIT: Feed Preparation
TOPIC: Forms of Feed for Various Classes of Livestock
(Assigniment Sheet continued)

7. Why are rolled grains preferred over ground grains for show
cattle ?

8. Should calves under 9 to 12 months have their grain ground?

9. Does soaking improve the feeding value of a feed?

10. What class of feeds are now being pelleted that were fromerly
not considered for pelleting ?
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FIEED SALES AND SERVICE 1

UNIT Related Agricuiturai Supplies and Equipment
TOPRIC Miscellaneous Agricuitural Suppl:es and Small

Equipment ‘
OBJECTIVES 1 To develop an understanding of the wide range of i

re*ated agricultura’ supp.ies and small equipment, {
which may be carried by an agricultural supply business,

2 To develop an understanding of the specific charac- |
teristics of related agricultural supplies and equipment |
which would be w.seful to the employee

3 To develop an. understanding of the services that
might be provided pertaining to various agricultural
supplies and equipment

iNTRODUCTION The wide range of various types of agricultural supplies
and equipment that are being stocked and sold by feed
sales and service businesses, makes it imperative that
any employee of such businesses realize and have
a thorough understanding of these supplies and equip-
ment The particular types handied by the business
will vary according to communities because of customer
demand, lccal farming and fanching conditions and the
opportunities for profit

REFERENCES  Required

1 Information Sheet, "Common Agricultural Supplies
and Equipment found in Feed Sales and Service
Business'"

Supplemental

2 Sales and service literature on the particular brands
of the equipment and supplies being carried by the
employer
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UNIT Related Agricultural Supplies and Equipment
TOPIC' Miscellancous Agricultural Supplies and Small Equipment
[{Assignment Sheet continued!

3 Catalogues of agricultural supply companics.

QUESTIONS 1 Make a complete list of all agricultural supplies and
or equipment handled by your employer.
ACTIVITIES:

2 Make a scrapbook or file of literature concerning
characteristics of all of the agricultural supplies
and equipment sold by ycur employer

3. Name the services that need to be provided for all
existing lines of agricultural supplies and equipment

4 Make a list c¢. the different types of farming and
ranching served by your employer.

5 Which supplies and equipment are most common in
demand in your store?
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Information Sheet
on

COMMON AGRICULTURAL SUPPLIES AND EQUIPMENT
FOUND IN THE FEED SALES AND SUPPLY BUSINESS

Veterinary Supplies and Equipment

B R<r>mm0o oo oo

Thermometers

Veterinary Syringes

Balling guns

Hose syringes

Trocars

Mouth speculums

Calf pullers

Mastitis control and detection equipment
Stockmen's knives

Hardware disease magnets
Castrating equipment and supplies
Dehorning equipment and supplies
Animal health products such as:
1; Phenothiazine boluses

2) Piperazine wormer

3) Screw worm medicine

4) Scour medicine

5) Sulfa drugs

6) Penicillin preparation

7} Pinkeye treatments

8) Udder ointments

9) Milk fever remedies
10) Blackleg bacteria
11) Mange, lice and tick treatments
12) Fly killers
13) Bloodstop powder
14) Bloat remedy
15) Drenching kits

Large Animal:Supplies and Equipment
Among such items commonly sold in agricultural supply businesses
are those listed below.

no o

Neck chains and tags
Ear tags

Tattoo markers
Branding irons

923-VIII-1




923-VIII-1

Cornmon Agricultural Supplies and Equipment y
Found in the Feed Sales and Supply Business
Information Sheet continued)

Cattle nose leads and neck straps

Leather and rope halters

Grooming supplies such as curry combs, brushes, soaps, polishes,

coat dressings, and clippers

. Horn we.ghts and horn trainers

Hoof trimmers

. Horsebridles and bits

Saddles and related tack

Horse shoeing supplies and equipment

Hog ringers

Feed carts

Calf weaners

Electric cow prods ,

Milking supplies and equipment .

1} Milk filters

2) Milker inflations

3) Cleaning supplies such as scouring sponges, toweling, brushes, and
pipeline cleaners

4) Pails

5) Dairy scales

6) Milk thermometers

Hobbles

Nose twitches

Creep feeders

Farrowing crates

Hog troughs

o

J ™

Brmory

QT OB

< g *tun R

Some of the larger equipment sold through supply centers would be beyond

the technical ability of the salesperson just entering the business. Examples
of such items sold would be automated feeding and watering equipment, slatted
floors, farrowing stalls, gutter cleaners, bulk tanks, and pipeline milker

systems.

3. Poultry Supplies
The following are commonly sold over the counter in farm supply stores.
a. Egg candlers
b. Egg graders
c. KEgg scales
d. Egg baskets
e. Egg washers and washing compounds
£. Chick hovers and brooders
g. Small incubators
h. Wing bands
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Common Agricultural Supplies and Equipment
Found in the Feed Sales and Supply Business
{(Information Sheet continued;

Electric debeakers
Poultry scales
Poultry waterers
Poultry feeders
Poultry nesting units

B il SRS

Larger equipment, which must be adapted to individual farm situations
would probably be beyond the capacity of the retail salesperson without
special training. Examples would include caged layer systems, fogging
systems, and automated feeding systems

4. Agricultural Hardware
Some hardware items are primarily used on the farm, ranch, or
horticultural operation and thus are found in many agricultural
supply businesses. They include

Fence stretchers

Wire pliers

Wire splicers

Gate irons

Mower repair blocks

Portable air tanks

Feed chopper and mowing machine knives

Shear bars and mower guards

Husking hooks and corn knives

Grassboards

Soil sampling augers and tubes

Soil testing kits

Seed cleaners and graders

Hand sprayers, dusters, and their repair parts

Grass, tree, and hedge shears or trimmers

Pruning shears and lopping shears

Pruning saws and pole pruners

Lawn and garden rakes. hoes. and trowels

Root feeders and waterers

Budding, grafting, and pruning knives

Brush hooks, mattocks and grab hoes

Axes, sledges, and saw wedges

Rain or sprinkler gauges

Home pasteurizers

Shallow and deep well pumps and replacement parts

Butchering supplies such as hog scrapers, butcher's saws, meat

pumps, and skinning knives

aa. Irrigation siphons. sprinkler heads and sprinkler systems

bb. Stock tank heaters

NsxE<econoagsosBererrr o0 oo
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Common Ag:ricultural Supplies and Equipment
Found in the Feed Sales and Supply Business
(Information Sheet continued}

cc. Animal traps
dd. Corn cribs and cribbing materials
ee. Farm levels and transits

5. Basic Hardware
Other hardware items often sold by agricultural supply centers are
also found in the regular hardware store. The salesperson working
in farm and garden supply centers will need to be able to sell these
items. Among the more common items sold are the following:
a. Hand and power tools such as hammers, saws, electric drills,
carpenters' squares, braces, levels and planes

Bolts, screws. nails, and builders' hardware
Glass
Screening

Smooth barbed, and woven wire field and poultry fencing
Electric fencing

Rope, chain, block and tackle

Tarpaulins and polyethylene sheeting

Wood preservatives

Wood and alurninum ladders

Replacement wheels

Plumbing supplies

Electrical supplies

Wood or metal paints, enamels, varnishes, lacquers. or primers
Roofing materials

9?3:—‘.7;“-""".5"0:: - 0o o0 o

6. Small Equipment
This term is generally used to describe small horsepower gasoline
engine equipped, wheeled implements used in farm. lawn. and garden
work such as garden tractors steam cleaners, rototillers, lawn
mowers, brush cutters, power sprayers, and small centrifugal pumps.
However, included in this category for sales purposes, are hand
powered lawn mowers, seeders, fertilizer spreaders, wheel cul-
tivators, and sprayers. Also included for sales purposes are small,
power operated. hand tools such as hedge trimmers, sidewalk edgers,
lawn sweepers, and chain saws. Stationery equipment sometimes
included in the small equipment category are compost mills, power
grinders, and air compTessors.

The sales of small equipment in an agricultural supply or garden
center are usually seasonal. A sizeable yolume of sales is usually
possible in such stores where the sales and service of small equip-
ment is organized as a separate department stressing service and
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Common Agricultural Supplies and Equipment
Found in the Feed Sales and Supply Business
(Information Sheet continued)

acceptance of '"trade-ins'' as standard policy. When grouped as a
separate department, a specialized salesperson with a greater
knowledge of capabilities and '"'product knowledge' is highly desir-
able. Such salespersons may be taken from other departments during
a slack time if they have the 'fcel" for this type of work and can
demonstrate competence as ''talk about'" merchandise being handled.

7. Tires, Batteries, Oils, and Accessories
The product knowledge needed for these items which are usually
stocked in a farm supply center as well as made available through
route salesmen is fully covered in Module No. 11 of this course on
Petroleam and Petroleum Products, Sales and Service. The entire
module need not be covered to train retail salespersons where such
accessories are likely to be of secondary importance, but competencies
IV, V, and VII are applicable. The subject matter of these com-
petencies is arranged so that the minimum product knowledge needed
by a retail salesperson is presented first under each heading.

