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Do - 7. " FDREWORD LT
e o The Department of‘Agrlcultural Eduoatlon at The Oth State

.Unlverslty 1s 1nvolved Ln a major programmatlc effort to im- -

/

prove the currlcula in educatlonal programs in agrlculture., One .
Lo ; .

product in thls effort 1s thls report of. -the feed salecman

- . - ' P
task. 1nveqto y survey. - The data reported were collected'as”
T . %
[~ ‘ part of a‘more comprehenslve thrust deslgned to. develop a cOmmon
e R ' ‘ . ‘

core of basic skllls 1n agrlbuslness and natural resources.

v -
v

s :‘* It 1s hoped that the rev1sed task 1nventory contalned in

!

- ~

this report will be- useful to currlculum devgfbpers worklng for
. - . . \ t
. mgroved occupatlonal relevance in schools. Twenty seven: adda-.
. L. o ¢
L] 3 .

-~tional 1nventor1es in other ocoupatlonal ‘areas are,aIso reponted
i ’ . ‘ . . . A R -

=)

from this progect T - L T o
q. IS ' - ’ P e ' :
The professlon owes its thanks to Danlel R Ml&ler graduateﬁ

research ass001ate, for his “work 1n prepaﬁlng thls report Spec-
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: o
onal area.
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vocational and technical education curricula..
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T “ INTRODUCTION o .
| ‘.o.‘('/"”' o | - «/."'-»\ h A ,.‘,- - l //

Occupational information is needad to develop dnt rewvise
" : : ) Teachers and
curpiculum develonefsAéeaerally“defermine which.skilis might be
AL i . LI . .. A . . . B
taught in a'pr@gram based upen‘teacher’ekpertise,,advisory .
- - “ . .
commiitee'input informal and formal communityusurVeys} and/or’
N - . R R N . . . : P

I . . -

task 1nventor1es ' , oL o .

The’ Agrlculturai Educatlon Department at The Dhlo State - ' -

Uniyerslty has utlllzed»and revised @& system fort obtalnlng and. .

- a
’

,using occupational information'as’anheffective aid in planning,

*

improving, and updating occupational education cufricula.-v

. This" report presents the results of a task analysls survey of, the

occupatlon, feed salesman,/ The 1nformatlon contalned hereln may

v 1
_// . e . °

.be used by aurrlgulum development sDéc1a11sts, tgachers, local. s

r o

and state\ad”lnlstratd s and others. involved. in plannlng and
/ - '.Q

. >
conductlng vocatlonal and technlcal programs in agrtculture
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‘.. . Purpose and;Objectives" . ‘v;h1?:
The major purpose of the occupatlonal survey was to 1dent1fy e
~the SklllS which are,@erformed and essenfial for success as a °
feed salezman}//The spe01flc ob]ectlves of this survey were"
ds follow . . i . .
e 1. Develop and validate an 1n1t1al task 1nventory for
- o - the’ feed salesman . R - ¢
fff ' ’.2; ‘Identlfyfthe speclflc tasks, performed by the feed.,_
‘ salesman\ ‘ , CR
- '. R . . '\‘ . - o
o 3. ‘Determine the relative 1mportance of the specifit
~ N , _.ta*ks to Successful employment as a feed salesman.
2 PR : J ‘ ‘ T )
‘ '\. L] -
o Definition of the O@@lEﬁ 1onal Area . oL

.
\

. ' ‘The feed salesman works in retalF feed mills or elevatovs
' " which deal directly with the public. The spec1flc duties per- .
formed by the feed salesman will vary with the size and type of .
: Jbusiness. The feed salesman usually is involved with over- -the-'
o 'counter°sales to customers and may make contacts. w1tb ‘farmers on
o ‘their farms. In general, the fded salesman assists in- keeping
feed sales records, 1nterprets feedlng regulatlons for customers,
sells .feed to customers, ass1sts farmers w1th livestock health
preblems; and ass1sts farmérs.in formulating, feeds.” In some flrms,
the feed salesman may be called a fqed sales counterman or feed
., mill manager. 4

K]

’

v METHOB@E?GY ' -
.jﬁ' ) Ob]ectlves were accompllshed by constructlng ‘an 1nlt1al task -
1nvent@ry, validating the 1n1t1al inventory, selecting a sample
of workers, collectlng data, and, analyzing data. .
\ . . ‘ , . o

EInitial Task InVentdry»' ) : .

