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CHAPTER I
INTRODUCTION

Agfibusiﬁess sales and gervices are an important part of the agri-
cultural csmmunity in North Dakota. Today, with the high degree of mech=~
anization needed to farm, it is essential that these services and prod-
ucts be available to the farmer on a continuing basis in sufficient quan=
tity and quality to meet his ever growing needs.

It is necessary for sales and service organizations to meet the
demands of today's farmer or face the economic altermative of the farm
dollar going elsewhere. Good business management is essential in develop-
ing, maintaining and expanding a successful agribusiness firm. Education-
al programs to enhance the managerizl ;bility of managers to provide need-

ad goods and services are a benefit to individuals who operate agribus-

Lt

inesses and to farmers needing the materials and services.

Significance of the Study

This study was in partial fulfillment of the objectives of a Farm
Management Education Research and Development Project, funded by the North
Dakota State Board for Vocational Education and carried out by the Depart-
ment of Agricultural Education at North Dakota State University.

As stated in the proposal, the objectivewas, "to examine the use
of variations of the farm management education program for other business
management needs."l It was decided, after consulation with Dr. Donald

7 VlFarm Management Education Research and Development Project (Un-
published research project proposal, North Dakota State University, Fargo,
1972), p. 1. ‘

1



Priebe, Research Project Director, to select the North Dakota implement
dealership managers as the group with which to begin to examine the
possible applications of variations of the farm management education pro-

gram to off-farm agricultural businesses.

Statement of the Problem

It was the purpose of this study to determine attitudes of the
farm implement dealership managers in North Dakota towards their needs

for selected areas of management education. The specific objectives of

the study were:

a. To determine the attitude of North Dakota farm implement
dealership managers toward their need for selected areas
of management education.

b. To determine the attitudes of North Dakota farm implement
dealership managers toward various agencies or groups as
possible sources of management education,

¢. To obtain profile informatioun of the North Dakota farm
implement dealership managers as to their:

-age
=level of formal education
-management tenutre

=gize of business

~type of business managed

dealership managers toward their need for management education
with:

~number of Ffull-time employees

-age ‘

=levels of education

=-management tenure

Delimitations of the Study

This study was limited to managers of the North Dakota farm im-
plement dealerships as of January 22, 1973, The study was descriptive
and no inference was made to other samples or populations., It was also

limited to gathering the information needed to attain the stated objectives.
O
O
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Definition of Terms

For the purpose of this study the following terms are defined:

Small Business: a firm with $2.5 million or less in assets,

85 million or less 1in annual sales or 250
or fewer employees,

Business Size: iz determined by levels of full=-time employees.

Full-Time Employee: a worker employed eleven or more months per
year,

Part-Time Employee: a worker employed less than eleven months
per year.

North Dakota farm implement dealership manager: an individual
who has managerial control of a farm im=-
plement dealership in North Dakota.

[y
<




CHAPTER 1I
REVIEW OF LITERATURE

Small business plays an important role in the total economic
structure of the United States. Small independent firmg account for
approximately 40 percent of the nation's total business activity. 2
Ninety-one percent of all manufacturing establishments in the United
Statez employ fewer than 100 people and 68 percent have fewer than 20
Emplayees,g

Non-farm agribusiness represents an expanding part of the small
business pizturé, Séiéﬁ and Moeller report growth rates for off-farm
purchases of off-farm iﬂputé by farmers to be in excess of 5 percent
annually and for some products much greater increases are predicted.4

Musselman and Hughes report the growth in the ngmbers of small
businesses in the United States to be approximately 15,000 new firms per
year. They also report that approximately lS,SDD-gésinesses fail during

. . . , 5 4 . : .
their first year of operation. Many business analysts and economic ex-

EL; L. Steinmetz and others, Managing the Sms Business (Home-
wood, Richard D. Irwin, Ine., 1968), p. 1.

3pearce C. Kelly and others, How to Organize and Operate a Small
Business, (Englewood Cliffs, Prentice Hall, 1968), p. 1.

AFrank J. Smith and Robert J. Moeller, '"What Makes A Successful
Farm Store Operation?" Farm Store Merchandising, (Minneapolis, The

Miller Publishing Co., March 1964), p. 15.

SVEEEDD A, Musselman and Eugene H. Hughes, Introduction to
Modern Business, (Englewood Cliffs, Prentice Hall, 1969), p. 165.

(1



perts agree that management of the small firm is an important ingredient

for success.

According to Musselman and Hughes, good management is a prereq-
uisite for the successful operation of a small business. "In large con-
cerns, it is the professional manager, rather than the owner who carries
the management responsibility, but in small firms, it is the owner or man-
agér who must make all the business deeisi@ﬁsi"é Much of the success or
failure of a small business can be traced to the quality of management,

Failure to satisfactorly solve management problems is a primary
cause of small business failures. This conclusion is supported by a
Dun and Bradstreet study which reports almost 93 percent of the failures
of small business were due toa lack of managerial skills.

Another study of agribusiness farm supply stores, by the same
firm, indicated that management factors accounted for 91 percent of all
business Eailures.a Lack of adequate manager{ial experience and compet-
ence were cited as the most prevalent re:son for business failures,

Hartog reported the educational level of farm supﬁly store man-
agers to be quite low. He states: '"The retai] farm supply manager has
less of the initial educational inputs, and because of geographical dis-

articipate in formal

oy

persion of small firms, has fewer opportunities to

9

x

programs to upgrade his managerial skills,"

6Ibid., p. 160.
7"Bysiness Failures', Dun's Review and Modern Industry, Vol. 90,
No. 3, 1967, p. 13,

8E, T. Siverten, Farm Supply Stores: Operating Results in 1956,
Dun and Bradstreet, New York, 1957,

IEdward C. Hartog, ''Development of a Method to Determine Education-
al Content of Farm Supply Store Management" (Unpublished Ph. D. thesis,

.
& )

£
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Yelland, in a study of .farm supply cooperatives, found that 72

percent of the managers had a high school education or less.!0 Amann
aod Kréller; in a study of retail outlets of regionmal cooperatives, found
" that fewer than half of the 52 managers in the study had finished high

schaéliil

>ManagEf5 attendance at management education sessinns appear to
be limited. Volkin and Griffin, in a management training study of 9404
cooperatives, with a 43 percent return, reported only 26 percent of the

managers had attended management training sessians_lz

et 31;314 and Musselman and Hughes,l

i

Kelley et él;;la Steinmetz
as well as other authors have stressed a need for continuning the man-
agers education, They concluded that a program of management education
is a most important key to bﬁsiness sﬁccess in a comnstantly changing

world,

1GRDbe:t Yelland, "A Study of Managerial Performance Patterns in
Cooperatives,'" (Unpublished Masters thesis, University of Minnesota,
Minneapolis, 1968), p. 25,

llyietor F. Amann and Fred E. Koller, "Some Aspects of Management
in Farm Supply Cooperatives,'" Minnesota Farm Business .Notes, No. 430,
St. Paul, June, 1961.

12pavid Volkin and Nella Griffin, Management Training Among
Farmer Cooperatives, Farmers Cooperative Service General Report, No.
65, USDA, Washington, D.C., 1939.

13Kelley and others, op. cit., p. 25.
légteinmetz and others, op, cit., p. 600.

15Mysselman and Hughes, op. cit., p. 309.
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CHAPTER III
RESEARCH METHOD AND PROCEDURE

The information included in this chapter describes the method of
research used for this study and the procedure used in completing the

i
project,

£

Population

The population selected for this study included all of the North
Dakota farm impleﬁEﬁt dealership managers actively managing a business
as of January 22, 1973, There were a total of 359 managers located
throughout the state of North Dakota.

The names of thé farm implement dealership managers were obtained
through the cooperation of Mr. Roger Williams, Field Services Manager
A list of association members, which was approximately 98 percent of the
total names, and a list of managers names who were not members were

supplied by the association.

Questionnaire Design

It was decided, after consulation with Dr. Donald Priebe, Project
Diréctor, to use a direct mail questiomnaire to gather the data. The
the objectives of this study. Dr. Donald Priebe, Professor Shubel Owen,
and Dr. David Cobia were consulted about the content and conatruction of

the quesionnaire. Dr. Josephine Ruud and Mr. Thomas Ostenson were also



utilized as resource personnel. Mr. Keith Howard, Executive Secretary,
and Mr. Roger Williams, Field Services Manager of the North Dakota Im-
plement Dealers Association, also reviewed the questionnaire prior to its

mailing.