8. Pet Supplies and Equipment
The large number of suburban residents who own pets of all kinds
such as birds, rabbits, guinea pigs, tropical fish, cats, and dogs
have created a market for many accessory items with sizeable
"mark ups.'" Such items include feeds, cages, beds, blankets,
grooming tools, deodorants, feeders, waterers, leashes, muzzles,
and medicines for parasite control. Practically all garden centers
handle pet supplies. An increasing number of farm supply stores
also stock them. The salesperson working in centers handling such
lines will need to have considerable product knowledge about these
items if he is to be successful.

9. Outdoor Living Equipment
Increased interest in outdoor living both at home and in nearby park
Oor recreation areas has caused many garden centers and farm supply
centers to stock such items as lawn furniture, grills, patio paving
blocks, swimming pools, outdoor lighting, insect repellants, swings,
sand boxes, boats and outboard motors. Many stores feature these
with garden displays in the spring and summer seasons. Special
displays are often built and every effort is made to catch the "impulse"
buyer. As with all seasonal merchandise, the profit to the store is
high if the stocks are moved before the end of the usual buying period.

10. Others
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Common Agricultural Supplies and Equipment )
Found in the Feed Sales and Supply Business
(Information Sheet continued)

Material for this Information Sheet was partially taken from Agricultural
Supply - Sales and Service Occupations, Module No. 12, pp. 5-11, Ohio
State University, Columbus, Ohio.

g
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(cooperating)

Answer Sheet

for
AGRICULTURAL SALES AND SERVICE

UNIT: Agricultural Salesmanship
TOPIC: Introduction, Agricultural Salesmanship

1. a. Poor service rendered
b. Discourteous treatment received
c. Indifference on the part of the salesman
(Personal experiences may be varied)

2. Need - may or may not be recognized by the customer. It is based upon
reason,
Desire - is a feeling of need. It may not be based upon reason.

3. a. The selling process d. Himself
b. The merchandise e. His relation to thecustomer
c. The firm f. The customer

4. a. Deals directly with the public c. Sometling '"new' every day
b. Helps others make decisions d. Succes is quickly recognized

e. Enjoys high prestige
5. A satisfied customer

6. Everyone; the salesman, the firm, the customer and the public

7. a. Awakens human wants b. Satifies human wants
8. a. His need c. The product needed e. The time

b. The price d. The source (firm or store) F
9. The product that best fits his needs

10. a. Courtesy b. Sincereinterest

11. Helping the customer to buy intelligently
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Answer Sheet
for

AGRICULTURAL SALES AND SERVICE
UNIT: Agricultural Salesmanship
TOPIC: Meeting the Customer

1. The first contact gives the customer a lasting impression of the salesman
and the business.

2. A well-groomed salesman a, attracts customers, b, inspires customer
confidence.

3. Enthusiasm is difficult if the job is unpleasant.

4. a. Promptness c. Interest in the customer and his problems
b. Alertness

5. The customer should be treated as a guest.
6. Exercise in recognition of personal characteristics
7. a. Participation in community activities d. Comments made by others
b. Chamber of Commerce information e. Past sales records
c. A personal notebook on customers f. Questions asked others
g. Newspapers
8. Exercise in customer impressions. Depends upon the student's observations.

9. Exercise in product knowledge. Check for extent of knowledge.

10. Exercise in product knowledge, designed to make student awarc of customer
knowledge of product.

11. a. Good appearance e. Knowledge of firms advertising
b. Stock displayed attractively f. Selling sentences
¢, Knowledge of merchandise g, Knowledge of competitor's product
d. Knowledge of customer h. Possible customer objections and methods
of meeting them




TR ve
UN
L A -

920-I-2

T Agricultural Salesmansh:p

TOPIC Meeting the Customer
«Answer Sheet continued}

12

14.

15.

16.

17,

221

a. Discussions with other emplovees
b Stock duties

¢ imidity in approaching customers
d Ind:fference to customer needs

4. By taking the time to let the customer express the probiem

b, By asking questions to determ.ne if the customer understands the
problem

c. By suggesting a procedure that w’il assist with the problem

Examples of

a. Conventional - "May I help you, Mr Jonesi{or sir)?"

b. Question - '"Is this cold weather affecting your milk production, Mr., Brown?"

C. Stating a fact about merchand:se - ""We've surely been selling a iot of that
feed, Mr. Smaith,

Courteous Requires no decision Emphasizes the des.re
Stort Aff.rmative to serve

2. Comfort . Devot.on k. Loyalty

b, Pleasure g. Curios.ty

c. Appetite k. Ornamentation

d. Possession 2. Construction

e. Fear j. Imitation

2. Professional feeling toward selling

b. Courtesy

c¢. Enthusiasm

d. Interest in the customer and his problems
e. Willingness to develop self-cenfidence

f. Integrity

g. Desare to be of service

k. Appreciation of psychology
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Answer Shect
for
AGRICULTURAL SALES AND SERVICE
UNIT: Agricultural Salesmanship

TOPIC: Presenting Supplies and Services to Customers

1. a. Attention ¢ Desire
b. Interest d. Action

2. Attention may be 1mvoluntary. Interest is a voluntary reaction,

3., A combination of the reeds or wants of the customer with the merits of
the merchandise.

4, a. Desire for increased vields
b. Desire for more prof:ts
c¢. Desire fcr less ditficult work
Others acceptable

5. a. Newspaper advertising
b, TV or radio advertising
c. Talk with a neighbor
d. Direct mail circulars
Others acceptable

6. Student activity, He should include: a. Attention step
b. Interest step
c. Desire step

7. a. Know the features of the product.
b. Be able to answer questions about the product,
c. Be able to demonstrate the product, including its advantages
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Answer Sheet
for
AGRICULTURAL SALES AND SERVICE

UNIT: Agricultural Salesmanship
TOPIC: Overcoming Customer Resistance

|
1. The seller and the buyer must '""give up" something to secure something. J
The selier "gives up'' merchandise; the buyer, money. Eash sale represents ‘
a choice. 1

2. The customer's a. pleasure, b, satisfaction, and/or c. need

|
|
3. a. Need - Stress usefulness of a product i
b. Quality - Point out good features
c. Source - Name satisfied customers; provide company information or
reliability
d. Price - Revealing values of product
e. Time - Show positive interest; counter all objectives
f. Thing - Showing suitability of the product
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College Station, Texas

' & o . a¥ .
e e

Texas Education Agoncy
Texas A&M Univers:ty
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Answer Sheet
for
AGRTCULTURAL SALES AND SERVICE
UNIT: Agricuitural Salesmanship

TOPIC: Clesing the Sale

1. When the need fer the merchandise has been defimtely established

2. That of kelping the custcmer make a wise decision

3. When the customer is nct aware of his needs or not well aware »f product
chcices

4. Immediately after the customer decides te buy

5. a.
b.
Co
d.
e.

f.

The customer has exhibited attention, interest, and desire for the product,
The relationship between the need and the produci has been established.
Objections have been overcome.

The price is acceptable.

The product is approved by the customer.

The customer has the '""power'' (ability) to make the purchase.

6. Givingthe customer a small decision to make, based upon the major decision
to buy. Example: "Do ycu prefer the red or the green?'", '"Would you prefer
sacks or paper bags?"

T. a.
b.
Co.
d.
e.
f.

235

Assuming failure in the beginning
Hurrying the customer

Failing to help the customer decide
Failing to overcome cobstacles
Stressing the wrong selling pcints
Trying to force the customer
Discourtesy at any point

Write legibly. c. Name and address completed
Accuracy d. Special directions noted




Agricultural Education

Teaching Materials Center

College Station, Texas
sesealidenienn

Texas Education Agency

Texas A&M University

{cooperating)

Answer Sheet
for

AGRICULTURAL SALES AND SERVICE
UNIT: Agricultural Salesmanship
TOPIC: Fundamentals for Successful Selling
l. a. A wholesome attitude
b. People
c. Merchandise
d. Good selling methods

2. Student activity, written

3. Student activity, written
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Teaching Materials Center
College Station, Texas
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Answer Sheet

for
AGRICULTURAL SALES AND SERVICE

UNIT: Business Prccedures

TOPIC: Importance of Accurate Records

1.

10.

11,

a. (1) To know the financial status of the business
(2) To give proper information to company officers and stockholders
(3) To satisfy legal requirements
(4) To plan for desirable change in management and procedures
(5) Tc prepare tax returns
b. Tec plan for desirable change in the business

Profit or loss for a stated period of time

A balance sheet shows ail assets and liabilities. The two always are equal.