Duty areas and task statements for the feed salesman were
entified by searchlng exlstlng task lists, job -descriptiens,
curriculum guides, -and reference publications. Additionally,
contacts with several industry personnel aided in.clarifying .
- the spe01flc respons1blllt1es of the feed.salesman. All the
:‘L" -~ tasks that the project staff thought to be peg{ormed were assembled
‘ o 1nto one, comPOS1te list. ' i R

o

& A

| e BN - . . A

-8
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- The “initial tadks ‘were grouped into'functional-aréas called
.[utles”' ) ’ Af , o . L ;
. : ) . ~ . - . . ¢

Aftter the task statements were grouped under "the proper
duty areas, each task statement ‘was reviewed for brevity, clarlty,
. and consistency:, In all, 93 task statement .were included ins
the 1n1t1al task 1nventory ‘ CemoT

. - . " . . - . .. . i ° L
~N . R s . . . . :
IR Initial, Inventory Valldatlon c

*

1 ,
After the initial task 1nventory was constructed it was

‘reviewed by . ten feed salesmen The feed salesmen were asked to
. .~ respond to the initial task ]1st 1nyentory by performlng the
-~ following actiyities: - . -
: . ¥ ) ’ . ’ ° |
[ - o - L. Indicate whether any of the tasks 11sted were not
/ ' \ appropr1ate : . . =
. - e '
e ‘ ,2. Add any ‘additional tasks they, belleved were per-
- o formed .by~“the feed salesman. = - L a e

_ 3.7 Make changes in the wordlng of tasks to help add .
o AL clarlty‘ﬁo the statements
' ! . ’ o . . . . B .

Theicomments_from the.ten feed salesmen were pooled and
'revisions were made as needed. - One duty area yas added as a
result of .the review process. . T 4‘ : s :

: £ _ ., ‘

As a result of the initial task inventory review process,

103 tasks were. 1dent1f1ed

o Y, Worker SampLe Selectlon ’ -
Slnce the spécific dutles and tasks performed by the feed
© «  -salesman are related to the size and type of business where
’ employed an attempt was madé to survey feed salesmen employed *
"in various sizes and types of.feed busfnesses. It was.ngt Y
.possible to secure a list, of the-specific names and addresses
. ,of all incumPent workers in the state. Therefore, a sample of
. 75 retail feed businesses was obtained from the 1975 dlrectory
. pf the Ohio Grain, .Feed, and Fertilizer. Assoclatlon, Inc. uslng
: a stratified -random sampllng approach. - The strata ‘used were
PO type of buslness and geographlcal location. .
@ . ; L \\ . o - ... 4-*-

Data Collectlon .

~

_ . . A packet of mater1a1s was sent to the'owner or manager
. . og the randomly-selected feed businesses. The packet .of.materials

‘a . . 4
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A cover letter from the Ohio Feed Graln, and

S 1.

2"

Fertlllzer Assoc1atlon, Inc _ N

*

An employer questlonnalre prlnfed on blue.

.

PRI { . ’
Nn~émployee»questionnaire printed on-yellow.
L, A stamped"and‘seifﬂaddressed‘return enVelope
¥ ¢ - ’ ’
Thé manager or owner was instrueted to complefe the em- '
ployer questmonnalre and-to have a responsiMe feed salesman-
‘complete the employee questlonnalre The manager or owner was
‘instructed tg collect the’ employee questfonnalre and return both
the employer and emyloyee questionnaire.in the stamped and self-
addressed re urn envelope by the date spec1f1ed in the cover letter
A follow—up of non- respondents conslsted of malllng a packet
‘of ‘materials two weeks afte? the initial mailing.- The follow-up
. consisted of aopacket of materials identical to the initial .packet
~except -that a cover letter on Ohio State University statiodnery .
reqléqu the cover letter on the Ohio Feed, Grain, and Fertilizer.
Assoc1atlon, Inc statlonery