Data Gatherin

The questionnaire, an explanatory cover letter and a self-address-
ed stamped envelope were mailed to the implement dealers on-April 13, 1973.
A follow-up letter was mailed to the non-respondents on April 25, 1973.
On May 3, 1973, a second follow-up letter containing another questionnaire,
explanatory 1é§§ér'§nd gelf-addressed stamped envelope were mailed to
those individuals who had not reépanded to the first two letters.

A total QExISSwuséble questionnaires were received by May 15, 1973.

This represented a 52.4 percent return from the 359 letters mailed,

Analysis of Data

The final analysis methods were chosen after a count of some of
the personal profile information was completed and data grouping trends
"had been examined. Dr. Donald Priebe, Research Project Director, and
Dr. Robert Carlson, Statistitian for the North Dakota Agricultural Ex-
periment Station, were consulted regarding possible analysis methods.

The data were processed at the North Dakota State University
Computer Center. A program using the chi square test!for independence
was run on the comparison portions of the data. All mean scores, fre-
quency counts and percentages were computed at the computer center. Data

were then tabulated and included in this report.



CHAPTER IV

PROFILE DATA OF NORTH DAKOTA IMPLEMENT
DEALERSHIP MANAGERS
The information presented in this chapter relates to the personal
profile of the implement dealership managers returning usable question-
naires. The profile iﬁcludeﬁ the following Iinformation: nature of
managerial positions, management tenure, size of business managed, number
of part-time employees, availability and involvement in management pro-

grams, level of formal education and age.

Types of Managerial Positions

Managerial positions were separated into four categories as shown
in Table I. The largest group, 160 managers or 85.1 percent of the re-
spondents, either partially or completely owned the business they managed.
The smallest group of managers reporting, 6 or 3,2 percent, worked in a
private business they did nét own. There were 14 or 7.4 percent of the
managers who managed a company Dﬁﬁéd store and 8 or 4.3 percent indicated

they managed a local cooperative machinery dealership.

Years of Experience as an Implement Dealership Manager

There were a total of 40 managers or 21.3 percent who indicated
they had 5 to 10 years management experience in the implement business.
An inspection of Table II will show this toc be the largest number of re-
~spondents in any one tenure group. The second largest group, 35 managers
or 18,6 percent, indicated they had 26 or more years of management ex-

perience.
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TABLE I

NATURE OF MANAGERTAL POSITIONS HELD BY 188
NORTH DAKOTA IMPLEMENT DEALERSHIP MANAGERS

Number of Managers = —

" Nature of

Managerial Position Percent of Total

Owner - Manager 160 85.1
Line Company Store Manager 14 7.4
Cooperative Store Manager 8 4.3
Private Business Maunager : 6 3.2
TOTAL . 188 100.0

N = 188

TABLE II

YEARS OF MANAGERIAL EXPERIENCE OF 163 NORTH
DAKOTA FARM IMPLEMENT DEALERSHIP MANAGERS

~“Years of ] " Number of Managers

Management Experience in Group Percent of Total

‘4 or fewer 29 15.4
to 10 40 21.3
to 15 29 15.4

-
[l Y,

to 20 30 16.0

J
o

21 to 25 : 25 13.3

26 or more 35 18.6

17



There were three experience groups which had similar numbers of
respondents reporting. The EKpétiénce groups 16 to 20 years, 4 or few-
er years and 11 to 15 years experience had 30, 29 and 29 managers report-
ting in each respective group. The group with the fewcst managers, 25 or

13.3 percent, had indicated from 21 to 25 years management experience.

Number of Full-Time Employees

The number of full-time emplovees per business, as illustrated

o

in Table III, was used as a measure of business size. A full-time employee,
as described in the guestionnaire, was defined as a worker who was employ-
ed eleven or more months per year.

Nearly half of the implement managers, 44,1 percent, indicated

they employed 5 to 10 full-time workers. One=fourth, 25.5 pérzenﬁ of
the dealerships, had 4 or fewer full-time emplovees. There were 38 man-
agers or 20.2 percent who employed 11 to 15 full-time workers. Almost
nine-tenths of the managers, 89.8 percent, responding to the questionnaire
employed 15 or fewer fullatime employees.

A total of 19 dealerships employed 16 or more full-time workers.

Of these 19, managers of 11 dealerships had 21 or more full-time employees. -

TABLE II1

. NUMBER OF FULL-TIME EMPLOYEES OF 188 NORTH DAKOTA
FARM IMPLEMENT DEALERSHIP MANAGERS

B - Percent

‘Number of Number of
Full-Time Employees ___Dealerships: in Groups of Total
4 of fewer ' 48’ 25,
5 to 10 83" b,
11 to 15 38 2
16 to 20 8
1

21 or more 1

= b

o P
o oM

TOTAL 188 100.0

N =188 19



12

Mean Number of Part-Time Employees Per Dealership

The pattern of employment for part-time help was seasonal in nature.
June, July and August were the peak pért-time employment months. There
were averages of 1,56 part-time employees per dealership employed in July,
while in June and August 1.45 and 1.54 part-time workers were employed
per dealership respectively. The sharpest decline in part-time help oc=
curred between August and September., A drop of ,ﬁ_af;an average part-
tiﬁe worker per dealership was reported. ’

The fewest part-time workers were employed during November. The
managers reported hiring an average of .35 part-time employees during tha;
month, December and January were the next lowest hitiﬂg months with .38
and .45 part-time laborers hired respectively.

Seasonal hiring did not play s large part in the total employment
picture. The average part-time help maintained throughout the year was
.88 workers per dealership. Figure 1 and Table IV illustrate tﬁéﬁﬁean

number of part-time workers employed per dealership on a monthly basis.

TABLE IV

January 45, July - 1.56
February 49 August 1.54
March .73 September .97
April 1.02 October .55
May 1.17 November .35
June 1.45 December .38
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Mean Number 1.4 _
of 1.2 _

Part=-Time Employees
per ST -

Dealership .8

e |
July _

Jan
Feb, _
Apr. .
May |
June

}: L

g% L
Figure.l

MEAN NUMBER OF PART-TIME EMPLOYEES PER

DEALERSHIP BY MONTHS

Knowledge of the Availability and Extent of Participation in Management

Education Programs

The managers were asked té respond on a yes or no basis if a man-
agement education program was available from the line company with which
they were affiliated. Eighty-eight managers or 46.8 percent féparteﬁ
there were management programs available while 98 respondents or 52.1
percent indicated the companies did not have such a program. Two man-
agers or 1.1 percent did not answer the question,

There were 44 managers or 23.4 percent of the respondents who had
participated in a management education program &ithin the past two years

or were currently enrolled in such a program.
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TABLE VI

LEVEL OF FORMAL EDUCATION OF 188 NORTH
DAKOTA IMPLEMENT DEALERSHIP MANAGERS

) " Number of Percent
Managers in Group of Total

Level of
Formal Education

Eighth grade or less 18 9.6
Grade 9, 10 or 11 10 5.2
High school graduate or equivalent 58 30.6
Trade, technical or business school 18 9.6

3
9
6
Some college - no bachelors degree 45 23.9
Bachelors degree 30 o 15.9

8

Baéhel@fs degree plus other professional 9 4,
education

Age of Mavagers

1

More than half, 54.9 percent, of the implement managers indicated
tﬁey were between the ages of 35 and 54 years of age. Of this group, 49
maﬁagéts or 26,2 percent were 35 to 44 years old and 28.7 percent or 534
maﬁagers were 45 to 54 years of age. Thirty-one managers or 16.4 per--
cent reported being 34 years of age or younger. |

There were 54 managers in the 55 year and older category. Nine-
teen of the 54 managers or 10.1 percent indicated they were 65 years of
age or older. One manager in this group re?artéd managing his business

for 50 years.




AGE DISTRIBUTION OF 188 NORTH DAKOTA
IMPLEMENT DEALERSHIP MANAGERS

TABLE VII

16

- Age Group of
" Managers in Years

" Number of
Managers in Groups

Percent of Total

25 or less
26 to 34
35 to 44
45 to 54
55 to 64

65 and over

2
29
49
54
35
19

1.0
15,4
26.2
28.7
18.6

10.1

188

)
B



CHAPTER V

MEAN SCORES AND CHI SQUARE VALUES OF IMPLEMENT MANAGERS
RESPONSES TO 32 MANAGEMENT SKILL AREA QUESTIONS
The information contained in this chapter is a presentation of
mean scores for the 32 questions asked of the farm implement ﬁanagers
regarding the importance of selected maﬁageméns skillareas in an ed-
ucation program. Chi square values for association between question re-

sponses for selected profile groupings are also included.