All daily records of the firm, including sales tickets, invoices of purchases,
and other records

To be sure that this part of the firm's records are correct for the day

Because transportation and many other items of expense are involved in the
true ''cost' of the merchandise to the firm.,

a. To assist in determining the firm's financial condition
b. To plan for purchases of stock

$103,048.16

a. Salaries and wages c. Advertising
b. Heat, power, and water e. Depreciation d. All other expenses

Because the land did not become less valuable.

a. $23,173.70 b. $305,444.24 c. $10,649.42 d. $3205,444.24




Agricultural Education 920-II1. i
Teaching Materials Center
College Station, Texas
e
Texas Education Agency
Texas A&M University

{cooperating)
Answer Sheet for Test
on
IMPORTANCE OF ACCURATE RECORDS
1. Receipts Expenses Profit Loss

2. Financial condition

3. Planning purchases

4, Assets
Liabilities
5. a. Asset i
b, Liability
c. Asset
d. Asset

e. Liability
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Answer Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT. Business Procedures

TOPIC: Sales Tickets

1. Activity

2. Largest
3. All
4 Client

5. Activity
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Answer Sheet ior Test
on
SALES TICKETS
T F
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Teaching Materials Center
College Statzon, Texas
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Texas KEducation Agency
Texas A&M Un.versity

(000perat1ng}
Answer Sheet
for
AGRICULTURAL SALES AND SERVICE
UNIT: Business Procedures

TOPIC: Credit

1. a. Merchants or dealers c. Commercial banks e. Production credit
b. Individuals d. Insurance companies associations
f. Federal Land Banks

2. Productive credit is used to make more money, Consumptive credit is used in
a manrner that is not designed to produce extra income.

3. a. The moral responsiiiity of the customer c¢. The financial status of the
b. History of debt customer (his repayment
capacity)

4. a. Large amounts of cash are unnecessary. c¢. Risk of theft is small.
b. A cancelled check serves as a receipt.

5. a. Write plainly, in ink,
b. Compietely fill in the space for the amount of the check that is written,
c. Numbers following the ""dollar sign'' should be placed as close as possible.

d. Never erase cn a check.
e. The purpose should be placed on the check.

6. (Activity) (Examine check for proper execution)

7. The amount shown is paid by a third party, previously arranged and shown
on the draft.

8. A written promise to pay a specific amount at a specific future date.

9. A written claim against propery, guaranteeing the payment of a debt.

10. {Activity)




Agricultural Education 920-111-3
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Answer Sheet for Test
on

CREDIT

True False
/L
t/ 2.
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Agricaltural Educat.on 920~
Teaching Mater. ws Center
College Station, Texas

Texies Educatron Agency
Texas A&RM Unversity
(coopoerat.ng)

Answer Sheet
for
AGRICULTURAL SALES AND SERVICE
UNTT Business Procedures
TOPIC Deterinining Selizng Price
1. #. Merchandising costs b. Overhead c. Profit

2. a, interest cn investment ¢, Warehousing e. Office and accounting ex-
h  Insurance d. Taxes penses

3. a. Drop ur price b, Thett c. Damage
4, F.xed costs

5. Frxed expenses will ancrease 1'ttle with increased volume; variable costs
will ancrease more, but cpportunities for total profits become greater.

6. The amount that is added to the cost to arrive at the selling price
7. a. $5.00 b 30% {3.00 ¢ 10.00 = 30%)

8. The gross margin is obtained by dividing the markup by the selling price
inut the cost),

9. $3.00 1 $15.00 - 23 4%

10. Number of times an item ''turns over' per year times gross margin should
equal 100,

11, Feed is consumed, requiring more frequent purchase.




Agricultural Education

Teaching Materials Center

College Station, Texas
yoretgd e

Texas Education Agency

Texas A&M University

(cooperating)
Answer Sheet for Test
on
DETERMINING SELLING PRICE
a 1
d 2
C 3.
_a_ 4.
a 5.
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Teaching Materwols Center
Coilege Stat.or, Texas
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Texas Education Ageancy
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cooperating

Answer Sheet
for
AGRICULTURAL SALES AND SERVICE

UNIT: Busuness Procedures

TOPIC* Business Records: Ordermg and Receiving Merchandise
1. Activity

2. Activity

3. To check aga’nst invoice. biils of lading and goods delivered

4, a., Merchandise received
b. Coadition of merchandise

5. a. The shipper ''prepays' the freight.
b. Goods arrive "C.O,D.'", with the merchant paying the freight upon

delivery.

6. A form used by the carrier {railway, etc.) enumerating items being
shipped

7. A statement {(bill} due 2 company for merchandise delivered

8. Invoices are checked for accuracy and compared to purchase orders, rece.v-
ing records and kills of lading.

9. Actuvity
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Texas Education Agency
Texas A&M Univerd ty
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Answer Sheet for Test
on
BUSINESS RECORDS:
ORDERING AND RECEIVING MERCHANDISE

b 1
& 2
a 3.
c 4.
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Answer Shect
for
AGR'CULTURAL SALES AND SERVICE

UN.T: Business Procedures
TOPIC: ‘nventories
l. An accurate listing of the firm’s merchandise on hand with its value
2. a. Fcr per:odic analysis of the business

b, To determine age of stoik on hand

c. To indicate velume of business byitems

d. For iacation of insses

3. A system for making sure that adequate, but not excessive amounts of
merchandise s cn hand

4. An :nventory kept up-to-date constantly by addition of purchases and deletion

of sales
5. At the erd of the firm's {iscal year and often at other times

. Arranging stock

Checking condition of stock

Separation into departments or categories
Listing values of the stock

]

a0 OO"SB

o

7. a. Location of the merchandise
b. Department to which merchandise is charged
c. Names of perscns preparing the inventory
d. Information on age and quality of the merchandise

8. {Activity)
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Answer Sheet for Test
on

INVENTORIES

True False

/

s

/L
A
/
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Teaching Matersals Center
College Station, Texas
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Answer Sheet
for
AGR:CULTURAL SALES AND SERVICE

UNLT Business Preocedures

TOPIC' Receiving and Stering Merchandise

1. As nunlcading prcceeds

2. Omu the receiving form and in other ways used by the firm
3. By exact count or by wecight

4, As soon as possible after its arrival

5. Activity
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Teaching Materials Center

College Station, Texas
saveyrouels

Texas Education Agency

Texas A&M University

(cooperating)
Answer Sheet for Test
on
RECEIVING AND STORING MERCHANDISE

b 1

c 2.
a 3.
c 4,
b 5
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Agricultural Educat on 920-111-8
Teaching Materials Center
College Statien, Texas

Texas Mducat'on Agency

Texas A&M Univers:ty
cCooperating)

UN

Answer Sheet
for
AGRICULTURAL SALES AND SERVICE

IT:. Bus:ness Procedures

TOPIC" Stcecking and Merchandise Planning

14

(Opxnion question) May include past experience; weather conditions {
affecting farmer needs, etc.

a. Capital utilized unproductively, store or warehouse space tied up.
b. Loss of sales; undesirable customer relations.

Any empioyee

Activity

Activity

Activity-thought guestion

Activity
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{inswer Sheet for Test
on

STOCKING AND MERCHANDISE PLANNING
1. Capital (shelf space: o.k.)
2. Business
3. Every employee
4. Every employee

5. Old
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Teackng Materials Center
College Stat:.or, Texas
Texas Educat on Agency
Texas A&M Univers.ty
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Answer Sheet

for
FEED SALES AND SERVICE

UNIT: Regulat ons
TOP.C: Reguiations in Fcrmulating and Labeling of Feeds

l. a. Feeds be l:censed
b. Chem:cal composition
c. Feed 'ngred’ents guaranteed

2. res, only if it 2s harmless to animals and does not concealinferiority,
3. "Brand" is a sales or business trade name.,

4. "Product" denotes type of feed, such as ""dairy feed."

5. Feed addit res amendment {Delaney clause)

6. a. Net weight

b. Brand or trade

¢. Product name

d. Purpose of medication

e. Act.ve drug ingredients, by common names; expressed in percent or
grams

f. Guaranteed analysis of feed

g. Feed ingredients, by common names

h. Name and address of manufacturer

' Deta‘led feeding directions:
{1} Purpose (3) How to feed (5) Warning statement
{2} When to feed (4) Precautions

7. "Closed formula' means listing only ingredients. "Open formula" means
listirg :ngredients and percent of each.

8. a. Show thename of and purpose for the presence of the drug.
b. Furn.sh datan support of the claims to demonstrate the efficiency of
the product.
¢. Skow tre minimum and maximum quantity required to accomplish the
purpose,




925-V.

LT Regulatioms
TOP (.- Reguizt.ons .n Formulating and Labeling of Feeds
Ar<wer Sheet cunt. nued)

a, Stow the safety ot the feed when used according to d:recticous,
¢  Fura sk a wr:rten statement that given adequate written cr pr:uted
warn rgs and feeding directions which would accompany delivery of feea.