’ ‘ o i %\

Data Analzsls

+

\.‘ r - - .
The 45 questiOnnalres which were returned were checked for
completeness and” accuracy by the project staff. Information from

.

the 30 usable responses was. coded on Fortran: coding sheets for = |

- key 'punching. In_.addition to coding appropriate respondent batck-
ground- 1nformatlon, each .specific task statement was coded as to  ,
whether it /was performed (1 Task performed by respondent; blank
Task not performed by respondent). and the level of importance of
the ‘task °43 “Essential; 2 Useful; 1 —.Not Important). The
information was, keypunched 6n IBM cards and verified by personnel’

at the Instructlon and Research ‘Computer Center- at The Oth State -
-University. :

B } \"v . .
Wa's analyzed using the SOUPAC computer program
]_qmes of the Instruction and Research Computer Center.

The dat
and the facilT

ConSultan;ﬂaSSlstanoe for analyzin
. personnel ‘at The Center for Vocati

gn

the. data was prov1déd by -

al Educatlon

The SOUPAC

computer analysis resulted in the computation of relative fre-
qluiencies, means, and rankings -for each task statement.
of the- computer analyses were prlnted in tab¥lar form for ease
of 1nterpratatlon . S v , e

L v

The results ,
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j?% Informatlon regarding the performance ‘of tasks and the im-~. v

e

‘ . FINDIN .

' Objectivés"bf,éﬁe study resulted in the compllatlon of basiec o .
sample background informatlon, the determination of tasks per- -
formed. by *the feed salesman,,and the identification of tasks v a7 *
essentlal to succeszul performance as a feed salesman.

N . r

1 j .

Description of the Sémple :
! g .

~ - o '

portance of the' tasks to-successful’ employment- as a feed salesmang .
was obtained ,from feed salesmen in. various feed buslnesses across*
Ohlo . ' J‘ . v ¢

.

Response tOvthe,Sﬁrvey o " . s ,

‘ﬁf'A total of 75 questionnaires were mailed and u5'replies were
received. This repre;ented a 60% rate of return. The respanse
to the’ questlonnalre is summarized in TABLE I. R

. . TABLE I o

L

‘-EMPLOYEE RESPONSE TO THE QUESTIONNAIRE . )

<

2 o N . . .o, Percent of .
' ' ’ BT R All Employees - .
' ’ " N In The Survey
] - ~ R — . - . Vv - . -
Employees in Survey . = o ,75 - 100.0
~ Total Retltirns T 57 '60.0
., Usable Returns 40.0°
°  Unusable Returns. 20.0-. ,
Nonrespondents 4C.0
S 7 T
) i Te . . . . T
Size of/Basfmess "~ ‘. : v . . '
////' .o P . . . ;
~~"" Feed salesmen -from various size retail feed businesses were
included in the study. The)number of full-time equivalent (two. .

one~half time feed,salesmer equal one full-time equivalent)

feed salesmen employed in the firm was. used as an index to assess ,
“~the size of bifsiness where the feed salesman was employed. Of

the 30 usable.questlonnalres received, 19 included information

regard&ng thre size, of. the buslness. T BLE II, summarizes the

responses to the questlon, "How many.full-time equlvalent-{eed

salesmen are employed in your business?!" Eleven feed” salesmen S

or 57.9% were employed in firms ‘employing one full-¥ime equlvaleht

“ . « X .
’ i -




e . - ;.f
- . _“ , ALY :
. 6" . h'~> -
;.r .. : feed 'salesman. . Three feed salesmen-or 15. 8 ‘were, employed in-.
R N flrms-employlng two full=time equlvalent fe d salesmen.. . Thus, 3‘?1

L. T .BLL2% ofﬂthemfeed salesmen were woOrking: in ius1nesses employlng ‘

o . ‘one to' three full-time equlvalent feed salesmen.  The number . of

AL i o Full-time equ1valent ﬁeed salesmencemployed in the. bu51nesses .