Data Treatment

Mean scores were compiled for the responses to each of the 32 man-
agement skill areas, A chi square teat of indepeundence, a statistical
analysis method for cumparing seperate groups of information as to their
pfpbability of being independent, was used to compare the responses to
the skill areas to respgnées of selected profile groups. A score was
computed for each skill question according to: manager's age, level of
formal education, years of management experience and size of business.

The respouse frequency for each management skill aiea is presented

in Appendix B.

Basis for Establishing Mean Scores_inr Management Skills

The mean score was based on five possible responses to the 32 man-
agement skill areas. The type of resyonses available were: essential,
very important, somewhat important, important, and not useful. . These
responses were in reply Eé questions as to whether a particular management

skill would be a desirable part of a management education program if
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such a program were available to the implement dealers. The answers were
given a numerical value from one to five with a five point value beiﬁg
assigned to an "essential' response. Mean scores were then ccméutéd on
the basis of the number of responses and the number value assigned to the
responses. The mean scores of the management skill areas are presented

in numerically deceunding order inm Table VIII.

Management Skill Areas with Mean Scores Exceeding 4.00

There were a total of seven skill areas which the implement deal-
ers considered to be very important or which had a score value of 4.00
or higher. The area of inventory management and control received the
highest mean score of 4.42. The scores had a possible maximum value of
5.00. Salesmanship, managing accounts receivable and human relations
followed with mean scores of 4,35, 4.27 and 4.16 respectively.

Other areas managers considered very important in a management
education program available to_them were: decisi@nlmakéng 4,15, profit

planning 4.11, and purchasing with a mean of 4.09.

Selected Management Skill Areas with Mean Scores Exceeding 3.00 but Less

Than 4.00

A mean valuc from 3.00 to 3.99 was considered "important'' based on
the numerical values given for the possible responses. The managers
rated source of funds and handling problem customers the highest in this
area with mean scores of 3.99 and 3.98 respectively., The implement man-
agers also rated these skills above a mean score of 2.85: directing
employee leadership, pfige determination, financial analysis of business,
budget planning, and employee motivation. This group represents one-third
of the management skills found in the "important' category.
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FOR 32 MANAGEMENT SKILL

RATED BY IMPLEMENT
DEALERSHIP MANAGERS

19

1. Inventory Management and Control , , . . . 4,42

2. Salesmanship. . « « + &+ « o « & & = & o o . 4.35

3. Managing Accounts Receivable. . . . s . . e e e e s s 4.27

4., Human Relations . . . . « « « « . . . e e e e e s 4.16

5. Decision Making . . . . . . & . . v 4 4 o v b e s e e e e 4.15

6. Profit Plamming . . . . ., . . . . . .. ... R 4.11

7. Purchasing. . . . . . & ¢« ¢ + « « s ¢« & o & = . e e e s 4.09

-8, Source of Funds . . . . . . . . s s e s e s . . . . 3.99
9, Handling Problem Customers . , e v s a s . . . . 3.98

10. Directing Employvee Leadership , e e s e e . e e e e e s 3.92
11. Financial Analysis of Entire Business . . . , s e e e 3.89
12, Price Determimation ., . . . . . [ . . . . 3.89
13. Budget Planning Cost Control and Analysis . . . e e . 3.86
14. Employee Motivation . . . . . . . « « « & . e e e . 3.85
15. Bookkeeping Methods . . . . . . . . . « « « & . . e e s 3.82
16. Employee Training . . . . . . . . . . s . . . e e 3.80
17. Managing the Manager's Time . . . . . . .. s e e e e 3.79
18. Development of General Business Policy. . . . . . . « . . . 3.77
19. Product Promotion . . . + + « + & 4 &+ & « o s e s e e 3.75
20. Managing the Business for Short and Long Range Goals . . . 3.74
21. Capital Planning and Investment . . . . . e e s e e 3.73
22, Office Management . . . . . . e e e s . . . . 3.72
23, Organizing and Staffing a Business | |, , |, | e e e . 3.72
24, Labor Relations , . . . . . . . . . v o v v v v s o o u .. 3.67
25. Problem Identificatien , , ., , , , . . . . .. 3.59
26. Business Control Guides, , , ., . ., . .. . . e e ; 3.40
27. Transportation Problems , , , ., ., ., . . . . . . .. .. 3.09
28. Insurance Management , , , ., ., . . . .+ . « e e e e 3.06
29, Business Law Needs . . . « . ¢ ¢« « &« & & « = e e e s os 2.97
30. Marketing Segments (special groups of customers), e 2.93
31. Security (shop lifting, other theft and employee pilfering) 2.85
2.46

32.

Computerized Records . ., . . . . . .

Possible mean score range 1.00 to 5.00
A mean score of 5 represents an 'essential' management skill area.....a
gcore of 1 represents a'hot useful' management skill area.

Do
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There were a total of tenskill areas which received mean scores
from 3.82 to 3.67. They are arranged in decending order: bookkeeping
methods, employee training, managing the manager's time, development of
general business policy, product promotion, managing the Eusiness for
short and long range goals, capital investment and planning, organizing
and staffing a business, office management and labor relations.

There were four skill areas which did not rate as high relative
to other skills in the "important' classification. These four skills:
problem identification, business control guides, transportation problems,
and insurance management received mean scores of 3.59, 3.4@, 3.09 and

3.06 respectively,

There were only four skill areas which had a mean score of less
than 3.70. The "sgmewhat:impartaﬁt" category in which they were located
had a value range ;f ZibD to 2.99. Business law needs, marketing seg-
ments, and security had mean scores of 2.97, 2.93 and‘f 85 respectively.

The area of computerized records received the lowest mean score,
2.46, of all the questions. This mean score, however, was still midway

between the ''somewhat important' and the "important" rating levels.

Chi Square Comparisons Between Responses to the 32 Management Skill Areas

by Selected Managerial Groupings.

The chi square test of independence was used to determine re-
létiénships between frequency of responses of related profile groups to
the 32 management skill area questions. The test of independence was
based on R x C contingency tables., This test measures the independence

or conversely the association between the row, or question responses and
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the column categories or profile groupings. A significant association

within the profile category.

&

Association Between Responses to the 32 Management Questions and Years of

Management Experience Groupings

Chi square values were ccmputed by comparing the responses of
managers with varying vears of management experience, taken from the
personal profile section, to the 32 skill area questions. Four of the
32 management skills; employee motivation, organizing and staffing a
business, budget planning and managing accounts receivable were not in-
dependent of management experience at the .05 level of probability.
Human relations and bookkeeping methods were dependent on management ~

tenure at the .01 level.

compared with selected groups of management tenure are shown in Table IX.

Association Between Responses to the 32 Management Questions and Selected

Age Groupings

Chi square values for these grounings, located in Table X,. were

computed by comparing the responses wituin the four selected age categor-

whll

ies, taken from the personal profile section of the questionnaire.

