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‘ Foreword

This curricuium guide was developed as a part of a larger project to revise the t
cultural education curriculum in South Carolina. The project was designed to implemeﬁf
following changes:

. provide a more comprehensive vocational offering
. 'place a greater emphasis on behavioral objectives
v ﬁlace a greater emphasis on 1earning activities

." encourage an inductive approach to teaching

. result in the re-identification of the units of instruction

Units of instruction for each course were developed‘which include behaviorally sta

suggested learning activities, a topic outline, and suggested rescurces.

Frank R, Stover, State S“pé

Agricultural Education

iii




Foreword

m guide was developed as a part of a larger project to revise the total agri-

curriculum in South Carolina. The project was designed to implement the

é;dvi&e a more comprehensive vocational offering

fiéce a greater émphasis on behavioral objectives

ﬁléce a greater emphasis on learning actiQities

éﬁcourage an inductive approach to teaching

}esult in the re-identification of the units of instruction a

uction for each course were developed which include behaviorally stated objectives,

%ctivities, a topic outline, and suggested resources,

: Frank R. Stover, State Supervisor.

Agricultural Education

5

iii




Acknowiedgements

Grateful appreciation is extended to the following persons who contributed to the de

of the guide:

»
Mr. John A. Rankin, Loris High School, Loris, S. C. and Mr. H.,W. Rankin, Green Sea Hj
Green Sea, S, C.

Mr. L.J. Carter and Mr, J. Earl Frick, who coordinated the development of the guide.

The final copy was edited by Dr., R.J. Mercer, Vocational Instructional Materials Spec
Vocational Education Media Center, Clemson, S. C.

I1llustrations were prepared by R.D, Mattox, Art Director, Vocational Education Medié

Clemson, S. C. Editing was by Mrs. Joyce Farr and typing by Mrs. Frances Earle of th

Education Media Center, Clemson, S. C.




Acknowledgements

étionwis extended to the following persons who contributed to the development

in, Loris High School, Loris, S. C. and Mr. H.W. Rankin, Green Sea High School,

and Mr, J. Earl Frick, who coordinated the development of the guide.

as edited by Dr, R.J. Mercer, Vocational Instructional Materials Specialist,
tion Media Center, Clemson, S. C.

re prepared by R.D. Mattox, Art Director, Vocational Education Media Center,
Editing was by Mrs. Joyce Farr and typing-by Mrs. Frances Earle of the Vocational

Center Clemson S. C,




CONTENTS

Rationale for a Coﬁrse in Agriculturél Sales and Services . . « ¢ 4 6 ¢ 4 4 0 4 o4 4 : .
Curriculum Framework « t e e e e e e e .‘. eis v e e 44 e e e e e e e e e e e s .‘J
Use of the Guide « o v v v v v 4 v v 4 4 o o o 4 o o o & o o s o o o o o o o o o o o v s
Curriculum ParadifmM . o o & 4 4 v v ¢ o o o o o o o o o 4o s o v o o 6 s e e e e e
Horizontal Supportive Units:
Orientation to Agricultural Sales and ServiceS . . . . o« o o o o ¢ o o o o o o » .‘:
Basic SELING & v v v v v v 4w v b e e e e e e e e e e e e e e
Farm Supply Store Management . . o + o « s o o o « & o o o s & s s o s ¢ o o o » .f.
Business PTocedures « « o v 4 u s o o o o o 4t 6 o 4 4 e n bt it e e e e e e e e ;

Functional Units:

Feed Sales and SEXVICES 4 v u 4 & + o o o o o s o s 4 v o v o4 s 4 e e e ;j?
Seed Sales and Services e 0 e s e e e e e e o e ; s e e e e s e e e e i e
Fertilizer Sales and Services . o« + « o o o o s o o & o o+ 8 s o o s o o o & o 0 ; ;
Pesticide Sales and SEIVICES . v v ¢ o & v o o o o o o o o o o o ¢ o . 8 o 0w » ;};
Petrolcum Products Sales and Services . . . . . . ., N SR . ;

Hardware Sales and Services . . . « ¢ « o o ¢ o o 4 0 0 4 o0 0 a e




CONTENTS

Pagé

iin Agficultural Sales and Services + « ¢ ¢ o 4 o o o 4 4 40 e e . 1

# % 0 4 s e % % & s s .8 e 8 ® s s 8 s " e & v s ST e s o u ¢ o .8 e » 3
L) . . . . . . . . * . . " . [ * . - [ . [ o . . [ . . ) . . . . . L] [ . 5
s - . . . . . . L . . . . . . . . . . . . . . . . . . . M . 3 @ o . . - 7

Inits:

fiCulﬁural Sales and Services . . .+ ¢ ¢ 0 4 4 v e e s e 4 v e e e 9

fvices e )
rﬁices S 61
énq SEIVICES « o o o o o o o o o o s o s o o o o o s o 6o 4 e e v e e .. 13
A SEIVACES « « v o o o v v o o e e e e e e e e e e e e e .. 83
5 Sales and SEIXVICES . & v ¢« v 4 4 4 4 v v s e u et e e e e e .. 95

daserVices . [y . . . . . . ._l . . . . . ° . . . . . . . ] . . . L4 . . . 105

.
.

vii -




Bibliography [ ‘. . . L4 [ ] L] L] . . L] L4 3 . . L] -. . . . . i ¢ L4 . . [ [ L] . . . . Al L} L]
Appendix A ~ Recommended Materials or Equipment . . v v v « & o o o « o o o o » o + o o

Appendix B ~ Professional or Technical Organizations . . v« v v 4 v ¢ v ¢ ¢ o o o o o o




P: Ad . . . L4 . . . . . . . . - . . . . . . . . . . . . . . . . . . . . . L] . 123

E“n'dedMaterials or Equipment . « ¢ ¢ 4 . i v sk e e h e v e e e e e e . 127
E;}@nal or Technical Organizations . . . . v v v & 4 v v 4 o 0 o v v o o s & 131

i

XN

211

ix




Rationale for the Course

South Carolina has almost 40,000 farmers. These farmers require a variety of suppliA

services to operate their farms. They need machinery and equipment - fertilizer and " seed

need feed and insecticides. They need hardware - tools, bolts, nails. They need equipme
hog feeders, buckets, hoes, and rakes. They need services ~ advise about the products th

cus tom application of chemical: ~ custom mixing of feeds,

Although exact figuro: showing the number of businesses in South Carolina engagedriﬁ»

tural sales and services are not available, the Censue of Business reports that there Qeg;
in Soutﬁ Carolina which carried hay, grain, feed and farm supplies and that 144 of these?%
sold a sufficient volume of these supplies (as compared to other items carried) to be‘cié@
the category lableled "Hay, Grain and Feed Stores". An additional 127 were classified ﬁﬁé
heading of "Other Farm Supely‘Stores” ! The Farmer Cooperative Exchange alone reported ;

23 stores in South Carolina which employed some 350 people,

Persons seeking a career inthese bus1nesses will need technical skill and manageria]

tencies, Several srea vocational centers have already begun teaching courses in Agricultt

and Services, Others are expected to do likewise,

lU. S. Bureau of Census, Census of Business, 1967. Retail Trade: Merchandise Line"

South Carolina, BC 67-MLS-42. U. S. Government Printing Office, Washington, D. C., 1970

12
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A course designed to provide training for high school students
and Services is needed to provide saleable skills for graduates and

of the agricultural industry with competent employees.

in Agricultural Sal

to supply this seé@
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ghéd to provide training for high school students in Agricultural Sales

eded to provide saleable skills for graduates and to supply this segment

1 industry with competent employees.




s an

Curriculum Framework

The designers used the following continuums to frame th
courses. Their biases are indicated below., For example, th
school level they would prefer comprehensiveness to specific

the side of the continuum iai‘)‘eled vcomprehensiveness.

Specificity’ l @
Exploratory —i—
Process ——@— 4
. Student Needs —§—
Basic Principles_- ‘F
“bLgcal Needs -0
Hands;on Aciivities -&——

Inductive —@- }

6 e

‘Content

eir thinking as they constru
e designers felt that at the]

ity. Therefore the dot is'p

Comprehensiveness

Vocational

Industry Needs
Préétical Applic‘ation
Naﬁional Meeds |
Abstract Activities

Deductiwve




Curriculum Framework

used the following continuums to frame their thinking as they constructed these

es' are indicated below. For example, the designers felt that at the high
d prefer comprehensiveness to specificity. Therefore the dot is placed on
finuum labeled comprehensiveness.

.

Specificity —e— Comprehensiveness

g L Exploratory —lo— Vocutional

Process ' -@- +- Content

Student Needs L Industry Needs

: Basic Principles — Practl:ical Application
‘ Local Needs -6 ~— National Néezi’s;
l‘,}";Hands-_.on'Activities —8- .L i+ Abstract Activities

" Inductive —@— +- : Deductive




Use of theWCuide -

This guide is not a textbook. It is, as éntitled, a curriculum guide. It is not dééﬁ

provide content, but to refer to content. It is designed Eo ask the prior questibns&- Whéi

be itaught and to some degiee how and with what resources. The objectives are not behavior:

of the course. It was felt that the teachers of the course can determine the "givens"

tives and set their own "performance standards" as needed for a particular class or indivic

The general framework of the course is problem solving. To this degree, it is a-fﬂnq;

Hopefully, most units will be‘tauéht inddctivéiy,‘i; é., tﬁé‘teaéﬁéfhéili bééiﬁwéifﬁ";wg;
MSflprbjéct and back up'to basié‘princiﬁiéé;--It iéhalso hoped that most of the iearniggéa
be "hands-on" type acfiyities alth&ugh.fhe importance of vicarious learning is recoéqiégd

This curriculum guide was designed for a one yearwcsurse. No special squeﬁce‘iS’re

However, the order in which the guide is assembled offers one alternative,

require different time allocations.
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Use of the Guide

3y

by

be closer to goals. Hopefully they help spell out the expected outcomes '
elt that the teachers of the course can determine the "givens" of the objec-

 "'performance standards" as needed for a particular class or individual,

allocations,

O

RIC

Aruitoxt provided by Eic:



'CURRICULUM PARADIGM

AGRICULTURAL SALES AND SERVICES

Orientation to Agricultural Sales and Services (p. 9)

Basic Selling (p. 17)

PEES TN

Farm ‘Supply Store 'Mana‘gement‘ T

(. 25

Business Procedures

(p. 41)

“Feed 'Sales
:and Services

(p. 49)

Seed Sales
and Services

(p. 61)

-Fertilizer Sales

-and Services

(p. 71)

IS

Pesticide .Sales

and Services

(p. 83)
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 CURRICULUM PARADIGM
 AGRICULTURAL SALES AND SERVICES

Orientation to Agricultural Sales and Services (p. 9) ' o

_Basic Selling (p. 17)

Farm Supply Store Management °
(p. 25)

Business Procedures " , , .

(p. 41)

Fertilizer Sales

and Services

(p. 71)

Pesticide Sales

_.and Services

(p. 83)

Petroleum Products
Sales and Services

(p. 95) ~

Hardware Sales-

and Services

(p. 105)
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UNIT: Orientation

SUB—~UNIT:
OBJECTIVE(S):  ....The student will be able to:
I. Describe in outline form the course in agrlcu
sales and services.,
1I. 'Prepare in outline form a plan for 1ntegratin
FFA program and the course. -
III.‘MPrepare in out11ne form a superv1sea.preet1ce
program which will enrich the. course.,rwfmfr,
IV. Plan an occupational work experience program
the course in agrlcultural sales and service
V. Prepare a plan for explorlng careers 1n agricult

ERIC

Aruitoxt provided by Eic:

Sales and Services

" .ricultural

sales and services.




Orientation to Agricultural Sales and Services

.; The :student will be able to:

I, Descrlbe in out]1ne form the course in agrlcultural
sales and services. :

II. :Prepare in outline form a plan for 1ntegrat1ng the
“FFA program and the course,

III;'”Prepare“ih“OUtline”form'a'Supervised‘practice““‘
program which will enrith the course. :
IV. 7Plan an occupational work experience program: to complement
‘the course in agrlcultural sales and serv1ces. :

V. “Prepare a; plan for. explorlng careers in agr1cu1tura1
sales and services.

L

VI. ...
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.OrlentatloﬁftdvAgrieaifﬁralgsaleafahdi

Services

OBJECTIVES

"LEARNING  ACTIVITIES

ERIC
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e student

411l be abln to:

Describe in outline form the course in agricultural
sales and services.

A, List the major objectives(s) in each unit.

~B.~List the major learning activity(s) to be

accomplished in each umnit.

C. List the major L0p1c(s) to be covered in
each uit,

P, -

D, Lisg the major resources to be used in each

‘unit.
EI o s 00
Prepare in outline form a plan for integrating the

FFA program into the course in agricultural sales
and services.

A. List possible home or community improvement
activities involving agricultural sales and
services which could become projects for FFA.

B. List projects related to. agricultural sales

and services suitable as part of the BOAC .
program.

.

'C.  List some of the possible radio or TV programs

that could be built around agricultural sales:
and services.

II.

ment projects in the local comm

Assign a committec. to eachﬂ f.t
have them critique the unit "and
sults to the class with suggest

Observe a presentation by ‘the
course model-via overhead-proje

Prepare a list of proposed agr
and services projects for. the

Enter FFA contests related to
and services,

Prepare~radio or TV programs

agrlcultural sales and services



LEARNING - ACTIVITIES

tives (s) in each unit.

rnihg'activity(s) to be
f¢(s) to be covered in
'es.tp be used in each

n a;plan'for integrating the
rse 'in agricultural sales

Or*eommunity improvement
g agricultural sales and
1d become projects for FFA,

4 a to agricultural sales
ble as part of the BOAC

;ssible radio or TV programs
|.-around agricultural sales

II.

Assign a committee to each of the major units and
have them critique the unit and report their re-
sults to the ct4ss with suggestions for change.

Observe a presentatlon by the instructor. of the o
course model via overhead prOJectlon. ‘ T

Prepare a list of proposed agricultural sales
and services pro;ects for the FFA.

Enter FFA contests related to agrlcultural salesi
and services.

Prepare radio or TV programs concerning 1mprove—
ment projects in the local community related to
agricultural sales and services.
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UNIT:

, Orientation to Agricultural Sales and Services
SUB-UNIT:

TOPICS

Y

K
o
N

I. Agricultural sales and services v | I.

Sk * A. Objectives
B. Learning activities

C. Topics

D. Resources, facilities and equipment

E. ....

II. FFA as an integral part of the couréé II. Bender, et al. THe.FFAAanéi

oY - A, Committee projects relating to the environment ’

B. Agricultural sales and services projects
related to the BOAC program

C. Contests relating to the course

Team
. Individual
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tgtion to Agricultural Sales and Services

__Torics ' RESOURCES
aliéales and services I. The curriculum guide

1g activities

ﬁeé, facilities and equipment

ihtegral part of the course ~ II. Bender, et al. The FFA and You.

tee projects relating to the environment

ltural sales and services projects
-to the BOAC program

té relating to the course

ividual

11
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bl v_fﬂ~0fiéntation to‘Agricultural Sales and Services
SUB‘-‘UNIT:

OBJECTIVES

LEARNING- ACTIVITIE§

III.

v,

[} PRSI NIPII S

O
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D, List some of the team contests related
to the course.

E. List some of the individual contests related
to the course,

F. LI )

Prepare in outline form a supervised practice

. program which will enrich if not form the core.

of the course,

A, List at least two possible home production
projects related tn agricultural sales and
services.

B, List at least two possible home improvement
projects related to agricultural sales

C. List at least two supplementary farm jobs
relating to apricultural sales and services.

D. LI B

Plan an -occupational work expericnce program to
~omplement the course in agricultural sales and
services,

A. List at least two work stations in your
community which would provide training in
occupations related to the course,

B, Prepare a brief work schedule for occugational

‘work ‘experience 4t one such station.

Cc LI

I1I.

1nd servides.

Iv,

* Prepare a work schedule for a c

Conduct a home production proﬁé
agricultural sales and services

Perform a supplemental home or:
‘agricultural sales and services

Perform a home improvement prgj
agricultural sales and services

Make plans for and/or obtain al
occupation related ‘to agricultu
services which will help prepar
career.

RNV




LEARNING ACTIVITIES

team contests related

ipdividual contests related

rm a supervised practice III.

I Conduct a home production project related to
rich if not form the core

agricultural sales and services.

“possible home production

. Perform a supplemental home or farm job related to
to agricultural sales and

agricultural sales and services.

“poussible home improvement

. Perform a home improvement project related to
to- agricultural sales and servides.

agricultural sales and services.

‘supplementary farm jobs
ultural sales and scrvices.

work experience program to Iv,

Make plans for and/or obtain a part-time job in an
-in ‘agricultural sales and

occupation related to agricultural sales and
services which will help prepare for a future
R career. '
' work stations in your : o
'ould provide training in . Prepare a work schedule for a chosen work station.
ed to the course. .. o e SRR

ork scuedule for occupational
it. oue such station.

1z
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UNIT: " "Orientatfor to Agricultural Sales and Services
. 'SUB-UNIT:

FIPICS

#

RESOURGES

III. Integration of '@ supervised practice program”
into the cours-

A. Productive yzmjects

B. Home improvement projects

C. Supplementary farm jobs

Dl ’ll‘

Iv. OccupatioﬁalTﬁBrk experience in agricultural
sales and services

A. Locating work experience stations

&'tl, Mille=. Supervised Practire:

IV. Binkley. Experience Programé
: Vocations in Agriculture, Chaj

+ Fuller. ’Education for‘AgriEﬁ

B. Job schedules

C! s e

13

.« Hoover. Handbook of Agricult




RESOURCES
}ipéryised practice program [ Milier. Supervised Practice in Vocatiomal
s digriculture.
cts
f;":jprojects
L’i'm‘.jobs
;érienée in agricultural IV. Binkley. Experience Programs for Learning
L Vocations in Agriculture, Chapter 31.
f:br‘erience stations . Fidler., E&ucation for Agricultural Ccc’upations..
. Howver. Hamdbook of Agricultural Oc’@ations'.-

13




i 1|JN|T; Orientation to Agricultural Sales and Services

" SUB-UNIT:
| OBJECTIVES

LEARNING ACTIVIT

V. Prepare a briaf plan for exploring careers in
agricultural sales and services.

A. List. at Zeast one test which can be used to-
analyze mersonal strengths and weaknesses.

B. List at least five criteria for evaluating
careers.

C. ....

Vi. ....

V.  Ask for an interviéwaith.yQﬁ
o~ discuss your strengths and

. #&=3..a class project, try to s%
gmidelines for evaluating.car]
#mea 1s =xplored during the'c

)

b

Vii ...

32




él’d@ltvural Sales and Servic:s

v

VES

LEARNING ACTIVITIES

ir ‘exploring careers in
services.

®est which can be used to
xengths and weaknesses.

yo

?'cri teria for evaluating

14

Ask for an znterview with your guidance cmmmseilor )
to discuss vour str=aptis-and weaknesses.

As a class prgject, t=y ‘to"set up:::a list of
guidelines for evalmatimg:careers :as eachk caresr
area is explored during the course.




WUNIT:
~ ’SUB-UNIT:
u st

Irienttation to Agricultural Sajees and Services

P,

i

“EQPICS

RESOURCES -

“A.

VI. ...

V. Cazmexr exploratiums

Personzl asz=e=ssment

-

Aptomies
Attitomgbess
Generul competencies

Criteria For career evaluation

g
f

Chapter 1.

VII LI I A )

V. Hoover. Handbook offiégriénlf




frultursl Sale=s and Sérvices

'RESOURCES

it

ancies

2r evaluation

V. Hoover. Handbowk of Agricultural Occupations,
Chapter 1.

Vi. ....




RESOURCES

UNIT: 'Orientation to Agricultural Sales and Services.
SUB-UNIT: ' ,
BOOKS FILMS AND FILMSTRIPS

Bender, Ralph E., Clark, Raymond and Taylor, Robert
E. The FFA and You. Danvilie, ILL: The
Interstate Printers and Publishers, Inc., 7562,

Binkley, Harold and Hammonds, Carsie. Experieace
Programs for Learning Vecatioms in Agriculture,

Fuller, Gerald R. Education fur Agriculturszl Recu

pations. Danville, ILL: The Interstate
Printers and Publishers, Inc. .
tloover, Worman K. Handbook ~f Agricultural Occa-
pations. Danville, ILL: The Interstate
Printers and Publishers, Imc. 2nd ed., 1969.
Miller, Texton R. Supervised Practice im Voca~
tional Agriculture, Danviile, ILL: The
Interstate Printers and Publishers, Inc.

BULLETINS

“TRANSPARENCAES
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ééfiquliﬁfal_Sales and Services

FILMS AND FILMSTRIPS
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indbook of Agricultural Occu— o
©'JLL:" The Interstate ' ot
rs, Inc: 2nd ed., 1969.
npervised Practice Jn \Voca-
t"Danville, ILL: The
‘and Publishers, Inc,

TRANSPARENCIES

— e A e e i i s e st
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UNIT: Basic Selling

SUB-UNIT:
OBIJECTIVE(S): The student will be able to:
' I. Plan a sales program for é typical
II. ...

[Py
0
R

agricultura




- Basic Selling

The student will be able to:

I. Plan a sales program for a typical agricultural business. .

III o s 00

17




_ UNIT: Basic Selling
- "SUB-UNIT:

OBJECTIVES | | LEARNING - ACTIV/T

- The studer:z will be able to:
I. Plan z sales program for a typical agricultural I. As a class or small groné.é'o

‘business. ‘ tising-program for a. hypothet
agr1cultura1 business.a

A. Plan an advertising program for a typical . -
and/or actual agrimcultural business. . Interview 1oca1 store manag
advertising- program used

1. When given sewemal mewspaper ads ranging
from very goatl :to very poor, rank them .
accordingly. ‘

2., When given sevarral radio and/or TV com-
" mercials dealimg with mgricultural .
products which mange from good to poor,
rank them accordingly. o manufacturers.-.

( 3. List at Iemsiz 3 criteria for evaluating .
e oo a given type of adwertisement. T

4, ...
B. Plan a product amﬂ/OI‘WindOW<aiSplay for-a- . As.a class or. small group P
. given or typical agricultural business., _ and/or window dlsplay for -a
1. When shown pictures of three products . Whlle visiting 1oca1 agricult

and/or window displays, rank.them in - .. < ... .observe . the equipment»and/
order of effectiveness. . S T

v g LiSt.at Jeast..Five .criteria..used-in "fﬂObrainwequipnenr;and;ehehr
evaluating :a product: display. _ , ©from the major agricultur

K

ERIC

Aruitoxt provided by Eic:



LEARNING ACTIVITIES

rank them

to very.poor,

‘/or window display for a
‘gricultural business.

Interview 1oca1 store managers to determine ‘the

As a class or small group project, plan an adver
tising program for a hypothetical or actual
agricultural business.

advertising program used.

As a small group or indiviual project, prepare:
radio ads, newspaper ads or TV commercials and
present them to the class.

Obtain catalogs of ads, TV commercials and other
promotional materials avallable from the product
manufacturers.

xtctures-of*three~products
’ isplays, rank them in
’tiveness.

iVe‘eriteria used in
roduct display.

O

ERIC

Aruitoxt provided by Eic:

While—visiting—ioeal—agrieultural;businesses,m —
observe the equipment and/or showroom displays.




SUB-UNIT:

it}

;BagicﬂSelling

TOPICS

A.