o _§.~ranged from one to six. The: aVerage number of full time/ equl- o

R -:\ \valent feed salesmen employed 1n the bu51nesses was 2.0, I

.. . | -'; H:..\'- ‘ . B . e . n: - .. ) . -: . o ) . . "4 . . .
] R L _,;'_). . '..-_;_ ' ¢ . s C L o . ‘ I
BRI R P A R SIZE OF~ F,EE_D BUSINESS | R ‘

' \ T ) ~ < . i T : - ) :’ ’ - : : .
meﬁ jal of Feed Salesmen_. A PO .. Percent of'.
Fmplmyedfln Bus1ness e e L N ~~ Respondents .-
g T ”rl; L 3 I y . ,.;.“

2' . -8, » ,1’5‘-

) ¥ .

3 '

ool . :
5 ' "

Qr g;amounts ofﬂwork expe}‘qﬁqé;iq_the'
N leed 1ndustry wereelncludedw t. __stU@y‘ ~$%ﬁﬁ£nl§ mmﬁfiZes
-n"the responses "to ‘the’ questlon, j any'totalVyea ave yau*

_'%,"worked in° the feed.ifidustoy?? - Nlne Feedt salesmériigr. 30% had. from”
“q one to Five ¢otalgyears of work expevlence mn~the feed 1ndustry .

2o Tw T -iSeven feed ‘salésmen o 23. 3. Rad fbbm 1620 total/y\ars ofwork” .

s T lexperiencé'ih“%he feeﬂ 1ndustry SR feed sdlesmen.or 20% had.
St e from 21-30) yeans‘of‘wopk experle.ce in thefeed- 1ndustry The oo
A e total years of work experlence.ln the feed: industry’ ranged irom L
il 1235 yearsm- ‘Feed” ‘salesmen . had "an” average of 1%. 3 years of total’:' ¥
awork experrence 1n the feed«lndustry .o ’

1

Feed salecmep 1n the eurvey had Spent Varylng,ammunts of tlme -
i rhelp pvesent Job s’ TABLE IV summarlzes the -responges. to the.
questlon,.”qu Jnany. years ‘have, you ' wovked at:.your, pre: ent job? "
.,Nlne teed" saleSmen or 30%. had” worked ‘at.their preSent jéb from
*one'to three yéars. “Eight on.263%6%; had;wBrked at® thel ‘present’ |
}ob from seVen to ten yearsw Slx feed sakesmen oP“ZO” had worked
,‘ ! B by . /:V [ R ‘. : o ' o . 4{‘ :'
] e o i ‘ S
] 4 ..‘. . . ~ , TR "ﬁ
. . ~ L - L, e RRELY




o D T L _ o o _ <
v : - S T o T .
SN ‘at their presenf Job 17 or more years. The years of work at their '?'
O preqent job ranged from 1~ 35 vears. TFeed salesmen .had been em-. - L
. ployed at thelr .present 10b ‘an average -of 10.4 years o

T ‘ ) -, A
. ) .
L

LT %TABLE ITI ' e
- o s ’ / . L : ’
JERN TOTAL AMOUNT OF WORK EXPERIENCE IN THE FEED. INDUSTRY

R} . R
3 =

W T . S . Lo ' ,Percentvof;
. .a . Years . N V i' .' T . N o 'Respbgdents
1<5 T
L8180 o » . |
S13-15 . 1 T : v 1. - . 33
oo 18=20 0 0 a0 R - 23.3 . e
Loxe 0 121-30 o . ST o 6 . 20.0° -~ . L
’ 31 or more o o 4 _ ) _13.4 - Ten

1§

g o 30.0
3 AR o ”J/ 10 ..0 .

4

. iTotal - '.f'ﬁ:,i - 300 100.0 . B
. ?§ yearS i; the“iﬁduéffy3531§?8

>

"_“k .,;‘.‘b... . "” - . ) L t""'f"?", . . B o . ' Percent Of .
Sy . - Y,ears . 3 . o o ‘,“;. . .-;?,-. L - I\I . ; Respoﬁdents |
. s/ |- . - N i Lo . . i ; .

v e /' ] I R - N ] i i ‘
PP - T O

cooF o.