Only two of the 32 skill areas were statistically significant at
the .05 level of probability or bél@g, Labor relations was not inde-
pendent of the managers age at the .0: ievel of probability. The other
management skill in.-which there was a significant difference in responses
was Empl@yéé motivation. This area received a chi square value which in-

dicated it was dependent upon age at the .01 level of significance.
27
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CHI SQUARE VALUES FOR COMPARISON OF ASSOCTATION* BETWEEN

" RESPONSES TO THE 32 MANAGEMENT SKILL AREA QUESTIONS
AND YEARS OF MANAGEMENT EXPERIENCE GROUPINGS

(N = 188, Degrees of Freedom = 20)

(R
Co

A. GENERAL
1. Inventory Management and Control...........si:essscsssassacns .18.48
2. Development of General Business Pcllgy.....;..,...i.ii..i...ls 22
3, Profit Planning.....eveeerenroeeeissnnisnosssnssnassnasessass18.79
4, Decision MaKimg....ceevreneesrrsvossisvosnsassanassccnssassssl7.83
5, Problem Identificabion. . v vvserrsoncrnesosssssscnsssnsssnssld b5
6. Business Control Guides......vivivernnrnssnsassssrssssssnnas 24,65
7. Managing the Business for Short and Long Range Géal,.....-iiZSEZT
8. Managing the Manager's Time.....ocvvueevenrnonnnncsnsonsnnsns 20.96
9. Security (shop lifting, other theft and emplcyae pllférlng) 20,22
10, Business Law Needs........ Cer e e ereteeeissaresst e e 18.24
11. Insurance Management.....oos:sesnsrosessressssssssssasasannns 22.43
12, Transportation Problems......covvvverinnriirnniniocinnsnnas 20.71
B. MARKETING STRATEGIES
1, Price Determination.... .cc:vsnssncccssonsssnssssssassasnnnns .19.78
2, Product Promotion,....v.eesesersessossrasasteacnssssarnrssss 24,42
3. Marketing Segments (special groups of customers)...i!;gi. .22.64
4, Purchas:l,ng.,”.i,,“..i.n.”.i..a“,...”—,...—gig..i.n.!...ZD 96
5, Salesmanship....c . cvvieeviocncsnnnrasracsosossnnsservansosss13.54
C, CUSTOMER SERVICE
1. Human RelationS.......eeeevaseensnscennessasnasnssensssnsasea38,12 xx
2, Handling Problem CUSELOMETS.....ceossursvsesssnnnsnssssesnsss26.62
D. PERSONNEL MANAGEMENT
1. Directing Employee Leadership......iiuovavicssssssrsssancss .21.96
2, Office Management.ii—f..;..........,.......................529g26
3, Labor Relations...cuecesossirsenrtnnasnsssssssasssssassnssnss .30.14
4. Employee Motivation........vvivevsrrrrrnrsnnccsssscascnciass 33.86 x
5. Organizing and Staffing a Business.........c..cavennvesnsenn .33.25 x
6. Employee Tralnlngi..gg,.;..i.igii.!g.!i;;..i..i..g...i.i.i.i24_24
E, FINANCE MANAGEMENT
1. Budget Planning Cost Control and Analysis...................37.78 %
2. Source Of FUNAS, . ..vvurraersesrrncossnrarasvocsonsaserssesss18,98
3. Managing Aﬁccunts Receivable.. . vvevrnennnsescssassasansnensadb,32 x
4, Bookkeeping Methods......vcovievnrnnsrennennsssoassosnnsas.37.85 xx
5. Capital Planning and INVESEMeNtes vovrsrncrsnsssnssorsasssss 26,58
6. Financial Analysis of Entire Business.........veveennesns...29.99
7. Camputerlged Recards...ii..i.g,.!._!,igi.g!...,g-g..,@...ii.EB 61
* ox o= Statlstlcally s;gnlf;caﬁt Chl squale value at DS level
xx = statistically significant chi square value at .0l level
xxx = statistically significant chi square value at .00l level



TABLE X

CHI SQUARE VALUES FOR COMPARISON OF ASSOCIATION* BETWEEN
" RESPONSES TO THE 32 MANAGEMENT SKILL AREA QUESTIONS AND
SELECTED AGE GROUPINGS OF MANAGERS

(N = 188, Degrecs of Freedom = 12)

A. GENERAL .
1. Inventory Management and Control......cecevesenssescsanssa:a16.65
2. Development of General Business Policy........cv.vcuvvuve... 8.68
3. Profit Planmibg......ovieeerennsssessncsoasnnsanasssssnssssesl2, 68
4, Decision Making.........::ceuesssocesarssnsssnssssssssnnsens 878
5. Problem IdentificabioN.....vseeeeeeeeceisnsaancsscansnessess .87
6. Business Control GuidesS.......ccciisiesonsssascssssssssssss .. 8.96
7. Managing the Business for Short and Long Range Goals........ 9.20
8. Managing the Manager's TiMe......cvevuernsesnssanrsssssaseasl?. 9%
9. Security (shop lifting, other theft and employee pilfering).16.01
10. Business Law NeedsS.......cvvuesvssensrssssasanessnssnnsseassel0.73
11. Insurance Management. ... :ccccv s snsnsnstesrsnsssssssasansns .16.67
12. Transportation Problems.......c.vvreevnsvrnnnsocessnssaaas.a16.20
B, HMARKETING STRATEGIES
1. Price Determination......ccevssrissisvrosesssnsssssnsnsssssse 6.03
2., Product PromOtionN.......eeecvacsssssscansssonsnsssnnsssesass 8.42
3. Marketing Segments (special groups of customers}............ 14.32
G, PUTChASINE. . v .o iiines canenssessannssssnssssnssnsnsssssaseasaldll
5, Salesmanship.......e.vuevcnsnestsarsossssasscnssssnnesosssssl0.50
C. CUSTOMER SERVICE
1. Human RelationS,....eveverenseeeneresaasonsccnssssansnsssnsas 7.15
2. Handling Problem CUSEOMETS...ucvvveerssrenansernsnnsasscasss 6.0
D. PERSONNEL MANAGEMENT
1. Directing Employee Leadership.......:veveuvsverunenssrnnee..16.21
2. Office MANAGEMENEL .. vvvvv veurenrronnrcrsaranssnssansssssssss 8485
3. Labor RelationS.....oeceeeeenssnsornscassacsssnsnasensssens23.49
4, Employee Motbivation. .. c v svnvnarsororesaressssasasnasssass 26.71
5. Organizing and Staffing a BusSimneSS.....cvarvsssnrssronssaans 15.14
6. Employee TrainiMg....couivencreasrasnorsonnosssarnesnss-esesL8.43
E. FINANCE MANAGEMENT
1. Budget Planning Cost Control and Analysis.......civcevennnnce .13.18
2, Source Of FUNAS ..o vrver st onnsntenanseerersasssssssssnsnannos .15.13
3. Managing Accounts Rece;vabla ................................ 5.60
4. Bookkeeping Methods.. ....vciviecnsansorvcsnssnssnrosannnssns 6.24
5. Capital Planning and Investment .................. i earanans 11.47
6. Financial Analysis of Entire BusinesSsS......:.ccssvsrcoesssans 7.10
7. Computerized RECOTdS....vovvsvinnesnoenrsnoncersncssnrsersess18.91

X
XX

* x = statistically significant chi square value at .05 level

X¥X

= statistically significant chi square value at .0l level
= statistically significant chi square value at .001 level
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ssociation Between Responses to the 32 Management Skill Areas Questions

and Selected Size of Business Grouping

full-time employees. The chi square values, found in Table XI, were
derived by comparing the managers responses to the management skill
questions within the size of business categories,

Responses to five management skills were found to be dependent=cn
business size at the .05 level of significance. They are: managing the
manager 's time, labor relations, employee motivation, employee training
and budget planning. Development of general business policy, organizing
and staffing a business were dependent upon business size at the .01
level., There were two skills, bookkeeping methods and marketing seg-
ments, that were found to be statistically significant at the .éOl level
of probability.

An inspection of the frequency count data indicated five manage-
ment skill areas; development of general business pclicy, managing the
manager's time, employee motivation, organizing and staffing a business
and budget planning were directly related to business size. As the
business increased in size, the managers regarded these management skill

areas as more important.

Association Between Responses to the 32 Management Skill Areas Questions

and Selected Levels of Formal Education Groupings

The chi square values were computed by comparing the implement
managers responses to the management skills by selected levels of education.
These levels were: less thanm a high school graduate, high school graduate
or equivalent, trade-technical=business school or some cclleg?iand a

bachelors degree or more professional education,

30
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TABLE XI

CHI SQUARE VALUES FOR COMPARISON OF ASSOCIATION* BETWEEN
- RESPONSES-TO  THE 32 MANAGEMENT-SKILL: AREA QUESTIONS AND— -~ - —

SELECTED SIZE OF BUSINESS GROUPINGS

(N = 188, Degrees of Freedom = 12)