I. Planning sales promotion

Advertising program
. Newspaper ads

. TV ccrmercials

Equipment display

. Showroom displays

RESOURCES .

Rouse and Nolan. : Fundameﬁta'

Local farm,machinery séleSm

Sales promotion division of:f

Smith. Dirplay and Promotion

Robinson, Blacker and Logan

Wingate and Nolan."Fundaméﬁ 4

ERIC

Aruitoxt provided by Eic:

« Yard displays

'Smith...Display and Promoti

Sales promotion divisidnféf f4

ot
I

Local. farm supply salesmeﬁ




RESOURCES

lays

Rouse and Nolan. Fundamentals of'Advertising;il‘

Local farm machinery salesmen

FE T T

Sales promotion division of farm supply companies

Smith. Display and Promotion{

Rdbinsbn, Blacker and Logan. Store Salesmanship.

Wingate and Nolan. Fundamentals of Selling,

Sales _promotion division of farm supply companieé?

_ Local farm supply salesmen

Smith. Display and Promotion.

ERIC

Aruitoxt provided by Eic:




’

Basic Selling o S ‘ : | gfﬁﬁ_;?’nt;”u[;ii.

OBJECTIVES | o  LEARNING ACTIVI

Plan a sales approach for selling a typical : . Observe demonstratlons of ‘pe
and/or given farm product. techniques. ' S :

1. List at least five criteria for evaluatlng . As a class‘project,jpair;u
- a sales approach. . . . - N student .roleéplay..the. part:
' while the other playSfthe

2, List the five steps used “n a typical . Analyze sales approaches accog
sales approach. technique (see reference for

3. When given demonstrations of sales ap~
proaches, select and label those selected
as appropriate by an experienced sales-
person.

4, List at least five recommended items to
check before meeting the customer.

5. When given demonstrations of customer . Observe demonstrations of
greetings, select and label those selected appropriate sales greeting
as appropriate by an authority on the sub- critique the demonstration:
ject, e.g., book, instructor, experienced C
sales person, etc.

a—List—at—least—five—criteria—to—use—in
evaluating a customer greeting.

b. List at least five recommended things
to do when greeting a customer.
6. When given demonstrations of the presen- .
tation of products to a customer, select '
and label those selected as appropriate
by an authority

ERIC

Aruitoxt provided by Eic:



LEARNING ACTIVITIES

roach;fap-selling a typicéi
roduct. .

E five criteria for evaluating
dach. ' o '

ﬁstfations of sales ap-
ct and ‘label those selected
‘te' by an experienced sales-

five recommended items to
eeting the customer.

lemonstrations of customer
telect .and label those selected
ite by an authority on the sub-
‘book, instructor, experienced

Obsexve demonstrations of person-to~person séieé{
techniques. . ~ R

As a class project, pair up students and have‘oné.
student role play the part of the.salesperson- ..
while the other plays the role of customer. -

Analyze sales appfﬁaéhes adéordihg_to a_fiVe stép,
technique (see reference fer five steps). e

Observe demonstrations of and/or'siﬁulate anh u:
appropriate sales greeting. Have the class o
critique the demonstrations. '~ C

¥l
G

least five criteria to use in
ing. a customer greeting.

gg@oﬂstrations of the presen-
roducts to a customer, select

hose selected as appropriate

ERIC

Aruitoxt provided by Eic:

Observe demonstrations of and/or simulate the' 
presentation of products to a,custqur;g:Have;."
the class critique the demonstration. S

o €4;F'




UNIT:

Basic Selling
-SUB-UNIT:
 TOPICS
z§ C. Planning the sales approach  Rdbinsdn, Blaékef'éndeoéén
: ‘ -Chapters -1 and 2. ..
_3 1. Criteria for evaluation Wingate;andiéiéh+i
23 Chapter ;3 and 14.
: 2. Steps in making a sale
H 3. Sales approach
é 4, Presales preparation e
5. Greeting the customer
. ©Criteria for evaluating a sales
greeting
. Major points to consider when greeting
a customer
6. Presenting the product

ERIC

Aruitoxt provided by Eic:



et e g i e i i

sparation

customer

for evaluating a sales

Ints to consider when greeting

RESOURCES

Robinson, Blacker and Logan. Store Salesmanship:
Chapters 1 and 2. . . o "

Wingate a?d‘Nolén.lfFuﬁdaméhtals of Selling,
Chapter 13 and 14. R,

The Ohio State,UniverSity;..Séliing.éndeAIESﬁén
ShiEo . ‘ . v ; R L

Ernest., Basic Salesméﬁshig.

Br

the product

O

ERIC

Aruitoxt provided by Eic:




Basic Selling

OBJECTIVES

a. ‘List at least five criteria for
. evaluating the presentation of pro-
ducts to a customer. ‘

b. List at least three means of'relatiﬁg
a product to the needs of a customer.

C. cs e

7. “When given demonstrations of overcoming

-sales resistance, sel=ct and label those

selected as appropria=e by an authority. . '

:a. List at least fiwe= criteria for eval-"

uating methods us=d to overcome the

customer's resistance.

6..

List the five items of sales resist-
ance about which the customer must
make a decisionm. o

8. When given demonstrations of closing a
sale, select and label those chosen as
appropriate by an authority.

-~

Observe demonstrations:o
‘coming sales resistance.
strations. B

-

Observe demonsfrationéj@f‘
closing of a sale. -Hav
the demonstrations.

E

O

RIC

Aruitoxt provided by Eic:

a. List at least five criteria for eval-
uating a sales closing.

b. List at least five recommended steps
to closing a sale.

C. ceese

er0mgre




LEARNING "ACTIVITIES

‘t7'to ‘the meeds of a customer.

onstrations of overcoming
ce, select and label those
approprlate by an authority.

ast f1ve criteria for eval-
hods used .to overcome the
re51stance.

'ive items of sales resist-
“'which the customer must
ision.

lemonstrations of closing a
nd label those chosen as
;by an authority.

E’east five criteria for eval-
ales c1051ng

leastvfrveprecommended,stegs
Lng: a-sale.

ERIC

Aruitoxt provided by Eic:

L99

II.

. Observe demonstrations of and/or simulate over
.coming sales re51stance. ‘Critiquei;heidemqné
.strations. : R PR

. Observe demonstrations of and/or simulate the
closing of a sale. Have the class cxitique
the demonstrations. i




IOV S T e s b et s

Basic Selling

TAPICS

RESOURCES

a. Criteria for evaluating presentation
b. Means of relating product to need

C. ceee

Overcoming sales resistance

a. Criteria for evaluatlng salesman
performance

"6. Types of sales resistance

C. ve e

Closing a . sale

_Wingate and”Nplan;f

mansh12 : Chapter 4[

_ " Fundam
Chapter 17. ol

Local farmASupry’stere ma
The Ohio’ State University
Salesmanship.

hrnest.v Ba51c Salesmansh

LT3

Rdbinson, Blacker and Loga
ship, Chapters 5, 6 and’

ERIC

Aruitoxt provided by Eic:

a. Criteria for evaluaring a closing .sale
b. Steps in closing a sale

Ce. so e

Wlngate and Volan. Fundaﬁ
Chapter 18 : R

Tocal farm supply store

The ‘Ohio: State UniVersity
Salesmanship.;vz' '




RESOURCES

_evaluating presentation

les’ resistance

fé?aluating salesman

sales resistance

'Chapter’17.

Robinson, Blacker and Logan.‘ Sroreﬂsaiesél
manship, Chapter 4, - R

Wingate and Nolan.‘ Fundamentals of Selllng,

Local farm supply store. managers or salesmen

The Ohio State Un1versity.- Selling and e
Salesmanship. : R s

Ernest. Basic Salesmanshlp-

coaa

Robinson, Blacker and Logan. Store Salesmah4f;
ship, Chapters 5, 6 and 7. ' ' »

for evaluating a closing sale

flosing a sale

O

ERIC

Aruitoxt provided by Eic:

23

1.

Wingate and Nolan. Fundamentals of'Selling,-“
Chapter 18, ' '

Local farm supply store managers.or,salesmen:
The Ohio State University. Selling andf'
Salesmanship. . o




'UNIT: Basic Selling
gUBUNIT: ¢

RESOURCES

'BOOKS o
*Ernest, John W, BasicvSalesmanship{ New York:
“Gregg Division/McGraw~Hill Company, 1969.

 Ohio Agficultural Education Curriculum Materials
 Service. ..Selling and Salesmanship. Columbus,
Ohio, The tho State University.

Robinson, Blacker and Logan., Store Salesmanship.

Englewood Cliffs, NJ: Prentice Hall, Inec., 5th
edition, ' R .

Rouse and Nolan. Fundamentals of Advertising.
Cincinnati, Ohio: Southwestern Publishing

. Company, 6th edition.

FILMS AND FILMSTRIPS

t

Smith, Gary R. Display.énd Promotion. New York:
Gregg Division/McGraw-Hill Book Company, 1970.

Wingate, J.W. and Nolan, C.A. “Fﬁndamentals of
Selling. ' Cincinnati, Ohio: Southwestern Pub-
1ishing Company, 7th edition, 1964,

'TRANSPARENCIES -

O

ERIC

Aruitoxt provided by Eic:




E

RESOURCES

‘¢ §ailésmanship. New York:
WeHill Company, 1969.

‘caqiéﬁ;Cutfiégihm.Materials
“#Salesmanship., Columbus,
University. :

‘ogaﬁ; 'Store Saleésmanship.
Prentice Hall, Inc., 5th

bidamentals of Advertising.
outhwestern Publishing

“ FILMS AND FILMSTRI?S

] y}and Promotion. New York:
Ewéﬂill_Book Company, 1970,

Eiah,fC.A. Fundamentals of
“Ohio: . Southwestern Pub-
edition, 1964,

_ TRANSPARENCIES

O

RIC

Aruitoxt provided by Eic:




-UNIT:
SUB-UNIT:

OBJECTIVE(S):

Farm Supply Store Management

The student will be able -to:

I. Plan a typical farm supply “store GféfﬁtiOﬁTf”“

II- LIC I

B 2L~



QIJNIT: Farm Supply Store Management

-~ SUB-UNIT:

OBJECTIVES

LEARNING ACTIVIT

The student will be able to:

I. Plan a typical farm supply store operation.

-A. Select a profitable site for locating a given
type of farm supply store.

1. List at least five criteria to consider in
locating a farm supply store.

2, List at least five types of farm supply

stores,

26

I. As a small group or class proj
farm supply store operation.ui

A. Obtain a local town~or:cit
ible farm supply store sit
to- the location of existim
sites




Store. M_anagémen t

LEARNING ACTIVITIES

y ‘store.

five criteria to consider in
'm supply store.

five types of farm supply

. 26

I.

As a small group or class project plan a typical

farm supply store operation.

A. Obtain a local town or city map and -mark pbss-~-@
Compare these
arm supply store

ible farm supply store sites.
to the location of existing £
sites.




/ jﬁ“ﬂF?rﬁ'Subply-Store Managemeﬁt
SUB-UNIT:

TOPICS | . RESOURCES

CI. Planning a typical farm store operation I. Walsh/JOy/Hobver. Selling Fafh

. Local farm supply stbre.ﬁAH@
A, Selecting a profitable site . Weyant/Hoover/M501ay. ,Ah i;

Agricultural Business and:In
1., Criteria for selection B TR

. Land cost
. Space
. Convenience to farmers

~ . -A. Agricultural supply company.]

. Farmers' Cooperative.Exchang
2. Types of farm supply stores L o e
.« Coop stores :
. Private
. General

& . Specialized
‘r Y .FEEd
. Seed ‘ N
. Fertilizer , e w0
3. o e 8
\
)

57 N 2




RESOURCES

ﬁstdrg'operation I. Walsh/Joy/Hoover. Selling Farm and Garden Supplieé

g

. Local farm supply store managers

Eéble site , . Weyant/Hoover/McClay. An Introduction to

A Agricultural Business and Industry.

Belection

NI A. Agricultural supply company representatives-:

B to farmers . Farmers' Cooperative Exchange

'supply stores tottte

B

ized : - ?%
f1izer - :

27




Farm Supply Store Management

OBJECTIVES - N " .~ LEARNING ACTIVITIES}

Estimate the volume of sales of a given product B. Determine from locél farm- 8l
in a selected community. : the volume of aelected produ’

1. List at least five factors which influence . While interviewing a distric'
the volume of a selected farm product sold tive of an agricultural snpp'
in a given community. to discuss means of estimatl

2. Cite at . least one source of sales volume . | - e eena-
information.

3. o8 s
C. Select an appropriate inventory for a given C. Ootain a recommended inventoi

farm store in a selected community. farm supply store from the'Fv
: Exchange. :

1. Cite at least one source of help in . While interview1ng a distriC»

selecting an inventory. a company selling agrlcultur;
him to provide guidelines:fo}
inventory of items to be sgi

2, List the major categories of items to be . As a class project, and wiéhi
inventoried for a selected store. the owner, prepare a rough if
: .farm supply store.,

3! LR ) . LK)

.28




ﬁbf«éales of a given product
nity.
iﬁe factors which influence
.~selected farm product sold
unity.

ne.source of sales volume

;Ee inventory for a given
ected community.

ne sovrce of help in
ventory.

*“categories of items to be
T a selected store.

O

ERIC

Aruitoxt provided by Eic:

28

LEARNING ACTIVITIES

Determine from local farm supply store managers
the volume of selected products sold.

While interviewing a district sales representa-
tive of an agricultural supply company, ask him
to discuss means of estimating sales volume.

Obtain a recommended inventory for a typical

farm supply store from the Farmers® Cooperative
Exchange.

While interviewing a district sales manager for
a company selling agricultural supplies, ask
him to provide guidelines for selecting an
inventory of items to be sold.

As a class project, and with the permission of

the owner, prepare a rough inventory of a local-

farm supply store.




INIT: **  Parm Supply Store Wansgémear
" SUB-UNIT: -

i

[ ToPICS | - RESOURCES

B. Estimating the volume of sales B, Agricultural supply compan§:j

l. Factors to consider + Local farm store managers or1
. Type of farming : “.

. Number of farms

B

-2, Sources of sales volume information - e e Farmers'~C00perative-Exchangé

. . -

é"u e e

. CRCC ]

C. Selecting an inventory C. Agricultural supply companyf%

1., Sources of inventory information . - Local farm store managers qrf

2, Categories of materials to be inventoried . Farmers' CooPerativewExchangq

3- s ae . ce o i

61 . | L 2




RESQURCES

-volume information

£y

tory information

perials to be inventoried

29

Agricultural supply cowpany representatives

Local farm store managers or salespeople

1

Farmers' Cooperative Exchange

Agricultural supply company representatives

Local farm store managers or salespeople -

Farmers' Cooperative Exchange




‘flJNlT:; Farm Supply Store Management

. SUB-UNIT: SRR ‘ T R e e e o i
OBJECTIVES L  LEARNING ACTIVI
- D. Select the services to be provided by a given farm D. As a class or smallkgroupvprdj
supply store. : services offered by local farj

1. Cite at least five criteria for selecting . ' . Prepare a 'list of: guideli

services to be offered. = . -} . _ services to be provided in

2. List at least ten types of services frequently . While interviewing 1oca1 ﬁ
offered by farm supply stores. ask them to discuss the re

: ' : of various services such aj

tion, seeding, feed mixing

3. LAY ) . e s

E. Select and/or diagram the facilities needed for a ~ E. Obtain floor plans for typiea
selected type of farm supply store. _ perhaps through. the Farmers'

1. Cite at least five criteria for selecting faci~

~lities for a given or selected farm supply store. . Obtain a floor plan of a 1065
2. List at least five types of buildings frequently . As a small group prOJect draw
used in a farm supply store. typical farm supply store.’
FRUNS U ‘Compare and contrast the maJor types. of build~ S e eeee
e b ings. '
4' I‘..? . - - ’ g

30




LEARNING ACTIVITIES.

Eé brovided by a given farm

ggriteria for selecting
ired..

éyﬁes of services frequently
ply stores.

o

Ehe facilities needed for a
3hpp1y store. g

1
‘criteria for selecting faci~

‘or selected farm supply store. . Obtain a floor plan of a local farm supply store. .

l
ply store.

;t~the major. types. of build-

T T TR T

!
3
¥
3

ipypes of buildings frequently

'D. As a class or small group project, survey the
services offered by local farm supply stores.

. Prepare a list of guidelines for selecting
‘services to be provided in a given community.

e

. While interviewing local farm store managers,.
ask them to discuss the relative profitability
of various services such as fertilizer applica~ ‘|-
tion, seeding, feed mixing, etc.

E. Obtain floor plans for typical farm supply stores-
perhaps through the Farmers' Cooperative Exchange. { -

. As a small group project draw a floor plan for a
typical farm supply store.

30




leNIT: Farm Supply Store Management .
.-SUB-UNIT:

TOPICS | ‘ | " RESOURCES -
D. Selecting services to‘be provided D. Local farm store managerS»driég
1. Criteria for selection . Farmers' Cooperative Excha@
. Profitability : ' ”*1

. Effect on sales of other items

N 2, Types of services offered o eees

f . Custom work »
. Fertilizing
. Pesticide spraying
. Planving

. Feed mixing

. Post treatment

E. Selecting facilities E. Farmers' Cooperative.Exchangef
1. Criteria for selection . Local farm sEorelmanagerSff
2. Types of buildings . s eses

3. Building type comparison

be vens




yre Management .

RESOURCES

be provided
tion

{;ofuothef items

%6ffered

)raying

ction
s

jparison

31

D. Local farm store managers or salespeople:

. Farmers' Cooperative Exchange.

E. Farmers' Cooperative Exchange

. Local farm store managers




‘.liNIT: - Farm Supply Store Management
SUB-UNIT: ‘

OBJECTIVES

LEARNING Acn'\')’i

' F. Plan an advertisement program for a selected
farm supply store. ) -

1. List the major methods or media used for
advertising by farm supply stores.

2. Compare and contrast the major media used
for advertising.

3. ...

G. Determine the personnel needs for a selected farm
supply store.

1. List the major job positions in a typ1ca1 or

selected farm supply business.

2. List the major tasks perfdrmed by peréons in
each of the major job positionms.

3. List the major competencies needed by persons
in each of the major job positions.

be ceee

R R ; ,m.x»)ef"

typical farm supply store. '
or pair of students could- do
others did--radio,-TV,. posters

-1

L ES

F. As a class project plan an ai
P

... Determine the type ofﬁady.
local farm supply stores.:!

A

. Prepare a file of farm sup
local newspapers.

G. Determine the number of peopl
farm supply bu51nesses by joU

. Interview persons worklng
. stores to determlne tasks p
tencies needed :




£ re Management

E ..T'VES , LEARNING ACTIVITIES

t. program for a selected F. As a class project plan an advertisement for a
' typical farm supply store. Perhaps one group

or pair of students could do newspaper ads, while
others did radio, -TV, -posters, displays,. etCe v

£
13
£
E
i
L
?1
i
]
i.
e
L

methods or media used for . Determine the type of advertising done by S
farm supply stores. local farm supply stores. x
gf :
itfast the major media used . Prepare a file of farm supply store ads from

b . ' local newspapers.

2 o aean
nnel needs for a selected farm G. Determine the number of people working in local ..
f: . farm supply businesses by job title. ‘

jdbﬂpositions in a typical or . Interview persons working at local farm supply_f
upply business. stores to determine tasks performed and compe- -
S tencies needed. '

 tasks performed by persons in e e
jor job positionms.

.competencies. needed by persons
‘major job positions.




Farm Supply Store Management

- TOPICS | | . RESOURCES

Planning an advertisement program F. Antrim; Advertising;

1. Methods or media used
.« Newspaper
« Billboard

. - Local farm store managets

. Radio
- TV
2. Effectiveness comparison ‘ ’ "+« Local media salesmen;
3. ... . Weyant/Hoover/McClay.  An
' © +  Agricultural Business andil
.. Determining personnel needs . G. Local farm store managers
1. Job positions _ . Parmers Cooperative Exchang
« Owner

. Manager

+ Sales person
« Bookkeeper

Major tasks performed f REEEEE

Major competencies needed

69 33




e‘Managément

RESOURCES

at program

F. Antrim. Advertising.

ég. " . Local farm store managers
%iéon . Local media salesmen : . ' 3
? . Weyant/Hoover/McClay. An Introduction to >
o Agricultural Business and Industry, pp. 222-226.
eeds G. Local farm store managers

| . Farmers Cooperative'Exchangé
ied PR

O

ERIC

Aruitoxt provided by Eic:
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UNIT:
© SUR-UNIT:

"Farm Supply Store Management

OBJECTIVES

LEARNING ACTIVI,'q

Set up and operate a record keeping system for a
selected farm supply store.

1.

List the>major types of records required, e.g.,

nersonnel, sales records, accounts receivable,
accounts payable, inventory, payroll, cash,
general ledger, profit and loss statement and
balance sheet.

Read and interpret a giveﬁ record.

Maintain and file a éelected record.

Analyze a typilcal day's business in terms of
amount of sales (money taken in), volume of
merchandise sold and amount of sales tax
collected.

Analyze a typical (actual or hypbﬁﬁetical)
farm supply store business in terms of fixed
capital and flow of capital.

.. records kept by. the_ store...

Practice reading and 1nterpreh

Invite a manager/or bookk"e3
supply store to visit tha'clas

Visit a local farm supply st i
manager or bookkeeper. to det 1
records kept,

Prepare a list of records kept
supply store.

Invite the school bookkeepin
class and describe the records
farm supply store.

supply store records.

.34 N o TN




Management

LEARNING ACTIVITIES

ord keeping system for a
re,

«of records required, e.g.,
ords, accounts recelvable,
ventory, payroll, cash,

it ‘and loss statement and

fgiven record.

selected record.

iy's business in terms of
ley taken in), volume of
| ‘amount of sales tax

Qctual or hypothetical) -
jsiness in terms of fixed
fcapital.

Invite a manager/or bookkeeper for a locai'farm
supply store to visit the class and discuss the
records kept by -the store. »

Visit a local farm supply store and interview the
manager or bookkeeper to determine the types of
records kept.

Prepare a list of records kept by a typical'farm«
supply store. " v
Invite the school bookkeeping teacheX to visit the
class and describe the records kept by a typical

farm supply store. ' '

Practice reading and interpreting selected farm
supply store records.

O

ERIC

Aruitoxt provided by Eic:

34




.IJNIT:

Farm Supply Store Management.

‘SUB-UNIT:.

~ TOPICS

1.

'H. Setting up and operating the record keeping system

Types of records

. Personnel . Accounts receivable

. Sales . . Accounts payable

. Cash .. General ledger

. Payroll .« Profit and loss statement
. Inventory . Balance sheet

Reading and interpreting records

Maintaining and filing records

Analyzing the business ,
. Daily . Monthly
. Weékly - Yearly

Analyzing the business
. Fixed capital
. Working capital
. Flow of capital
. Overhead
. Insurance
. Interest

——Taxes S N—
. Transportation
. Wages and salaries

-3
e

35

'Farmers' Cooperative Exchang

RESOURCES

Local teacher of high sche

Local farm store bookkeepers':

Weyant /Hoover/McClay. An Int
tural Business and Industry

Weyant /Hoover /McClay. An Intr
Agricultural Business and Indu




Ye, Management .