9
k4 . .‘ ._. . ! M u . : !
ERER 7-10 ' o LT . S8 .. - 26. .
e ‘/11 16 R S 3 . et 0. v
- \17 or more . ;, .6 - 20. . {
’ ’ : . . . B .. M S - 0.“‘ ‘Nr -.\ N ." _' .; ‘
v i ;:”Total A : St . .30 0 - _ 100.0 . N
. 3 . AL SRR 'T e : T, SN
x‘. ) o - |
. \“ years at present job*— lqgf o
) |
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v"\-?Feed\saIesmenobtginéd tralnlng for thelr Job°from varlous.
.sources. "TABLE V summarizes. their responses to the question,

‘ngh School - Program

.COmpany School/Course : f-f}l,;, w/¥'2

-specific tasks 1n spec1f1ed duty areas is presented 1n TABLE VI

v ; | ) : . ’ ‘. -~ \

"Where did you receéive/ydur traanlng as a. feed salesman?" . .
TWenty sever-feed [ fesmen or~90% “indicated they received tralﬁlng
on-the-job. Twen feed Salesmen or 66.%% indicated they attended
a compaﬁy school”or eourse to: recelve tralnlng as a’feed sales-.

man. ght feed salesmen or 26.6% indicated they- had received
training’ as a feed salesman by Attending an adult education pro- -
gram. Six feed salesmen or 20% had recelved tralnlng 1n feed e

sales at a“techn;cal school- program.
'Cn

e ’ . . IS 7 .. o - . o
. U g .

T TABLEV

/ : . o« . . hd

- SOURCE OF TRAINING RECEIVED AS A FEED SALESMAN

1 e -

o .' s ;; o o _ - o ) Percent of -
s A v L . ; "~ All Employees.. -
;»Source o o I N - - In The Survey
_On- The Job . ' .1'*.’ _ e , . -  90.0

3 10.0
Technlcal School Program : "6 S _ 20:.0
College/University Program . ... - 3 10.0
Adult Education Program’ « = & - 8 . . —— = [ 26.6 -

0 - . 66.7"

-

' L]

' DutzﬁAreas of Work Performed by the Feed Salesman-;

- The 103 tasks were&groqped under elght duty areas Each
respontlent. indicated whether he- performed the specific task .in'

~his current position as a feed 'salesman.: The percentages of re-

spondents performing each task, were averaged for all "tasks under
each” duty area. The mean percentage of incumbents who.performed

J—

. £

-Duty areas of work in whlch 50% or more of the 1ncumbent -.ﬁ
workers performed the tasks were: = . '~£ L. O
1. Performlng Geperal Office. Work ce S >
" 2. “Inventorying. Products," ' s
3.. Following Legal Rules and Regulatlons
4.  Selling Féedg and Qther, Merchandise
5. Formulatlng Feeds for leestock




: : $ | o
: ’ - - 9
o o . : . . ] i
.  Duty Areas’ of Work Essential- for o o
. . ) SuccessfulyPerformance as 2 Feed Salesman N ‘ I

. A levof of 1mportance ratlng was. obtalned for each task.
The respondent ¢ould rate the task as essential, useful, .or not -
1mportant ‘for successful performanre as a feed salesman.. A rank-
ing of essential was ass1gned a numericgal rating of ”?"; useful
a numer1cal rating of "2™, and not important a.numerical rating
! _of "M1".  The ‘level of importance ratings! for .edch task were averaged
. for all tasks under ‘each duty area. The" average level of 1mportance
ratings for the specific tasks in the spec1f1ed duty areas are S
; presenteQ‘in TABLE. VI. . . . ' : L e

v //;uty areas of work Wthh rece1ved a 2.0 or hlgher level of@
importance ratlng by 1ncumbent workers were: E v ~ -

LowR o ' R
: C1. Performlng General Offlce WOrk s
- - 2., Recording Information R
' . 3/ ‘Inventorying Products- . S
' . H. Following Legal Rules and Regulatlons . - _ .
. 5.  Selling Feeds' and Other Merchandise co :
6. Planning the Feedlng Operation on Farms 8 - ,
. 7. Maintaining Herd' Health _ : S e
F~-VJY 8. 'Formulatlng Feeds for leestock N, L e
. Percentage Performance and Level of Importanoe
RgthgS_Qf_§Q§C1flC Tasks*« K - .
¢  The percentage performance by 1ncumbent workers and the, ,
level of 1mportance for each speclflc task 1is also presented in
TABLE A/ PR : . Lo o .
; ‘ It is recommended that the results. “for each specific Task

