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FtREWORD

The Department ofmAgricUltural Education at The Ohio State

University is involved in a major programmatic effort to im-

prove the curri-cula in educational programs in_agriculture. One
.

4
produCt.in this effdrt is this 'report of-the fee -salesWan.

task inverktO y.suryey. The data reported were collected as
.

part of a.111016- comprehensive thrus,t designed to develop a dOmmon

core of basic skills' in agribusiness and natural resources,:

It is'hoped that the revised task inventory contained in
. ,

this report will be-Useful to curriculum deveflapers working for

irvro.ved occupational relevance in schools. Twen4y-seven
A

;

-tional inventories in. other occupational areas are'aTso rieponted

from this project.

The.'prOfess.i9n owes its thanks to Daniel R. 'Maier, graduate
0

research associate, for his -Work in.prepailing thic
,

report. Spec-
.

ial appreciation&is also expressed to George* G. Grerleaf,

.-ExecutivecV:ice-Pr'esident,-Ohio Grain, Feed, and Fert'ilizer
,,,_ . ')

Association, Ind., for hiSinPut and help rin .s,ecurlag the coop-
,

. . .

eration:oT those. employed in this occupa onal area.

0

J.` David McCracken
Pro.jct Director
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alTRODUCTIblI

0

Occupational information is neede4 to develop antt.revise

vocational and tectinical education curricula. Teachers and

curriculum developers g4erally 44 determine which skills might be

taught in a program b4sed upon teacher'exPertise, advisory

committee input, informal and formal community.,surveyr, and/or

task inventories.

The Agricultural Education Department at The Dhio State

University has utilized and revised b. system fog' obtaining and.

using occupational information _effective aid in larlping,

improving, and updating occupational education cuPricula.

This'report.presents the results 'of a task analysiS survey- of, the
,

occupation; feed salesman,... The information contained herein may
. .

. . .

be used by ourrigulum deVelopment'spbcialists, tvdhers,
".:

and state tillinistra7i6rS, and others,involved.ln planning and

conducting
, "44

vocation al ,and technical programs-in agr-i-Culture.,;

N.)
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. Purpose and: Objectives

The major purpose of _the ocOupational survey was to
the skills which areperformed and essen:4ial for success as a
feea,salesman, e specific objectives of this Survey were'
cgs follow

identify

Develop and Validate an initial.ltask inventory for
the feed salesMan.

'Identifytthe specific tasks. performed by' the feed
salesman\

Determine the relative .ijnportance of the specifiC
tasks to ,successful employment as a feed salesman.

tlDefinition of the.Oceupa ional Area ! ';
,

v.
,

The feed salesman works in retaiIfeed mills or elevators
which deal directly with the public. The specific duties per
formed by the feed salesman will vary with the size and type of:
..business: The feed salesman usually is involved with over-the-
cojInter4salea to customers and may make contacts witIk'farmers on
their farms. In general, the feed salesman assists in keeping
feed sales records, interprets feeding,regulations for customers,
sells.feed to customers, asgists'farmers with livestock health
problems; and assists farmers 'in formulating, feeds: In some firms
the feed salesman may be called a fE)ed sales counterman or feed
mill manager. °

METHO: G

. 1
initialObjectives.were accomplished by constructing an task.

inventory, validating the initial inventory, selecting, a sample
of viorkers, collecting data, and, analyzing data. ...,

5

Initial,Task,Inventory

Duty areas and task statements for the feed salesman were
identified by searching existing task lists, job descriptions,
curriculum guides, and reference publications. Additionally,
contacts with several industry personnel aided in clarifying
the specific responsibilities of the feed.salesman, All the
tasks that the project staff thought to be per.formd were, assembled

4into one, composite list.

`11
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The :initial ra4ks-were grouped into-*functiogal'areaS called
.Thuties": r

.
.4

APter the task statements were grouped under the proper
duty, areas, ea01 task statementWas reviewed for brevity, clarity,-
and consistency';,, In all, 93 task statementswere included ins
the initial' task -inventory.

, .

Initial, Inventory Validation

Aftei,rthe task inventory was constructed, it was
reviewed by.ten feed salesmen. The feed salesmen were' asked to
respond to the initial task liSt inyentory by performing the
following activities: a

.