A, GENERAL
1. Inventory Management and Control,..,....... e eecesuv.sca:002.. 1B.14
2. Development of General Business Policy, ., .......ieseereensss 20.74 xx
3. Profit Planning, .. ...........0cevvvveennveneressnsessnssness 18.21
4. Decision Making,. ., ,....... P /9 ¢
5. Problem Identlflcation._.,,.;f,ii.i...,i.g.!.;g.i..,iii....i 9.37
6. Business Control Guides, . . ............00cvvevivnveeraseanss 16415
7. Managing the Eusiness for Short and Long Range Goals,....... 20.99
8. Managing the Manager's Time,...........cccvvviiiivieinnnnnea 22.91 x
9, Security (shop lifting, other theft and emplayee pilfering) 16.54
10. Business Law NeedsS,, . .........covveererenennnnsnrnnnsanarsaa 18,74
11. Insurance Management,,............covvvvnsnrssensornancasoes 299
12. Transportation Problems, .. .........cvvvrveerevcssenscssnnasa LL.70
B. MARKETING STRATEGIES
1. Price Determination.cec e e.rvecenccsnnannsssssnsessanssssnsas 13,26
2. Product Promotion....:.voceonnscosssnnsssssnscesnsssssaassass 10,90
3. Marketing Segments....c..ccoeevervaranconanrenrsassveraessnce 34,15 xxx
4, Purchasing.....c:.eierscrssscssnnons . eeassecsasanssssssss 10.69
5. Salesmanship......cuvvesrsvscrrcrnsnnnssannsas e sesasanans 13.56
C., CUSTOMER SERVICE
1. Human Relations,, ., ........ovvevencannevneanascaseaisnsssnss 8.89
2. Handling Problem CUSLOMEIS ... ....0cnnieencecesssonssnssssnss .46
D. PERSONNEL MANAGEMENT
1. Directing Employee Leadership............e0vevveevinrenrannss 11,25
2, Office MAMABEMENE .., ..uv'vueesnvronnescennesnnseesvnsssesnsss 20,84
3. Labor Relations, ., .......cvvuenvncennnnsnrnnnnns Crerreesasans 25,06 x
4. Employee Motivation ...........c.ceuevevncnrocnsncnnnsnenasss 23,75 %
5. Organizing and Staffing a Business............:veueevsanses 27.45 xx
6. Employee Training.,.,....o..veeveveenrncsnnnanreressssnesasnaes 21,17 X
E. FINANCE MANAGEMENT
1. Budget Planning Cost Control and Analysis................... 23,13 x
2. Source Of FUNAS ., . ... uvirinrvennenesnsesannansonasnnsannnes 13,77
3, Managing Accounts Receivable,..........vvveunnssnnssncessess 16,29 :
4, Bookkeeping Methods ,........voviivvnnennnnesnssososnsnsansrs 44,16 Xxx
5. Capital Planning and Investment,,...........cocvenecnnsesscas 17.73
6. Financial Analysis of Entire Business ,............e.c0..:... 18.92
7. Computerized RecOTdS .. ... ..vvriverevsrnrnnnessssncssnasssanss 2.80

% x = statistically significant chi square value at .05 level
xx = statistically significant chi square value at .01 level
¥X% = statistically significant chi square value at .00l level
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Managers responses to two skill area questions, business law needs
and marketing segments, were not independent of educational level at the
.05 level of significane. Employee motivation was dependent on level
of education at the .01 level. The only skill which was dependent upon
educational background at the .001 level of probability was security,

The chi square scores of management skill responses compared with-
in the levels of education are found in Table XII.

Inspection of the frequencycount data indicated managers concern
for employee motivation inereased as the level of formal education in-

creased.
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TABLE XII
CHI SQUARE VALUES FOR COMPARISON OF ASSOCIATION* BETWEEN
RESPONSES TC THE 32 MANAGEMENT SKILL AREA QUESTIONS AND
SELECTED LEVELS OF FORMAL EDUCATION GROUPINGS

(N = 188, Degrees of Freedom = 12)

A. GENERAL

1. Inventory Management and Control..............covvsveaease.. 19.16
2, Development of General Business Policy,.......veivvicessesss 7.71
3., Profit Planming .....oevvvenveesnnnesrnsosnnnssaossssssssasss 153.65
4, Decision Making .........e%evuvveorenrveceosnsnssesnransnsecs 12,40
5, Problem Identification ...cuuivessvncscrassassnssnsnsansssss 18.22
6. Business Control GUideS.......vvvvuvrnennsnsenssasncenanssnas 11.73
7. Managing the Business for Short and Long Range Goals........ 7.28
8. Managing the Manager's Time ........vuveernonnsrececssnnonnas 7.35
9. Security (shop llftlng,uthét theft and employee piiférlng) 36.67 xxx
"10, Business Law NeedS.......vecevrnnnncrcscassssesssnnsnassnsse 22,46 x
11, Insurance Management...........sseeecsesosssnsesssnncassasss 15,07
12, Transportation Problems.........cevevesraresnssorsscasossass 16,42
B, MARKETING STRATEGIES
' 1. Price Determination ....uveeereersressvnossonssssossesscassss 14.58
2. Product Promotiomn .....eevveennoecasasssoscscsssssannssnsase 12.21
3, Marketing Segments (special groups of customers),........... 22.97 x
G, PUrchasing «.covveeevnsnononncossvnsnnsnscnsnsssrasnsanensss 10.95
5. Salesmanship....ovovuieiaiinsinnunsovasnnnesnorsassoosenssess 17.43
C. CUSTOMER SERVICE
1. Human Relations .....eveevveenvnnresonssraannssaascnssesnsss .38
2. Handling Problem CUSEOMELS +....vvvrscnsassonanannasossensss 13.76
D. PERSONNEL MANAGEMENT 3
"~ 1, Directing Employee Leadership..........vivesvenssnncssasas.. 13.61
2. Office Managemente ... .vvveenereneeesensssanssossessssnessces 2.80
3, Labor Relations . .....usveeecerconsesnesssessnsnnsssessssses 12.35
4, Employee Motivation .....v.iieeiirerrveanannnsnsnsossansesss 29.16 xx
5, Organizing and Staffing a Business .........ec0vueuruvavaass 12.97
6. Employee Training ... vuvuvorocossrcssnscosnsosnansnsosasan 12.23
E. FINANCE MANAGEMENT
1. Budget Plauning Cost Control and Analysis,.................. B8.66
2. Source Of FUNAS, . .ivviiiivveennrnnenonsnnnncsssensnsssssenss 20.9
3. Managing Accounts Receivable........... i vtevnscecassnsena. 15.78
4, Bookkeeping Methods.....vviivivironnornnrrernnsosnnesenennns 20.42
5. Capital Planning and Investment .......c.covvsovssnnsre-asns 11.60
6. Financial Analysis of Entire Business .....:...s:c05:2::.::.. 13,34
7. Computerized REcOTdS,.......vvvrrnvvenrennsncnnssscssennncss 8.98
* x = gtatistically significant chi square values at .05 level
xx = statistically significant chi square values at .0l level
xxx = statistically significant chi square values at .00l level
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CHAFTER VI

RESPONSE OF IMPLEMENT MANAGERS TO POSSIBLE
The information in this chapter was based on a question asking the
implement managers which educational agencies they would look to as pos-

sible sources of a management education program. The questionnaire list-

ed eight agencies to which the managers could indicate their p;éferen:e
regarding the part each agency should play in providing an education pro-
gram. An open end question alléwiﬁg respondents to write in other agencies
and rate them was also included.

The ratings managers selected from were: (1) agency should provide
this program, (2) maybe this agency should provide this program, (3)
this agency should assist other agencies in providing this program, (4)

agency should not be involved in this program. The response frequencies

are shown in Table XIII.

Implement Managers Ratings of Educational Agencies as Possible Sources

Management Education Programs

o

T

The implement managers rated junior colleges and vocational-tech-
nical schools as the agencies they would look to most often as a source of
management education programs. Almost 67 percent of the managers thought
junior colleges and vocational-technical schools "should provide” a;
"maybe provide' an educational program. Only 8 percent of the respondents
indicated they "hould not be involved! The remaining 24.5 percent of the
managers preferred that these agencies should assist in providing such a
program, 3‘;
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TABLE XIII

RESPONSE FREQUENCYOF- 188 -FARM -IMPLEMENT MANAGERS-TOVARD SELRCIED
EDUCATIONAL AGENCIES AS A POSSIBLE SOURCE OF A MAWAGEY .[
EDUCATION PROGRAM

—= i T e

4. Local or area public school

b, state junfor college or vocational= |~ | ,

technical school TL137.8] 54 |28.7] 46 [26.5] 15 8.0 2 |11
¢. state college or state university | 65 |34.6 55(29.3| 4523.9| .20 {10.6] 3 {1.6
d. private business or technical school | 39 (207 89 |36.7| 50 (26,6| 28 [14.9] 2 |1.1

e, North Dakota Cooperative Extension
Service 26 113.8] 53128,2| 64 |34.0( 40 |20.3] 5 |27

. Small Business Administration 20 [10,6] 44 (23.4| 60 (31,9 6l {32.4) 3 |16

g, The 1ine company (John Deere, Case,
International Harvestor, etc.)
with vhich your firm currently does |
large portion of its buginess 59 1314 39120,7]68)36.2 18| 9.6] 4 2.1

h. North Dakota Implement Dealers
Association 38 {20.2] 49(26,11 76 (40.4) 20 (10.6] 5 [2.7

i, other L6 0] 0 57 7Y 30 173920

T0TAL 188 100,0; 188 100,0{ 188 100,0] 188 10,0 188 1000

*N for each agency = 188

SiERIC

Full Tt Provided by ERIC.
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State colleges or universities were chosen almost 64 percent of
the time by managers in favor of these agencies '"'providing" or 'maybe
providing" a management program. Nearly 24 percent of the respondents
indicated state colleges should assist. The managers indigaﬁing state
colleges "should not be involved" in providing a management education
program comprised only 10.6 percent of the group.