' - be examined by educators and others whd -are developlng ‘educationd
' Jbrograms to determine .curriculum content for preparing feed g
. salesmen. Specific tasks with a high level. of performance and L .
- a‘high level of 1mportance rating shduld be g1ven -more emphasis .in’ o
" * the educational program than specific tasks with.%a low level of
performance and a low leVel of 1mportance rating.. ,

.;""\ . _‘-°~

‘
b
P

- N

-
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10 ' " ~ TABLE VI -
PERCENTAGE PERFORMANCE AND AVERAGF RATING OF IMPORTANCE* -

OF 'SPECIFIC TAsks - :
- = — ) - - " — .
' ’ \ 2 g
. ; : 8 wl 0@
. TASK - STATEMENTS .~ EEL &8
. ’ L O- o 5
O | M
" ~ Ei| fe
- \ . . - AR o0
o . 3 - ) .. . R - - /\“
Eerforming General Office Work - .t R
'Flle varlous busingss forms and records T »58 '2.1
‘Meet with péople . TR e e T T e e e e 6 2.9 F
Schedule appointments‘, . .-. . L s e e e e 48 | 2.2

- Use telephone ... . I ct el sl e . 58 2.7
Write memos, notes, and letters R T T T P 58 |.2.2
Arrange meetlngs with farmers c e e e I . |54 2.5.

Mean Rat1ng¢ .f? I P " RPN ‘s6.7] 2.k
Recording-infornatiOn- ’ U } -, ‘

’ Record 1nformat10n on contractual arrangements .. : . 4 _35 fea
Récord mixing -and grlndlng instructions information . 64 | 2.6
-Assist farmers in 1mprov1ng and developlng record keeplng : ‘

systems . ... st e e e e el . 32 2.0
. Prepare dnalysis sheets for farmers . L ' : ; 29 2.0
e . . .- ’ ‘ . [ K ) . .
Méan Ratlng«; T T N P IR 40.0j 2.2
LnVentorying‘Products.'-' r . _ ) o i
‘Assist 4intaking’ Phy51cal invento U (1 R
Determlne inventory on hand from : ecords . . 48 2.3
N Make recommendatlons reggrdlng ampunt of products to , . ’
carry on ihventory . . s . . . . i . . . . 51 |.2.h
. Determine whlch products to carry . . . - .. 54 2.6
. . . - . 2 - ) J‘ ) , .
Mean Rating . . . . . . UL L. Y. . . T . |-52.8] 2.4
Follow1ng Legal Rules and Regulatlons
Interpret -feed . add1t1ve W1thdrawal 1aws and regulatlons T 48 auS
Interpret feed additive mixing regulations . . . . 1. | 2.7
Mean Rating K .'. . . >, . 54.5 2.6

Average ratlng of 1mportance may range from 1- 3 w1th 3 belng the

hlgut._ot L . ‘“

’