9. Srt.dernt act vity:

10, Texar Feed and Fertiiizer Control.Service, Texas A&M University,
(I .ege Stzrium, Texas

i1, i Add.t.svves that can be added to feeds
2. Level ¢t sdaitives
3, Haow med/.cated feed s to be fed

4, Proper 2beling of medicated feeds

¢, 2, Purpcse of medicatior
n. Directions for use of the feed
. Cummorn rames and amounts of all active drug ingredients
d. Warn.ng statement of a withdrawal period, when required, for a
pariicular drug in a feed

1j5. 107 per tor of feed

14,

|8

Wken its composition, quantity, or quality falls below cor differs from

thit whn.ch is reported or represented by the label,

t. When it :s moldy, sour, heated, or otherwise damaged whereby it is
rendered injurious to animals,

¢. When an ingredient has been whole or in part omitted or extracted
tmerefrom.,

d. When any ingredient has been in whole or in part substituted.

€. When any substance has been added thereto or mixed or packed therew’ih
5C a5 to deceptively increase its bulk or weight, or reduce its quaiity or
strengtk, or make it appear better or of greater value than it is,

*. When damage or inferiority has been concealed in any manner,

g. When it bears or contains any poisonous or deliterious substance wkich may
render It injurious to animals under ordinary conditions

t.. When it contains any low grade material, unless the name and percentage
wf such material are cleanly and prominently printed on the label and
ilabel.ng thereof,

.« When it consists in whole or in part of an diseased, fiithy, putrial, or
decomposed substance, unless such substance has been rendered karmless
by steril.zation or other effective processes.

1. When it is otherwise unfit for feeding to animals,




923-Vv-1

LN'T.  Regulatinms
FOP.C- Regulat.ous in Formulating and Labeling of Feeds
Answer Sheet continued)

15, ». A commercial feced does not bear a tag (certificate) as required.

b. When1its co~tasaer does not bear the labeling required.

¢ When iabeling is false.

d. When contamer 28 so made, formed or filled as to be misleading,

¢ When t purperts to be or is represented as a commercial feed for
which a defintzon of identity and a minimum standard have been pre-
scribed by regulation, unless it conforms to such definitions and standards.

t  When it ts nct subject to the provisions of the Section 9(e) of the Act.

g  When any medicines, drugs or any of the other items named in Section
5:a% 4. of the Act are incorporated in the feed and the quantity of such

‘tems and warning statements and directions for use are not shown on
label as required.
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Agr cultural Educat.on 923-VI-1
Teackng Materials Center

Coliege Station, Texas

Texas Educa*-on Agency

Texns A&M Urss ersity
culperar ngt

Answer Sheet
for
FEED SALES AND SERVICE
UNLT Fermulating Rations
TOP>C. Factors to Cons:der in Formulating Feeds
1. Because of add.tional energy used up in muscular work of grazing

2. Pretern r.ch teeds are usually hi heir in cost.
y hig

3. Yes, feeds must be palatable to the animal or they will not eas as much,
therefore cutting down on production.

4, Cecst of the ration

5. A ration wnich provides an animal the proper proportions and amounts of
all the requ:red nutrients for a period of 24 hours

6. a. Experience
b, Barn f.vestock intuition or "know how!'

7. Ant:blotics, Hormones

8. Bactera

335 &




Agricultural Education 923-VI-1
Teaching Materials Center
College Station, Texas
el se sk
Texas Education Agency
Texas A&M University
(cooperating)

-~

Answer Sheet for Test

on
FACTORS TO CONSIDER IN FORMULATING FEEDS

SO DN N
HHAagd 359 H

b
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Agr

Leultvral Educat’ on 923-VI-2

Teachung Mater als Center
Coliege Stai.on, Texas

Texas Educat.on Ageuncy
Texas A&M Unsvers:ty
tooperar ng)

UN'T. Formulating Rat.ons

Answer Sheet
for
FEED SALES AND SERVICE

TOP;C: Feeding Stardards for Farm Animals

339

Tables stating amounts of nutrients which, it is believed, should be
previded in rations for farm amimals of various ages and classes in order
te get best results,

The type cf animal, size or weight, use of animal, and conditions under
whichk it .3 fed.

500 1b. Heifer - Digestable protein -- .81~.82
Total digestable nutrients -- 6,9-8.1

9G0 ib. Pregnant Cow - Wintering -- Digestable protein -- .65-,70
Total digestable protein -- 6.9-9.7



Agricultural Education

Teaching Materials Center

College Station, Texas
ek el sle ke

Texas Education Agency

Texas A&M University

(cooperating)

Answer Sheet for Test

on
FORMULATING RATIONS FOR BROGD MARES

O w N e
HHEHAa4

355
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Agrocu.tury! Kducation 923-VI-3
Tencr g Materals Center
Coilege Stytron Texas

Texr s Educat.»n Agency

Tex:s A&N Un vers.ty

¢ ;,v,pn“‘a,f ng

Answer Sheet
for
FEED SALES AND SERVICE

UNIT Formuaat ng Ralions

TOP.C Feed Analysts Tables

1. Ataple or chart worked out by scientists, showing average compositions of
teeds

2 To enable the feeder to more nearly estimate the nutritional value of his
teeus

('S
B

Tvpes of feed
Quai.tv of feed
Y

4. Type of feed
Percent dry matter
D:gestabie protein
Tetal digestabie nutrients
M nerats

Corn, dert, all analysis. grade 2 = Digestable Protein - 7.2%
Dry matter percent - 88%

J

6. Bermuda grass hay = Digestable Protein - 3. 7%
Total digestable nutrients - 44.2%

~J

Altaifa kay, sun cured = Dry matter - 88%

342




Agricultural Education
Teaching Materials Center
College Station, Texas

L PN A Yo ol
Mesturc Jenieste

Texas Education Agency
Texas A&M University

(cooperating)
Answer Sheet for Test
on
FEED ANALYSIS TABLES
a. Type of feeds
b. Dry matter
c. Digestable protein
d. Total digestable nutrients
e Minerals

344
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cack e Mater s Genter
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Leue Stat v, Texas

—

Texas Ed 2 ¢n Agency
Tex.n AGM Unvers v

LY

erat oy

-

Aqaswer Sheet
for
FEED SALES AND SERVICE

For=u st ng Ratcrs

TOP( (.mmee Metnods wn Balancng Rations

6.

-

547

4. "'Sguare' rmethod or Pearson Square

b, "Tosa™ Digestaible Nutrient! method

e, S e

n, D rect

LS Kae.

¢. Perm ts qu ok subst.tut.on of feed ingredients
Proer

4., Feed standards b. Feed Analysis Tables

Be: 3use - cons:ders more than pretein alone, such as dry matter, total
¢ pestiv.e natr ents and proten,

(reners: di 1y recommendat:cns for various description of animals as to
frrage per day and concentrates per day, based on types of animals under
var.ous feed.ng cond.tions.

Cernoa-d cb meal - 5.9 digestabl protein |
Cetromseed mear ‘exp) - 33.1 digestable protein |

Ccttenseed mesi 33,1 9.1 parts of cottonseed meal
Cornoand cvb meal 5.9 18.1 parts of corn and cob meal

Total 27.2 parts

18.1 . 27.2 ¢ 66,5 ibs, corn and cob meal in 100 lbs. of mixture for 15%
proterr

9 1 27.2 33.51bs, of cottonseed meal in 100 lbs. for 15% protein

Feed 12 56 15 ibs, per davy for a 400-500 1b. fattening calf.




UN"T.  Formulat ng Rations
TOP:C C .mmon Methods in Balancing Rations
Arzwer Sheet cortonued)

6, Rat mz for 500 'b. dairy heifer

Requ rements: Digestable
Protein
.81 - .92
Core and ccb meal 5.4
W ezt bran 13,2
Cuettonseed meal 32.2
Bermuda hay 3.6

923-V7I.4

Total Digestable
Nutrients

6.9 - 8.1

73,
66.
69.
44.