Private business or technical schools were the third preference of
implement managers in selecting the educational agency they would look
to regarding management education. Fifty-eight percent of the managers
were in favor of having private business or technical schools 'provide"
or "maybe provide'" management education. There were 26.6 percent of the
respondents who indicated these agencies '"'should assist' others in providing
such a program. Nearly 15 percent of the managers did not prefer this
agency to be involved in presenting a management education program.

The line companies were selected by 52.1 percent of the managers
to "provide" or "maybe provide' management education. Thirty=-six per=
cent of the respondents indicated they would 1like the line companies to
assist in a management program. Only 9.6 percent of the managers did
not feel this agency should be involved in a management education program.

Forty-six and three tenths percent of EhE‘IESpDnﬂEﬂES indicated they
Dealers Association, to "provide' or 'maybe provide'" a management ed-
ucational program, Seventy-six or 40.4 percent of the group replyiné-
preferred that this agency "assist" others in providing such a program.
There were 20 managers or 10.6 percent who indicated the association

"should not be involved" in conducting a management education program.

-3
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" The North Dakota Cooperative Exteusion Service was chosen by 41
_ percent of the respondents to "provide" or "maybe”pfavide” a management
education program. Thirty~four percent or 64 ﬁanagers indicated they
would expect the Cooperative Extension Service to ''assist' other agencies in
conducting a management education program. There were 40 managers or
21.3 percent of this group who did not want this agency to be involved in
a management program,

The implement managers gave the Small Business Administratiom and
the local public schools almost similar ratings in the three major cat-
egories. There were 31.4 percent of the managers who indicated local
schools "should provide" or '"maybe provide' a management education pro-
gram and 34 percent who responded to the same categories for the Small
Businzeg Administration. The local schools and the Small Business
Aduiinistratic,. were given ratings of 34.6 and 21.9 percent respectively
py managers when asked if they agency "should assist' others with such a
nrogram. Thirty-one and four tenths percent of the managers indicated
local schools "should not be involved' and 32.4 percent did not look to

the Small Business Administration for a management education program.

other possiile sources of management education programs. The replies to

this question were too divergent to properly summarize in this study.

(o
o0
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CHAFTER VII

SUMMARY AND CONCLUSIONS

Significance of Study

This study was done in partial fulfillment of ome of the major
objectives as stated in the proposal of the Farm Management Education
Research and Development Project. This project was funded by the State
Board for Vocational Education and conducted by the Agricultural Educat-
ion Department, North Dakota State Umiversity, Fargo, North Dakota. The
specific objective states: ''to examine the use of the variatiom of the
Farm Management Education Program for other agricultural businesses man-

agement needs, "6

Statement of the Problem

It was the purpose of this study to determine the attitudes of the
farm implement dealership managers in North Dakota tarards their needs
for selected areas in management education. The SPEEific objectives of

the  study were:

a. To determine the attitude of North Dakota farm implement
dealership mangers toward their need for selected areas of
management education

b. To determine the attitudes of North Dakota farm implement

dealership managers toward various agencies or groups as
possible sources of management education

. To obtain profile information of the North Dakota implement
dealership managers as to their:

le)

-age
-level of formal education
=management tenure

-size of business

-type of business managed

16Farm Management Education Research and Development Project (Un-
published research project proposal, North Dakcta State University, Fargo,
1972), p. 1. :
32
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d. To compare the attitudes of North Dakota farm implement dealer-
ship managers towards their need for management education
according to:

=number of full-time employees
-age

=level of education
-management tenure

Direct-mail questionnaires were sent to 359 farm implement dealer-
ship managers in North Dakota on April 13, 1973. One hundred and eighty-

eight usable replies were received,

Characteristics of Implement Managers

1. Most managers in this study, 85.1 percent, either partially or
completely owned the implement businegses which they mar-~ged. Fourteen
or 7.4 percent of the managers managed a company ownzu #“tore and 8 or
4.3 percent managed for a local cooperative., Only 6 or 3.2 percent of the
managers returning questionnaires managed for a private implement store
they did not own.

2. There were 29 managers or 15.4 percent who reported having 4
or fewer years of experience managing an implement business. An identical
number of managers were recorded in the 10 to 15 year group. Forty managers
or 21.3 percent reported having had 5 to 10 years of managerial experience
and 16 percent {indicated they had 16 to 20 years experience. There were
60 managers or 31.9 percent of the total group who had 21 or more years
experience in managing an implement business,

3. Forty-four percent. of the respondents indicated their businesses
employed 5 to 10 full-time workers employed eleven or more months. There
were 25.5 percent of the implement managers who reported 4 or fewer full-

time personnel. Twenty percent stated they had 10 to 15 people employed
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and only 10.1 percent of the managers reported having more than 16 full-
time workers. The average part-time help per dealership throughout the
year was .88 workers.

4. There were 28 or 14,9 péfcent of the managers reporting who in-
dicated they had not completed high school. Thirty-one percent had finish-
ed high school but had not received any formal post secondary education.
Almost 34 percent indicated they had received some trade, techmical, bus-
iness or college education. Twenty and seven tenths percent of the re-
spaﬁﬁénts reported they had received a bachelors degree or bachelors
degree plus other professional education.

5, Thirty-one or 16.5 percent of the managers replying were 34
years of age or younger. There were 49 managers or 26.1 percent included
in the 35 to 44 year age group and 28.7 percent of the managers were in
the 45 to 54 year old age category. Fifty-four managers or 28.7 percent

reported being 55 years of age or older.

Mean Scores of 32 Management Skill Areas as Rated by Implement Dealership

Managers

Seven management skills had a mean score above 4.00. The skills
managers felt were 'very useful” in an education course were: inventory
managément and control, profit planning, decision making, salesmanship,
human relations, purchasing and managing accounts receivable.

One-third of the 21 skill areas with a mean score between 3.00 and
3.99 were above a mean of 3.84. Seventeen of the 21 management skill
areas had a mean séofé in excess of 3.65, The gencral areas managers in-
dicated were "important' dealt with the personnel and financial aspects
of the implement business., These areas included the importance of employee

leadership, employee motivation, labor reations, training and office man-
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agement as well as investment planning, business analysis, funds sources,
budgét planning and bookkeeping methods.

Management skills in which managers had the least interest were
computerized records, security, special»markéting segments and business
law needs. All had mean scores of less than 3.00 and ranged to a low of

2.46 for computerized records,

Chi Square Values for Association Between Management Skill Area Question

Responses with Selected Managerial Groupings

Chi square values were derived by comparing the managers resp@ﬁses
to the 32 management skill area questions by the managers' age, size of
business, years of management experience and level of education.

There were a total of 128 chi square values computed and of this
group, 21 management skills were found to be dependent on either size
of business, level of education, years management experience or managersf
age at the .05 percent level of probability or lower.

There were 9 management skills dependent at the .05 1e§el of
significance or lower when responses to the management skill areas were
compared by size of business, 6 skill areas by management tenure, 4 when
compared by educational levels and 2 when compared by age categories,

The associations of six management skills reapondes were statisti-
cally significant at the .05 percent level of probability or lower with
more than one managerial grouping. They are; b@ckeepiﬁg; budget plan-
ning and cost ﬂéntrcl, organizaing and staffing a business, employee
motivation, labor relations and marketing segments.

Only one management skill question, employee motivation, was
associated at the .05 level of significance or helow in more than two

)
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of the managerial groupings. It was found to have a significant chi

square value in all four managerial groupings used for eomparisons.