1. Indicate'whether any of the tasks listed were not
appropriate.

. Add any 'additional tasks they,believed were per-
,

formed,by-!the feed salesman. 4

3 Make changes in the wordingof tasks to help add.
clarity4-60.the statements.

.

The.comments from the.ten feed salesmen were pooled and
revisions were made as needed..-One duty area was added as a
result.of.the review process.

As a reSlt.of the initial task inventory review process,
103 tasks were identified.

Worker Sampl Selection
. ,

Since the specific duties and tasks performed by the feed
salesman are related to the size and type of business where
employed, an attempt was Made to survey feedsalesmen employed,
in various sizes and types of -feed businesseS. It was.n.Qt
possible -0 secure a list.of the-specific names and addresses
of all incumfren-eworkers in the state. Therefore, a sample Of
'75 retail feed businesses was obtained from the J975 directory
ref the Ohio Grain, Feed, and Fertilizer Association, Inc. Using
a stratified ,random sampling, approach. The strata used were
type of business and geographical location.

Data Collection.

ti 'A packet of materials was sent to the -owner on.manager
of the randomly-selectedfeed businesses. The packet .of*,:materials

0

I li
V
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included:

1. A cover letter from the Ohio Feed,Gradn, and
Fertilizer Association, Inc_

2: An employer questionnaire printed on blue.

3. employee questionnaire printed on yellow.
.

4. A stamped'and'se]f-addres'seilireturn envelope.

The manager or owner was instructed to completes-the em-
ployer questionnaire and =to have a responsitille feed salesman
'complete the employee questiorinaire. The manager or owner was

qlinstructed t,colleot the employee questIonnaire and retUrn both
. the employer nd empiloyee questionnaire.in the stamped,and self-
addressed re urn envelope:by the date specified in the cover letter.

A follow-up'of non-respondents consisted of.mailing a packet
of materials two weelcs aftel, the initial mailing The follow-up
consisted of a? packet of materials identical to the initial packet
except that a cover letter on Ohio State University stationery.

- rep1.Nkd the cover letter on the Ohio Feed, Grain, and FertiliZer
Association, Inc. stationery.

44441

Data Analysis

The 45 questionnaires which were returned were checked for
completeness and accuracy by the project staff. InfOrmation ff,om
the 30 usable responses was coded on Fortran coding sheets for

-key ,punching. In, addition to coding appropriate resppndent back-
. ground informatLon, 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 0.0 =. Essential; 2 = Useful; 1 =..Not Important). The
information wass,keypunched'On IBM cards and verified by personnel'
at the Instruct -ion and Researoh:COmputer CenterAt The Ohio State
University. .

The w.as analyzed usipg the SOUPAC computer program
and the facillnies of the Instruction and Research Computer Center.
Consultant_assistance for analyzing the data was.provided by.
personnel at The 'Center for Vocatibnal,Education. The SOUPAC
computer analysis resulted In the computation of relative fre-
quencies, means, and rankibngs .for each task statement. The results
of the coMputer analyses were printed in tabaar form for ease
of interprvtation.

so,

01.

T7
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Objectivtsof, he,stud7 resulted'in the" compilation ef basic
sample background information, the determination of tasks per-
formed b3"/ the fee6salesman,.and the.identification of tasks
essential to successful performance as a feed salesman.'

r
$

Description of the Sample

k. , Infortation regarding the performance of tasks and the im-.
portance of the' tasks to--successful employment as a feed salesman° .

was obtained,from feed salesmen in various feed businesses'acros's
,.

Ohio. -. , #

d

ReSPonse to the .Survey

A total of 75 questionnaires were mailed and 45 replies were
received. This repre)sented a 60 %-rate of return. The response
to the'questionna'ire is summarized in TABLE I.

.TABLE I

1$ .

--EMPLOYEE RESPONSE TO THE QUESTIONNAIRE

Perceive of
All EmployeeS

N In The Survey
,.,

Employees in Survey 75 100.0
Total R-ettirns '45 60.0

Usable Returns ------ 30 40.0'
Unusable Returns

Nonrespondents 30 40.0

0

Size of_B-uSiness
, .