N = O IV

Feeds a1ad Feeding recommends 2-4lbs. of concentrates daily. Hay is fed

tree cho e,

Feed lbs, Fed

e —; ———caa—

Crrn and Ccb mesal 4
Whezt bran 2=-1/2
C-+*tonseed meal 1/2
Rer-n.dz h3y 5

348

. 216
. 333
.161
. 160
. 870

2.93
1.70
. 346
2.310
7.286



Agricultural Education 923-VI-4
Teaching Materials Cencer
College Station, Texas

. (AR U
Rigtiohih

Texas Education Agency
Texas A&M University
(cooperating)

Answer Sheet for Test
on
COMMON METHODS IN BALANCING RATIONS

1. a. '"'Square'' method
b. '"Total Digestable Nutrients" method 'i

2. Feeding
Feed Analysis

3. Protein

350



Texas A&M Un'vers.ty
rcooperat.ng)

Answer Sheet
for

FEED SALES AND SERVICE
UNIT. Formulating Rat.ons
TOPIC  Focrmulat ng Rations for Dairy Cows

1. So that each cow can maintain a high level of production, based on her
needs «m s:ze as well as production

2. a. Ecencmaical well-balanced rations e. Kindness by the herdsman
b. Cemiortable surroundings for all seasons f. Regularity in feed and care
¢. Palatable rations, wuth plenty of good g. Dry periods of proper length
roughage and variety of feeds h, Plenty of good fresh water
d. Adjust concentrates for each cow's i. Rations slightly laxative
actzsl] production Jj. Some succulent feedsinraton

Agr culturay Education 923-VI-5
Teaching Mater.ails Center
College Stait.rm, Texas
Texas Educat.on Agency
|

3. Good pastures are necessary because a cow can keep up her production on
less concentrates, making for more economical production,

4. Dry per.ods are .mportant for a cow so they can rest from production, and
wili actually preduce more than when milked continuously,

5. Withcut plenty of geod quality roughage, it is difficult to obtain economuical
m:lk preduction, and dairy cows are efficient users of roughage in large amounts.

6. a. Weight b. Daily milk production c¢. Butterfat percent
7. Digestable protein - 2, 748 1bs, Total digestable - 22, 89 1bs.

8. if we have a 950 1b. cow, producing 40 lbs. of 4. 5% milk, she will need . 6 1b.
of protern and 6. 65 lbs. of totai digestaibe nutrients per day for maintenance.
In addition, she needs ,05 lb, of protein and 136 lbs. of total digestable nu-
trients for each Ib. of milk produced daily, Example:
Digestable Protein Total Digestable Nutrients

Ma’intenance . 6 6.65
Milk Production ~'40x.05) 2.0 14.40
Tctal requirements 2.6 21.05
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Agricultural Education 923-VI-5
Teaching Materials Center

College Station, Texas
s ek ok

Texas Education Agency
Texas A&M University
(cooperating)

Answer Sheet for Test
on

FORMULATING RATIONS FOR DAIRY COWS
1. Efficient
2. Pastures
3. Roughage
4. Weight

Daily milk production
Butterfat percent

380
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Agricultural Education 923-VI-6
Teaching Materials Center
College Station, Texas

-~ lael Wt Hla nte
[ IR ARG L |

Texas Education Agency
Texas A&M Unuversity
!cooperating)

Answer Sheet

for
FEED SALES AND SERVICE

UNIT: Fosmulating Rations

TOPIC - Formulating Rations for Dairy Heifers

1

383

Pleaty of protein

Protein of good quality

Encugh total digestable nutrients to permit normal growth
Sufficient minerals, especially calcium, phosphoroas and salt
Liberal amounts of vitamins

(DQ.OC“SD

The rumen, or larger part of stomach, does not begin to develop and function
for several days and therefore is not able to manufacture some nutrients which
older cattle are able to manufacture.

a. Liberal milk feeding c. Limited milk plus a calf
b. Using m:lk replacers starter

d. Nurse cow
Because it is nature's formula for starting the young calf, If it is rich in

vitamins, protein, and minerals and contains these feeds in proper amount
to meet the needs of the calf

Approximately ten days

By rubbing some starter or dry feeds on its nose and mouth after each milk
feeding

Dry feed mixture that can be changed to a liquid with the addition of water,
and fed as a replacement for milk

4 to 6 lbs. daily




[

Agricultural Education

Teaching Materials Center

College Station, Texas
Mesieskeok ko

Texas Education Agency

Texas A&M University

(cooperating)

Answer Sheet for Test
on
FORMULATING RATIONS FOR DAIRY HEIFERS

1 T
2. F
3. F
4 T
5 T
6. F
7 T
8 T
9 T
0. T

385
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Agr:cuitural Education 923-VI-7
Teacn ng Materials Center
Coilege Station, Texas

Texsas Educat en Agency
Texas A&M Unsvers.ty
‘colpern. ng)

Answer Sheet

for
FEED SALES AND SERVICE

UN'T Formu.ating Rations
TOP™(. Formuiating Rations for Breeding Beef Cows

1 a. Feeding efficiency
b. Calf crop percentage
c. V.cor and size of calf at market time

To manntain healthy breeding herd and produce calves higher in weaning
we. ghts, and more health and vigor. Calves are marketed younger now,
th,erefore much of the early development is through the breeding cows
nutrit:cnal program.

A

3 Non, excesssve fattening 1s expensive and the producer is not paid any extra
for the exr.ess,

4 VYes, wher a good quality legume hay is the source.

5. Yes
6 =2, Size of cow c. Condition of cow
k. Feeds be. ng fed d. Conditions of feeding

7. V:tam:ns and minerals

8. Digestable protein -- .65-,70 1b,
Total digestable nutrients -- 6,9-9, 7 1b.
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Agricultural Education 923-VI-7
Teaching Materials Center

College Station, Texas
ot e desesfeok

Texas Education Agency
Texas A&M University
(cooperating)

Answer Sheet for Test
on

FORMULATING RATIONS FOR BREEDING BEEF COWS
1. Cheaply
2. Pasture
3. Marketed
4, Excessive
a. Health and vigor of calves at market
b, Calf crop percentage

c. Feeding efficiency

6, Vi amins
Minerals

7. Percentage

8. Roughage
Legume
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Agr:cultural Educat on
Teach ng Mater as Ceunter
College Stat. un, Texas

Texuis Educa® on Agency
Texas A&M Univers ty
cocperat ngy

Answer Sr.eet
for
FEED SALES AND SERVICE

UNZIT Formu:at ng Ratiurs

TOP!C Faoarmuelat ng Rat ons fer Fatter.ng Cattle

Lo
-

10.

a. Margn or hrgher pr:ce per lb.

b, Gain

¢. Maaure value

Corn Oats Grains sorghums

Cottenseed meas

Legume wr grass and legume muxture

a Ga ns are cheaper.

b. Less labor requ:red

¢. Manure weil d str.buted

d. No steiter or spec.al equ.pment requ.red
Pe: head ibs da:ly

Digestable prote.n 1.18<1 32

Total d. gestable nutr.ents 10 7-12. 3

923-V.L s

Urea 's a synthet'c n:trogen compound, that cattle can convert to protein.

it s used to make rat.ons cheaper.

Hormones are mater.als secreted by glands in animals body that affects
growth and deveicpment and fattening. It can be produced synthetically or

artfic.aliv

Antib.otics cuts down on nternal .nfections; thus allowing greater gatns at

cheaper ccst

A low roughage.  h:gh energv ratron.




Agricultural Education 923-VI-8
Teaching Materials Center
College Station, Texas
shofeslenjerk
Texas Education Agency
Texas A&M University
(cooperating)

Answer Sheet for Test

on
FORMULATING RATIONS FOR FATTENING CATTLE

1. F
2. T
3. F
4, F
5. F
6. T
7. F
8. T
9. F
10. T
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Agr cnituril Educat.or.
Teack ng Mater als Center
College Stat on. Texas

Texas Educat.on Agency
Texas A&M Un'vers ty
sLooperat.Ly)

Answer Sheet
for
FEED SALES AND SERV.CE

UN.T Fermulat.ng Rat. ons
TOPIC Formulat ng Rat.ons for Breeding Ewes
I. a. Lambs

L. Won?
¢. Breed'ng stock

2. They are rum'narts and have capacity for ut.lizing large amounts of
roughage.
3 Flusk ng  Feed ng pr.or to breeding

F.rst half of pregnancy

Last* kalf of pregnancy

. Sucki ng per:od

» Wearnung time to flush ng

Each per.od requ res spec-al rat-ons

Cc Qn oW

4. Consumers of large amounts of roughage in relation to grains

5. D.gest:bie prote.n - .28 - 311b
Total d.gest. bie nutrients - 2.2 . 2 61b

398
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Agricultural Education 923-VI-9
Teaching Materials Center

College Station Texas

Texas Education Agency

Texas A&M University

(cooperating)

Answer Sheet for Test

on
FORMULATING RATIONS FOR BREEDING EWES

Corn
Oats
Bran
Cottonsced meal
Grain sorghums

o Aan oW

2 Both are ruminants and have capacity for using large amounts of roughage.

3. Digestable protein -- ,17-, 20 1lb.
Total digestable nutrients -- 1.7-2.1 1b,
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Agr.cultural Educat. on 923-V.. 10
Teach.ng Materizis Center
College Stat:on, Texas

Texas Educat.on Agency
Texas A&M Unrvers ty
‘cooperat ag)

Answer Sheet

for
FEED SALES AND SERVICE

UNIT Formulating Rations
TOFP. G Rormuiating Ratrons for Fattening Lambs
1. a, M:!lk ard grass fed lambs
b. Feeder lambs
¢. Hothouse lambs
2. Prov.ding an enclosure or pen which will allow the lambs to enter but w.ll

kecep the ewes cut. Feed is kept in the enclosure, available to the lambs at
all t. mes,

3, a. Marg.mn
b. Value cf ga'm over cost of gra:n
¢. 'Wocl clip
d. Fert.lizer value

4. Lambs on fuil feed w.ll consume one to one and one-half pounds of roughage
d-.}y and one to cne and one-half of concentrates daily.