RESOURCES

ng- the record keeping system

"Accounts receivable

‘.. ‘Accounts payable

‘v General ledger

‘. Profit and loss statement
. Balance sheet

{%eting fecords
fiihg records

ness

-+ Monthly
W Yearly
Lﬁess

L

L

%

ton
alaries

-Farmers®' Cooperative Exchange

Local teacher of high school bookkeeping cqurge“JMQ

Local farm store bookkeepers

Weyant/Hoover/McClay. An Introduction to Agricﬁ1¥5
tural Business and Industry. : :

Weyant /Hoover/McClay. An Introduction to
Agricultural Business and Industry.

S




-,Farm Supply Store Mavagement o

OBJECTIVES

LEARNING -j Acnyln E

I,

Receive, check and store agricultural supplies,

6. When given the bank balance statement for
a previous month, the accounts receivable
balance at the beginning of the month,
and a listing of all daily business trans-
actions for the current month, prepare

- the following form: ~ '~
1) a perpetual inventory form
<2) a price list
3) sales tickets
4) accounts receivable ledgers
5) purchase order forms
6) daily cash balance.forms
7) deposit forms
and determine the bank balance and
accounts reccivable at the end of the month.

7. * 500 . . R

1. Mark agriculturai supplies,
a, List at least two types of information
needed on price tickets,

b. List at least three methods of marking.

‘While visiting a local. fa;

6. As a class or small g
 fictitious set ‘of tran
prepared set - see refe
typical forms needed.
actions. - Check the fin
racy. v %

7. T s ee e

the receiving, checking and

While'interviewing'e 1o¢é
mine the method(s) used t
mark supplies.




LEARNING ACTIVITIES

urrent month, prepare

inventory form

éf&able ledgers
ar: forms
alance. forms

nine the bank bslance and
able at the end of the month.

re agricultural supplies, *

al supplies,
3t two types of information
rice tickets,

;t'three methods of marking.

6. As a class or small group project, prepare a'
fictitious set of transactions -(or use a
prepared set ~ see reference) and a set of '
typical forms needed to record these trans- '
actions. Check the final balance for accu- -

racy.

7o ens

While visiting a local farm. supply store,.. observé
the receiving, checking and marking me thods- used*

While 1nterv1eW1ng a local store manager, deter—E
mine the method(s) used to recelve, check and '

mark supplles.

ERIC

Aruitoxt provided by Eic:




'%§SE5féfM$ﬂaéémenf"”'

TOPICS

6. Monthly records

Pérpetual inventory fo

. Price lists .
. Sales tickets
. Accounts receivable ledger
+ Purchase order forms
. Daily cash balance forms
. Deposit forms .
Te eues

I. Receiving, checking and étoring farm supplies

1. Marking farm v s upp; lies

O

ERIC

Aruitoxt provided by Eic:

e e e SRR S —

a. Types of information
. Stock number
. Price

b. Methods of marking
. Gummed price ticket
. Rubber stamp
. Pin and tie price ticket
. Pencil

v cl e @

~-foZ : -T,‘> ;1‘m“ ﬁJ |

6. 0sU. Business Procedures
Services, R




RESOURCES

6., O0SU., Business Procedures Used in Agriculturéi*
Services. ’ ’ o

s
é_iVab‘l'e“"le dger-
er forms.

alance forms .

7! e 6 o0
and storing farm supplies I. Local farm store managers
pplies f . Farmers' Cooperative Exchange
formation
@ber
@érking v evaa
rice ticket :
tamp

tie price ticket

3

37

ERIC

Aruitoxt provided by Eic:



OBJECTIVES

2. Store agricultural supplies

a. List the type storage requirements
needed for a selected item.

b. State the amount of space requirement
needed for a selected *item.

Ce eene

3., se o

Use the major types of store equipment {.und in
a typical farm supply store in a manner ‘approved
by the industry.

1. Operate a selected cash register in a manner

‘recommended by the manufacturer. .

2. Operate a selected adding machine in a
manner approved by the manufacturer. R

3. Operate selected scales in a manner approved

O

ERIC

Aruitoxt provided by Eic:

. typical cash register.

-vaserve demonstratlons Qf
- store equipment typlcall

StOI'ES ..

Observe‘dembnstratidnsdéf

Observe demonstrations’ of al
typical adding machlne.

Observe demonstratlons of a

by—the—industrys

4. Use a telephone in an acceptable manner.

50 eees

aelected—scales~used*in~far

Observe demonstrations,df a




LEARNING ACTIVITIES

torage requirements
elected item,

t of space requirement
selected *item.

.store in a manner approved

ted‘cash register in a manner
e ~manufacturer.

ted adding machlne in a
y the manufacturer,

d'scales in a manner approved

Observe demonstrations of and ‘practice dsing ,
store equipment typlcally found in farm supply1
stores.

Observe demonstrations of and practice using af
typical cash reglster, . ;

Observe demonstrations of and practice using a
typical adding machine,

Observe demonstrations of and practice using ”.f

in an acceptable manmer.

4

selectedwscaleswused~in"farm~supply~srores,

Observe demonstrations of and practice using a
telephone in a typical farm supply business.;;




Supply Store Management

TOPICS

2.

Using the major types of store equipment

‘Storing farm supplies

o

a. Types of storage
' . Shelves

. Bins
' .. Warehouses

'l CRCRCN ]

b. Amount of space required

C. cece

.

Operating a casH" register

Operating an adding machine

Operafing scales

Local . farm store managers:.0

2. Manufacturers' gianual -

3. Manufacturers' manual

O

ERIC

Aruitoxt provided by Eic:

Using the telephone

4o ...




RESOURCES

Local farm store managers or salespersons

1. -Manufacturers' manual

. VAS. The Use of the'Cssh Reglster: -~

2. Man.facturers' manual

3. Manufacturers' manual. o

4o ...

. ‘ II. eees
39

ERIC

Aruitoxt provided by Eic:



RESOURCES

UNIT:
SUB-UNIT:

Farm Supply Manégement

BOOKS

Antrim, William H. Advertising. New York:
Division/kicGraw-Hill Book Co., 1970.
University of Illinois, The Use of the Cash

Gregg

Register. Urbana, ILL: Vocational Agricultural
Walsh. Lawrence A., et al. Selling Farm and Garden}
Supplies. New York: Gregg Division/McGraw-Hill

Book Company, 1971. ,

Weyant, J, Thomas, et. al. An Introduction to
Agricultural Business and Industry. Danville,
ILL: The Interstate Printers and Publishers,
Inc., 1965.

FILMS AND FILMSTRIPS

" BULLETINS

TRANSPARENCIES




RESOURCES

; Management

‘f‘.'_&}dvertising. New York: Gregg
1111 Book Co., 1970.

nols. The Use of the Cash

a, ILL: Vocational Agricultural
,.2t al. Selling ¥arm and Garden
ork: Gregg Division/McGraw~Hill
71,

et. al. An Introduction to
iness and Industry. Danville,
tate Printers and Publishers,

FILMS AND FILMSTRIPS

TRANSPARENCIES

.40 L




]

UNIT:
- SUB—-UNIT:

OBJECTIVE(S):

- GO
<t

I'
typical bf an agricultural business.
]
II. Select and calculate an acceptable mark—up price
item (s) -
|
III. Calculate the carrying charge on an "item not pa1d
‘ .30 days of purchase. 4
. .IV. Using ja typical sales tax rate table, calculate’ ﬂ

Business Procedures

The student wiil be able to:
Set up and maintain a simplified fictitious inven

due on selected taxable purchases.,

S
s

V. Complete a typical sales ticket.

Complete a typical monthly statement.

VI.
VII. Calculate a typical daily or monthly cash balanéé’
VIII. .... o

———
.,

i e,

41

Le—



Business Procedures

N]1¥

JECTIVE(S): The student will be able to:
I. Set up and maintain a simplified fictitious inventory
typical of an agricultural business.
II. Select and calculate an acceptable mark-up price for a selected
item (s).
III. Calgulate the carrying charge on an item not paid for within
30 days of purchase.
Iv. Using a typical sales tax rate table, calculate the sales tax
due on selected taxable purchases.
V. Complete a typical sales ticket.
VI. Complete a typical monthly statement.
VII. Calculate a typical daily or monthly cash balance.
VIII. ....

41




;?IJN|T: Business Procedures

~ ‘SUB-UNIT:

' OBJECTIVES . _. LEARNING ACTIVITIES
The student will be able to:

'I,I. Set up and maintain a simplified fictitious inventory I. As a class or small group projéé

typical of an agricultural business. _tain a simplified fictitious iny
: -an’ agricultural business. (See’
A. Define the term balanced inventory (in the .~ forms provided in reference.) . ™
context of bookkeeping). A : p
B. Classify selected items, according to inventory B. While visiting a local busfﬁ
profit categories: profitable items, low profit manager to list items which'j
items ~ yet necessary for inventory, los: i ' i~ g which are not profitable. A
yet necessary for inventory. - reasons for carrying such it
C. Define the term turnover rate, C. ...,
D, List at least five management uses of inventory. D. ....
E. List at least six items reccrded in a typical end E. Obtain, discuss and file a'ﬁj
of-month inventory, e.g., number , description inventory form(s). (See ref
of item, units, etc. L
F. List the. major type§<of information recorded in F. Obtain, discuss and file a ti
a perpetual inventory form. inventory form. :
G. Complete a typical purchase order form for buying G. Obtain, discuss and file aﬁﬁ

a selected item, used by a local business £1rs

"H. Complete a typical receiving report for a ‘ H, Obtain, discuss and file’éft
fictitious but typical item: - » by a local firm. ’

=t




T

VES

LEARNING ACTIVITIES

wplified fictitious .nventory
al business.

éﬁced inventory (in the
ng).

gms, according to inventory
rofitable items, low profit

y for inventory, loss items-
ventory.

over rate.

ianagement uses of inventory.
.ems recorded in a typical end
e.g., number , description

" of information recorded in
7y form.

jurchase order form for buying

receiving report for a
ral item.

.:42:

I.

As a class or small group project, set up and main-
tain a simplified fictitious inventory typical of

an agricultural business.
forms provided in reference.)

A.

(See the fictitious data

/

Ask him to give

B. While visiting a local business firm ask the
manager to list items which must be inventoried
which are not profitable.
reasons for carrying such items.

Ce oo

D. ...

E. Obtain, discuss and file
inventory form(s). (See

F. - Obtain, discuss and file
_inventory form.

G. Obtain, discuss and file
-used by a local business

H. Obtain, discuss and file

by a local firm.

a typical end of month
reference.)

a typical perpetual
a typical purchase order.].
firm.

a typical report used




Business Procedures

-SUB-UNIT:

TOPICS

*NN

I. 'Setting up and maintaining a simplified fictitifPVy
inventory typical of an agricultural business

Defining balanced inventory

Classifying inventory items:
. High profit
. Low profit
. No profit (but necessary)

. s e 02

Defining the term turnover rate
Uses of inventory

End-of-month inventory items
+ Number

. Descriptions

« Units

Perpetual inventory

. In
. Out
Balance

Purchase order form

Receiving order form

i)
b

— N\

S

T W .

RESOURCES

1.

0SU. Business Procedures Used

Services ~ Part II.




RESOURCES - o 1 .

\ing a simplified fictitious
\'agricultural business

nventory
TY items:
lecessary)

lurnover rate

tory items

43

I. 0SU. BusiNess Procedures Used in the Agricultural |
Services ~ Part II.




UNIT:

Business Procedures

lected item.

A,

List at least five factors to consider in
selecting an acceptable mark-up for a selected
item,

‘List at least two typical fixed cost items and

two typical variable cost items.

Differentiate between mark-up on cost and mark-

up on selling price.

'SUB-UNIT:
OBJECTIVES LEAR»NING ACTIVITI‘E
I. “State the purpose of a bill of lading. I, Obtain, discuss and file a b
J. Define the term invoice. J. Obtain, discuss and file aﬁf
used by a local firm.

‘k. When given a brief fictitious inventory and a K. As a class or small group cq
fictitious list of items bought and sold, com- inventory form using flct’tﬂ
plete a perpetual inventory form for the dates :
given.

L. ... Lo cene
I1, Select and calculate acceptable mark-up for a se- ITI. As a class or sméll group projéé

and calculating an acceptable mg
selected items. .

A,

B.

- on selling prices.

As a class or small group pr
lating fixed and varlable co
sold. :

Practice calculating mark~up




rIVES
Sf{a bill of lading.
éﬁice.

fictitious inventory and a
items bought and sold, com-
inventory form for the dates

cceptable mark-up for a se-

-factors to consider un
table mark-up for a selected

typical fixed cost items and
le cost items.

een mark-up on cost and mark-
e.

I1.

44 A

L.

LEARNING ACTIVITIES

Obtain, discuss and file 2 bill of lading.

Obtain, discuss and file a typical invoice
used by a incal firm.

As a class or small group complete a perpetual
inventory form using fictitious data. o

As a class or small group project, practice selecting
and calculating an acceptable mark up price for
selected items.

A.

As a class or small group project, practice calcu~-
lating fixed and variable costs of items-to be
sold. ' :

Practice calculating mark-up on cost and maru-up.v;
on selling prices.




- SUB-UNIT:

UNIT -Bﬁsé:inesé Procedures

TOPICS

RESOURCES

A,

Bill of lading

Invoice

Completing the perpetual inventory form

II. Selecting and calculating mark-up

24

Factors to consider
. Wholesale price
. Overhead cost

. Variable cost

Fixed and variable cost items

Mark-up
. Mark-ups based on cost
. Mark-ups based on selling price

. 0SU. Business Procedures UsEt
Agricultural Services. Part |

)

II. OSU. Business Procedures Used i
Lgricultural Services. Ch., 11X,




RESOURCES - - J

. 0su. Busineés Procedures Used in the
Agricultural Services., Part II.

tual inventory form ,

tg mark-up II. *. Business Procedures Used in the
~ A i.,.icultural Services. Ch. III.

rost items

- cost
1-selling price

45

T




vl_vj.'Nle; Business Procedures
. "SUB-UNIT:

1 OBJECTIVES e LEARNING ACTIVITIE!

" III. Calculate the carrying charge on an item not paid III. Observe demonstrations of and 
for within 30 days of purchase. the carrying charges on items .
30 days.

IV. Using a typical sales tax rate table, calculate -
- sales tax due on selected taxable purchases. IV, Observe demonstrations of and p
. ) sales tax for selected purchase:

V. Complete a typical sales ticket. V. Observe demonstrations of and p_
B sales tickets, o

VI. Cv .,.2te a typical monthly statement. 1 vI. Observe demonstrations of and pn
. - typical monthly statement.

VII. Calculate the daily and/or monthly cash balance. VII. Observgtdemonstratlons of and p

e the daily and/or monthly cash b

1. Write the formula for checking the daily
and/or monthly cash balance.

2. - List at least three reasons for checkiﬁg the
: daily and/or monthly cash balance.

3. e s ee

- viII. .... - qviin. ...




o

ES

LEARNING ACTIVITIES

charge on an item not paid
urchase,

ax rate table, calculate
ad taxable purchases.

3 ticket,

1ly statement.

/or~moﬂth1y'cash balance.

or checking the daily
"balance.

'reasons for checking the
y cash balance.

ERIC

Aruitoxt provided by Eic:

I1I,

Iv,

VI,

VII.

Observe dcmonstrations of and practice calculating

the carrying charges on items not paid for within
30 days.

Observe demonstrations of and practice calculating
sales tax for selected purchases.

Observe demonstrations of and practice preparing '“ﬁf?
sales tickets.

Observe demonstrations of and practice completing a
typical monthly statement. ‘

Observgzdemonstrations of and practice calculating -
the daily and/or monthly cash balance.

et




“UNIT: Business Procedures

~ SUB-UNIT: |
- TOPICS | RESOURCES
. v
III. Calculating carrying charges IIT. 0OSU. Business Procedures Used
Services, Ch. IV, j
IV, Calculating sales tax IV. O0SU. Business Procedures Used-
. Services. Ch. V.
V. Completing the sales ticket V. O0SU. Business Procedures Used
Sexrvices. Ch. VI. 5
VI. Completing a typical monthly statement VI. O0SU. Business Procedures Used
Services, Ch. VII.
VII. Calculating the daily and monthly cash'balance _ VII. O0SU. Business Procedures Used

Services., Ch. VIII.

1. TFormula for checking the monthly or daily ) :
cash balance ' .

2. Reasons for checking the daily or monthly
cash balance

3., ...

VIII. ..., ' . VIII. ...

D
|
)
|




RESOURCES

ﬁargeé

iéket

;qthly statement

And monthly cash balance
ég the monthly or daily

ng the daily or monthly

47

ITI,

IV,

vI.

VII.

VIII.

Services.

Services.

Sexrvices.

OSU. Business Procedures

Used

in

the

Agricultural

Services, Ch. IV.

0SU. Business Proceduies

Used

in

the

Ch. V.

0SU. Business Procedures

Used

in

the

Agricultural.

Agricultural

Ch., VI.

0SU. Business Procedures

Used

in

the

Agricultural

Services, Ch. VII.

0SU. Business Procedures

Used

in

the

Agricuitural

Ch. VIII.




RESOURCES
UNIT: Business Procedures '
SUB-UNIT:

BOOKS

FILMS AND FILMSTRIPS

Ohio State University. Business Procedures Used
in the Agricultural Services. Columbus, Ohio:
Agricultural Education Department of the Ohio State

University and the Vocational Agriculture Service,
1966.

BULLETINS TRANSPARENCIES




RESOURCES

adures

.~ Business Procedures Used
ervices.  Columbuys, Ohio:
n.Department of the Ohio State
cational Agriculture Service,

FILMS AND FILMSTRIPS

TRANSPARENCIES

48




UNIT:
SUB--UNIT:

OBJECTIVE(S):

Feed Sales and Service

The student will be able to:

I.
II.

III.

Prepare a plan for the inventory, storage, displl
of a typical feed or feeds. ’

With the ald of a feed computer and typical mix
formulate ‘and mix a given quantity of a selected;

49




Feed Sales and Service

IT:
ECTIVE(S): The student will be able to:
I, Prepare a plan for the inventory, storage, display and saiés
of a typical feed or feeds.
II. With the aid of a feed computer and typical mix mill equipment,
o formulate and mix a given quantity of a selected type of feed.
III. ... -

Lt
-

,an/’

PAle aneoar

oo - o102




UNIT:
' SUB-UNIT:

Feed Sales and Service

OBJECTIVES

LEARNING ACTIVITIE!

1- The student will be able to:

I. Prepare a plan for the inventory, storage, display

and sales of a typical feed or feeds.

A. Prepare a tentative inventory of a selected
type of feed for a typical farm store.

1.

2.

5.

Estimate the sales of a selected crop for

a given season.

List at least 3 factors tc consider in

preparing an inventory for a selected type

of feed.

List the major types of feeds used in the

local community, e.g., poultry, cattle,
swine, etc.

Prepare schedule showing the sales of a

selected feed(s) during a typical year.

Diagram, list or otherwise describe th~
amount, type and time during which storage
is needed for a selected feed(s).

1.

List at least five factors to consider
in determining storag: needs for feeds.

List at least three types of storage
used forfeed.

I. As a class, small group or‘iﬁ
plan the inventory, storage, '
of a typical feed or feeds.

A. As a class, small groupié
prepare an inventory for.

. Obtain from a local deL
a selected feed sold i
store. s

. Visit allocal ferd sto
amount of feed. on hand

. Ask a local feed deale
inventory of a selecte
month or by season.

B. Visit a local .feed Storéi
type of storage provided:|
feed(s). -

. Prepare a diagram‘of3£
facilities of a local:

supply store. . E




LEARNING ACTIVITIES

Qinventory, storage, display
.- feed or feeds.

E:inveﬁtory of a selected
. typical farm store.

iales of a selected crop for
[ '

3 factors to consider in
.nventory for a selected type

¢ types of feeds used in the
tyy-e<g, poultry, cattle,

{

;ie showing the sales'bf a
(s) during a typical year.

>£herwise_describe the
-3me during which storage
:lected feed(s).

ffive factors to consider
1 storage needs for feeis.

fthree types of storage

!

30

I.

As a class, small group or individual project,
Plan the inventory, storage, display and sales
of a typical feed or feeds.

A‘

As a class, small group or individual project,
Prepare an inventory for a typical feed.

. Obtain from a local dealer a schedule of
a selected feed sold in a community feed

siore,

. Visit a local feed store and inventory the

amount of feed on hand at a selected season.|

+ Ask a local feed dealer to provide an .
inventory of a selected feed carried by
month or by season.

r

Visit a local feed store and observe the
type of storage provided for a selected
feed(s).

Prepare a diagram of the feed storage '
facilities of a local agricultural
supply store.




' Feed Saies’aﬁd Service

TOPICS

“RESOURCES

1.

2.

5.

1. Preparing the inventory, storage, display and
sales of feeds

A. Preparing a feed inventory

Estimating sales volume

Factors. to consider

a., Past year sales .

b. Anticipate changes in crop demand
Ce  eens ‘ '

Determining the types of feed\grown in
the area.

Preparing the sales schedule.

B. Determining storage needs

Factors to consider
. Space requirement
. Length of storage
. Amount of protection needed

Types of storage
. Warehouse

. Metal bins

. Barrels

Nm51

A. Walsh/Joy/Hoover. Selling
Supplies. Chapter 2.

. Local farm store managey

7

B. Walsh/Joy/Hoover. Selling
Supplies. Chapter 2. '

. Local farm store managel




RESOURCES

Ty, storage, display and

bx
T
i
=
;inventory
.
ales volume

Ensider
;'sales
& changes in crop demand

Ehe‘types of feed grown in

A sales schedule.

g
ige needs

\sider

[rement

storage .
drotection needed

ige

A1

v

B.

Walsh/Jby/Hoover. Selling Farm and Garden
Supplies. Chapter 2.

. Local farm store managers or salesmen.

Walsh/Joy/Hoover. Selling Farm and Garden
Supplies. Chapter 2.

. Local farm store managers or salesmen.




lJN]Tf' Feed Sales and Service

-~ SUB-UNIT: o
I . OBJECTIVES | LEARNING ACTIVITIE]
C. Plan and/or construct a sales display for C. As a class, small groupi

a selected feed crop which would meet the ject, construct a sales-d]

approval of the industry. feed or feed product.

1. List at least two types of feed sales

. While visiting 10ca1?
displays.

stores observe and co

ness of feed Salesxdi
2. List at least five criteria to consider 3

in planning a feed sales display.
3. ...,

D. Provide a customer with the product knowledge D,

While playing salesperson aj
needed concerning a selected feed(s).

practice providing product’

1. Cite at least one reference which gives 1,
recommended feed rations for a selected
type of livestock,

Obtain and practice usi
provide product informa]

2. Read and correctly interpret a.typical 2, Practice reading and in
feed tag.

3. TUsing the South Carolina Department of 3. Obtain and practice usi]
Agriculture publication ~ Commercial Feed 3 Resume. ‘

Resume determine whether or not a commerciall _ o
feed meets the requirements of the depart- : : L
mentn

4, When given a reference such as Morrison's ‘ 4,
Feeds and Feeding, which provides tables
showing the nutrient content of:various
feeds, determine the protein, fat and
fiber content of selected feeds,

Obtain and practice usi
- in Morrison's Feeds and
mine nutrient content:.g




J ~ LEARNING ACTIVITIES

;rﬁct a sales display for C. As a class, small group or individual pro- _
crop which would meet the ject, construct a sales display for a selected
industry. feed or feed product. h

ﬁ‘tWO types of feed sales » ) . While visiting local agricultural supply

stores observe and compare the effective-
; ness of feed sales displays.
t-five criteria to consider ’

a. feed sales display. . eees

~with the product knowledge D. While playing salesperson and cuétomer,_

a selected feed(s). practice providing product informatiom.’

one reference which gives 1. Obtain and practice using references. to

.ed rations for a selected provide product information to customers.
ock.

ctly interpret a typical 2. Practice reading and interpreting feed tags.
h Carolina Department of 3. Obtain and practice using Commercial Feed
blication - Commercial Feed Resume.

ne whether or not a commerciall
» requirements of the depart-

ceference such as Morrison's - . 4. Obtain and practice using tables provided
ling, which provides tables in Morrison's Feeds and Feeding to deter-
itrient content of various ' mine nutrient content of feeds.

lne the protein, fat and ‘ .
of selected feeds.