G

-
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oo L S _ TABLE VI (Cont.) - ' 1
S PERCENTAGE PERFORMANCE AND- AVERAGE RATING OF IMPORTANCE
o | OF 'SPECIFIC TASKS © . = v y
) ; - v ) } .' . . — 7 : P
) . ) - . : . o - : « 09
_ , ‘ T . - . . L g
. v . . . o, . . . - i ) TR
Ce o L C ) e Y o -
. P : . . e N . . B . - k. 0y
S B o -.@TéSKsTATEM\sz* o . LEE{ ma
. v ’ e e e, C . Lo . - . * 0O S &
S R e - > .. ] o e . [SELE o
v o 3P SR , R T R
A . ey - L ma | = 0.
' Selling Feeds and Other Merchandise B
i ) .. + : Ty
i  Complete a sales s11p L. .'.f;fl AP T < M -3
" Describe products to customers . . . ; L e O Y G =
Determine when merchandise is to be dellvered~ C e el 6Lk 1 2.5
Prepare and .arrange sales display$ 1n feed store area . ... .- -61 '32,h
Greet customers . . . S N L T L=
Interpret’ customer' s descrlptlons 1nto manufacturer s', . , B
t _ Product names . . ... . . e et e e oso et e PR B S - A
- Make change , . . - - R {’ﬁ,. S £ 515 2.5
Price products for- customers N T SHPI Y Y 2.8 .
-Take customer's order over phone .7 . . ,,;'fff AT e e e e e 67 2.6.
Stock shelves in feed store . . g N S P .. . |54 DL
*- Interpret and use customer credit plans T L S -2
. _ Operate billing machine . . « « = v ¢ ¢ 0 0 e o4 o+ .o 3 e
: © Write qﬂvert1s1ng arinouncements . . . C e e ;;gf. : 38 | 2.1
Determine if products’ requested dre on hand I L 2.6
..Handle &ustomer COmMPLAIintS .ot v v e ke e e e e e e e . 1,70 Pe.T o
Operate ‘cdsh reglster S ._} e e e e e e .l sk 2.2
‘8e1l substitutd items . . + ai. . o+ e e ameooow w280 N L -
Séll related items .. . . L N 58 .| 2.4
.  Calculate cash and quantlty dlscounts RO (1 S -2 T |
. ‘Identify.seasonal items . . . . . 7. % . e e e L 2.5
: Use sales catalogs . . ... P 2.4
Evaluate customer reeds:, . . . ... e e e e e : 2.7
. Make in-§tore sales,contact . .0 woe e e ose e 2.7
Make out=of-store sales contact .. . . .. . L ice . Lo 2.5°
Partlclpate in sales tra1n1ng sess1ons e e e e e e e LR '358 '"2,2
Follow-up sales N AR S <) I B =
. 'Close a-sale™. . . . . . R o W et . | 6T ] 2.8
. a‘ Conduet sales presentatlon e e e : ‘ C e IR '”51'5“ 2.3
B //Explaln contractual merchandisirg pattern to customers . . . . 54 2.3
“ Plah daily sales contact SChedule . & « « « vw e e e | 35 2.1
Estipate potential market for, pﬁpducts ... sf._,..v. e L5 2,2
" .Summarize daily sales PECOTAS v eia u e e e e e b e e e L5 . 2.3
- Belect approprlate advertising medla touse . ... ... L1 2.0,
Sell feéd oyer telephone P L 2.k
Determine trucking.- and- feed preparation costs: T 1 2.3
. Interpret, recommendations .for customers: . .. . . . . . ... | 67T | 2.6,
o . : . . . .
. r - ‘.“. “ . .. . ] . K .l_
, PO i _ ' . ‘ . ,
o ) ' S o . - _ . . T .
I3 . i .
¢ ! L]