Frequency Response of Managers Toward Educatiomal Agencies as Possible

Sources of Management Education Programs

The implement managers were asked to respond to questions regard-
ing educational ageuncies as possible sources of management education pro-
gfams. The managers were asked to respond to each specific agency on

the following basis: 1. agency should provide a management program, 2.
maybe this agency should provide a management program, 3, this agency
should assist and 4. agency should not be involved in presenting a manage-
ment program.

Sixty-six percent of the managers indicated junior colleges and
vocational-technical schools "should"” or "maybe should" provide a manage-
ment education program while 53 percent reported a state college or uni-
versity "should provide" or "maybe provide" such a program. There were
57.4 percent of the managers who indicated private trade and businéss
schools "should" or 'maybe should" participate and 52.1 percent of the
respondents who reported the implement line companies "should” or "maybe
should" provide a management program. Eighty-seven managers or 46.3
percent indicated their professiomnal organization, the North Dakota Im-
plement Dealers Association, '"should" or "maybe should"” provide a program
and 40.4 percent suggested they "assist' some other agenmcy. The North
Dzakota Cﬁ@ﬁeracive Extension Service was selected 41 percent of the time
as a management education source and 34 percent of the managers indicated
they "should assist' another agency.

The Small Business Administratiom and local’ public schools were
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ﬁatéd about equally. .Appr@ximately one-third of the mangers selected
ggth agencies to ''provide' or "maybe provide" a program, one-third in-
‘dicated they "should assist' and the remaining one-third of the mangers re-
ported they did not feel ﬁhese ageéncies sgauld be involved in a management

education program. .

Qonclusi§n$

1. All management skill areas were regarded by implement managers
as Eeiﬁg relatively important in a management education program. The
managers rated 31 of 32 management skill areas above the midpoint of the
"somewhat important’ and "important' rating categories.

2. Farm implement managers indicated the most interest in includ-
ing the following management skill areas in a management education pro-
gram: inventory management and control, managing accounts recelvable,
salesmanship, and human relations.

3. Approximately two-thirds of the implement managers regard

junior colleges, vocational-technical schools, state colleges and state
universities as a possible égutce of management education programs. Other
sources, arranged in decending order of preference as a management pro-
gram source, are: private trade and business schools, implement line
companies, North Dakota Implement Dealers Association, North Dakota Co-
operative Extensiﬁn Service, local public schools and Small Business
Administration,

4, Nearly 29 percent of the implement managers in this study were
55 years of age or older. It is very probable that one-fourth to ome-
third of these positions will turn-over in the next decade.

5. More than 85 percent of the managers either partially or com-

pletely owned the business they managed. Other implement managers werc
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employed by company cyﬁed stores, local cooperatives or private implement
stores in which they had no equity.

5.:Dﬁe—fQUtth afrtﬁéwf’ﬁagers reported having four or fewer full-
time employees. Sixty-nine percent of the managers employed ten or fewer

workers and 89 percent indicated their business employed 15 or fewer

7. Almost one-third of the managers in this study had finished
high school but had not received more formal education. More than one-
third of the respondents indicated receiving post high school education
other than a four year college degree, of some type. Approximately 20
percent of the implement managers reported having a bachelors degree or
four year degree plus other professional education. |

8. In analyzing managerial groupings by size gf business and years
of management experience, there éré more differences regarding opinions
concerning needed management .skill aréas to be included in a management
education program than in analyzing managerial groupings by age or level
of education.

9. Five manégemEHE skill areas directly related to the size of
business are: development of general business policy, managing the
manager's time, employee motivation, organizing and staffing a business
and budget planning. As the size of business increased, managers indicated
more concern about these skill areas being included in a management ed-

ucation program,
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NORTH DAKOTA STATE UNIVERSITY
OF AGRICULTURE AND APPLIED SCIENCE
FARGO, NORTH DAKOTA 58102

April 11, 1973

TO: Members of the North Dakota Implement Dealers Association

FROM: Marvin Kleene and Dr. Donald Priebe, Agricultural Education Dept,

We need some information only you can provide. Your opinion! We hope
to determine which areas of management skills you feel are important in
an agribusiness management education program and who you would look to
for providing such programs.

Will you please take a few minutes to complete the enclosed questionnaire.
Your ideas are needed.

This survey is being conducted by the Department of Agricultural Ed-
ucation, North Dakota State University, in cooperation with the North
Dakota Implement Dealers Association, The information compiled from
this survey may be useful in planning future agribusiness management ed-
ucation programs.

Your kind cooperation is much appreciated.
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i g
Assume that an agricultural business management . g
~education program were available for you in your 34 &
community or area. Please rate each of the g &
following management skills based on how important ~ 5 w : 3
you believe it to be as a part of such an ed- ié? é"" 5 2
ucational program. Check only one box for each 3'#5 & & =
management area listed, o LA 5 ¥
. R H w =
A. GENERAL L
1. Inventory Management and Contrel,,.......... |
2. Development of gemeral business policy...... | | | |
3. Profit Planning.....eeeeersssnconnssosnansee | .
4, Decision Making,......c.ocvcssssusnnssnssnras _ ) |
5, Problem Identificatiof.....eeeecnceeesansona 11 j
6. Business Control GuidesS..,...evvveeioernraos .
7. Managing the Business for Short and Long
Range Goals, . .....cvvvvnvavnsoavnnnsancenans |
8. Managing the Manager's Time......vveveessnes | ]
9. Security (shop lifting, other theft and
employee pilfering)....eeiiecervenaressrsnne
10, Business Law Needs..,.....cceesuvsorsnnvsoss 1 1 1
11. Insurance Management.,....,,..eeooeeeeeceseas || | |
12. Transportation Problems,,......eeeeeescenees |1 _
B." MARKETING STRATEGIES .
1. Price DaterminatiomNe.ccccssssrssssssssssnses .
2. Product Promotion ssesscscescosnncssenrsesss |} 1 |
3. Marketing Segments (Speciai graups of
CUSEOMETS) ss s rosssrsssss sreesens erserssnss i 1
&L, Purchasing s+eeveeeresrasnorasasnasssrsanese L b |
5. Salesmanshipesccesoasresssessrsracsnssasnons I
C. CUSTOMER SERVICE N
1. Human RelatidnsS.. . covisesscorsnsnssssnssnnns )
2, Handling Problem CustomerS..s-ssesevssrssnes | |
D. PERSONNEL MANAGEMENT _ o
i 1. Directing Employee Leadership..,............. I
2, Office Management.,,.....oesoossenesocncesne ||
3. Labor Relations.......cevsseeeaccnsnsonnnses _ |
4, Employee Mﬂtivatlﬁ“ Ceeiesnssrerrirasessues R
5., Organizing and Stafflng a BUSLNESSarnnrrenns 1 1 1
6. Employee Training....ceevvevcvvenvssoannsaoan |
E. FINANCE MANAGEMENT - L
1. Budget Planning Cost Control and Analysis... 11
2, Source of funds.....ciieesssvssnscisnnnnnass | |
3. Managing Accounts Receivable................ N
4, Bookkeeping Methods.........ossesescuscissns | | ]
5. Capital-Planning and Investment....vccveens. N _
6. Financial Analysis of Entire Business....... | N
7. Computerized Records,,.,... e eeeiiaeaes s
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II. Again assume that an agribusiness management education program was
to be offered in your community or surrounding area, Such a program
could possibly be offered by different agencies or combinations of
agencies. Please rate each of the following agencies according to
the part you believe each should play in providing the management
education program,

Ratings ara:
1. Agency should provide program, :
2. Maybe this agency should provide this program.
3. Agency should assist another agency in providing this program.
4. Agency should not be involved in the program,

Circle only one number for each category below.

a. Local or area public School.....veviinreeirrnnoneens 1 2 3 4
b. State junior college or vocational=~ technlcal schocl 12 3 4
c. State college or state university.. ...........v2v.al 2 3 4
d. Private business or technical school................1 2 3 4
e. North Dakota Cooperative Extension Service..........l 2 3 4
f£. Small Business Administration................ P | 2 3 4
g. The line company (John Deere, Case, Interﬁatianal
’ Harvester, etc.) with which your firm currently

does a large portion of its business...............1l 2 3 4
h. North Dakota Implement Dealers Association..........l 2 3 4
i. Other___ 2 30y

. OTHER INFORMATION: Please complete the following questions.