TOPIOS

C.

D.

O

ERIC

Aruitoxt provided by Eic:

Planning and constructing feed sales
displays

1. Types of feed displays

2. Criteria for evaluating sal: EEEHR R

3‘ .I.!

Providing product knowledge about feeds
1. cCiting references
2. Interpreting feed tags

3. Using Commercial Feed Resume to
determine feed quality

4, Interpreting Morrison's Feeds and
Feeding standards

C. Walsh/Joy/Hoover. Selling
Supplies. Chapter 2. -

. Walsh/Joy/Hoover. Sell
Garden Supplies. Chapt

. South Carolina Departme

Commercial Feed Resume

.« Morrison. Morrison's:F




RESOURCES

valuating sales displays

‘knowledge about feeds

ices

feed tags

fﬁl‘Fééd Resume to
d’quality

Morrison's Feeds and

ards

53

Walsh/Joy/Hoover. Selling Farm and Garden

Supplies. Chapter 2.

Smith. Display and Promotion.

Local farm store managers or salesmen.

Perry. Feed Form '~:ion Handbodk.

Walsh/Joy/Hoover. Selling Farm and
Garden Supplies. Chapter 3.

v are i

South Carolina-Department -of Agriculture,;ﬂ.;
Commercial Feed Resume. ' o

Morrison. Morrison's Feeds and Feeding.




'féed Sales and Service

OBJECTIVES | 7 LEARNING ACTIVITIEY

5. When given a Morrison feeding standard e 5. . Obtain and précticé'ﬁéi
determine the requirements (digestible T in Morrisor's Feeds anc
protein, dry matter, total digestible mine the feeding standa)
nutrients and net energy) for selected : class ages and weightsﬁ

class and weight of livestock.

6. List at least 6 plant sources of protein 6. Prepare a chart depicti
frequently used for livestock feeding. ‘sources of protein- used
stock,

7. - List at least 4 sources of protein 7. Prepare a chart depicti
frequently us. for »stock feed. ‘sources of protein us &

stock.
R . 1 gl i .

E. When given a selected type, class, age or E. As a class, small group gt ]
weight of livestock, formulate a balanced practice formulating Simp;a
ration using selected feed grains and protein feed ingredients grown in :
supplements. S
. When given the ingredients to be used . As a class, small groupi

(grains and protein supplements), and the _ project, practice formg;
protein level desired, list the amount of . an animal(s) belonging‘t
each ingredient to be used to obtain the | the class.

desired protein level.

ERIC

Aruitoxt provided by Eic:



LEARNING ACTIVITIES

Morrison féeéding standard
1e requirements (digestible
y.matter, total digestible
‘net energy) for selected
ight of livestock.

st 6 plant sources of protein

(3

sed for livestock feeding.

st 4 animal sources of protein
used for livestock feed.

liected type, class, age or
tock, formulate a balanced
lected feed grains and protein

ﬁe'ingredients to be used
protein supplements), and the
1 desired, list the amount =f
ent to be used to obtain the
‘'ein level.

O

ERIC

Aruitoxt provided by Eic:

5. Obtain and practice using tables provided
in Morrison's Feeds and Feeding to deter-
mine the feeding standards for various
class ages and weights of livestock.

6. Prepare a chart depicting the major plant

sources of protein used for-feeding-live--
s tock. : SR

7. Prepare a chart depicting the major animal-
sources of prot.in used for feeding live-

stock. '

8. tue.

feed ingredients grown in the local area.

. As a class, small gzpup or individual
project, ;practice formulating. a xTation for
an animal(s) belonging to a:student(s) in
‘the class.

¥

E. As a class, small group or individual p:djgc@,f
. practice formulating simple feed rations using




ERIC

Aruitoxt provided by Eic:

E.

Interpreting standards from Morrison's'

Feeds and Feeding.

Identifying plant source. of protein

Identifying animal sources of protein

L)

Formulating a balanced feed ration

b

Computing the amount of each feed
ingredienat needed for a giwen ration

Citing uéfemencss

E. Perry. Feed Formulation:H

; For Farm and Home

Morrison... Morrison

Applicable Exten51on <
and charts. - See. Avail

Walsh/Joy /Hoover.
Suppliés. ' Chapter 3




i QRés°URcES,T-uP'w”

o

Morrison. Morrison's Feé&é'aﬁd‘Féédiﬂg} ~

Applicable Extension Service bulletins- -
and charts. . See Available Publications
For Farm and Home. ..

E. Perry. Feed Formulation Handbook.mﬂ.f‘

. Walsh/Joy/Hoover. Selling Farm and Garden

Supplies. Chiapter 3.

O

ERIC

Aruitoxt provided by Eic:



Feed Sales and Service

OBJECTIVES o
With the ald of a feed computer and typical mix I1I. As a class or small group
mill equipment, formulate :and mix a given feed for a selected pur
quantity of a selected type of feed.” ‘ a feed computer tp:fo:mq;
o ‘ - ‘ B “then practice preparid
typical feed’mill;;_u”-
A. When given the ingredient to be used and a A. Observe \Stra
feed computer, formulate a feed for a given . neing a
class of livestock. reud(s)
B. Diagram and/or label a diagram-showing the ~ B. As a class:projeéf:
major .components of a typical feed mill. : ‘ing the major compone
mill, o
C. Prepare a flow chart showing ‘the major milling. C. As a classxprbjéc
7. operations, e.g., in:ithe case of ear corn- of a local feed mill:
" "husking, shelling, .grinding, -and mixing. T

ERIC

Aruitoxt provided by Eic:



LEARNING ACTIVITIES

ted computer and typical mix

KiZe

nulate and mix a given
ted type of feed

1abel_a diagram showing the
3. of:artypical feed mill.

fhart:showing the major milling
in the case of ear corn-
~.grinding, and mixing.

ERIC

Aruitoxt provided by Eic:

II.

As a class or small group project prepare a. .
feed for a selected purpose. Practice using o
a feed computer to formulate the feed and
then practice preparing the feed using'a =~
typical feed mill.

A. Observe demonstrations of and practice
using a feed computer(s) to formulate a..
feed(s) for a selected class of. 1 vestock“

-B.. As a class project prepare a diagram show—
ing the major components of a 1oca1 feed
mill.

[N
“

C. As a class project prepare a fldW“’hart.d
of a local feed mill operation. ™ h




“

-Ii. Preparing.a fééd ﬁixture II. Walsh/Joy/Hoover.
Supplies..

A. Using a feed computer to formulate a N ‘Walsh/Joy/Hoover. Se
selected feed ' Supplies.

Perry. Feed Formulat

Feed companies:

T,ocal~farm-store:

Major components of the feed mili

Corn husker
Corn sheller
Hammer mill
Grinder
Mixer

Unloader | o . Local feed mfll

Feed mill flow chart » - Feed mi1l manufacturersy

. Local. feed mill?mén

O

ERIC

Aruitoxt provided by Eic:



RESOURCES

'alsh/Joy/Hoover. §: . ... Farm and Garden

Surs’ies.

Walsh/Joy/Hoover. Selling Farm and Garden
Supplies. ‘ ‘ I

Perry. Feed Formulation Handbook.
Feed companies
“LOCal“farm“stofe‘manager5wéndwsalésme;%
Fead mill manufacturer's operators manuais;
. Local feed millﬁmanagers"

Feed mill manufacturers

. Local feed mill managefs

O

ERIC

Aruitoxt provided by Eic:



Feed Sales and Service S

OBJECTIVES

LEARNING ACTIVI

ERIC

Aruitoxt provided by Eic:

Operate a typical feed mill,

1.

2.

‘List the major safety hazards involved

Label the major adjustments or controls)|

List, in sequence, the steps involved
in operating the mill. :

in operating the mill.

Observe demonétfatibng
operating a local fe
selected feed. -

Prepare and labe

_involved in operatir

major adjustmernts
local feed mill t

Prepare a 1:le£ of"
be used in oper.

Prepare a list o




LEARNING ACTIVITIES

rical feed mill.

major- adjustments or controls

quence, the steps involved

Observe demonstrations of and/or practice'lv
operating a local feed mill to prepare a
selected feed.

. Prepare and 1abe1 a diagram showing the
" major adjustments and controls on the
1oca1 feed mill to be operated

. Prepare a 1ist of sequential'steps'to””‘
_bewused,in,operating“themlqcalmﬁﬁﬁd”@ill
« Prepare a list of safety hazards
involved in operating the Tocal’ feed mill

ERIC

Aruitoxt provided by Eic:




.Operating the feed mill

1. Major adjustments or controls . Local feed mill ma

2. Steps in operation

Safety hazards

ERIC

Aruitoxt provided by Eic:



RESOURCES

[

Feed mill manufacturer's operating manuals °

. Local feed mill managers

i

e

3

gy

O

ERIC

Aruitoxt provided by Eic:



RESOURCES
UNIT: Feed Sales and Service
SUB-UNIT:
BOOKS FILMS AND FI LMSTRlPS

Morrison, Frank B. Morrison's Feeds and Feed-
ing. Danville, ILL: Interstate Printers and
Publishers, Abridged Ed. ‘

Perry, T. W. Feed Formulation Handbook, Danville,
ILL: The Interstate Printers and Publishers, Inc{

Smith, Gary R. Display and Promotion. New York:
Gregg Division/McGraw-~Hill Book Company, 1970.

Walsh, L. A, et al, Selling Farm and Garden |
Supplies. New York: Gregg Division/McGraw-Hill
Book Company, 1971.

BULLETINS

Purdue Cooperative Extension Service,
Lafayette, Indiana.

Good Feed Mixing Practices

South Carolina Department of Agriculture,

Commercial Feed Resume

Clemson University Extension Service. .

TRANSPARENCIES

See—Available-Publications--for-Farm-~and-Home.




RESOURCES

“;»..Mogrrkison's Feeds and Feed-
L: - Interstate Printers and

Formulaf:ion Handbook, Danville,
te Printers and Publishers, Inc

%'pluayvand Promotion. New York:
iraw—-H11l Book Company, 1970.

'Selling Farm and Garden 4
k: Gregg Division/McGraw-Hi1ll

FILMS AND FILMSTRIPS

‘Extension Service,
i

‘Practices

fé‘;:tment of Agriculture,

Resume

‘Extension Service.

Eili‘cat':-ionsvfor«—F arm-and.-Home ..

TRANSPARENCIES

60




UNIT:
SUB-UNIT:
' OBJECTIVE(S):

Seed Sales and Service

The studént will be able to:

I.
sales of seed sold in a typical farm supply std
II. ... :

|

Prepare a plan for the inventory, storage, disg

61




Seed Sakes =xd Service

S
|

b,

L

i

|3

£

g

.

ETIVE(S‘): The studer’ 311 be able to:

I. Prer =2 & plan for the inventory, storage, dimiil.y and
sale: % seed sold in a typical farm supply sfire.

II. ....

At e 1D A8 S48 A A8 T4 1 ik e 5 it 20 s ki o g o s s e o apem o S iy E e < ¢ At e % . e i e
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i UN‘IT: . Seedl Sal;.w :dnd Sexvice
- SUB-UNIT:

Pa—— E o = s
T WYECTIV S ‘ I LEARNINIG, 2TV

The student will be- dbleerre:

I. Prepare a plam Fér tehe> inventory, storage, _ "I, As a ¢lass, small groupuong
display and swml=s off 3fead typically sold in a : prep=m2 a plan for the inwe
farm supply stere. displesyr and sales of a ty
A, Prepare z # ~atlve inventory of seed for one A. As a class, small -wf

or more ¢f -.die 3ore commonly grown field project, prepar2 an imw

crops, gards-+ Lreips, or lawn grasses grown . or more of the more com

in the lou.:' . rzsa.,. A the local area.

1. Deterr» .« .« Iist the: volume of a . Ask a local seed ’
selec i s¥wd .=0ld by a local store in inventory of a s-?i
the cowmuniity during the past year. by seasonr or by momg

2. List z+ lewsz. 3 factors to consider in
prepar.iag -8t inventory for a selected
seed c=Eop. ‘

3. List :the major field crops, garden crops,
and lawn grasses grown in the local area,

4. Prepare # gchedule.:showing the antici-
pated szles of the major crop seeds by
season. The schedule should be roughly
in agreement with one used by a local

- seed desier..
o 5 ceas




LEARNING ACTIVITIES

e inventory, storage,
seed typically sold.in =

,ive inventory of seed for one
nore commonly grown field
tops, or lawn grasses grown
2a.

ﬁd 1ist the volume of a
led .sold by a local store in
;ty‘during the past year.

1Tt 3 factors to consider in
n inventory. for a selected
",

;jor field CrOpS, garden crops,
'asses grown in the local area.

c

ichedule showing the antici-
3 of the major crop seeds by
lé schedule should be roughly
1t,with“one used by a local
E . ’

I.

As a class, small group or inéiswidual project,
prepare a plan for the invento:ry,.=torage,
display and sales of a typical e,

A. As a class, small group or ImiEividual
project, prepare an inventwmry:uf seed for one

or: more of the more -commen#f Zrown crops in ‘}.:

the local area.

. Ask a 1océ£'§eed:dealex to provide an
inventory of a selectst seed(s) w=rried
by season or by month.

62




. Shemd %ales andiServices.

1~

. EstImating sales volume

2. Hactors to consider
&z, Past year sales
b. Anticipated changes in demand

Ce. LRI Y

3. Demand by crop
. Field crops
. Garden crops
. Lawn grasses

4. Sales schedule by month or s=ason

3. cs e

v fll e

TOPICS | 'RESOURCES"
I. Prepz=ring the inﬁentory, strrage, display j
and ==zles of seeds
A. "reparing a seed dnventc:y A

Walsh/Joy /Hoover. _Sell
Garden Suppliss. Chagy

. Local farm storecmar

]
o
4
i

129

O

ERIC

Aruitoxt provided by Eic:




E

RESOURCES

Fy,~stmrége, dismplay

invensory

;esxvm&ume

nor

nsider
v sales
ed- chmmges in demand

Attt o = o et e st e

j

i
3
v
¥
i
¥
B
§

O

RIC

Aruitoxt provided by Eic:

63
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A. VWalsiy/Joy/Hoover.
Gzxdéen Supplies.

Selling Farm and
Chapter 3.

. —zncal farm store managers or salesmen.

. wee »

B S O L




Seed Sales and Serwice

OBJECTIVES

B.

Diagram, list or otherwise-descxribe the amoumt,
type and time of storage mmedeei.for a selected

seed.

1.

List at least fi#®= factors~—to consider
when determining the ‘starage needs for a
selected seed.

List at least three types of storage
msed. for seeds.

- 90

Plan and/or’ construct a:sales dispizy for a
selected seed crop-whichk meets the approval '

of the.industry.

1. List at lesst two types of seed sales
displays. :

2. List at least Tive criteria to cmmsider ;

in planning 'a seed sales. display.

.3:-» PR T 2P

LEARNING ACTIVI]

B. While visiting a 10cé¥¥
store, observe the type
storage required for al

. As a class or small
prepare a diagram.of
facilities used: in 'z

C. As a class or small gro
a sales display for a: s

. While'visiting‘locﬁﬁ
businesses, obs erve'j;i
effectiveness of see

- deers




LEARMING ACTIVITIES

mstruct a sales display for a
% crop which meets the approval

Ty-

ga_'st two types af seed sales

g

lg a seed sales display.

és't..w.five criteria to consider {

B.

C.

While visitinmg a local agrirultural supply
'store, obse—ve: the type and :amount of seed
storage reqguired for a selected ccrop(_s)

- As a clase or mmall group project,

prepare. .z fiagram of the:sesd storage .
facTlities wsed in a local seed store, -

As a class or small group priject, prepare
a2 salies display for as=lectad s=ed crop. . -

- Whilesvisiting Jocal asmricmiltural supply
Trusimessss, observe amtesmilnate the
effectiwoness of seed malss: displays.

- Y




ééed'Salgs énd Seriéé

TOPICS

Storage requirements

1. Factors to consider
. Space requirements
. Length of storage
. Amount of protection needed

2. Types of storage
. Warehouse .
. Metal bins
. Barrels

c.

Planning and constructing a seed sales
_display

1. Types of sales displays

2. Criteria for evaluating seed sales
displays.

. Neatness

. Interest

Smith, Display and Proimd

RESOURCES

Walsh/Joy/Hoover. Sel1if]
Supplies. Chapter 3.

. Local farm store man{

. Walsh/Joy/Hoover;"€§
Garden Supplies. Ch!

.  Local farm store mani




I ' RESQURCES

nts B. Walsh/Joy/Hoover. Selling Farm and Garden
L Supplies. Chapter 3. '
msider

\irements 1 . Local farm store managers or salesmen.
8torage

jﬁrotection needed e eees

ibnstructing a seed sales C. Smith, Display and Promotion.

. Walsh/Joy/Hoover. Selling_Farm and E
Garden Supplies. Chapter 3. . o %

1

sales displays _ i
Sy . Local farm store managers or salesmen. vr;

Ll
» LI 3 N ]

‘for evaluating seed sales

et et o e ey e e S £ e o it st R e s e e o i et i -
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’“Seed Sales and Service

OBJECTIVES

LEARNING - ACTIVITIE

Provide a customer with the product know-
ledge needed concerning a selected or
selected seed crops.

1.

‘Cite at least one reference which gives

recommended planting rates, planting
dates, spacings, depth of planting, etc.,
correctly,

Calculate the amount of seed required to
plant a given acreage at a given spacing.

Using Extension Service bulletins or other
reliable sources, correctly advise a cus-
tomer as to the recommended variety of a
selected crop.

Using Extension Service bulletins or other
reliable sources of information, correctly
advise a customer as to the recommended
planting rates, planting dates, spaclngs
and depth of planting required for-selected
crops.

Read and correctly interpret a typical
seed tag.,

'5, Obtain and praetie_

Role play salesperson and:
mates. In the role of. saﬂ
using references or charts
with needed information

1., Obtain or prepare a f
other references need:
knowledge or customer

. While visiting 1oca
observe the reference
to provide product knc

2, As a class or small gr
calculating the amoung
seed an acre of a chdé

3. Obtain and use Extensi
to select recommended’

4, Obtain and use Extensi
to select recommended
planting rates, plant
.etc., for a chosen

ERIC

Aruitoxt provided by Eic:

a.” List at least three items specified
in Federal law pertaining to seed tags.

+ Invite a local seed: st
person to interpret




LEARNING ACTIVIT»I ES

‘one reference which gives
Lenting rates, planting
depth of'plantlng, etc.,

amount of seed reguired to
acreage at a given spac1ng.

T
L

on Serv1ce bulletins or other
ces, correctly advise a cus-
he -recommended variety of a

on Service bulletins or other
ces of 1nformation, correctly |
omer as to the:'recommended

s, planting dates, spacings
plantlng required for selected

teetly interpret a typical

D. TRole play salesperson and. customer w1th ClaSS::T
mates. In the role of salesperson, practice:
using references or charts to prov1de customers
with needed information.

1.

While v151t1ng local agrlcultural businesses

_to select recommended planting dates,

Obtain or prepare a file of charts and
other references needed to provide product
knowledge or customer -information. -° :

observe the references used by, salespersons
to provide product knowledge.

As a class or small group proJect, practlce
calculating the amount of seed requlred to
seed an acre of a chosen crop. ' ., :

Obtain and use Exten51on Serv1ce bulletins
to select recommended var1et1es. .

Obtain and use Extension Service bulletins

planting rates, planting depths, spac1ngs

etc.,, for a chosen crop.
(-

‘.
’

Obtain and practice interpreting Seed_tags'

Least three tems specified
1l law pertaining to seed tags.

O

ERIC

Aruitoxt provided by Eic:

{
L 86

invite a local seed store manager or sales-
person to interpret a typical seed tag.




D. Providing customers witﬁ product knowledge D. Walsh/Joy/Hoo?eir:“Séliiﬁ;
' Supplies. Chapter 3.

References Applicable Extension Servic

chart - See Available Publi~

Calculating thelamount of seed required . Seed companyvguides.,

ngy,

Selecting seed varieties

Advising customers concerning planting

dates, planting rates, planting depths,
spacing, etc,

Interpreting seed tags : 5. Walsh/Joy/Hoover, .
. Supglies;. Chapter 3

a. Items required by Federal Law ‘ “~Applicab1e Extension Sed

and charts - See Availab
For Farm and Home,"

O

ERIC

Aruitoxt provided by Eic:



e R Tk

ithVﬁfoduct knowledge

e 'amount of seed required

D.

"Supplies. Chapter 3.

Walsh/Joy/Hoover. Selling

Farm~andvGarden

Applicable Extension Service Bulletins and

chart - See Available Publications For Farm;' "w

and Home,

Seed company guildes.

67.

5. Walsh/Joy/Hoover.

Supplies. Chapter 3.

Selling Farm and Garden .

. Applicable Extension Service Bulietins
_and charts - see Available Publications

For Farm and Home,

133




v

GBJECTIVES AC

- LEARNING

TIVITIES

d. LA N ) R
6. List at least two reasons why certified "t 6, Invite d certifiéd’s
seed are likely to be superior to non- ‘ local community to-d
certified seed. o ‘ _ of certified seed.
7. List the major reasons for inoculating 7. Prepare a demonstrat @
seed, 1 effects of seeds not: i

b, List at least three items specified _ ' “ 4 eees
in state laws pertalning to seed tags. R

¢. List at least six items commonly listed
on a typical seed tag.

inocdlatgd~seed¢m¥
a. List at least five types of seed which
should be inoculated.

b. List at least one procedure to
inoculate seed.

.—.‘.C.Q' CAC Y )

o n

8. List-at least two reasons for treating seed. 8. eies

O

ERIC

Aruitoxt provided by Eic:

9. List at least five safety hazards involved
in handling treated seed.




LEARNING ACTIVITIES

tnréé[items,specified
pertaining to seed tags.

WO reasons why certified
o be superior to non-

reasons for inoculating

; ‘five types of seed which
noculated.

st one procedure to
eed.

wo reasons for treating seed.

6. Invite a certified seed producer in the
local community to describe the. production

¢l certified seed.
7. Prepare a demonstration contrasting the

effects of seeds not inoculated and
inoculated seed.

o,

8. . e ®

ERIC

Aruitoxt provided by Eic:

9. Obtain, display and read seed tags with‘

treatment warning.




Items required by State Law
c. Other items

d. LI )

Reasons for using certified seed

Reasons for inoculation

.

. Seeds which require inoculation

. Methods of inoculation
).