J'eedjsalesmen-from various size retail feed businesses were
included in the study. The number off full-time equivalent (two,
one-half time feed,salesmeX equal one full-time equivalent)
feed salgsmen employed in the firm Was. used as an index to assess,

-'the size of bpiness where the feed salesman.was employed. Of
the 30 usable. questionnaires received, 19 included information
regardin.the size, of. the business. T BLE II, summarizes the
responses to the question, "HOw many.f 11-time equivalent feed
salesmen are emp;104K,d in your business?" Eleven feed-sale,smen
'or 57.9% were employed in firms employi g one full -Mime equiyalet

i

*

0
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f.eed sa.lesman.. Three feed salesmenor 15.8% were, employed infirms -employing two tullttime equivalent feo.d sales'then..
.84.2% bf, the, feed' salesmen were working: in businesses empibying
one to three full time equivalent. feed salesmen The .number of.full.:.time equivalent feed salesmen. empl_oyed 'in the buSinesses
ranged from .one'_ to six. The average numberOf full-tithe/
valent* feed: salesmen" employed in'-the businesses 'was 2.0..

TABLE II
.
_SIZE OF FEED BUSINESS

,

.
Fe.e.d .Salesmen

mpl,3ted:` -in 'Bus'iness . ' Percent of .-

Respandents

15.8
10.5
,5.8

100.0

. - ' ;-**X. number of ,feed the -busa:ness,=-
...I,

feed salesmen with vary :aindunts 'eXpei:4_,e,n.e.e. in _the
fled industry were included i -n p - 8 t TA: tmmaxiz'es.
tlie.resp8nses.tp the ..qUe.St?_bil,;."Tiow.

,:..Wor.ked al.n- the :feed; -111diis Ti! '..feedi:s-cieSii-feff;.:O.r.:30 5,6: had ,from
o:n to five .industry

iSeveh* feed .4p.Idsrtin toea,1>y_ears' of- work", experience' fO,Ve- sd,les.thenoor O% had".
froth 21-So experience in Oje,::feed industry the

years of 'wo,rk in :-the_fe-ed ;:indutry ranged;400111:,. *I-35 yearw. Fvd.-sal..eSinen had "an'.,aveFage :YearS of total
-eXp'ei-,1-Vnce--in the feed: industrty:.

; .

''.".f!Ernplbythent.at Cuxrent "_Job
fif : `',e,

d alesme,n- in the survey peytt' amounts of *time
ira- present -job ; TABLE IV summarizes' thie re.spon es. to the.

T.! jmany years hay.e,31.ou` wozi)(td as :y:-_,4a1.? pre ent j °ID'? t`
feed salesmen or '30% had worked at their pr''esent..j-bb from

!one' to tbrge :Years Eight Or.. :2
.
cf w'krke d.. at':thei, pre serit

job .fron seven to ,ten year ,
2'0.% had workeded
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at their present job 17 or more years. The years .of work'at their
present job.ranged from 1-3.5 years. Feed salesmen,had been em-.
.plOyed at their'.presentjob:am average-of 10.4 years.

,T.ABLE ITi
.t

,.

/

:TOTAL AMOUNT OF.WORK EXPERIENCE IN THE FEED-INDUSTRY

Years
1\f

Percent of.
Respondents

6-1.6
11 -15
16t20

3:1 or more
4

Total

4

9 30.0

t,

3 10:0
.

7 y 23.3
6. 20.0
4 13.4

100.0

-yeart in the . industry-

TABLE Ettv

LENGTH 43F TIME-AT PRESENT JOB

Percent of
Years N Re$pOrident.S

.
I

a7-v

7-10
111-16
\L7 or more' a

Total

4

8.

3

6

30

'30.0
13.4 j
26..6

10.0
20.0

100.0

X years'at present
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`Preparation-as a Peed S.ale-sm n

.

-Fe-ed salesmen obtai d training for their 'Job''from various .

sources.--TABLE V summ izes their responses to the question,
"Where did you receiVe/ydur trlaining as a feed salesman?"
Twenty -seven feeds aaesmen or-90% indicated they received training
on-the-job. TwenW feed Salesmen or 66.7% indicated they. attended
a compaily school/Or course 'to: receive training as a feed sales-.
ma:n. 'El.54ht feed salesmen or 2t.6% indicated thjey had received
training as a feed salesman by _attending an adult education pro-
gram. Six feed sialesmen or0% hid received training in feed
sales at a'technloal school program.
(4-

TABLE V.