5. Requirements: 50ib. Fattening Lamb
D:igestable protein - .16-.19
Total d.gestable nutrients - 1.2-1.5

403




Agricultural Education
Teaching Materials Center
College Station, Texas

Jeese ek
Texas Education Agency

Texas A&M University
{cooperating)

Answer Sheet for Test

on
FORMULATING RATIONS FOR FATTENING LAMBS

1. Hothouse
2 Roughage

3. Pen or enclosure
Feed

4. 1 -1-1/2 1bs. concentrates
1 -1-1/2 lbs. legume hay

5. 50 to 60% concentrates
40 to 50% legume hay

6. 1/31b, gain

7. 250 to 350 lbs. of grain
400 to 450 1lbs. of legume hay

8. D.P. -~ 14-.18 1bs,
T.D.N, --1,2-1,51bs.

405
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Agr cultura: Edacst on 923-V.-il
Tewer ng Mater  os Center
Coliege St om, Tenwas

Texas Bdue ¢ om Moeney
Texis ARM Ty ve.l * 4y
VApErat g

Answer Sheet
for
FEED SALES AND SERVICE
UN'T Ferrmuiat ng Rat ons
TOP..CC F.rmulat.ng Rat ors for Brocd Mares

1. Proten

2. No

¥ 2

Trey are buiky.

4. s/4 161172 iks. of grasa per 100 1bs. body weight 3/4 to 1-1/2 lbs. of
f1a ) PEY dA,

5. Mostly, sports, recreat.on cr work energy, aga:nst meat or milk for
nther an: mails

1.2 ins. D.gestible pretenn
9.0 12.Ciks. Te3l d gestabie nutrrents

LA
U
(FN]




- ~N L
Agr cwitnral Edoogt o0 923 VI i

et ng Moter u's Center
Coadiege Sttt ¢ Texas

Tex.s BEdew oo 2 Agere e

Toxie AN Un vers tv
€ Oper Wt oy

Answer Steet
tor
FEED SALES AND SERV.CE
UNCT Formu. «t ng Rat ous

TOP.C Firmu'xt.ng Riat ons fer Grow.ng Colts

1. A cet wsua v makes mest of  ts growth dur.ng the first year, therefore, its
grvxtt should <ot be siowed at arny pount.

2 08
sy, Celostri,m o needed te @ icrease the co'tls ressstance te bacter.al nfect on.
4, Yes to grow rap dlv
5. 4 parts of gran
5 parts cof bran
1 part cf i nseed mea!

b. Ve,

7. D ges*abie prctemn - - 1,0 1.21bs,
Tota. d gestzbie nutr.ents -. 7.6-9.6 1bs.

8. 21t¢ 3ibs, per diav




Agricultural Education 023-VI-12
Teaching Materials Center
College Station, Texas
e e este
Texas Education Agency
Texas A&M University
(cooperating)

Answer Sheet for Test
on

FORMULATING RATIONS FOR GROWING COLTS

1., 1/2
First
2. Slowed

3. Colostrum
Infection

4, 2o0r 3




Aoy e nr s Baso o o Q2 s-v. 1>
Teow oo Moater o« (ot
Condege Sros o [es om

Tesos Nane 2 v Apend,
Tex « AT U cere s

CceapeY oty

A sner Sheet
tor
FELD SALES AND SERYV (CHE

TENT T Foryu 10 g Ragsyrrs

-

TOP € Foveost, et rg Re* s for Broad Sows

1. S« rpe: . ve + g mpie ¢rgest ve stomack and grow mere rap.dly than ciker

|4

Boeore e ot roped growse

3 v Belrrg farrew g ¢ Sucking ltters
e TLlrew v teme d Wean g t.-me

4. o Eft. oot rat. Oas thot furn 50 adequate protens, v.tamans, and minerals
b. Laxat ¢ rat.cous
. Correcr =meuwnts of teed ta prevent excess ve tattening
d. Plert - i exerc sc
e. Comf.ortivie, sav.tar, quarters, w.th guard ra.ls
1 Freeazm tre n pests

5. Haind fecd g Self feed.ng
6. M vtz v bLer by Produce a iitter
7 oves, but vt excess veuy

8. Hance feed'wg - ¢lps to control over fatterurg :r sows.

10. D gestasbie preten - .44 50
Tetal d gestzblie rutrents -+ 5 3 4 0

362
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Agricultural Education 923-VI-14
Teaching Materials Center
College Station, Texas
ook ko ok o
Texas Education Agency
Texas A&M University
(cooperating)

Answer Sheet for Test
on

FORMULATING RATIONS FAR GROWING AND FATTENING PIGS
1. Rapid
Efficient

2. Self
Hand

3. Grain
4. Complete

5. Ten
Twelve

369




Agr v taral Bducnt e 923 Vi-141
,Iﬁ"‘” 'R ..«;1 '!\AIquL,r L8 (;(}‘qft,r
Coosopge Star ov Toyen

Te X' FKawe .A;_:wu ",
Texes AGM T vers *y

CONpPe Yt mye

Answer Sheet
tor
FEED SALES AND SERV!CE

UN'T Formmu xt ng Rat ons

TOP C Formuizt g Rat ons for Grow ng and Fatten'ng P.gs

1 a. Procduce rap d ga us
b, Prcdiuce cconem.c gasmns

213

| 4%

v. Because of cert wed feed.ag and need for better, more thorough nuxing

4 =. Se.f feedrg
b, Hand feed ng

5. Yes
6. Grane

7 2. Grane and balanced supplement free cho:ce
h., Cowmp.ete rat oms, free cknice

8. 101t 12%
9. S’eamed bor.e meal - 38 1bs.
Salt 20 ibs.

L. mestcne - 38 lbs.
Trace m neral prem.'x - 4 lbs,

10. D.gestable prote.n -- 55 61
Totai d gestabie nutr.ents -« 3.0 3.8
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Agricultural Education

Teaching Materials Center

College Station, Texas
alerirrive ot

Texas Education Agency

Texas A&M University

{cooperating)
Answer Sheet for Test
on
FORMULATING FEEDS FOR POULTRY

1. T

2. L

3, F

4& F

5. T

374
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Agr cuitural Educat. or 923 VI.
Teach ng Mater :ls Center
College Stat o~ Teiss

Texas Eduvat on Agency
Texas A&M Univers ty
"Cooperat ne.

Answer Sreot
tor
FEED SALES AND SERVICE

UNIT Formulat ng Ra* ons

TOP.C Frrmulat g Feeds for Poultry

1.

Pouitry have nc teeth, the grzzard, with help of fine gravel, starts the
break down of feed, and d.gest.on 1s conpleted, much as other animals,
m the "ntest-nes,

All feeds. nrclud'ng gra:n, arc m. xed together to form a complete ration,
Because of keep'ng and produc. ng usually ‘n conf nement

Gra.ns

Because very l.ttie /nformation :s avarlable on the digestability of feeds
by pcultrv.

‘nterms of amounts of total prote.n and other nutrients required per pound
of feed

20% - start:ng ch.cks
15% - lay.ng hens




Agricultural Education 923-VII-1
Teaching Materials Center
College Station, Texas
Nl szl
Texas Education Agency
Texas A&M University
(cooperating)

Answer Sheet for Texst
on
FORMS OF FEED AND
THE BENEFITS DERIVED FROM THESE FORMS

1 a. Grinding c. Pelleting
b Rolling d. Crushing
e. Crackinn |

2 Reduce waste.

Prevents selective eating

Reduces waste

Eliminate dust.

Easier storage

Reduces labor in feeding i

CDQ..OP"Q’

[$18
)

. Type of animal being fed
b. Type of feed |

5 Aids digestion by it being already partially broken down

416




Agricultural Education 923.VII-1
Teach:ng Mater.als Center

College Station Texas

Texas Educat on Agency

Texas A&M Un versity

‘cooperating)

Answer Sheet
for
FEED SALES AND SERVICE

UNIT Feed Preparat.on

TOP.C Forms of Feeds

I. a. Grind ng d  Rolling
b, Muixing e. DPelleting
¢, Crush.ng f. Crumbling
g. Cracking
2. Character of the part'cular feed

a
b. Kind of animal to wh.ch the feed is to be fed

3. Less waste

4. Yes

5. a. Prevents selective eating
b, Reduces waste
c. Eliminates dust
d. Reduces labor in feeding
e. Eas.er storage

6. Gra'ns, because of hardness

7. Yes
8. Yes
414
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Agricultural Education 923-VII-2

Teaching Materials Ceunter
College Station, Texas

i alete o8
Ao de st

Texas Education Agency
Texas A&M University
(cooperating)

Answer Sheet for Test

on
FORMS OF FEEDS FOR VARIOUS CLASSES OF LIVESTOCK

1. a. The kind of livestock
b. The feed being fed

2. Cattle
Swine

3. The small particles may cause '"heaves',

4. The size of the animals being fed

5. Rolling adds bulk é.nd swine may not consume enough.

6. The added bulk lessens digestive troubles.

7. Not necessarily. The grain can be eaten and digested without grinding.

8. Forage is difficult to pellet, but additives now have been developed that
permit it,
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Sw ne
Cattle

No

W 11 be dusty increas.ing pessib.lity of ""heaves"
Yes

Roling causes feed te be tao bulky .