. LN BN ]
- f

Reasons for treating seed

. Disease control

. Ohio State University
Manual

6. Ohio State Univefsiﬁj
Manual. - :

7. Ohio State Universiﬁy
Manual. '

8. Ohio State University.

. Walsh/Joy/Hoovef. ~Se

ERIC

Aruitoxt provided by Eic:

. Insect control

Safety ﬁazards involving seed treatment

Supplies+

. Walsh/Joy/Hoover
Eplies. .




.

. Ohio State University. Seeds - Student

6. Ohio State University. Seeds ~ Student
Manual., ' C - Co

7. Ohio State University. Seeds = Studéntlyf
Manual. - . o

8. Ohio State University. Seeds — Simdent Manua

. Walsh/Joy/Hoover. Selling Farm andvGarHén

SUEElieq
nvolving seed treatment 9. Ohio State University, Seeds - Student Manua

. Walsh/Joy/Hoover. Selling;Farm7ahd'éafde
Supplies. 5 :1‘?~5.3_Wﬁ'

69

O

RIC

Aruitoxt provided by Eic:



 OBJECTIVES |

10. List at least two safety requirements
pertaining to treated seed.

‘As a small groupm’
to list criteria for ) |
variety.

11, List at least five criteria for selecting a
‘variety of a chosen crop.

12. As a class or small:
seeds of a flower. which
from seed", e.g., car
‘diff\L«..s_eS. R Yoo

12, List, diagram or otherwise overtly describe
"~ the major steps in the production of a '
hybrid plant.

. Prepare a chart depicq
a hﬁbrid seed corn ‘

L] ® e S

13. Practice calculatin

i EE 13. When given a seesd:tag showing the percentage
. whith will be .sown.

of weed, the nummer of pounds of the seed -
to be sown per acre and the number of weed -
seed per pound, calculate the number of
weed seed which -will be sown per acre,

14. LICRE I 14. LU )

E. Practice using various typ
seea““ﬂopefully“smal1er'
in the classroom.‘ If not;
allow the use of his scale
stration of the use of such;

E. Weigh a given quantity of seed using a selected
type of scale.

ERIC

Aruitoxt provided by Eic:



T

LEARNING 'ACTIVITIES . .

‘safétyfréquirements
ted seed.

'r:otherwise wovertly describe

%in the producti-n of a

prry

d tag showing therpsrcentage
gmber of pounds: of “the.seed -
%écre'and the numberof-weed
?Téalculate‘thesnumber of
H'will be sown per acre.

ity of seed uslng a selected—

- \3--',;»»'4 -

O

ERIC

Aruitoxt provided by Eic:

i F-——Practice_using_various types

o to list criteria for evaluating a seed

12.. As. a class or émall-grqup project?p1§ka

10. Prepare and display a list of seed
treatment safety regulations.

11. As a small group project, ask 1OCa1.férmé?
variety.

seeds of a flower which:does not '"come true
from seed", e.g., camellia and: observe the

differences.

. Prepare a chart depicting,the:prodqctioﬁaof
a hybrid seed corm. R DT

13% Practicejéalcﬁlatiﬁg theznumber of wéed,S
which willl be sown perwacre.." Lo

14' LRCRCIN ) ' ' ‘ ‘ N

of scales to weigh
seed. Hopefully smaller scales wiIlvbeiavai;abT?*
in the classroom. If not, a local.dealer might:
allow the use of his scales or provide a demon~
stration of the use of such scales. e

Ny

Observe a demonstration of"amd/or”practice‘qéihg
the more commonly used seed:scales. e




O

ERIC

Aruitoxt provided by Eic:

Safety requirements

Criteria for selecting varieties

Steps in the production of h&brids

.

Calculating seed: requirement per acre for
a desired spacing

14,

E. Weighing seed

Small scales

Waléh/Joy/Hooverm

Ohio - State University;

Walsh/Joy/Hoover.
Supplies.
Walsh/Joy/Hoover.
Supplies. ‘

OhiO'State»ﬁﬁiversityi

State University;:

Staﬁe'UaiVeréity.

14,

Chiapker 3.

et s e e ot e e o 25 a2 i e .

Large platform scales

Se




RESOURCES.

10.

ecting varieties 11.

Toduction of hybrids

;g§ fequiremeﬁt per acre for
ing

14,

E. Walsh/Joy/Hoover.
Chapter 3.

O

ERIC

Aruitoxt provided by Eic:

FI .0
A ..

Ohio State:University.:

Seeds —Student Manual

Walsh/JByﬁHoover. Selling Farmzan&'ééfdénl“,
Supplies. ' o

Walsh/Joy/Hoovér. Selling Farm and Garden

Supplies.

Ohio State University.

12. Ohio State University.

13.  Ohio State Uniﬁeréity;.

jSeeds-—JStudentiﬁéﬁuél

)

~ e
- <

L)

N

Seeds-fStudent'ManuaI

Seeds ;'StﬁdéﬁflMéhual

Seaie-mmnufacturer ' stoperating-manuad:

Local farm store -managers Or salesmen

-Sélling‘Fafm‘anﬂiﬂazdeh'Supplié




: UNFT= Seed Sales and Service
SUB-UNIT: ‘ .

RESOURCES

~ BOOKS
Smith, Gary R, Displéy and Promotion.

‘New York: Gregg Division/McGraw-Hill Book
Company, 1970. ' ‘

‘Walsh, L. A. et al, Selling Farm and Garden
Supplies. New York: Gregg Division, McGraw-
Hill Book Company, 1971,

'FILMS AND FILMSTRIPS |

BULLETINS

Clemson University Cooperative Extension Service,
Clemson, SC 29631, .

See—Available Publications for Farm & Home for
the following types of publications: '

Annual crop variety bulletins

TRANSPARENCIES

Annual~crop~production-bulletins
Annual Home Garden circulars
Vegetable leaflets )

Ohio State University, Columbus, Ohio.

Seeds - Stﬁdené Martual.

AN




RESOURCES

gplai énd'PtomoﬁiQn.
'iViSion/McGtawaill'Book

eiiihg'Farm'aﬁd Garden
k:  Gregg Division, McGraw-
‘1971,

FILMS-AND FILMSTRIPS

.Cooperative Extension Service,
1ications for Farm & Home for
es..of publications?

iety bulletins

TRANSPARENCIES

duction bulletins
n circulars
ts ‘

O

RIC

Aruitoxt provided by Eic:




lUDUT? Fertilizer>Sales and Sefvicé'

N

SUB-UNIT:

OBJECTIVE(S): The student will be able to:

I. Prepare a plan for the inventory; storage, diSp
sales of a typical fertilizer material

ERIC

Aruitoxt provided by Eic:



Fertilizer Sales and Service

The student will be able to:

L. Prepare a plan for the 1nventory, storage, display and
" sales of a typical fertilizer material

II. ....

O

ERIC

Aruitoxt provided by Eic:

73




'ifWJNlT:‘ Fertilizer Sales and Service : _ 'jyﬂ
w'SUB-UNIT: . . A

OBJECTIVES LEARNING ACTIVIT

The student will be able to:

I. Prepare a plan for the inventory, storage, . I. As a class, small group dfé

- display and sales of a typical fertilizer ~plan“the storage, -display-:af

material. o typical fertilizer(s) maten
local area.

"A. Prepare a tentative inventory of a selected A. As a class or small gro
type of fertilizer sold in a typical farm inventory for a selecte
store. _ zer(s) sold in a 1oca1
1. Estimate the yearly sales volume of a . While visiting a 1ocalt

selected type of fertilizer material. - from the manager the ye

a selected fertilizer m
2., List at least 3 factors to consider in

preparing an inventory for a selected . If possible obtain a sq

type of fertilizer material. fertilizer sold in the
3. List the major types of fertilizers . Prepare a list of the ﬁ

used. tilizer used in the log
4. PreparE a schedule showing the antici- ‘ *

pated sales of the major type of ferti-~
lizers by season. The schedule should
roughly be in agreement with one used
by a local fertilizer dealer.




iles and Service

LEARNING ACTIVITIES |

Eﬁevinventory, storage,
E-a-typical fertilizer

tive inventory of a selected
zer sold in a typical farm

é}yearly sales volume of a
pe. of fertilizer material.

3st-3 factors to consider in -
1 Inventory for a selected
tilizer material.

jor types of fertilizers

chedule showing the antici-
‘of the major type of ferti-
eason. The schedule should
in agreement with one used
fertilizer dealer.

7% |

" I. As a class, small group or individual project,

‘plan the storage, display 'and sales of a"
typical fertilizer(s) material used in the
local area. ‘

A. As a class or small group project plan an ‘
inventory for a selected type of fertili-
zer(s) sold in a local farm supply store.

While visiting a local farm store deterﬁine
from the manager the yearly sales volume of

a selected fertilizer material(s)

. 5If possible obtain a schedule of a selected'

fertilizer sold in the community feed store, i;

Prepare a list of the major types of fer-~
tilizer used in the local. community.

...........




- SUB-UNIT:

Fertilizer Sales and Service

TOPICS

RESOURCES "

Preparing the inventory, storage, display and
sales of fertilizer materials

A. Preparing a fertilizer inventory -

Estimating yearly sales volume

Factors to consider

Past year sales
Anticipated changes in demand

Types of fertilizer

. Gases
Anhydrous ammonia
. Liquids
Solids

Anticipated sales schedule

153

. :.4

Walsh/Joy/Hoover. Selling
Supplies.  Chapter 6. . i
A. Walsh/Joy/Hoover;gJSéy
Supplies. Chapter 6

. Local farm supply stor
salesmen. ]

McVicker. Using Comﬁg

National Plant Food If
ilizer Handbook.




1les and Service

3!

ki

RESOURCES

géfy, storage, display and
:materials

giiizer inVentory

§early sales volume

éonsider
r.sales
ited changes in demand

wrtilizer

iydrous ammonia

| sales schedule

salesmen.

I. Walsh/Joy/Hoover.
Supplies. Chapter 6.

Selling Farm and Garden

A. Walsh/Joy/Hoover. Selling Farm

Supplies. Chapter 6. L

. Local farm supply store managers or

. McVicker. Using Commerical Fertilizers

and Garden '

. National Plant Food Institute. The Fert- 3'Um
. ilizer Handbook. . *

75

¢

!

154




OBJECTIVES

LEARNING ACTIVI

Diagram, list or otherwise describe the amount'

type and time of storage needed for a selected
fertilizer material.

1. Ligt at least five factors to consider

when determining the storage needs.

2. List at least three types of storage used
for fertilizer materials.

K PO

Plan and/of construct a sales display for a
selected fertilizer material which meets the
approval of the industry.

1. LlSt at least two types of fertilizer,
" sales displays. :

2., List at 1east five criteria for evaluating
a fertilizer sales display.

3. el

C.

. .a selected fertilizer map

« While visiting 1oca1

Vigit a local farm supﬁiﬂ
the type and amount of sf

. Prepare a diagram of
facilities of a local,

As a class, small groupit
construct a,sales display
fertilizer material(s).::

pictures of fe;tilizef

. While- v151ting localL
and evaluate the effen
lizer displays. '

et



LEARNING ACTIVITIES

Ptherwise describe the amount,
Etorage needed for a selected
al.

'five factors to consider
Ing the storage needs.

¥

;rhree types of storage used -
r materials.

ruet a sales display\for A
Br material which meets c.ne
ndustry.

;twe types of fertilizer

Be

ﬁfive criteria for evaluating
sales display.

" C.

‘a selected fertilizer materiale.... ... . ...

Visit a local farm supply store and observe
the type and amount of sterage provided for

. Prepare a diagram of the fertilizer,storage
facilities of a local farm supply store.  ~

As a class, small group or individual project, | :
construct a sales display for a selected
fertilizer material(s).

. While visiting local farm storee, make |
pictures of fertilizer displays.v K

. While visiting local farm stores observe B
and evaluate the effectiveness of ferti-
lizer displays.




Fertilizer Sales and Service

TOPICS

RESOURCES

C.

Storing fertilizer materials

1. Factors to consider

. Space requirements
. Length of storage
. Seasons in which storage is needed

2. Types of storage

‘. Warehouses
. Bins

3. ..

Planning and constructing a fertilizer sales
display :

1. Types of sales displays

2. Criteria for evaluating a fertilizer

sales display

. Interest
. Attractiveness

3¢ ...

B.

Supplies. Chapter 6., o

v

.. Local .farm supplyﬁs

i
‘ |
Walsh/Joy/Hoover. Sell
%

ﬁ

salesmen: j

Smith. Display'and Prc

. Walsh/Joy/HOOVer,j;é
Garden Supplies. .Cf

. Local farm Supply SI
salesmen. «




fand Service

RESCURCES

It materials

@réments
storage

I which storage is needed
Vo

»
;age

z

astructing a fertilizer sales

[ S

ies displays

r evaluating a fertilizer
By ‘

veness

!

77

Supplies. Chapter 6.

. Local farm supply store managers Or
salesmen.

C. Smith., Display and Promotionm.

. Walsh/Joy/Hobver. Selling Farm and
Garden Supplies. Chapter 6.

. Local farm supply store managers or
. salesmen. '

B. Walsh/Joy/Hoover. Selling Farm and Garden




.~ UNIT:
= SUB-UNIT:

Fertilizer Sales and Service

OBJECTIVES

LEARNING ACTIV

Provide a customer with the product knowledge

needed concerning a selected fertilizer

1.

material(s)

Cite at least one reference which gives
fertilizer recommendations for various
crops.

Read and accurately interpret a ferti~
lizer tag.

Provide a customer with recommendations

to the type and placement of fertilizer
for a selected use.

as|

D. While role plaYing 3};
practice providing prd
~concerning selected fé

. Obtajn and pract cé

provide informatio}

. Practice reading. af
fertilizer tags.iy‘



Iéé énd‘Service

CTIVES | LEARNING ACTIVITIES

omer with the product knowledge D. While role playing salesperson and customer,
ling a selected fertilizer practice providing product information
concerning selected fertilivers.n_hw‘mwmum

:éstlone“reference which gives . Obtain and practice using references toil
*"recommendations for various ‘provide information to customers.’ B

yccurately interpret a ferti- . Practice reading and interpreting
N ’ : fertilizer tags.

'customer with recommendations as
‘e 'and. placement of fertilizer
-cted use.

vv78 ; B . : :ﬁ.; P ‘;»,f5g¢cwf;ff;EF;Q.




Fertilizer Sales and Service

TOPICS
D. Providing product knowledge v D. WalSﬁ/JOY/HOOVEr-;,Selif
0 : ' Supplies. Chapter 6. .7
1. Obtaining and using references ; . McVicker. Usin FC6 n

: . . . National Plant Fdod{i
i o Fertilizer Handbook.ﬁ

2. Reading and interpreting fertilizer tags

. Clemson University Cﬁﬁ
Service. Available P

3. Providing customer information ) Farm and Home. See‘§?
' cular or ‘cards which:
. Preplant crop recommendations ommendations by C??P“

. Topdress crop recommendations : c e
. Fertilizer recommendations for:
. Turf and lawn

. Field zrops

. Horticultural ¢rops
+ Garden crops




iles and Service

RESOURCES L

ﬂitsknowledge . . D. Walsh/Joy/Hoover. Selling Farm and Garden |’
s ‘ Supplies. Chapter 6. :
??d'using references et . McVicker. Using Commercial Fertilizers. |

. National Plant Food Institute. - The
vertilizer Handbook. ‘

ifinterpreting fertilizer tags
; : ' . Clemson University Cooperative Extension
Service. Available Publications for the -

gﬁStbmer information . Farm and Home. See annual production cir= -k
e ‘ cular or cards which give fertilizer rec- .
: crop recommendations ommendations by crop.

{fgrop recommendations s e

ter recommendations for:
“and - lawn
i crops

ﬁéﬁltural crops

2n crops

79




P

LEARNING ACTIVITIE

OBJECTIVES

E. Observe a demonstraﬁioni
semi-permeable. membrane’
solution. :

E. Demonstrate or otherwise overtly describe ‘the
principles of plant science which relate to
fertilization.

1. Demonstrate or otherwise describe the
process of osmosis as it relates to
fertilization.

. Obtain and display- a
shows nutrient defi -3

e AL

2. Demonstrate or otherwise describe the
process of diffusion as it relates to
fertilization. '

3. Demonstrate or otherwise describe the
process by which nutrients are made
available in the soil.

4, Demonstrate or otherwise describe the
role of lime in making some nutrients
available while decrea51ng the availa~
“"bility of others. -

5, List the major elements required for
plant growth.

6. List the major effects of soil conditions
e.g., soil texture, structure, organic T
matter, etc.

7. Cite at least one reference which depicts
major element deficiencies.

8. seen
F. Take a soil sample in a recommended manner. ' F. Observe a demonstratioj
' --taklng a soil. sample
G. Interpret a soil sample report. ' . G. ‘Observe demonstrations
. s sample reportS.
H' ‘e e ® 0

O

ERIC

Aruitoxt provided by Eic:



E

LEARNING ACTlVITIES

otherwise overtly describe the
lant science which relate to

or otherwise describe the
osmosis as it relates to
OMen .

or othexrwise describe the

'..;r”-

diffu51on as it relates to
on.

hgor‘otherwise describe the
which nutrients are made
Lﬁrthe soil.

20T otherwise describe the
ne in making some nutrients
Vhile decreasing the availa-

qthers.
ajor elements required for
th‘.

ajor effects of soil conditions
wgggture, structure, organic
Col.. .

‘éét one reference which depicts
ent deficiencies.

L ;
mple in a recommended manner.

iil sample report.

O

RIC

Aruitoxt provided by Eic:
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RN

E. Observe a demonstration of osmosis using a
semi-permeable membrane and a salt water-
solution.

. Obtain and display a coloer chart which

shows nutrient déficiencies.

F. Observe a demonstration of and/or practlce i
taking a 5011 sample. ' .

G. Observe demonstrations of 1nterpreting soil
sample reports. :
: anb -‘.o-"




SUB-UNIT:

Fertilizer Sales and Service '

TOPICS
E. Principles of plant science which relate to E. 'Mississippi'State_Uﬁivéi
fertilization on Basic- Principles. of:
1. Osmosis ¢ sesa
2, Diffusion
3. Soil Chemistry
4, Effects of lime
. 5. Essential elements . Mississippi State Uni
) . on Basic Principlesio
. . : .“ N
: 6. Effects of soil conditions
7. References which show major element
def iciency
8. a«af o0
"F. Soil sampling F. Walsh/Joy/Hoovef.‘f :
: Supplies.- - B
G. Soil sample report interpretation G. Walsh/Joy/Hoover
' Supplies, '
H. L BN

ERIC

Aruitoxt provided by Eic:

165




RESOURCES -

slements '

;sbii conditions

w.

Wwhich show major element

K

. . S
E. Mississippi State University. A Reference
on Basic Principles of Plant Science. ‘

. Mississippi State University.'5A-Reféreﬂ63
on Basic Principles of Plaunt Science.

ﬁsrt interpretation

ERIC

Aruitoxt provided by Eic:

F. Walsh/Joy/Hoover. Selling Farm and Garden -

Supplies. : _ :
G. Walsh/Joy/Hoover. Selling Farm and Gafden‘sn

Supplies. : . B .
H‘ e ¢ g



SUB—UNIT:

P
UNIT: Fertilizer Sales and'Sngi¢éf

BOOKS . FILMS AND FILMSTRIPS
' McVicker, Malcolm H., Using Commerical Fertilizers '

Danville, Ill: The Interstate Printers and -
Publishers, Inc. 1969.

Nationaerlant Food Institute. The Fertilizer

Handbook. Washington,-D. C.: The Institute,
1974.

Smith, Gary R. Display and Promotion. New York:
Gregg Division, McGraw Hill Book Company, 1970.

Walsh, Lawrence A. et al. Selling Farm and Garden
Supplies. New York: Gregg Division, McGraw Hill
Book Company, 1971.

BULLETINS

Clemson University.Cooperative' Extension Service,
Clemson, S. C. 29631.

Availuble Publications for Farm and Home ~.
See those relevant to fertilizer recommendations.)

Mississippi State University. A Reference on
Basic Principles of Plant Sclence.

TRANSPARENCIES




RESOURCES

t’lﬁﬁfr’t , Fertilizer Sales and Service
SUB UNIT:

FILMS AND FILMSTRIPS

‘Institute. The Fertilizer
gton, D. C.: The Institute,

splay and Promotion. New York:
cGraw Hill Book Company, 1970.

t al, Selling Farm and Garden
'jGregg Division, McGraw Hill

TRANSPARENCIES

ooperative Extension Serﬁice,
‘6310, E

.ations for Farm and Home - ' ‘ -
nt to fertilizer recommendations,

iUniversity. A Reference on
»f Plant Science.

163

82

ERIC

Aruitoxt provided by Eic:



UNIT:
SUB—UNIT:

OBJECTIVE(S):

Pesticide Sales aﬁd Services

The student will be able to: '

I.

II.

Prepare a plan for the inventory, storage, displa
sales of a typical pesticide(s).

»

O

ERIC

Aruitoxt provided by Eic:




" Pesticide Sales and Services

Y

BJECTIVE(S):  The student will be able to:

I. Prepare a plan for the inventory, storage, display'andf
sales of a typical pesticide(s).

1 N

83

O

ERIC

Aruitoxt provided by Eic:



& fIJNIT: Pesticide Sales and Services
i SUB-UNIT: :

%; w----The student will be able to:

I. Prepare a plan for the inventofy, storage, I. As a class, small group '
display and sales of a typical pesticide(s). , plan the storage, diepla‘\g

pesticide(s) for a select

A. ‘Prepare a tentative inventory of a selected
pesticide(s) to be sold in a typical farm
store,

A, ‘As a class or small 8IS
inventory for'a select
local farm supply stA

1. Estimate the yearly sales volume of a
selected pesticide for a selected

community. . _ _
2. List at least three factors to consider in . VWhile visiting a -loc
' preparing an inventory of pesticides. . - : : - determine-from-the;

sales volume of,

. If possible determiﬂ
supply store managey
‘volume for the pa

3. Prepare a schedule showing the anticipated
sales of the more commonly used pesticides
by season or ‘month.

4, Prepare a list of the méjor pesticides ’ . Prepare a list of th
sold in the local community. ' ' ~sold in ‘a local f

50 vees C e




ales ‘and Services

LEARNING ACTIVITIES

;’inventory, storage,
‘a typical pesticide(s).

.tlveiiﬁventory of a selected
be sold in a typical farm

”early sales volume of a
sticide for a selected

st‘three factors to consider in
1 nventory ‘of pesticides.

<chedule show1ng the anticipated
e’ more commonly used pesticides
‘month.

st of the major pesticides

I.

As a class, small group or individual oroject;
plan the storage, display and sales ofa typica
pesticide(s) for a selected farm store. :

A. As a class or small group . proJect plan an
inventory for a selected’ pesticide sold in

local farm su, 1y stores._‘

. While visiting a local farm supply stor
determine from the manager-the- yearly
sales volume of a selected pesticide.

. If poss1ble determine, from a: local farm
supply store manager, pesticide sales
volume for the past year.

Y

. Prepare a 1ist of the major pesticidesi
sold in a local farm supply store, =

ERIC

Aruitoxt provided by Eic:




UNIT:

SUB-UNIT:

Pesticide Sales and Services

" ToPICS B

.

RESOURCES

I.