SOURCE OF TRAINING RECEIVED, AS kFEED 'SALESMAN

Source

Percent of
All Employees,-
In The Survey

/ 0h-774-le-Job 27
3

6

8

20

90.0
10.0
.20.0
10.0
26.6
66.7

*1-Igh School ;Program
T.echnical School Program
College/UniVersity Program.
-Adult EdUdation Prograth-
CompanY School /Course

DUty'Areas'of Work Performed by' the Feed Salesman

. The 103 tasks were4grouped under eight duty ,areas. Each
respondent. indicated whether he performed the ,specific task 4n'
his current position as a feed'salesman.- The percentages of re-.
spondents performing. each task wqre averaged for all'tasks under
each duty area. The mean percentage of incumbents who.performed
specific tasks in specified duty areas is presented in TABLE

.-Duty areas of work in which'50% or more of the incumbent
workers performed the tasks were:.

1. Performing General Office. Work
2. -Inventorying Products
3.. Following Legal Rules and Regulations
4. Selling Feeds and Other.Merchandise
5. Formulating Feeds for Livestock-
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1

.A level' .of importance rating was.obtained.for each task.
The respondent could rate the task. as essential',-useful,,or,not
iMpOrtant'for successful performance as a 'feed salesman. k

l
rank-

ing Of essentia .was_assigneCi'a numerical rating of ", useful
a nuinerical, ratin of "2"., and not.impOrtant a_numer.ical rating
of ""1". The .level of importance ratingst for each task-Were averaged
for all tasks-under each duty area, The-average level of impoi-,tance-
ra'tings for the' specifictasks in the specified duty areas are
preSented,InTABLE.VI.

ti

. [Duty area of work which received a 2.Thor higher level ,
impdrtance rating.by'incumbent'workers were:

1. Performing General Office Work'
.Recording Information

3; -,Inventof,ying products.
)4 Following Legal Rules and Regulations
.5. Selling Feeds and Other Merchandise
6. Planning the Feeding Operation on. Farms
7. Maintaining Herd Health .

Formujating Feeds for Livestock'
. p

Duty' Areas' of Work Essential for
Successful, Performance as a Feed Salesman

Y

Percentage Performanceand.,Level of'Importance
Rat; ,_ffSSpecific Tasks Y

. .4

,

The percentage perOrmance by j:ncumbeht workers and the
level of importance for each specifiC task is alsd presented in
TABLE NT.-

'1

It is recommended that the results for each' specific task ye
be examined by educators and others whd are developi9g'educationa
jpiograms to determine curriculum content for _preparing 'feed
salesmen. Specific tasks with a high level of performance and
a",high level of .importance rating should be given. more emphasis,in
the eduCational pi4agram than specific tasks with:a low level of
performance and a low leel of importance rating.

t ,

tl

c

4
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10 TABLE VI

PERCENTAGE PERFORMANCE .AND AVERAGE RATING OF IMPORTANCE*.
OF SPECIFIC TASKS

.
..

, TASK - STATEMENTS .'
)

. "

_
.. -.3--

.

W
0-

.1-4-

IN :E )

W 0 '
C.) ci--i

4 4 F44 0
P-1 P-1

H W.00
0

W W
14 +'

. .

0W
;4

ko cal
-W E
;.1 H
W

el-4<4 0

,
. .

.

PerforMing General
,
Qffide Work -

. ,
.

. .

File various businees forms and,recOrds . ... '. .....
0

-Meet with, people . ... , .... T . . -.° .. . .. . . .

Schedule app'ointments', .
" .

..Use telephone .
-

,

Write memos, notes, and letters
..

. .

Arrange meetings with farMers -

-.
.

Mean Rating.. , .. ... , . . -.' .. : ... .4. . : . .

.

e-----N

58

.64 ,

48
58

$8
,.54

. 56.7

2.1
'2,9

2.2
2.7

,2..2

2.5.

. .

2.4

,,, .
.

. .
,

Recording-Information.
.

A

Record itifOrmation on contractual" arrangements . . , , , . .

Recol-d mixing -andgrinding instructions information. . . H
-Assist farmers in imprpving and developing record keeping

. systems . ,, . . . . ..-:. ..,-... . ..'., -,. . .