Rat.on /s lighter w'th fewer digestive prcblems
Rat.on . s l.ghter with fewer digestive problems.
No

Ne

Farages or Roughages
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Agricultural Education : 920-I1I-1
Teaching Materials Center
College Station, Texas
Sl s sies
Texas Educatioa Agency
Texas A&M University
{cooperating)

Topic Test
on
IMPORTANCE OF ACCURATE RECORDS

Student; School:

Date- Score:

1. An "operating statement" summarizes the and
for a given period of time and shows the or for
the period.

2. A '"balance sheet" shows the of the company at

a given time,

3. Records of stocks and inventories are needed for determining the fin-
ancial condition of the firm and for ,

4 Total and total are always the same on a
balance sheet.

5. On a balance sheet each item below would be either an '"asset' or a
"liability",
Which in each case ?

a. Land

b. Taxes Payable

c. Inventory

d. Cash on land

e. Accounts Payable
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Agricultural Education 920-I1I-2
Teaching Materials Center
College Station, Texas

Nl leNN

Texas Education Agency

Texas A&M University
(cooperating)
Topic Test
on
SALES TICKETS
Student: School:
Date: Score:

Check in the correct column:

T F

1. Sales tickets need to be numbered consecutively.

2. Once the cash register is balanced, sales tickets are no
longer needed.

3. This entry would be sufficient for a sale ticket under des-
cription: 'l gal. insect poison''.

4. The customer should sign ""charge''tickets.

5. The best change for a $1. 66 purchase when the customer
presents a $10 bill would be three pennies, one 5¢ piece,
one 25¢ piece and eight $1 bills.
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Agricultural Education 920-11I-3
Teaching Materials Center
College Station, Texas
AL NN
Texas Education Agency
Texas A&M University

{cooperating)
Topic Test
on
CREDIT
Student School:
Date: Score:

_'E;ue False

1 Productive credit is utilized to earn profits.

2. One source of farm credit is the Soil Conservation Service.

3 Checks should not be written in pencil.

4, A written claim against property is called a ''note'',

5. A cancelled check serves as a receipt.
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Agricultural Education 920-II1-4
Teaching Materials Center
College Station Texas
PR M A A
Texas Education Agency
Texas A&M Universaty

(cooperating)
Topic Test
on
DETERMINING SELLING PRICE
Student: School:
Date Score:

Multiple Choice:

1 Costs that vary little or not at all are called (a) fixed (b) standard
(c) recommended (d) fair-trade costs

————eeee e,

2 The amount added to the cost of an article to secure the selling 1
price is called (a) margin (b) gross margin (c) net profit
(d) markup.

3. If an item costs a merchant $1. 00 and retails for $1. 25, the
markup is what percent?

(a) 125%
(b) 20%
(c) 25%
(d) 50%

4 Markup and gross margin are (a) the same in dollars and cents

(b) different in dollars and cents (c) the same in percentage
(d) always 25%

5. "Turnover' is an expression used in business for (a) the
number of times per year an item is sold and replaced (b) the
practice of moving stock to keep it fresh (c) the moving of feed
to keep it from hardening (d) the total merchandise ordered at
any one time.
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Agricntural Education 920-III-5
Teaching Mater:als Center

Colicge Station. Texas

Texas Edacation Agency

Texas AAM Un:versity

SCOoperating,

Topic Test
on
BUS'NESS RECORDS: ORDERING AND RECEIVING MERCHANDISE

Student, School:

Date. - Score:

Must:ple Choice:

1. A receiving record wall include
a2, ‘nstructions for storage |
b. Condirior of merchandise i
<. A catalog for future orders

CWAT et

2, Freight charges are
a. Always
he NMevear
. Sometimes paid by the seller

o 2. e L

3. A bill of lading will list the
2, Nuamber of packages in the shipment
b. Cost of each article
c. Suggested selling prices

- =were X L

4. Statements of amounts due enumerating goods delivered are called:
4, Price lists
b. Bills of lading
c. lrveices

T mwe— e
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Agricultural Education 920-1II-7
Teaching Materials Center
College Station, Texas
shslisesiesleni
Texas Educationr Agency
Texas A&M University .
(cooperatingj

Topic Test
on

RECEIVING AND STORING MERCHANDISE

Student: School:

Date- Score:

Multiple Choice:

1 Damage to a shipment should be noted (a) before unloading (b) as |
unloading proceeds (c) in the warehouse. |

2. Notes on damage in shipment should be (a) phoned to the supplier
(b) disregarded (c) noted on the receiving form.

3. ''Shortages'' often may be checked by (a) weight (b) asking the
driver (c) comparing with last shipment.

4. Merchandise delivered usually will be ''signed for'" by (a) the
owner (b) the cashier (c) the employee receiving merchandise.

5. Checks for substitutions may be made by (a) phoning the company
(b) comparing to order (c) comparing to bill of lading.
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Agricultural Education 920-1II-8
Teaching Materials Center
College Station, Texas
e dejedie e die
Texas Education Agency
Texas A&M University
(cooperating)

Topic Test
on
STOCKING AND MERCHANDISE PLANNING

Student: School:

Date: Score:

l. Merchandise ordered too early results in poor use of

2. Merchandise ordered too late results in loss of o

3. Who should call to the attention of the owner or manager to stock. getting
low ?

4. Who should know the location of merchandise in the store ?

5. Which should be sold first, old stock or new stock? .
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923-VI-1
Agricultural Education

Teaching Materials Center

College Station, Texas
steslesleste seske

Texas Education Agency

Texas A&M University

(cooperating)

Topic Test
on
FACTORS TO CONSIDER IN FORMULATING FEEDS

Student: School:

Date: Score:

PART I: Place a check under T for true cor under F for false for each of the
following statements:

T F

1. Protein is not a limiting nutrient in a ration.

2. Quality of protein is changed by less nutritious feed.

3. Lowest cost rations are not alw:.ys best.

4., Variety in a ration makes a mixture more palatable or taste
better to the animal.

5. All animals can digest or handle great amounts of fiber.

6. Dairy animals use little fiber.

7. Minerals should be in the ration or fed free choice.

8. Vitamins are not needed in extra amounts for cattle as long
as they have feed.

9. Young animals and chicks need rations fortified with vitamin
D and or A.

10. Some classes of cattle, such as high producing cows, need
added carbohydrates and fats for extra energy.




Agricultural Education 923-VI-2
Teaching Materials Center
College Station, Texas
slelesleske siesk
Texas Education Agency
Texas A&M University
(cooperating)

Topic Test
on

FORMULATING RATIONS FOR BROOD MARES

Student: School:

Date: Score:

Place a check under T for true or under F for false in each of the following
statements.

T F
1. Horses differ from other animals in feed requirements because
they use the feed nutrients differently.
2. The feeding of too much hay to horses may prevent their eating
enough total nutrients.
3. Horses have large digestive systems in comparison to cattle
and require more roughage.
4. Oats are popular for feeding horses because they are 'bulky"
as compared to other grains.
5. Horses normally will need a higher percent of grain in a
ration than cattle or sheep.
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Agricultural Education 923-VI-3

Teaching Materials Center é;

College Station, Texas
skoleslesie sie ke

Texas Education Agency
Texas A&M University

(cooperating)
Topic Test
on
FEED ANALYSIS TABLES
Student: School:
Date: Score:

What five things does a feed Analysis Table usually include about common feeds ?

a.

b.
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Agricultural Education 923-VI-4

Teaching Materials Center
College Station, Texas

Ko vl ek
Texas IKducation Agency
Texas A&M University
(cooperating)

Topic Test
on
COMMON METHODS OF BALANCING RATIONS

Student: School:

Date: Score:

PART I: Fill in the blanks:
1. Two common methods in balancing rations are:

a . i

b.

2. standards and table must be available
before starting to balance rations.