Prepariﬁg the inventory,.storage, display

and sales of pesticides

A. Pfeparing a pesticlide inventory
l. Estimating yearly sales volume
2. Factors to consider

. 'Past yeér sales

. Anticipated changes in demand

3. Preparing a sales schedule -

4. Pesticides sold in local farm supply

stores

5. s oo

I. ’Walsh/Joy/HOOVér;_ Séllin;
Supplies. Chapter 7.

. Local farm supply S,
salesmen.

A. Walsh/JOY/HooVer-u

e e \al farm suPPl
‘ salesmen.

ERIC

Aruitoxt provided by Eic:




Uénd Services

RESOURCES

O

ERIC

Aruitoxt provided by Eic:
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I.

Walsh/Joy/Hoover.

Supplies. Chapter: 7.

salesmen.
" .II..‘

A. Walsh/Joy/Hoover.
Garden Supplies.

. Local farm supply store managersj

salesmen.

Local farm supply store managers,or

Selllng_Farm and Garden

Selling Tarm andjj,_

Chapter 7.




UNIT:

Pesticide Sales and Services

SUB-UNIT:

OBJECTIVES

LEARNING ACTIV

Diagram, list or otherwise .describe the
amount, type and time of storage needed for
a selected pesticide.

1. List at least five factors to consider

when determining storage needs.

2. List at least three types ¢

storage
used for pesticide materials. '

K

Plan and/or construct a sales display for a

selected pesticide material which meets the
approval of the industry.

1. List at least two types of pesticide
sales displays.

2. List at least five criteria for evalu-
ating a pesticide sales display.

ERIC

Aruitoxt provided by Eic:

. Visita.local farm sup

the type and amount
a selected’ pesticide

. Prepare a diagram ol
storage facilitie

store.

As a class, small gr
project, construct a
selected pestlcide'

. While visiting 1oct
observe and evalua




LEARNING ACTIVITIES

‘or-otherwise describe the
lnd time of storage needed for
‘icide.

‘ast'five factors to consider
rmining storage needs.

st three types of storage
sticide ‘materials.

onstruct a sales display for a
i'ide material which meets the
h jindustry.

east two types of pesticide

east five criteria for evalu~
w”stic1de sales display.

Visita local -farm supply store and. observe

the type and amount of storage provided for
a selected pesticide.

Prepare a diagram of the pesticide
storage facilities of a local farm supply

store.

A5 a class, small group or individual
project, construct a sales display for a
selected pesticide.

. While visiting 1oca1 farm supply stores,f
observe and evaluate pesticide displaysa

ERIC

Aruitoxt provided by Eic:




SUB-UNIT:

Pesticide Sales and Serviees

TOPICS

RESOURGES

C.

Storing pesticides
1. Factors to consider

. Space. requirements
. Length of storage

. Seasons in which storage is needed

2. Types of storage
. Warehouses
. ‘Bins

Planning and constructlng a pest1c1de sales

display
1. Types of sales displays

2. Criteria for evdluat11g a pestlcide
sales display

. Interest

~Wa1sh/de/Hoe§e 

Garden Supplles.

. _Local farm suppl
salesmen.. .

. Walsh/Joy/Hoover
Gardeh Sgpplies

. Local farm su o1
salesmen.

O

ERIC

Aruitoxt provided by Eic:

» Attractiveness

3. e




~and.Services

RESOURCES

PR

B. - Walsh/Joy/Hoover;~ Selling Farm and
Garden'quplies. Chapter. 7 :

. . Local farm supply store managers or
equirements salesmen. :

ﬂWhieh;Storage is needed

,torage
1ses '

e R G s E. el P T NRYES

nstructing a pesticide sales - C. Smith. D1splay and Promotlon. ;

- : . Walsh/Joy/Hoover._ Selling Farm and
sales display$ -Garden Supplies. Chapter 7 '

Eor evaluating a pesticide : _ ‘ . Local farm supply store managers ori
play ' ' salesmen. .

87 -
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- UNIT: Pesticide Sales and Services

=

- SUB-UNIT:

OBJECTIVES

' LEARNING . ACTIV!

1.

3.

D. Provide a customer with he more commonly
needed product knowledge concerning a
selected pesticide(s).

Classify and/or cite and use a reference
which classifies pesticides by type of
pest, e.g., insect pest, disease pest,
weed pest, etc.

Ciaééify and/or cite and use a reference
which classifies pesticides by method
of kill, e.g., stomach, etc.

Classify and/or cite and use a reference
which classifies pesticides by chemical
conposition, e.g., hydro carbons, in~
organic, etc.

While role playiﬁgﬂ
customer, practicei]
concerning selected

1. _Obtain‘agd”pfa&
(charts, etc.):!
by type of pest

2. Obtain and file
pesticides acco:
Of kill. .

3. Obtainuand file:
~references whict
according to che




8’ and Services

LEARNING ACTIVITIES

tomef with the more commonly

t knowledge concerning a
iﬁide(s)

and/or cite and use a reference
ssifies pesticides by type of
., insect pest, disease pest,
» ‘etc. L

and/or cite and use a reference
ssifies pesticides by method
e g., stomach, etc.

and/or cite and use a referencej;

esifies pesticides by chemical
on, e.g., hydro carbons, in-

etc.

88

D. While role playing salesperson and

customer, practice providing information o B

concerning selected pesticides.

1.

3.

Obtain and practice using references -
(cherts, etc.) to classify pesticides

by type of pest.

Obtain and file charts which classify

pesticides according to method
of kill.

Obtain and file charts or other

references which classify pesticides
according to chemical composition..




Pesticide Sales and Services

TOPICS

RESOURCES

Providing product knowledge
1. Classifying pests

. Insects
. Diseases
. Weeds

2. Classifying pesticides by method of kill

. Insects
. Stomach
. Contact

. Disease

. Weeds
. Pre merge
. Post merge
. Systemic

3. Classifying pest1c1des by chemical
composition

. Hydro carbons
. Inorganics

Metcalf/Flint/Metcalf.
tive Insects.

N

. Klingman. Weed Cot
. Clemson University
sion Service..- Agri
Handbook. L

. Ohio Ag. Ed. Cur.wb
~ cides. B

. Interstate Printer<
Agronomy Kit. :

1. Clemson University;
Agricultural Chemi<

2. Clemson Univ. be' 2
Agricultural Chemiq

Klingman. Weed Cor

Metcalf/Flint/Metc:
Destructive Inseéﬂ

3. Clemson Un1v. Coop.
- Agricultural ChemL

. Jacques, H. .E.:




;and Services

RESOURCES

ﬁéﬁ kndwledge

gfpésts

iéjpesticides by method of kill

omach
ntact

A merge
ist. merge
stemic

@g.pesticides by chemical
m

sarbons
iics

89

Metcalf/Flint/Metcalf. Useful and DestrucH

tive Insects.
Handbook.
cides. -
" Agronomy Kit.
1.
2.
3.

Ohio Ag. Ed. Cur. Mat. Ser. Insecti-

Klingman. Weed Control: As a Science- -

ORISR o pie e

Clemson University Cooperative Exten—
sion Service. Agricultural Chémicals‘ 

Interstate Printers and Publishers.

.élemson UniversityAﬁobp.'Ext. Ser.
Agricultural Chemicals Handbodk,

ClemsonbUniv. Coop. Ext. Ser. -
Agricultural Chemicals Handbook.

Klingman. Weed Control: As a‘ScieHCéxﬂ

Metcalf/Flin;/Metcalfg' Useful and
Destructive Insects. '

Clemson Univ. Coop. Ext. Service
Agricultural Chemical Handbook.

Jacques, H. E. How to Know fhe,Weedé.f  i

LR ]




. UNIT:
. SUB-UNIT:

Pegsticide Sales and Services

OBJECTIVES

LEARNING ACTIV}

- 8.

Classify and/or cite a reference which

clagsifies pesticides according to form

of application, e.g., solid, gas,
liquid.

Cite and use a reference(s) which pro-
vides recommended pesticides for
treating-a selected pest.

When given a selected pest(s) (insect,
disease or weed) use a reference to
recommend a pesticide treatment.

When given a selected pest, identify
the pest using recommended references.

"Read” and correctly ihterpret a

pesticide label.

" Obtain and pracﬁiéé

-, -
o

Obtain and practice]
which classifies peg
to form of applicat

Obtain and practié§5
which providesrecomy
treating a selected}

Obtain and practicﬁf
which recommends a g

cation pictures;:chg
identify selected;é¢

Observe_demonstfat :
reading pesticide;lz



LEARNING ACTIVITIES

?nd/or cite a reference which
s pesticides according to form
E§E¥°ns e.g., solid, gas,

idse a reference(s) which pro-
commended pesticides for
a selected pest.

in a selected pest(s) (insect,
jj{weed) use a reference to
1:a pesticide treatment.

in a selected pest, identify
;using recommended references.

}correctly interpret a
e ‘label.

%0

5.

Obtain and practice using a reference
which classifies pesticides according
to form of application.

Obtain and practice using a reference(s) -

which providesrecommended pesticides for
treating a selected pest.

Obtain and practice using a reference
which recommends a pesticlde treatment
for a given pest. '

Obtain and practice using peét identifi¥,
cation pictures, charts, keys, etc., to .

identify selected pests.

Observe demonstrations of and practice
reading pesticide labels.fx\
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UNIT: Pesticide Sales and Services

TOPICS

SUB-UNIT:
4.
"
; 5.
g 6.
- 7.
8.

Classifying pesticides by form of

application
. Solids

" . Gases
. Liquids

Recommending pesticides

lecommending pesticides

Identifying pests

Reading pesticide labels

RESOURCES

Clemson Univ. Cobpga
Agricultural Chemic

. Clark.

Clemson Univ. Coop;Q
Agricultural Chemic

Clemson Univ. Coop:
Agricultural Chemic.
o i ]':"i.f']

USDA. . Insects-The Y

. Clemson Univ. Coo
Weeds of the Soutl

. Metcalf/Fliﬁf/Méﬁ
Destructive Insec

Agricultural Chemica




R
[T

les and Services
ot )

i '

!csxv L . RESOURCES

Ing pesticides by form of 4. Clemson Univ. Coop. Ext. Service

}on Agricultural Chemicals Handbook 0y
i(‘ ' . Clark. -Agricultural Chemicals. b
i

ﬂing pesticides 5. Clemson Univ. Conp. Ext. Service

Agricultural Chemicals Handbook.

ﬁing pesticides 6. Clemson Univ. Coop. Ext. Service
s Agricultural Chemicals Handbook.

ihg pésts. ' 7. USDA. Insects-The Yearbook of Agricuitﬁfe
i 1952. ‘ , -

. Clemson Univ. Coop. Ext. Service
Weeds of the Southern United States

N .. Metcalf/¥lint/Metcalf. Useful and
Destructive Insects.

o L ] Illl.
v

pesticide labels 8. Clemsou Univ. Coop. Ext. Service.
o Agricultural Chemicals Handbook.

o

4




UNIT:
SUB-UNIT:

Pesticide Sales and Services

OBJECTIVES

LEARNING ACTIV

10.

11.

12.

13.

14,

CITL ..

1 27

Classify and/or cite and use a reference
to classify a selected pesticide accord-
ing to its-degree of danger to humans.

Use a compatibility chart to determine
the compatibility of selected chemlcals
used as pesticides.

When given a selected pesticide to be
applied to a given crop, select the type
of equipment recommended. for application.

Select, adjust, calibrate and operate
a typical crop sprayer.

Calculate for a customer the amount of
a selected pesticide needed for the
treatment of a given.crop and acreage:

LU

9. Obtain and practic
toxicity charts to-
of danger to huméns

10, Obtain and practice’n
chart to determineg
selected chemlcalsf

11. Observe demonstrati;
using various pesti
equipment.

12, Observe demonstrafi
calibrating and. usi
sprayer, '

13, Practice calculat
pesticide neededy o1
of a: given crop an




"Sales and Services

.

JECTIVES

LEARNING ACTIVITIES

.«!;'

and/or cite and use a reference
fy a selected pesticide accord—

@atibility chart to determine
itibility of selected chemlcals
'esticides.

nva selected pesticide to be
‘0-a given crop, select the type
nnt recommended for application.

tdjust, calibrate and operate
rop sprayer.

e.for a customer the amount of
Bd pesticide needed for the
t of a given .crop and acreage.

10.

11.

12.

14,

II.

92 -

13+

Obtain and practice using pesticide, _
toxicity charts to determine the degree
of danger to humans.

Obtain and practice using a compatibility
chart to determine the compatibility. of
selected chemicals used in pesticides.;_

Observe demonstrations of and/or practice
using various pesticide application = .
equipment. X R

Observe demonstrations of and practice
calibrating and using a typical crop
sprayer. :

Practice calculatlng the amount of
pesticide needed for the treatment
of a given crop and acreage.




S UNIT: Pegticide Sales and Services ‘ ‘ L
~__SUB-UNIT: o o -
| TOPICS - ' RESOURCES '}
Fi 9. Classifying pesticides according to toxicity 9. Clemson Univ. COOp.;
‘ ' Agricultural Chemicaj
10. Using a compatibiiity chart 10. Cleﬁsén Univ. Coop.::
T Agricultural Chemica
Meistér'delisﬁiﬁgfb
bility Chart. S
11. Selecting application equipment ‘ 11. Clemson Univ. Coop.:
e ‘ . o . ' Agricultural Chemica
12. Using a typlcal crop sprayer | 12. Clemson Univ. Coopig
' « Selecting S Agricultural Chemica
. Adjusting LRt A
. Calibrating , Clark. Agricultu;a}
. Operating .. ‘ ﬁ
. LI R ) B : 1‘
13. Calculating quantities of pesticides , 13. Clemson Univ. quﬁﬂg
needed ) ' o Agricultural Chemica
L LI I | ;:
4, ooee 14, « ... !
II! L ' II. .o oD




RESOURCES

_pesticides according to toxicity

N O . .
N B i W A |

Clemson Univ. Coop. Ext..Service.
Agricultural Chemicals Handbook.

@aiisiirfy chart 10. .

Clemso: Univ. Coop. Ext. Service.
Agricu. ural Chemicals Hangiuok.

pplication equipment 11.

Meister Publishing Co.
bility Chart.

Clemson Univ. Coop. Ext. Service.
Agricultural Chemicals Handbook,.

vical crop sprayer 12.

ng

Clemson Univ. Coop. Ext. Service.

ng
iing
g

; guantities of pesticides

13.

Clemson Univ. Coop. Ext. Service.

...........

Clark. Agricultural Chemicals.

14, .

II.

93 "

Agricultural Chemicals Handbook.

s eee

Chemical Compati-




RESOURCES

Pesticide Sales and Services

- UNIT:
SUB—-UNIT:

e

BOOKS

Klingman, Glenn C. Weed Control As A Science.
New York: John Wiley and Sons, Inc. 1961.

Metcalf/Flint/Metcalf. Useful and Destructi+-

Insects. New York: McGraw-Hill Book Co.
Current Edition.

Jaques, H. E.

How to Know the Weeds. Dubuque,
Iowa: Brown Company Publishers, 1972,
Smith;'aéry R, Display and Promotion. New York:

Gregg Division, McGraw-~Hill Book Co., 1970.

Walsh, Lawrence A,, et al. Selling Farm and

Garden Supplies, New York: Gregg Division,
McGraw-Hill Book Co., 1971.

BOOKS, CONT.

Clark, Raymond. Agricultural Chd
Lansing, Michigan: Department .of
Education and Curriculum, Michj
University. 1969. L]

Ohio Agricultural”Education;Cufﬁ
Service. Insecticides. Columby
Ohio State University. . o

USDA. Insects-The Yearbook ofé%ﬁ
Washington, D. C.: U. S.. Govern
Office. f

BULLETINS

Clemson Univ. Coop, Ext. Service.

Ag;iéultural Chemicals Handbook

Weeds of the Southern United States

OTHER MATERTALS

Meister Publishing Company,
‘Willoughby, Ohio.

Chemical Compatibility Chart

The Interstate Printers and Pﬁb;
Danville, Illinois B

Agronomy Kit




AR 'RESOURCES
':lHQfT:. Pesticide Sales and Services
SUB_—UNIT:

BOOKS, CONT.

-Weed Control As A Science. Clark, Raymond. Agricultural Chemicals. East:
lvyjand Sons, Inc. 1961. Lansing, Michigan: Department of Secondary

) ’ Education and Curriculum, Michigan State-
alf. Useful and Destructive University. 1969.

g' McGraw-Hill Book Co. , - ,

,f_; _ Dhio Agriculturel Education Curriculum Materials

= Service. Insecticides. Columbus, Ohio: The
tp Know the Weeds. Dubuque, Ohio State University.

n ;Publishers, 1972,

P
] .

" USDA. 1Insects-The Yearboo“'of Agriculture—l952{.vf3
splay and Promotion. New York: Washington, D, C.: U. S. Government Printing ;
,gG;aw—Hill Book Co., 1970. . Office. . :

R

et al. Selling Farm and
' New York: Gregg Division,
Co., 1971,

OTHER MATERIALS
@.‘Ext Service. - Meister Publishing Company,
B Willoughby, Ohio.

micals Handbook

‘thern United States Chemical Compatibility Chart. .

e The Interstate Printers and Publishers, Inc.
W , Danville, Illinois

Agronomy Kit

94 : -




'lJNlT3, Petroleum Products Sales and Services

SUB-UNIT:
OBJECTIVE(S): The student will be able to:
I. Prepare a plan for the inventory, storage,'displafr
sales of a typical petroleum product. '
III I.'II




i Petroleum Products Sales and Services

?CT1VE(SV The student will be able vo:

B

I. Prepare a plan for the inventory, storage, display and
csales of a typrical petroleum product.

IT. ...

95




UNIT: Petroleum Products Sales and Services
SUB-UNIT:

\

~ OBJECTIVES LEARNING ACTIVI]

The student will be able to:

I. Prepare a plan for the inventory, storage, I. As a class, small group 6f;3
display and sales of .a typical petroleum product. ~ plan the storage, display ag
petroleum product. ]

A, Prepare a tentative inventory of a selected - A. As a class or small gf&ﬁﬁfﬁ:
petroleum product(s) for a typical or inventory for a selected paf
selected farm supply stoze. "selected local farm supply' 4
1. Estimate the yearly sales volume of a . While viézting a'lbéal;ﬁf

selected petroleum product(s) for a determine from the managd
chosen farm supply stove. volume of a selected pet3
2. List at least three factors to consider : . Prepare a list-of petr6i;
in preparing a petroleum products - a local farm supply storg

inventory.

. LRCI Y

3. Prepare a schedule showing the antici-
pated sales of the more commonly used
petroleum products by season or by month.

4. Prepare a list of the major betroleum'
products sold in the local community.

50 eeen




?dhcts Sales and Services

CTIVES

LEARNING ACTIVITIES

ile tos
f the inventory, storage,
of a typical petroleum product.

:@tive inventory of a selected
luct(s) for a typical or
supply store.

he yearly sales volume of a
yetroleum product(s) for a
mm supply store.

qast three factors to consider
lng a petroleum products

é‘schedule showing the antici-
es of the more commonly used
products by season or by month.

‘list of the major petroleum
sold in the local community.

As a class, small group or individual project,:
plan the storage, display and sales of a typical
petroleum product.

As a class or small group project plan an

inventory for a selected petroleum product for a | -

selected local farm supply store.

. While visiting a local fafm supply store
determine from the manager the yearly sales
volume of a selected petroleum product.

. Prepare a list of petroleum products sold in
a local farm supply store.




UNIT: Petroleum Products Sales and Services

~SUB-UNIT:
TOPICS | - RESOURCES j
I. Preparing the inventory, storage, display and I. Walsh/Joy/Hoover. Selling Fay
sales of a selected petroleum product(s) . Supplies. Chapter 8. . /.
. Local farm supply storéﬁﬁa
~A. Preparing a petroleum product inventory | A. Wélsh/Joy/Hoerf}7.Séii;ﬁg

Supplies. Chapter 8.

1. Estimating yearly sales volume . Local farm supply stbre{mg

2. Factors to consider
. Past years sales
. Anticipated changes in demand e esan o
. Seasonal nature of the sales : f?

. District salesmen.

3. Preparing a sales schedule

4. Major petroleum products _ . . =

. Fuels
. Gasoline
. Diesel

. Kerosene
. Lubricating Oils
. Gear oils
. Lubricating greases
. Antifreeze
. Related products
' . Tires N
- . Batteries
. . 0il filters
. Spark plugs
. V-belts . 97




ucts Sales and Services

RESOURCES

;fy; storage, display and
etroleum product(s)

[N

>leum product inventory

sarly sales volume

nsider

3 sales. .

*d changes in demand
:ature of the sales
L
13
ree

?ales schedule

dum products

eze
‘products
i

‘97_

I. Walsh/Joy/Hoover. Selling Farm and Garden
Supplies. '‘Chapter 8.

+ Local farm supply store managers or salesmen..

A. Waish/Joy/Hoovef. Selling Farm and Gardén
Supplies. Chapter 8. :

. Local farm supply store manzgers or salesmen.

+ District salesmen.




UNIT: Petroleum Products Sales and Services
SUB-UNIT:

. OBJECTIVES

-+~ Bs Diagram, list or otherwise describe the
amount, type and time of storage needed for
a selected petroleum product(s).

1. List at least five factors to consider
when determining storage needs..

2. List at least three types of storage
used for petroleum product(s).

3.

C. Plan and/or construct a sales display for a
selected petroleum product which meets the
approval of the industry.

1. List at least two types of petroleum
sales displays. '

2. List at least five criteria for evalus-
ting a petroleum sales display.

LEARNING ACTIVi

B. Prepare a diagram of théT
facilities of a local fa

o2 . L e e

C. As a class, small grOUPﬂj
plan and/or comstruct a’
selected petroleum produ

. While visiting‘loééuu
observe and evaluate:
displays or advertise




s.Sales and Services

CTIVES

LEARNING ACTIVITIES

:éf otherwise describe the
md time of storage needed for
:troleum product(s).

Lastwfive-factors to consider
mining storage needs.

:ést three types of storage
ietroleum product(s).

)ﬁstruct a sales display for a
>leum product which meets the
e industry.

sast two types of petroleum
ylays.

éast five criteria for evalua-
troleum sales display.

- 98

Prepare a diagram of the petroleum storage
facilities of a local farm supply store.

As a class, small group or indiviual project,.
plan and/or construct a sales display for a
selected petroleum product. ‘

. While visiting local farm supply'stqres,

observe and evaluate petroleum product
displays or advertisements.




~ UNIT:

._SUB-UNIT:

Petroleum Products Sales and Services

TOPICS

RESOURCES

Storing petroleum products

1. Factors to consider
. Space requirements
. Length of storage

. Seasons in which storage is needed

2. Types of storage
. Warehouse

. Bins
. Tanks
< '

Planning and conqtructing a petroleum sales

display

1. Types of sales displays

2. Criteria for evaluating sales displays

. Interest

. Attractiveness
roo

201

_Supplies. Chapter 8, . .

'« Local farm supply storg

Walsh/Joy/Hoover. elling

R

salesmen.

Smith. Display. and Promof

Walsh/Joy/ﬁoover.i Séiﬂ
Garden Supplles. Chapf

Local farm supply store
salesmen i

. District'pétfpieum p;ﬁa




e

fsfSales and Services

RESOURCES

!products
msider
direments

storage
t'which storage is needed

L

‘age

itructing a petroleum sales

és displays

iévaluating sales displays
S :
mess

Lo

99

B. Walsh/Joy/Hoover. Selling Farm and Garden
Supplies. Chapter 8. . o

. Local farm supply store managers or

salesmen. .