.i.

Prepare sheets tor farmers.

. - .

Mean Rating .

,

35
64

32
.29

40.0

2.1
2.6

,

2.0
2.0

-2.2

. . .
'- .

Inventorying 'Products .

J , ----:'
'Assist -in-taking'physical invento . . . . .. : ..... .-

'Determine inventory on hand:from ecords
Make recommendations,;rearding am unt of products to

carry
v

. r on iir;rentory ,

Determine which prOducts to carry . ..... .....
. 4

. ..
,Mean Rating

)

.

--

58
48

51
54

-52.8

.
2.4 .

.2.3

2 4
,,

2.6

2.4

.

.

Following -Legal Rules. and Regulations
i

Interpret -feed additive withdrawal laws atideregulations
'Interpret feed additive mixing regulations

. . .

Mean. Rating, ., .

:,

. 48
61,

54.5

.

2,.5

2.7-

2.6

440
Average

highest

rating of importance may from 1-3 with 3 being the
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TABLE VI (Cont. )-

PEICENTAGE''PERFORMMICE AND AVERAGE RATING OF IMPORTANCE
OF 'SPECIF'IC TASKS

4.3

.

.

'if Ts(S .STATEME
---,

. .

". °
. - , .

i

tiO
Z
ri

-1-.)

;-1

o o
C.) W

W W
P-144

H W
W 0
7.
a)
1-1 +a

t, 1-1
o o

.tod E
F-1 I-1

cri
1=4 0

Selling Feeds and Other Merchandise

AP'
s.

. Complete a ales slip '.

Describe products to customers . i, k

Determine when merchandise is to bedelivered
Prepare and.arrange sales display in.feed store area

Greet Customers
Interpret' customer's' descriptions intomanufacturer's

proauct names
Make chqnge . . . . i .'.

Price products for customers . . ..

Take customer's order over phone .

Stock shelvesin feed store . . ,..,-. ....
Interpretand use customer credit plans . . . .'. ; %

Operate billing machinp . ... . . . . ... . . . . .

Write levertising announcements ..... . . . .,. .

Determine if'produCtsrequested are on hand .

'Handle Customer. complaints... . . . .

,

Operate cash register -
. . . ......

..
..

.

Sell substitute items
Sell related items , . , . ." . . ,

. . .

, Calculate cash and quantity discounts -'

'identify,. seasonal 'items
..

Use sales catalogs
Evaluate customer needs., . . . .,.

-Make in-Store sales,contaqt

.

. . . . .... . . .

"Make out=of-store sales contact . .. .

'Participate in sales training sessions ,

Follow-up ales . ..... : . . . . . ..........
.

Close a sale''
Conduct sales presentation . .. . . .. . . . . . . .,.

/Explain contractual merchandising pattern to customers

Plan daily sales contact schedule , . . .

IEstiTate potential market for products f

.

Summarize daily sales records . .. . . , .... -, .

Select appropriate advertising media to use
Sell feed over telephone _

Determine truciang and.feed preparation costs.. .1 .....
Interpretirecommendations ,for customers,

. . ,.

.

.

. ..

..,i,.
.

.

. . ,.,.

...

. .

.

. .

.

.

..,'.i58

.

,

. .

.

4 .

. -.

. .

.

. .

.

.

:17,64

L
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67
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38
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70
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58
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61
67

:64

58

,
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61
67

51 -N
54

5
45
45
41

54

54
67

'2.7
2.9
2.5
12.4
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2.7

2.5
2.8 .

2.6
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25
2,1
2.1
2.6 '

82.7
2.2
2.3
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2.5
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2.3
2.0.
2.4
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12. TABLE VI .(Cont.)

PERCENTAGE PERFORMANCE AND AVERAGE RATING OF IMPORTANCE_
OF SiFECIFIC TASKS.

4

'4-

'TASK STATEMENTS
- ,

"

I .

td

4-)

(D 0
o 4-1

a) (1)

P4 134

1-1 W
W C.)

W :W

o o
cd
4.1 H

c0
<4 0

.

Describe comparative advantages-of products

Mean
,
Rating .

64

1

57.1

,2.6

2.5
.

.

.
. .