3. is given more consideration on balancing with the '"Square'’
method.
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923-VI-5
Agricultural Education
Teaching Materials Center
College Station, Texas
Texas Education Agency
Texas A&M University

(cooperating}

Topic Test

on
FORMULATING RATIONS FOR DAIRY COWS

Student" School;

Date: Score;

PART I: Fill in the blanks:

1. Concentrates should be adjusted to each cows production to maintain
production.

|
2. Good are necessary for low cost milk produvction. 1

3. Dairy cows are efficient users of large amounts of

4. To balance a dairy cows ration, a person needs to know the )
, and
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Agricultural Education 923-VI-6
Teaching Materials Center
College Station, Texas
B S
Texas Education Agency
Texas A&M University
(cooperating)

Topic Test
on
FORMULATING RATIONS FOR DAIRY HEIFERS

Student:‘* School:

Date: Score: |

PART I: Place a check under T for true or F for false for each of the
following statements:

T F

1. It is essential for dairy heifers to have adequate ration to
maintain good body health and growtkh.

2. A young dairy calf has same digestive system as a cow.

3, Colostrum is not important to a young calf.

4, Young dairy calves need extra amount of minerals, protein,
and vitamins.

5. Milk replacer is good for dairy calves not on the cow.

6. Dairy calves will not eat grain and hay for several months.

7. Rubbing grain or other dry feeds on nose of young calf aftewr
they have taken milk will help to start on feed sooner,

8. Dairy animals should not be over fed as this aids development
of excessive fat.

9. Equal parts of steamed bone meal and salt will make good
mineral supplement for dairy calves.

10. Limited milk feeding plus a starter is one method of feeding
young dairy calves.
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Agricultural Education 923-VI-7
Teaching Materials Center
College Station, Texas
PR PR ALY
Texas Education Agency
Texas A&M University
(cooperating)

Topic Test
on
FORMULATING RATIONS FOR BREEDING BEEF COWS

Student: School;

Date: Score!

PART I: Fill in the blanks:

1. The breeding beef herd must be kept as as possible. |
2. Good is a vital key in economical beef production. ‘
3. Calves are earlier, therefore well balanced rations

are important.

4, fattening is expensive.

5. Three things important to consider in feeding the breedng herd are:

(2) .

(b) .
(c) .
6. Winter feeding sometimes causes deficiencies in and
7. Calf crop is greatly affected by the rations for the
breeding beef cow.
8. Cows can be fed in winter on alone, but it must be a
good quality hay.
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923-VI-8

Agricultural Education
Teaching Materials Center
College Station, Texas

ogslefere g~
Texas Education Agency
Texas A&M University
(cooperating)

Topic Test
on
FORMULATING RATIONS FOR FATTENING CATTLE

Student: School:

Date: Score:

PART I: Place a check under T for true or under F for false for each of the
following statements,

T F

1. Cattle fattening requires little risk or capital outlay.

2. Margin and gain are two sources of profit in beef fattening.

3., Hormones and urea does not have to be fzd cautiously or re-
quire thorough mixing.

4. Pasture fattening is very expensive.

5. All grains may not be fed successfully to cattle.

6. Urea may be substituted for part of the protein in ration
for economy.

7. Silage is a dry roughage.

8. Cattle should be placed on feed slowly and gradually.

9. Older cattle make more gain per 100 pounds of feed fed.

10. Fattening cattle as yearlings utilizes more roughage.
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Agricultural Education 923-VI-9

Teaching Materials Center
College Station, Texas

e ek
Texas Education Agency
Texas A&M University
(cooperating)

Topic Test
on
FORMULATING RATIONS FOR BREEDING EWES

Student: School: _
Date: Score:
PART L

1. Name five feeds commonly fed breeding ewes.

.

b.

C,

d.

€.

2. How is the feeding of sheep similar to that of cattle ?

3. Determine need for a pregnant ewe. weighing 110 pounds, 6 weeks
before lambing. (use Feeds and Feeding, abridged, eighth edition. )
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Agricultural Education 923-VI-10

Tecaching Materials Center

College Station, Texas
SR

Texas Education Agency

Texas A&M University

(cooperating)

Topic Test
on
FORMULATING RATIONS FOR FATTENING LAMBS

Student: School:

Date: _ Score:

PART I: Fill in the blanks:

l. Lambs dropped in the fall and pushed to market in 6 to 12 weeks and weigh

in 30 to 60 pounds are called lambs,
2, makes up a large part of the lamb's ration.
3. Al''creep' is a with available at all times.
4, Lambs on full feed usually eat | ~_ pounds of hay and

pounds of concentrates per head daily.

5. The most ecoromical lamb fattening ration percent concentrates
and percent legume hay.

6. of a pound gain per day is the grain that might be expected to be
average.

7. The feed requirements for 100 pounds of gain on lambs is to
pounds of grain and to pounds of legume hay.

8. Using Feeds and Feeding, Morrison, eighth edition; give the digestable
protein and total digestable nutrients for a 60 1b. lamb.
D. P,

Ta D. NO
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Agricultural Education 923-VI-12
Teaching Materials Center
College Station, Texas
2R TR R
Texas Education Agency
Texas A&M University
{cooperating)

Topic Test
on

FORMULATING RATIONS FOR GROWING COLTS

Student: School;

Date: Score:

Fill i blanks with words or statements.

1 A colt should make of its growth the year.

2. The colt's growth should not be at any point.

3. is important to the colt in early days to reduce
bacterial .

4 A colt should be eating to pounds of concentrates

daily by weaning time.

5. A good feed mixture for a colt parts of grain, parts of
bran, and part of linseed or cottonseed meal.




Agricultural Education 923-VI-13
Teaching Materials Center

College Station, Texas

Texas Education Agency

Texas A&M University

{cooperating)

Topic Test
on

FORMULATING RATIONS FOR BROOD SOWS

Student. School:

Date: Score:

Place a chcck under T for true or under F for false for each of the following
statements:

T P

-—e——  —

1. The brood sow must have proper feeding to produce thrifty litters.
2. Swine have the same type of digestive system as cattle.

3. Sows must use their feed for maintaining their body and
producing pigs.

4. One requirement for rations for brood sows is for the ration to
be in amounts not to cause over fattening.

5. Swine grow more rapidly than other livestock.
6. Rations for sows must be self fed.

7. The corn-hog ratio is number of bushels of corn required to
buy 100 lbs. of pork.

8. Sows do not need pasture and plenty of exercise.
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Agricultural Education 923-VI-14
Teaching Materials Center
College Station, Texas
sk
Texas Education Agency
Texas A&M University

{cooperating)
Topic Test
on
FORMULATING RATIONS IN
GROWING AND FATTENING PIGS
Student. School:
Date: Score:

Fill in the blanks with correct word or statement.

1. The primary aim in faitening pigs is to produce and

gains.

2. Two methods of feeding fattening pigs are feeding and
feeding,

3. makes up the greater part of the types of feed in pig rations.

4, balanced rations are usually more satisfactory for
fattening pigs for gain and effeciency.

5. to percent protein is adequate for growing and fattening
pigs above 150 pounds of weight.
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Agricultural Education 923-VI-15
Teaching Materials Center
College Station, Texas

Texas Education Agency
Texas A&M University

(cooperating)
Topic Test
on
FORMULATING FEEDS FOR POULTRY
Student: _ School:
Date: Score:

Place a T for true and an F for false for each of the following statements:

1. The digestive system of poultry is different from other farm
animals.

2. Poultry reared in confinement have no problems in nutrients.
3, Poultry can use a lot of roughage.
4. Feed standards for poultry are expressed by size or age.

5, Most poultry feeds are mash or pellet rations.
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Agricultural Education 923-VII-1
Teaching Materials Center
College Station, Texas
Sjedlesiesie sk
Texas Education Agency
Texas A&M University

(cooperating)
Topic Test
on
FORMS OF FEEDS
Student: School:
Date: Score;

Answer the following questions:

1. Five forms of feed preparation are:

(2)
(b)
(c)

(d)

(e)

2. The chief advantage of pellets or cubes is:

3. Five advantages o’ an all pellet ration are:

(a)

(b)

(c)
(d)
(e)

4. The two factors that determine the value of crushing or grinding feeds are:
(a)
(b)

5. How does grinding feeds help older cattle?




Agricultural Education 923-VII-2
Teaching Materials Center

College Station, Texas
ol ok leske dlevie

Texas Education Agency
Texas A&M University
(cooperating)

Topic Test
on

FORMS OF FEEDS FOR VARIOUS CLASSES OF LIVESTOCK

Student: School:

Date: Score:

Answer the following questions:
1. What will determine whether or not feed should be ground for livestock?

2. What two classes of livestock may use feed more efficiently if the feed
is soaked?

3. Why is feed finely ground dangerous for horses?

4, What determines the best size for pellets?

5 Why is rolled feed not desirable for swine ?

6. Why is rolled feed desirable for show cattle ?

7. Should 9-12 month old calves hav: ground feed? Why, or why not?

8. Why is pelleting of forage relatively new?
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