C. Smith. Display and Promotiom.

. Walsh/Joy/Hoover. Selling Farm and
Garden Supplies. Chapter 8.

. Local farm supply store managers and
Salesmen J U

.« District petroleum products sales people., -




"UNIT:

-SUB-UNIT:

Petrbieum Products Sales and Services

OBJECTIVES

LEARNING ACTIVI]

Provideié'hustomef wifh thévmore'

. commonly needed product knowledge

concerning a selected petroleum product.

Compare and contrast the more common
used tractor fuels, e.g., diesel,
gasoline, kerosenes, etc.

Compare and contrast the more common
used lubricating oils used on the fa

a. When given an oil can or oil can
label, determine the weight of
the oil. -

b. When given an oil can or oil can
label, determine the API Service
Classification.

c. When given the symbols for the
more commonly API Service Class-
ifications, write the definition
of each.

1y

4

100

" compare and contrast the:

While role playing salesi
practice providing custou
concerning’ selectgq_peprg

Obtain and use. referenc
compare and contrast the
tractor fuels. C

Obtain and use':éfefehééi
lubricating oils.
. Observe demonstrationz
 reading oil can label
weight of oil.

. Observe demonstrati_.b 3
the viscosity of oil




and Services

LEARNING ACTIVITIES

o -

Jstomer with the more D. While role playing salesperson and customer, b
:ded product knowledge .. . %.. practice providing customer information: 1
;uselected petroleum priduct. concerning selected petroleum products.’ L
‘and contrast the more commonly 1. Obtain and use references or charts which

ictor fuels, e.g., diesel, compare and contrast the more commonly used

2, kerosenes, etc. tractor fuels.

‘and contrast the more -commonly 2. Obtain and use references or charts which
yricating oils used on the farn compare and contrast the more bommonly used

lubricating oils.

iLgiven an oil can or oil can . Observe demonstrations of and practice, ’
31, determine the weight of _ reading oil can labels to determine the .-
gbil; ‘ welght of oil. '

1 giVen an oil can or oil can . UObserve demonstrations designed‘to show '
.1 :determine the API Service the .viscosity of oil.

isification. : . o

"
‘ Aty
. A

1 giVen the symbols for the

3 commonly API Service Class-
;gpions,.write the definition _ .
ach. e

O

ERIC

Aruitoxt provided by Eic:



Petroleum Products Sales and Setviqes

.. TOPICS

. D.

ERIC

Aruitoxt provided by Eic:

Providing product knowledge

1. Comparing and contrasting the more
commonly used tractor fuels

2., Compéring and contrasting the more
commonly used lubricating oils

. Determining weight

. Determining API Service Classification

+ Interpreting API Service Classifica-
tion Symbols

D‘

2. 'AAVIM. .

Walsh/Joy/Hoover. Sell
Sugglies.' Chapter 8

. Local farm qupplyxstort
salesme -

« District petroleeﬁlpro?

I:fugﬁﬁiﬁw Selecting &\Sta
and’ Lubricants."

Selectingﬂ& tq
and,Lubricants.‘"

'About Motor Oil

'; Gulf Oil Corporat
Guide. B




iduc s_Sales'and Services

RESOURCES

kndwledge

lubricating oils

lg’weight

wg;}_Ai’I"Service Classifica-

ERIC

Aruitoxt provided by Eic:

\g API Service Classification:

Walsh/Joy/Hoover. Selling Farm and Garden
Supplies. . Chapter 8. L

. Local farm supply store managers and
salesmen. : ‘

. 'District petrolcnm 'f)rOdUCtS Sales peoplE.

1. AAVIM. Selecting & Storing Tractor” Fuel
and Lub icants. I

2. AAVIM. Selecting & Storing Tractor FuelsA,
and Lubricants.

« Standard 0il Company. ' Things to Know.
' About Motor 0i1.5 : R

. Gulf 011 Corporation;- Gulf Farm Tractor

Guide. o ‘ - . ‘




~SUB-UNIT:

Petroleum Products Sales ahd.Services

OBJECTIVES

LEARNING ACTI\’

ERIC

Aruitoxt provided by Eic:

3. Differentiate between an oil, a grease and
.. gear oll .
4;mvCompare and contrast the more commonly used
types of antifreeze

5. Using manufact :.ers' iwes select an apprq—

priate size and ol battery for a gilven
.. farm vehicle.

6. Using manufacturers' guides select an appro-ﬂ
priate oil filter for a selected farm
vehicle.

7. Using a manufacturer's guide, select an

‘appropriate spark plug for a selected

vehicle.

Using manufacturers' guides select a
recommended size V—belt for a given purpose.

3.

" of grease from soap and]

4. P

l‘selected farmfvehif

Observe demonstration's

references to selec\
_farm vehicle.

references”to selec'




LEARNING ACTIVITIES

Observe demonstration showing the makingri

etween an oil, a grease and 3.
of grease from soap and oil.

.

'ontrast ‘the more commonly used . 4o ...,
'freeze.

R

urers guldes select an appro- 5. Practice using man.,ncturers guides 6rbbther
nd. vo]tage battery for a g" , references to seleck a battery for given
farm vehicle. : '

6. Practice using manufacturers'
references to select an-oil. filter for a
selected farm vehicle.“v:ww‘_wmwmmﬁ

lcturers guides select an appro-

7. Observe demonstration@ of and/or practice
using manufacturers' guides. or-other refer—
ences to select a spark plug far.a*selected
farm: machine. 0

cturer's guide, select an
park plug for a selected

rers’ guides'select a 8. Observe demonstrations, .~ and/nr practice

ze ‘V-belt for a given purpose. | - , using manufacturers' g .des or ‘other refer
o C ' ' ences -to select a. recommended size V—belt

for a given purpose.

ERIC

Aruitoxt provided by Eic:



Petroleum Prcducts Sales and Services

.

"TOPICS

O

ERIC

Aruitoxt provided by Eic:

Differentiat ng between oils and greases

Comparing and contrasting different types~

of antifreeze

Selecting‘batteries

,Selecting and recommending o0il filters

AT e

Selecting .and wecommending spark pluga

Selecting amd veccmmending V-belts

.. Manufacturers

7. Walsh/icy/Hoover.
Supplies. Chapter. 8'

. ‘Manufacturers' gqidé
8. Walsh/ch/Hoover.jf
Sugglies. Chaoter ‘8.

Manufacturers Ggﬁ




nd~$ervices

RESOURCES

between'dils and greases b 3. AAVIM. Selecting and Storing Tractor Fuels
e ' »and Lubricants. - - .

rASting“different types ' ”"~4.';WalSh/Joy/Hoover. Selling Farm and Garden
e : Supplies. Chapter 8¢ o .

. Manufacturers' guides

5. Walsh/Joy/Hoover. Se111ng Farm and Garden

v G . . . o

‘Sugglies. Chapter 8.

,“’Manufacturersﬁ~guides~';w e

ecommending pil filters 6. Walsh/Joy/Hoover.- SellingﬁFarm and Garden‘
' - - Supplies. ' Cuapter 8.; :

. Manufacturers;:gnides'

kL

cbmmending spark plugs ' 7. Walsh/doy/HOover. Selling Farm and Garden -
Supplies. Chapter 85 S 3
& 7 . Manufacturers' guidesv
ommending V-belts 8. Walsh/Joy/Hoover. Sellina Farm a“d Garde“

Supplies. . Chapter 8 ‘fg'

. Mannfacturers guides

O

ERIC

Aruitoxt provided by Eic:



O

ERIC

Aruitoxt provided by Eic:

f{HQTT{, Petroleum Products

A '

ales'.and Services

_SUB-UMIT: .-
BGOKS |

American Association For Vocational Instructionai'
Materials. Selecting amnd:Storing Fuels and
Lubricants. Athens, Ga: The Association, 1970.

Smith, Gary R. Digplqy and Promotion. New York.
Gregg Division, McGraw-Hill Book Co., 1970,

.. Walsh, Lawrence, A., et al. Selling Farm and

Garden Supplies. New York: Gregg Division,’
McGraw-Hill Book Co., 1971. ” R

'FILMS AND FILMSTRIPS

j BULLETINS

Standard.Oil Company; Chicago 80, Ill
Things to Know About Motor Oil

Gulf OilLCorporatiOn, Pittsburg. 30, Pa.

Gulf Farm Tractor :Guide

_ TRANSPARENCIES -




E

Béttdiéﬁmi?roduéféiSa}ééﬁaﬁd Services. . .

tr Vocational Instructional
~and ‘Storing Fuels 'and
:'The Association, 1970.

glayQéﬁdfPmeotion. New York:

s

aw-Hill Book Co., 1970.

New:York: Gregg Division,
“1971. ’

 FILMS AND FILMSTRIPS

‘Chicagp 80, I11.
ut ‘Motor 0il -

..Pirtsburg 30, Pa.

Guide:

O

RIC

Aruitoxt provided by Eic:

TRANSPARENCIES

ceivigtor




UNIT:

SUB-UNIT: -

OBJECTIVE(S): The student will be able to:

'I. Prepare a plan for-the inventory, storage, display -. .
and sales of hardwaze, tools, building- naterials .-
and .equipment itemss, commonly sold in a typj cal
farm supply store.

I e

' Hardware, Tools, Ruilding Mate"x:ials and,Equipmeﬁt Sales and Sérﬁée,s o ‘



Hardware, ToolslBuilding Mé;grialé'énd quipmentiSaiesiéhdeef&iééiwafi

OBt v

' LE)\EMNGf ACT

;.”i The student will be able to:
"I, Prepare a plan for the inventory, storage

‘ware, tool or equipment items commonly sold“in
a typical farm supply store. :

A. List the major types of hardware, tools,

N . .building materials. and.equipment.sold.in.a.. ..

typical or selected farm supply store.

ERIC

Aruitoxt provided by Eic:

display and sales of building materials, hard-

! 1.

mplan the- invenCOry,',u_
-of a typical hardware

As a class, small group r

supply store.

A. ‘While visiting .a’ 1o
_prepare .a.list_of.th
ware,’ tools, buildin
ment sold.

T

Invite a farm supp

and equipment items



LEARNING ACTIVITIES

O

ERIC

Aruitoxt provided by Eic:

;~and-equipment sold in.a.

d- farm supply store.

COI.

As a class, small group or individual project
plan-the inventory, -storage,- display‘and sales
of a typical hardware, tool, building material-
or equipment item commonly sold in a farm :
supply store. '

A, Vhile visiting a 1ocal farm supp y”store

.. ..prepare.a.ldst’ ofﬂthe major..types.of hard=
ware, tools, building materials and equip—
ment sold.

Invite a farm supply store manager to'help
the class group the major. types:of ‘ha
tools, building’ materials and equipment'
items by category. ) :

Invite a district sales representative to,
classify hardware tools,” building materials
and equipment items by category._ : :




: Har§Ware, Tools;‘ﬁuildiag Materials_aﬁd.quipmenc;SalesfagdfSérviéés;,v"

. TOPICS.

Preparing the inventory, storage,. display and 1 1. Walsh/Joy/HOOVer.j Selling
.sales of a selected hardware, tool, materials ) L Sugglies. ‘ ey
.and equipment item . . .- s R RIS

'Local farm supply sto

Sales representatives

A. Major types of hardware, tools, building ‘ .
... .. materlals. and.equipment.. : . ..swduﬂwn_“_mrL l 5

Hardware | o A ocal farm supp Ly s or

,giii: ' S SRR ;Sales representatives

Screws

Hinges

Major types of tools
Hand tools

.. Metal working

+ Wood working
Power tools

Materials
. Fencing
. Paints
.- Wood

Equipment

. Livestock

. CrOp

. Garden and ~lawn

O
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uilding Miterials and Equipment Sales and Services

RESQURCES

Vo forage, display and
lrdware,vtool materlals

ERIC
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I. Walsh/Joy/Hoover. Selling Farm and Garden

Su BElies.

Local farm supply stqre'managérsﬂor éalésﬁgn
Sales representatives
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H”Local farm Supply store managers or salesmen

“iSalesfrepresentatives3TM““>””“5"L"'




. Hardware, Tools,‘Building”MaterialSiandvEQdipmentféale

osgetves | . iearNiNg

B. Select a recommended inventory for a given
. or chosen type of hardware to be sold in a
typical farm supply store.

1. Estimate the yearly Sales volume of a
selected type of hardware. -

.List.at_least. three. factors..to. con51der~
in preparing a hardware 1nventory

3.

Select a recommended inventory of a given or-
chosen type of tools to be sold in a typicalﬂ
farm supply store. '

1. Estimate the yearly sales volume of akf
selected tool(s) - B L

S

List at least three factors to consider
in preparing ‘a tool inventory. ‘

Q

ERIC
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o

LEARNING ACTIVITIES

1endedlinventory for a given
““hardware to be sold in a
pply store.‘

yearly sales volume of a
rpe- of ‘hardware.

lst three factors to consider
g a hardware inventory.

uended inventory of a given or

B.

C.

roughly - inventoried T

. Invite a district sales representative to

. lected tools in a local farm supply store.

As a class project visit a local farm snpplyf
store(s), divide the class into pairs and -
assign each pair a type of hardware to. be

. Invite a local farm store' manager to help i £
 the class prepare an inventory for selected }
hardware items. Lo P

help the class prepare an inventory for a
selected hardware item.:

= '

As a class project and with the permission of
.the store manager pair up. and inventory se=-

. Invite a local. farm store manager or sales-
man to help the class inventory selected
tools. :

. Invite a district sales representative to, :
help prepare an inventory of selected tools._;

ERIC
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. Hardware, Tools, Building Materials

- TOPICS -

B.

Selecting a hardware inventory

l. Estimating yearly sales volume:

2. Factors to consider’
. Past years gales.
. Antilcipated changes in demand
. Seasonal nature of sales '

3- 'o-o--

Selecting a recommended Inventory of tools

l.  Estimating yearly sales volume

2. Factors to consider

. "Past years sales
. Anticipated changes in demand
. Seasonal nature of sales

. Farmer's Cooﬁefatiye
. tives " C

. Farmer'

tives

ERIC
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g dan

anlyfé@leé volume

c.

R

. TFarmer's Cooperative Exchange representa
tives _ : o S
. Hardware sales represehtatives B

‘.

L] LRI
n,

. Farmer's Cooperative ExéﬁéﬁgejréprQSéntaﬁf'
tives - e o Ty

. Tool company rebre_éehtatiyes ‘

ERIC
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“UNIT:

Hassdware, Tools, Building Materials :and Equipment Sales and Services

. SUB-UNIT:

OBJECTIVES '

LEARNIMG ACT g

D. SeZec' A vecommended ifivensswry of ‘a given :
¥+ allding materialsi#edd by & typical '
farz. o 21y store,

. itémate.the yearly sales volume of a
aYected type of material(s).

2, Lizt at least three Smctors to consider
iiz:preparing an invezmrory of materials ‘
te- be sold in a typiesml farm supply store.

3. ...,

E. Select a recommended inventory of a given
P, type of equipment to be sold in a selected
farm supply store.

S 1. Estimate the yearly sales volume of a
R B _ selected type of equipment.,

2, List at 1east three factors to consider
in preparing an equipment inventory.

D-

~ As a class project: “anc

iAs a class project an
of the store manager, P,
selected building mat_f
farm supply stare.

. Invite a 1ocaiwfarm“
man to felp e clasi
‘types .of" buiz‘i@ing ma;
store. : 5

. Invite :an FCX stor
to help prepare a -pr
building materials

. o ere »

the store:manager, pair
1ected equipment items

. Invite a 1oca1 fa
man- to help’ the ¢last
types of equipme

. Invite a uistric
- help prepare propo
equipment. IR

ERIC
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crves

LEARNING AC: IVITIES *

men&ed‘inventory of a given i " Ja
‘materials sold by a typical

,v_fyearly sales volume of a
;yperof~material(s).

.ast three factors to.consider
Lng an inventory of materials
n’ a.typical farm supply storeﬂ

ended inventory of a given ' E.
nent ‘to be sold in a selected |
Ec re. ‘

the yearly gales volume of a
type of equipment.

east three factors to consider
inglan equipment inventory.

110.

' selected .building materials sold in a.ﬂmwal[
farm supply store. - S .

As a class project angi:with the permission“ 5
of the store manager, pair-up and invemtory

. Imvite a local farm store- manager or sal
. man to help the class inventory, se1ec=ed
types of buildingzmaterials sold in ‘the
store. , s .

. Invite an FCX store:sales representative-
to help prepare a‘proposed . inventory of-
building materials. L o

the store manager, pair up and- inventory*se—
lected equipment items. sold by the store.

.. Invite a local arm store manager or. sales
man to help the class. inventory selected
types of equipment sold in the store. ‘

. Invite a district sales representative t;
+ help prepare proposed. inventory of select
aequipment.




Hardware, Tools, Building. Materials andﬂEquipﬁent

TOPICS

‘

1.

o N ' 1.

2.

Selecting a recommended building materials
Anveatory

Estimating yearly sales volume

Factors to consider

. Past year's sales

. Anticipated changes in demand
. Seasonal nature of sales

Selecting a recommended inventory of
equiprent » :

Estimating yearly sales volume

Factors to consider

. Past: years sales

. Anticipated change in demand
. Seasonal nature of males

L

. FCX representatives-

E. ‘Lacal;farm‘éuﬁpl&fstor
representatives. = %

. Farmer Coopexative Ex

.'”Equipmenthampényzéél

ERIC
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Sales and S: .ices

RESOURCES

D. Local farm smpply store managers .ozssalesmei.

. FCX represenmtatives or catalogs:

. o
. s ses .

t:ed’;‘changes in demand —

3y

ature of sales

E. -Local farm supply store managers {op o srales
representat:r.ves. ,

. Farmer (Inoperative Exchange tep:zesz—:ntatives

. Equipment 'company ‘sales. represam:at‘:‘:ves -

ERIC
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Hardwaré, Tools, BziYiimg Materials and Equipt‘ljl'ei;.ﬁr“salé_v:‘é',:lré.nd‘i"'Sér\»/icé’s :

F.

. \ — R .
‘OBJECTIVES _ LEARNING A

Tigt tFie éméuﬁt of starspe and/or display
spas required for seliect:d items of hard-

e, sselected tools, or:szelected equipment.

When gpiven a chosen hardesxe, tool or ,
equipwent: item, select a recommended type
‘of storage and/or display facillity.

1. List at least five factors to consider
in-determining storage: and display needs.

Z. lizt at least three ypeg of storage

uv=sed for storing andzdisplaying hard—
ware, tonls or equipment items.

K F

‘businesseas: observe. thg

Prepare a dnawing ahnw:h

‘storage or display: smam

hardWare, tool or equipt

s L eo0 e

While visitimg Rocal: f.

xﬂnﬁﬁ&m—;m{m - T midd s .

dlsplay faci]:!.t:zs used

. LRI




g Mldm;;naterials and Equipment Sales and:iServices

R EEARNING ACTIVITIES . . ...

i_étofage- and/or display , F. Premmre a-drawing shewing the amount .of
selected dtems of hard- ’stcrage or display space requized for selected

ols, or-selected equipment. J - ‘handsare, . tool ox eduipment it=ms.
sen hardwaze, tool or j G. While wisiting local farm supply store
select a recommended type ' busimesses obserwve the type of storage :@and.
r:display Eacility. J display facilitias used. :

five: factors to consider
ing storage and display needs..

it three types of storage
n:ing and displaying hard-
or ‘equipment items.

O L P

[ —

1z




Hardware, Tools, Building Materials amd Equipment Saleé and SerViqéSﬁ:'

TOPICS . RESOURCES'

F. Determining the amount of storage and éisplay F. Smith.' Displgj and Pr m
space required - : '

: . . Local farm supply st01
-». Hardware

salesmen.

« Tools

. Equipment . Farmer's Cooperativ

e eees tives
i G. Type of storage and displa ' G. Local farm supply stor
: yp : y : upp ‘
;; . Storage . FCX representatives
i . Warehouse ‘ : .
““ .+ Display area storage

113
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RESOURCES

unttdfgetorage andfdisplay

vstorage

F. >Smith. Display‘and Promotion.

. Local farm: supply store managers and
salesmen. :

. Farmer's Cooperative Exchange representav
tives ’

G. Local farm supply store managers and.salesmen
. FCX fepresentatives

ERIC
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lJNIT
SUBUNW

Hardware, Tools,

Building Materials and Equipmeht Salgs:and'Servises»,i

OBJECTIVES - -

* LEARNING ACTIVIY

Design and/or construct a recommended sales

display for a given hardware, tool or
equipment display.

1.

‘List at least two types of displays.

Select a recommendéd fixture(s) for a
selected display(s). :

List at least five criteria for evalu-.

ating a hardware, tool, or equipment
display. '

H.

. While visiting local

As a class or small g
and/oxr construct a sale
selected hardware too

evaluate- the hardwar
displays.‘ o

observe the type of: f%

displays, e.g., couni?
_ closed areas, etc. i




ices .

LEARNING ACTIVITIES

onstruct a recommended sales
ven hardware, tool or

éééﬁftﬁo_types of displays.

recommended fixture(s) for a
d#splay(s).

ngst five criteria for evalu-
\ardware, tool, or equipment

g e s B e

y-

" H.

As a class or smAli,grbpp_prbje¢tldésigh'
and/or comstruct a sales display for a .
selected hardware, tool or-‘equipment item. K

While visiting,1ocal'farmfsﬁﬁp1j stoféé;

evaluate the'hardware,,tdol'and'equipment g
displays, - . S
. While visiting local farm supply stores

observe the type, of ;fixtures usgd for R
displays, e.g., counte:s,'wallsiiopen'aréas
closed areas, etc. L ar

ERIC
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Hardware, Tools, Buiiding ,Matez"ielsi and Equip‘mentfseleé;én_d;_Seﬁyr‘vicegi oy
TOPICS
Designing wr constructing sales displays for , H. Loca]‘.‘ farm »suppﬁiy-:‘ejzo
hardware, tool or egumipment display ‘ A
. FCX representative
1. Types of displays . Smith Dlsylay and
. Window ' :
. Interiwmr . vess
.. Assoriment =
2. Types of fixtures
. Countexs
. Walls
. Open areas
. Closed areas.
3. Criteria for: evalaatiug displays
. Interest:
. Attr=ct¥vemsss

O
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H.

FCX repreSentatives or publications

Smith'—wDiSPlay and Promotion}“”'

O
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SUBUNW

. Hardwaré, Tools, Building Materials and Equipment-Salés ‘and FS,erwice_‘s-_ |

OBJECTIVES

Provide a customer with the more commonly

;needed ‘product knowledge concerning selected

hardware. items.

1. Identify at - least 25 of the more commonly

used hardware items.

2. Describe the function of at least 25
different hardware items.

3. Cite and correctly use at least one
reference or manufacturer's guide which
lists sizesand types of hardware items.

JObtain and- prac"i
 BCrew | and other

hardware needed

O
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LEARNING ACTIVITIES .

w re'items.

rherfnnction of at least 25
“hardware items.

rect1y use at least one
or. manufacturer's guide which

Sé nd ‘types of hardware items.

I.

s practice providing customer.: information

2..'

While role playing salesperson and customer

concerning selected hardware items.

e ———— M s s At e et

1. Participate in hardware identification

“of hardware items._

g

A

R

3. Obtain and practice using nail,;bolt,

screw and other relevant: charts to help

customers select sizes and- types of_H
hardware needed

.