,

Planning the Feeding :Operation on farms

Yrepare /livestock feeding. budgets N

Assist in planning production goals
Plan alternative feeding prograts for farmer's

I .

.

Mean Rating
,

35

38
48

40.3

2.0 4

2.1
2.3

2.1

Maintaining Herd Health

'`6.,1

Evaluate inflUenCeherd health has on productiOn . .

P
Identify common livestock insects and pests .....
Identify sanitation problems
Identify symPtoms of nutritional imbalance . . . . , , ....
Recommend procedures for correcting sanitation problems .

Suggest materials to control insects and pests
Work with veterinarians on herd' health problems.-

. .

. ,
.

Mean .Rating . . .'.-. .. .. ........1. ....... . .

: ,

,

.

45

51'
'51 ,

45
51
61

38

48.9

2.3'
2:,2

2.3
.2,i,

2.4
.2:4'

2,1

2:3
.

, .

. ..

Formulating Feeds for Livestock
- .

,

Calculate balanced rations for animals
Calculate costa of rations bmd feed mixtures

ii ,Calculate feed efficiency
. ' Classify animals accgi.. =ng to type of,digestive systems .

- Classify feedstuffs
Determine amount of, feed additives to add to .rations. ..
-Determine amount of feed to be fed daily .

.Determine appropi...iate fOrth in which'feed should be fed
animals .. .... . ..... , . . .. . : , . '.

. ,

Determine maximum Amount'feeptuffb tay be Substituteafor
An rations, t

.
IDetermine moisture content of grains

Determine nutrient requirements tor,animals . ,. .

Determine purpose of feedstuffs in rations

.

.

. ..

.

67
61

41

38

38

66 .

66
.

56

50

50

63

46

2.8-
2.6
2.4
2.2-
2.0
2.8
2.8;

2.2',

2.3
2.3
2.2
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,PERCENTAGE PEZFORMANCEANDfAVERAG'E RATING, OF ,IMPORTANCE

P

,

r. OF SPECIFIC TASKS

'a

TASK STATEMENTS

W
W

C$ C'
W W

1-q 4-)

o
P4

(I) 0 cd
c-..) cH F-, H

i

,
, .

b 464
0.4 p.,

c__,.

..c p

------- ,i .1 -
Determine purse of nutrients in-rations .... : . ,. . .

--
46 '2.2

Determine relanvernutr. e-value., of feedstuffs 36- .2.1

Determine storabil-: y of grains and roughages . : . 39 2.0

.Determin, test weight of grain's ,

Determine total amount of feed needed ..... 1

53

59

2.1
2.4

Deotermine water requirements for animals . . . ...... .. .53 2.2

Det rmine when additives should be withdrawn from t,.. .

animals . .
59 2.7

' 'Recommend when rations and mixtures should be changed .56 2.6

Determine whichadditives may be fed animals .. .. :. : 56 2.7

DeterMine 'which feedstuffs, may be substitute& in rations . . 43 2.3

Develop plans for usTiag damaged grain and forages 43 2.1

, Draw samples for feed analysis . . . 53 2.4

Evaluate influence feed quality has on consumption,
efficiency;, and production

;
4

.

50 273

Evaltate.influence ration imbalance` as on.prOdixtion and /

efficiency . 46 2'.3

Evaluate influence residues in meat may.hare on -' :: .

marketing problems ..... J- , . .,. . .... . . , 36 2:1

Identify factors that 'influence feed efficiency .. . .;.., .53 2.2

.

Identify factors th'at influence quality of graids and

roughages. 43 2.2

, ;Determine purpose of various additives in rations 53: 2.4

.
Identify -livestock problem6 due. to improp feeding . . . . 56 2.2

Identify product and brand names . . . ',. ...: : 59 2.5

k-,

Identify purposesof parts in digestive system ' 29- 1.6

Incorporate medications into feed mixtures according to

veterinarian's recommendations ' 29 2.2

Interpret feed analysis rePorts. . 50 2.3'

Interpret feed tags and labels . .
63 2.5

/'
Interpret feeding charts and table's 59 2.4

Recommend appropriate feeding methods.
. 50 2.3

Recommend ways to improve feed palatability -46 '2.4

Work with veterinarian in developing feeding,prOgrams . . . 29 2:3
A

.

Mean Rating . - . . . ..

.c) 50.7 2.3
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