- S “ TABLII VI . (Cont. ) . A
PERCENTAGE PERFORMANCE AND AVERAGE RATING OF IMRORTANCEA
. OF SPECIFIC ‘TASKS - ﬁL C
= .‘[‘-f . 5 0 ) - .
- ‘f@ﬁ . “ ;7§'§'
e K .\,\} " R %ﬂ 3%
« " TASK STATEMENTS LE8S
¢ : . o T o O ad B
. . ] . O W 4 H
. - SHoul oo
: ool b
[ Ry Ay < O
_Describe comparative advantggeS'of produ}ts» P . 6L | 2.6
|Mean Rating . . . .~ . . . L. . . 57.112.5
Planning the FeedingEOperation on,Farms _ o o : | .js 4%;
lErepare llvestock feedlng budgets . C .. D ‘ o - iS "1 2.0.
Assist in planning production goals . . . e e . ) 38 2.1
Plan alternatlve feedlng prograns for farmers . L8 2.3
: - ‘ . L _" x
Mean Rating e e e e e e e e 40.312.1
Maintaining Herd Health
.Evaluate 1nfluence herd health has on productlon . hﬁ v 2.3
Identify common livestock insects and pests e e e . J 51 2.2
Identify sanitation problems . . . . e e e e S1, (2.3
e Identify symptoms of nutritional 1mbalance . e e : Ls 2.1,
"~ . Recommend procedures for correcting sanitation’ problems .. [ 51 2.4
Suggest materials to control insects and. pests .-, . . .7, ¢ . |61 |2k
Work with veterlnarlans on herd healﬁh problems' .. : 38 2.1
Mean,Rating,. P PP 48.9 ] 2.3
Formulatrng Feeds for leestock |
Calculate balanced rations for anlmals T 6T 2.8
Calculate costs of rations .and feed mlxtures . e e e 61 - 2.6.
~ :Calculate feed efficiency . . N R e b1 2.4
N R Classlfy anlmals accor ing to type of dlgestlve systems . 38 2.2
.Classify feedstuffs . W . - ... 38 |2.0.
‘Determlne amount of, feed addltlves to add to ratlons 66 . 2.8
Détermine amount of feed to be fed daily . . 66 2.8
.Determlne approprlate ‘form in which’ feed should be fed S R
animals . . . .. - . 56 2.2"
- . Determine maximum amount feedstuffs may be substltuted for ‘ -
o in rations' . . . O LY 2.3
*  Determiné moisture content of gralns C e e e e et . 150 2.3
.| = ~Determine nutrient requirements. tor anlmals e . . . |63 2.2
Determine purpose of feedstuffs in ratlons .o . . L6 2.2
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PERCENTAGE PLRFORMANCE AND&AVERAGE RATING OF IMPORTANCE
ﬁ OF SPECIFIC TASKS
~ I_r. & rajig 3
R ' : wl| o a
gl AP
“ - Al
TASK STATEMENTS BEl B
L O g g
Y A3 O] Gy ~ H
B o . @ ) B
o lmes|=o
I . vﬁa RS e o ~ o
‘Determine pur ose of nutrlents 1n,ratlons ’ .., L6 2.2
- Determine rela 1ve;2235;t%ve value of feedstuffs C e 36 }.2.1
“ o Determine storabidity of gralns and roughages I 39 2.0
Determlnq ‘test welght of gralns o . e e e e e e e e e »S3}; 2.1
Détermine total amount of feed needed e 59 | 2.k
" Determine water_requlrements for animals . . . . . e e +53 2.2
X Determine when additives should be withdrawn from - o 4‘:
. animals . . . . .- ‘ . e 59 2.7
* Recommend when rat10ns and mlxtures should be changed 56 2.6
b Determine which additives may be fed animals: . .. . 56 2.7 |
Deternine Whlch feedstuffs may be substituted in ratlons 43 2.3
Develop plans for usihg damaged grain and forages L3 2.1
. Draw samples for feed analysis . . . .. e e 53 2.4
Evaluate influence feed -quality has on consumptlon, ’ g ’
. eff1c1ency, and productlon . e R TN . P 50 ) 2%
' Evaluate . 1nfluence ratlon lmbalance has on productlon and / :
efficiency . . : e ' L6 2°,3
\ Evaluate -influence res1dues in meat may - have on B .
- marketing problems I 36 2.1
- Identify factors that 1nfluence feed eff1c1ency R 53 2.2
. Identify factors that 1nfluence quality of graids and . A
roughages. . . . - . .. 43 | 2.2
+ ‘Determine purpose of various addltlves in ratlonsA 53~ t2.h.
. -Identify -livestock problems due to 1mpro feedlng 56 | 2.2 |
Identify product and brand names . .. 59 2.5
- Identify purposes -of parts in dlgestlve system . . 29 1.6
Incorporate medlcatlons into feed mixtures accordlng to _
. vetérinarian's recommendatlons “ 29 | 2.2
Interpret feed analysis reports . . '50- | 2.3
Interpret feed tags and labels , . joroeo . 63 2.5
. Interpret feeding charts and tables . . i . ) 59 ' 2.4
Recommend appropriate feeding methods. ’ : 50 2.3
. Recommend ways to improve feed palatability -h6 2.4
Work with veterinarian in developlng feedlng,programs 2? 20
Mean Rating . - 50.7) 2.3
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