ERIC
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TOPICS.

v

.hardware

Providing customers with information about

1. Identifying hardware items

3. Using sales references, charts; etc.

4.’ .b..ll.

T

-

. Hér&&afe'

m

sales catalog

e e ot s i

O
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I. Local farm supply store managers or saiesmeﬁ

. ﬂardﬁare'sales catalogs

»fuﬁction'of hardware items . Interstate Printers & Publishers
: : R Tool Identification Kit '

117
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LEARNING ACTIV

J. Provide a customer with the more commonly N While role playin sale_
: -needed product knowledge concerning a . o ‘ practice providing:cus:
'selected tool.

1. Identify at least 50 tools commonly
used by farmers.

.2; Demonstrate the use of selected toois:',‘ _
- commonly used by -farmers. S N A

3. Cite and correctly use at least one
reference or manufacturer's guide
whitch 1ists sizes and types of tools.

"concerning,to‘l'
farm supply stor

ERIC
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‘LEARNING ACTIVITIES . .

sorrectly use at least one

r manufacturer's guide
izes and types of tools.

while role playing salesperson and custo

practice providing customer . informa'ion

-‘concerning selected tools

1.
' tion contest. o

While visiting a local farm 'uppl"
store,. observe the types <01 ools
displayed

Observe: demonstrations i
‘using: selected tools :commonly
.local farm ‘supply’ stoxes.

sales references to- advise customersﬂ
concerning tools. commonly sold in loca
farm supply store.

O

ERIC
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TOPICS

,Provid:.ng customers with informatlon about

tools
'Identifying tools
Demonstrating the -use. of tools

Using: sales refersmces, charts, etc.

";Interstate Printers &:Pubﬁ

Tool Identiflcatiuani

7FCXfCaQa10g””“

O

ERIC
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HMéﬁeriéféféﬁdAEquiﬁméht Sales and Services

RESOURCES

T e 1.

Interstate Printers & Publishers - -
Tool Identification Kit.K =~ ‘

| FCX Catalog

_ Hardware Sales.Catalogs

ERIC
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:'OBJECTIVES'- |

K. Provide a customer with the product;knowledge

- needed concerning selected building ‘materials -
sold by a typical farm supply store:.

1. Identify at 1east 20 building supply items
commpnly sold ty farm supply stores. ‘

2.  Cite at least one reference or references
which givesproduct information concerning

‘building supplies commonly soid by farm
supply stores.

3. LI I ]

L. Prouide a customer with the more commonly needed
product knowledge concerning selected equipment
frequently sold to farmers. R

»providing customer'info
:_selected equipment sold

-1;-*

1. Identify at least 20 items of equipment
frequently sold through farm supply stores.

2. Demonstrate the use of selected eguipment
frequently gold through farm supply-stores.

“jusing farmv
'farm suppl'

3. Cite at .least one refarence which lists

Q

ERIC

Aruitoxt provided by Eic:

operating instructions for a typical:iiem fer 8
of equipment. . _ment~sold«in~local~£an




he_product knowledge
e -building materials

-€ practice providing customer information conv’
upply store.,

cerning selected building supplies sold in

uilding supply ditems
X S“PP]-Y ,St.ores' :
identifying (perhaps by contest) the mor

ne, reference orT- rererences~‘ 1~ commonly used building materials sold
nformation concerning »

ommonly sold by farm

‘nfthe;more commonly needed . While playing salesperson‘and cust
cerning selected ‘equipment | ' providing customer 1nformation‘concerning L
ATMErS. - ‘ : selected equipmentfsold_inulocal farm supply

stores. 5

1. 'Participate in.an ‘equ
contest’ (perhaps held at_a
supply. store) e S

8e of selecred equipment o ’ _ Observe" demonstrations ofhand/or practi
hrough farm: supply stores. ‘ ‘ " . using’ farm equipment sold throug_ loc:l
farm supply” stores.' .

one: reference'which lists : Obtain and use manufacturer s guides- and
.ructions for a:typical item other sales references provided ‘with: equip
- : ment-so1d“in~local~farm~supply~stores.

Q
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NIT:

———

TOPICS

2 R

K. Providing customers with information about
building materials :

"1. Identifying materials

2. Using references, sales catalogs, etc., .
to sell building materials :

3.

L. Providing customers with information about
~equipment - ‘ o

Identifying equipment
Demonstrating equipment operation

Using manufacturers’ ghidés_fof‘opérétiﬁgA
and selling equipment :

ERIC
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E

lding.Materials and,Equipment-Sales and Services

RESOURCES

with information about Koo
materials
en'es, sales catalogs, etc.,

g materials
’merstith information about L.

‘Manufacturer s guldes or manuals
lng - equipment operation "Local farm store sales representative
facturers' guides for operating
Me  wewew

O
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ihilJNIT ' Hardware, ‘Tools, Building Materials and Equipment Salesiand Ser
‘SUBUNIT: - - ’ . S T g
BOOKS. F

Smith Gary R. Display and: Promotion. 1 L
New York.‘ Gregg Division, McGraw—Hill Book . | R
Company, 1970. - : : S

b"‘i:'“‘Walsh Lawrence,»A. et al. ,Seliing Farm and
Garden Supplies. New York: ' Gregg Division,.f
McGraw—Hill Book.Company, 1971.

" BULLETINS
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E

G | RESOURCES
-Building Materials and Equipment Sales and Services

qpléywénd Promotion.
sDivision, McGraw-Hill Book

: tal; ~ Selling Farm and
New .York: Gregg Division,

FILMS AND FILMSTRIPS

O
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KITS
Interstate Printers and Publishers, Danville,
111, '

Tool Identification Kit
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g@éibﬁ Ssrvice, Lafayette, Indiana. Good Feed Mixing Practices.

ﬂ M_Df Agriculture, Commerical Feed Resume, Columbia, S. C.

Q&imago 20, ILL: Things to Know About Motor 0il.

& Publishers, Danville, ILL: o

on it

@any, Willoughby, Ohio.
ility Chart.
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*
APPENDIX A .

Recommended Materials or Equipment

TR

‘This list of equipment can be used as a guide in ordering and assembling those

needed. Many state departments have more definitive lists available and it may be: p
to request such lists as additional sources of information. In addition, consultati
experienced agricultural sdpplies and services teachers would be desirable as needed
and equipment are being compiled. - :

Register for making cash and charge tickets
Adding Machines '
Calculators
Billing Equipment, Swivel Hand
Cash Register
Typewriters
Price Boards -
Wall Merchandising Unit . B
Magazine and Bulletin Rack v
Display Cases or Windows . . y A ,
Video Taping Equipment : .
Tape Recorders ' T
Telephones , i
Sales Counter : .
Portable Audio~Visual Equipment Stand -
Access to Overhead Projector, Movie Projector, and Filmstrip and Slide Projecto
Volume Measures : NE
Hand Sprayer o
Counter-Type Catalogue Holders o
Clip Boards -
Three Hole Paper Punch
"In" and "Out" Baskets
" Moisture Tester
Stapling Gun

*This list prepared by the Ohio Career Education and Curriculum Management Laboratorj
tural Education for the United States Office of Lducation. Career Preparation 'in ‘Agi
Supplies and Services. " A Curriculum Guide for fligh School Vocational Agriculture.
The Laboratory for the U. S, Department of Health, Education and Welfare, pp. 19
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APPENDIX A .

Recommended Materials or Equipment

20
i

of equipment can be used as a guide in ordering and assembllng those items

state departments have more definitive lists avallable and it may be possible

n:1ists as additional sources of information. In addition, consultation with

f cultural supplies and services teachers would be de31rable as needed materials

¢ ve belng complled o e e . . . R S TR - Ce e .ww._,.‘.:,‘;,

Lpfvmaking cash and charge tickets
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quipment Swivel Hand

ster

rSt o

rds

handising Unit

and Bulletin Rack
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ing Equipment
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mter

Audio-Visual Equipment Stand Ve
),Overhead Projector, tlovie Projector, and Filmstrip and Sllde PrOJector
lasures

Wer
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.e Paper Punch ‘

out"” Baskets

Tester

LGun

ipared by the Ohlo Career Education and Curriculum Management Laboratory in Agricul-
s for the United States Office of Lducation. Career Preparation in Agricultural
jervices. A Curriculum Guide for High School Vocational Agriculture. Columbus, Ohio:
for the U. S. Department of Health, Education and Welfare, pp, 191-193. ‘
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Inverted Glass Jars for displaying seed and grain samples
Cardboard Seed Sample Boxes

Bag Truck

Fire Extinguisher

Assorted Aluminum Scoops (Hand)

Shovel

Sealing Tape Machine

Twine

Buckets, Palls or other appropriate containers
Soil Augers or Soil Probes

Tape Labeler

Seed Scales v

Counter Scales (60 1b, capacity)

Platform Scales

Folding Rule

Protective Clothing such as:

Rain Hat or Hard Hat
Water Proof Clothing
Rubber Gloves

Boots

Goggles

Gas Mask and Dust Mask
Respirator

Seed Identification Kit

Grain Identification Kit

Labeling Materials

Poster Board »

Feeding and Mixing Guides. .
: Chemical Compatibility Charts
P . w———Burlap Bags
: 0il

Grease

Grease Guus

Various Sizes of Paper Bags
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~ Appropriate Small Hand Tools such as:

Representative Tags, Labels, Empty Sacks or Containéré of the followiﬁg?Aﬂn

 Inside Calipers .

Claw Hammers

Hands aws

Screwdrivers

Steel Squares

Metal Rulers

Steel Tape &

Hacksaw : .
Electricians Side Cutting Pliers '

Cowbination Plier

Socket Set, 3/8" Drive

Needle Nose Pliers

Electrdic Drill, 3/8" reversible~variable speed drill
Combination Open-box End Wrench Set

Drill Set 1/16" -~ 1/2" by 64ths

Tin Snips

Feeds

Seeds
Fertilizers
Chemicals

Different Samples of:

Feed

Seeds
Fertilizers
Lime

- Insecticides

Copies of Forms used by local agricultural supply and service firms---

287

Herbicides
Fungicides
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;ﬁall.Hand Tools such as:

Irivers
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ﬁe‘Tools which should be available in the agricultural mechanics laboratory
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*
APPENDIX B
Selected List of Professional and Technical Societies
and Organilzations Concerned with Agricultural

Supplies and Services and its Application

Inclusion or omission of an organization or society in this 1lSt does not imply;
or disapproval of it. Additional information regarding local chapters or: sections ‘of]

organizations or societies may be obtained by writing directly to the executive: secre
the listed address.

Agrlcultural Nitrogen Institute, 703 DuPont Building, 22 S. Second Street,
Memphis, Tennessee 38103

American Dehydrators Association, Room 523, 5800 Fox Ridge Dr., Missionm, Kansaai

American Feed Manufacturers Assoc1ation, Inc., 53 West Jackson Blvd., Chicago
Illinois 60604 : :

American Potash Institute, Inc., 1102 16th Street, N.W., Washington, D. C. 20Q§

Arizona Grain & Seed Association, P.O. Box 1426, Mesa, Arizona 85201

Arkansas Drier & Warehouseman's Assoc1atlon Inc., P.O. Box 710, Helena, Arkansai

California Grain and Feed. Association, Room 114 3333 Watt Avenue, Sacramento,

California Warehousemen's Assoc1ation,‘9‘First Street, San Franeisco, CA 94105?

LR
9

Thlsriist“prep“ red~bythe OhioCareer Education and Curriculum Management Laboratory
Agricultural FEducation for the United States Office of Education. Career Preparation
Agricultural Supplies and Services. A Curriculum Guide for High School Vocational ‘Agi
Columbus, Ohio: The Laboratory for the U. S. Department of Health, Education and Welf
pp. 201-205,
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ﬁﬁélected'List of Professional and Technical Socleties
and Organizations Concerned with Agricultural

Supplies and Services and its Application

r omission of an organization or society in this list does not 1mp1y approval
f it. . Additional information regarding local chapters or sections of these

"socleties may be obtained by writing directly to the executive secretary at
8BS,

1 Nitrogen Institute, 703 DuPont Building, 22 S.Second Street
nnessee 38103

hzgrators Association, Room 523, 5800 Fox Ridge Dr., Mission, Kansas 66202

ed Manufacturers Assoclation, Inc., 53 West Jackson Blvd., Chicago,
0604

tash Institute, Inc., 1102 16th Street, N.W., Washington, D. C. 20036

in & Seed Assoclation, P.O. Box 1426, Mesa, Arizona 85201

ier & Warehouseman's Assoclation, Inc., P.0. Box 710, Helena, Arkansas 72342

.

Grain and Feed Associatlon, Room 114 3333 Watt. Avenue, Sacramento, cA 95821

Warehousemen S Assoc1at10n, 9 First Street, San Francisco, CA 94105

SY .

red*by*the*Ohlo~Career‘Educatlon and’Curr1cu1um“Management“Laboratory*in
cation for the United States Office of Education. Career Preparation in
p11es and Serxrvices. . A Curriculum Guide for High School Vocational ‘Agriculture.
:The Laboratory for the U. S. Department of Health, Education and Welfare,
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Carolina-Virginia Grain and Feed Dealers Association, P, O. Box‘2281, Ralsig

Colorado Grain and Feed Dealers Association, 1711 Pennsylvania, Denver,vCO‘ 80

Distillers Feed Research Council Inc., 1435 Enquirer Bldg., Cincinnati Oh

Duluth Grain Commission Merchants' Association, 203 Duluth Board of Trade

Farm & Power quigment Retailers of Ohio, 4216 Indianola Avenue, Columbus,g

~ Farmers Elevator Assoclation of South Dakota,ABox‘579i Aberdeen, SD'TS74G

Farmers Elevator Association of Minnesota, 852 Grain :Exchange, Minneapolis,v

Farmers Grain Dealers Association of North Dakota, 412 Black Bldg., Fargo

Minneapolis, MN 55415

Federation of Cash Grain Commission Merchants Association, 1005 Grain Exchange

The Fertilizer.Institute, 1015 18th-Street NLW.,'Washington”\D}C '20036

Florida Feed Association, Inc.,.404 S 10th Street Gainesville, Florida

Georgia Feed Association, Inc., c/o Edward E. bmith & Co., Room 227 3166 Maj
Atlanta, Georgia 30305 . ’

cid

Georglia Grain Dealers Association, Inc., P.O, Box 56, Arabi Georgia 31712

Grain Elevator & Processing Superintendents Association, Board of Trade,'Chi

.Grain & Feed Association of Illinois, 612 S, 2nd Street, Springfield Il 62

Idaho Feed and Grain Association Inc., Box 600, Burley, Idaho 83318




edQResearch Council, Inc., 1435 Enquirer Bldg., Cincinnati, Oh 45202 ‘ .

in Commission Merchants' Association, 203 Duluth ‘Board of Trade, Duluth, MN 55802 - ‘

deration of Feed Merchants, Inc., Box 248, Claverack, New York 12531

G¥ain & Feed Dealers, Association, e/o Cargill, Seaford, DE 19973

rlquiQment Retallers of Ohio, 4216 Indianola Avenue, Columbus, Ohio 43214

evator Association of Minnesota, 852 Grain Exchange, Minneapolis, MN 55415

tor Assoclation of South Dakota, Box 579; Aberdeen, SD 57401

ain Dea1ers Association of North Dakota, 412 Black Bldg., Fargo, ND 58102

£ Cash Grain Commission Merchants Association, 1005 Grain Exchange Bldg.,-
MN 55415

izer Institute, 1015 18th Street, N. W., Washington, D.C. 20036

d7ASSociation, Inc., 404 S, 10th Street, Gainesville, Florida 32601

led Association, Inc., c/o Edward E. Smith & Co., Room 227, 3166 Maple Dr. N.W.,
yeorgia. 30305 :

ain Dealers Associatlon, Inc., P.O. Box 56 Arabi, Georglia 31712

rator & Processing;Superintendents Association, Board of Trade, Chicago, IL 60604

Assoc1ation of Illinoils, 612 S. 2nd Street, Springfield, I1 62705

and Grain Association Inc., Box 600, Burley, Idaho 83318




Indiana Grain & Feed Dealers Assoc;ation, Inc., 505 Board of Trade Bldg., B
Indianapolis, Indiana 46204 ' ' '

Iowa Fertilizer & Chemical Association, 541-31st Street, Des Moines, lowa f503 21

‘Iowa Grain & Feed Association, 201 Shops Bldg., Des Molnes Iowa 50309

Kansas Grain & Feed Dealers Association, 1217 Hllton TOWer, Hutchlnson; Ransas

Kencuckx,Feed & Grain "Association, P.0. Box 425, Lexington Kentucky 40501

Louisiana Grain & Feed Dealers Assoc1at10n Inc., Knapp Hall, Lou1siana_State'
University, Baton Rouge, Louisiana - 70803 ' : . 5 T

Michigan Bean Shippers Association, 500 Eddy Bléy., S-aginaw', Michigan "48‘604:

Michigan Grain & Agrl-Dealers ASsoclation P 0. Box 9132 Lansing, Michigan

Midsouth Soybean & Gra1n Shlppers Assoclation P, 0.,Box 687 Blythev1lle,

idwest Feed*Manufacturers Association, 934 Wyandotte Street, Kansas City,““

- The Minne;golis Gra1n Commiss1on Merchants Assoc1at10n, 824 F10ur Exchange ‘Bld
Minneapolis, MN 55415 : : : ,

2

Mississipgi Feed & Grain Associatlon Box 4357 Jackson MlSSlSSippi 39216 ,

'‘Missouri Ag-Industries Council Inc,, Box 19197, Kans as City, MO 64141

National Fertillzer Solutions Association 910 Lehmann Bldg., Peorla, Illinois

National Grain & Feed Association, 500 Folger Bldg., 725 15th Street, h.w., Wa

- Nebraska Grain-& Feed Dealers Association, 522 Terminal Bldg., Lincoln, Nebras

New England Grain & Feed Council, P. 0. Box 475, Fitchburg, Massachusetts AOIA 0




& Feed Dealers Association, Inc., 505 Board of Trade Bldg.,
Indiana 46204

'& Chemical Assoc1ation, 541-31st Street, Des Moines, Iowa 50312

eed Associatlon, 201 ShOps Bldg., Des Moines, Iowa 50309

Feed Dealers Association, 1217 Hilton Tower, Hutchinson, Kansas 67501

‘Grain Association, P.O. Box 425, Lexington, Kentucky 40501

rain & Feed Dealers Association, Inc., Knapp Hall, Louisiana State
#Baton Rouge, Louisiana 70803 ) , L

an' Shippers Association, 500 Eddy Bldg., Saginaw, Michigan 48604

ainc& Agri-Dealers Association, P.O. Box 9132, Lansing, Michigan 48909

bean & Graln Shippers Associacron P.0., Box 687, Blytheville Arkansas 72315

d lanufacturers Association, 934 Wyandotte Street, Kansas City, MO 64105

011s Grain Commission Merchants Associatlon, 824 Flou1 Exchange Bldg.,
MN 55415

Feed’& GCrdin Association, Box 4357, Jackson, Mississippi 39216

Industries Council, Inc., Box 19197, Kansas City, MO 64141

?rtiiizer Solutions Association, 910 Lehmann Bldg., Peoria, Illinois 61602

.ain’& Feed Association, 500 Folger Bidg., 725 15th Street, L.W., Washington,

.w';‘.“. :
juis

68508

Grain & Feed Council P. 0. Box 475, Fitchburg, Hassachusetts 01420
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New Mexico Grain»& Feed Dealers Association, Albuquerdue New Mexico‘ 87l10?

Northeastern PoultrX_Producers Council, . 322 Oxford Valley Road, Fairless Hill
Pennsylvania 19030 .

.. Northwest Agri—Dealers Association,,Inc., P.0. Bok 854 Mankato, Minnesota'f56q

Northwest Country Elevator Association, 920 Grain Exchange Bldg., Mlnneapolis

N W. Feed Manufacturers Association, Box 67 Minneapolis, MN 55440

Ohio Agricultural Council, 632 Beaumont Road, Columbus, Ohio 43212

Ohio Grain, Feed and Fertilizer Association Inc., 5625 North High Street P.AZ
Worthington, Ohio 43085 -

Chio Pesticide Institute, 83 South High Street, Columbus~iohid 43215 e

Omaha Cash Grain Commission Merchants' Association, 606 Grain Exchange,i_’_f

.

Oregon Feed Seed & Sgppliers Association, 1812 N W Kearney Street Portl

Pacific Northwest Grain Dealers Association,AInc., 514 PeytOn Bldg., Spokane

Panhandle Grain & Feed Dealers Association, Amarillo Grain hxchange Amarillo

Penn Ag Industries, 119 E. Main Street, Box 329 Ephrata, PA 17522

Sioux City Grain & Feed ASsociation P.0. Box 341, Sioux City,_lowa_~5l101 .

South Dakota Fertilizer & Ag Chemical Assoc., 116 N. Euclid, Pierre, SD ‘57%0

South Texas Country Elevator Assoc., Inc., P.0. Box 1021, Raymondville,gTekas‘

Texas Grain & Feed Assoc.,>1201 Sinclair Bldg., Fort Worth, Texas 76102 -




& Feed DealersiAssociation, Albuquerque, New Mexico = 87110

oﬁitry Prcducers Council, 322 Oxford Valley Road, Fairless Hills,
9030 ‘

gri—Dealers Association,,Inc., P.0. Box 854, Mankato, Minnesota 56001

ountgy EleVator Association 920 Grain Exchange Bldg., Minneapolis, MN 55415

‘aoturers Association, Box 67, Minneapolis, MN 55440

ltural Council, 632 Beaumont Road, Columbus, Ohio 43212

Feed and Fertilizer Association Inc., 5625 Nowth High Street, P.O. Box 151,
Ohio 43085

ide Institute, 83 South High Street, Columbus, Ohio 43215

tility & Education Society, 1885 Neil Avenue, Columbus, Ohio 43210

ain & Feed Dealers AssociatiOn P.C. Box. 1747, Enid, Oklahoma 7370i

Seed & S;ppliers Association, 1812 N.W. Kearney Street Portland Oregon 97209‘

thwest Grain Dealers Assoclation Inc., 514 Peyton Bldg., Spokana, WA 99201

rain & Feed Dealers Association, Amarillo frain Exchange, fAmarillo, TX 79105

t'ries 119 E. Main Street, Box 329, Ephrata,-PA 17522

Grain”Commission Merchants' Association, 606 Grain Exchange Onaha, NE 68102

Grain &,Eeed Association,iE_DcmBox_34l,iSioux~City,_IOWaiw51101

ert11izer & AgﬁChemical Assoc., 116 N. Euclid, Pierre, SD 57501

untry»Elevator Assoc[, Inc., P.O. Box 1021, Raymondville, Texas 78580

eed Assoc., 1201 Sinclair Bldg., Fort Worth, Texas 76102




Utah Feed Manufacturers & Dealers Association, Animal Science Department,
Utah State UniVersity, Logan, Utah 84321

West Texas Grain Elevator Assoclation, P, 0. Box 150 Tulia Texas 79088

West Virg#nia Feed Dealers Association P.O. Box 1479 Huntington WV 25716

‘ Wisconsin Feed Seed & Farm Supply ASSOciation, Inc. 152 W. Wisconsin Avenue
. Milwaukee, Wisconsin 53203 U

The Wyoming Grain, Feed and Seed Dealers Association, Box 3251, Laramie,;WY: 82
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