=4
=
=

1. Which category best describes your current managerial p051t10n?
Check Gnly one.

a. Manager of company store,

b. ___ Manager of private business but do not own.

¢. _____ Manager of business you partially or completely own.
d. © _ Manager for local cooperative.

2. How many total years have you been employed as a manager in a
farm implement business?

a. 4 or less e __ 11 to 15 e. .21 to 25

b. 5 to 10 do ____ 16 to 20 £. ____ 26 or more

3. Number of full-time employees working eleven montha or more in-
cluding yourself? Check only one.
a. 4 or less c. 11 to 15 e. 21 or more
b. _ 5 to 10 d. __ 16 to 20

4. How many seasomnal or part~time employees have you employed in the
past year in each of the following months?
January _ May _ September
. February ____ June . October
___ March _ _July _____ November
___April — August ____ December
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Does the company with which you are affiliated (International
Harvestor, John Deere, Case, etc.) have a management training
program available which is designed to up-grade and expand your
skills as a manager?

yes no

Are you now or have you been enrolled in such a program in the past
two years?
yes no

Level of your formal education. Check only one,

8th grade or less

a.

b. ____ Grade 9, 10 or 11

c. ____ High school graduate or equivalent

d. _ Trade, technical or business school

e. ____ Some college, but less than a Bachelors degree

£. Bachelors degree

g. ,'Bachelorsdeg:ee plus other professional education

Your age group.

a. 25 years of age or younger d. _ _ 45 to 54

b. 26 to 34 e _ 55 to 64

c. 35 to 44 o oo fy o~ - 65 years old or
o older

o
e



NORTH DAKOTA STATE UNIVERSITY
OF AGRICULTURE AND APPLIED SCIENCE
FARGO, NORTH DAKOTA 53102

TO: Members of the North Dakota Implement Dealers Association

FROM: Marvin Kleene and Dr. Donald Priebe _ f
Agricultural Education Department, North Dakota State University

DATE: April 25, 1973

to gather information about management skills you feel are important
in 2 management education program,

We realize this is a busy time of the season and you may not have had
time to reply. Your reply is important. You are the only person who
can give us your ideas, and we need your ideas. Please take a few
minutes to complete the questionmnaire and return it in the enclosed
self-addressed stamped envelope.

This study is being done by the Agricultural Education Department, North
Dakota State University, in cooperation with the North Dakota Implement

Dealers Association.

Your prompt return of the questionnaire will be much appreciated.
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NORTH DAKOTA STATE UNIVERSITY
OF AGRICULTURE AND APPLIED SCIENCE
FARGO, NORTH DAKOTA 58102

Members of the North Dakota Implement Dealers Association

Dr. Donald Priebe and Marvin Kleene, Department of Agricultural
Education, North Dakota State University

May 3, 1973

About three weeks ago you received a questionnaire
which is being used to gather information about management
skills you feel are important in a management education pro-
gram.

We realize this is a busy time of the season and you
may have mislaid your questionnaire or have not had time to
reply. Your reply is important. You are the only person
who can give us your ideas, and we need your ideas. Enclosed
is another questionnaire, Please take a few minutes to
complete the survey and return it in the enclosed self-addressed,
stamped envelope. '

This study is being done by the Agricultural Education

Department, North Dakota State University, in cooperation with

Your prompt return of the questionmaire will be much
apprecaited, If you have already returned your survey, thank
you for your heip.

b4
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APPENDIX B

UMMARY OF FREQUENCY RESPONSES OF 32 MANAGERIAL SKILL AREA QUESTIONS
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FREQUENCY OF RESPONSES TO THE 32 MANAGEMENT p=4
'SKILL AREA QUESTIONS g
& g
YO8 E u 4
« &4 7 ¢
=4 7 bt ‘E =
Q By [=]

g &8 8 3
= = i i Moos H g =
A, GENERAL ) - m—

1. Inventory Management and Control................... 117 43 21 4 3
2. Development of General Busiuness Policy............. 42 72 62 5 4
3. Profit Plamning..-....veveernnernsnnnnccasaceesces. 76 68 33 5 4
4, Decision Making.....v'vvieivneonnnensonsonessesos, 81 65 31 6 2
5. Problem Identification.....cvvvuruernrrnsernsnscnes 42 56 65 19 5
6. Business Control GuideS.........2vvvvnveennennsnna. 28 52 78 21 6
7. Managing the Business for Short and Long Range
Goals........coieiees S e es e s s i esarisastiecarenns 43 71 58 10 4
8. Managing the Manager's Time. ..o rsvnncncannansennnns 57 60 47 13 7
9, Security (shop lifting, other theft and emplayee
A =5 o A+ V=2 1 13 31 67 64 10
10, Business Law Needs..........vicineneonrnenrrnsonrns 16 39 63 63 6
11, Insurance Management......c oot ousonnissnnssenennnes 18 39 78 40 12
12. Transportation PTODI@ME . vt v e veerensnsnerenenrnnnnn 17 40 78 46 6
B. MARKETING STRATEGIES
1, Price Determination........veeniseinssnerssanses . 58 67 49 7 5
2. Product Promotion,......co:ieutvirsvesssransnsssn-n. 34 85 56 8 3
3. Marketing Segments (special groups of customers). 15 31 76 49 12
4, Purchaslng....,..._!;,,ii....i.............i!iiiigi 69 78 34 4 3
5. Salesmanship........cviiiisinurrnrnsnoreseracencnns 96 67 20 4 1
C., CUSTOMER SERVICE -
"= 1, Human RelatiomS.........eevevevvvennnaeneasanenaaes 78 71 25 9 2
2. Handling Problem Customers......................... 66 73 31 13 4
D, PERSONNEL MANAGEMENT -
1. Directing Employee Leadership...................... 53 78 45 7 3
2. Office Mamagement..........veescunsnssesserasanasss 40 70 63 12 2
3. Labor Relations.....c.iireiiirnsninasnesnsnnersnnnn 39. 66 68 12 3
4, Employee Motivation......... ... iiiasusacacacaas: 52 67 55 8 3
5, Organizing and Staffing a Business................. 46 65 54 16 4
6. Employee Training........voivvvrivirsnsnncrnnae-aaa G4 75 58 7 3.
E. FINANCE MANAGEMENT o
1. Budget Planning Cost Control and Analysis.......... 63 58 47 11 7
2, Source of FUNdS. .. v iii e ie s eorosnrannsccnnsennnns 70 54 38 11 4
3. Managing Accounts Receivable.............ccvvvin.n, B4 74 24 2 2
4. Bookkeeping Methods......coiiiuiniinnrnnnnnennnenas 57 57 60 12 2
5. Capital Planning and Investment.........coccevvnnn. 43 66 63 11 3
6. Financial Analysis of Entire Business.............. 62 61 50 10 4
7. Computerized Records....... vveveinrininncrrnanassa 13 20 52 55 46
N = 188
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SUMMARY OF CHI SQUARE VALUES
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Full Tt Provided by ERIC.

.51311333

10,
1,
12,
13
14,

15,

16

CKT SQUARE VALUES FOR CONPARISON OF ASSOCTATION BETWEEN THE 32 MANAGEMENT SKILL
AREA QUESTIONS AND SELECTED MANAGEMENT CATEGORIES

Tnventory Management and Control
Development of General Business Policy
Profit Plamning

Decision Making

Problem Identification

Business Control Guides

Managing the Business for Short and Long
Range Goals

Managing the Manager's Time

Security (shop 1ifting, other theft and
enployee pilfering)

Business Law Needs

Ingurance Management

Transportation Problems

Price Determination

Product Promotion

Marketing Segments (special groups of
customers)

. Purchasing
17,
18,
19,
20,
2.
2,
23,
24,

Salesmanship

Hurian Relationg

Handling Problem Customers
Directing Employee Leadership
Office Management

Labor Relations

Employee Motivation

Organizing and Staffing a Business

(N = 188)

Years
Management
Experience

Size Level
of of Age
Buginess Education

200 Freedon

18,48
15,22
18,79
17.83
25,45
%.65

28,27
20,9

20,22
18.24
22,43
20,71
19,78
24,42

22,64
20,96
15.54
38.12 xx
26.62
21,96
29,26
30,14
33,86 x
13,25

T Freedom 120 Freedom 120 Freedon

16,63
8.68
12,68
§.78
9.8
8.9%

19,16

1.71
15,65
12,40
18,22
11.73

18,14
26,7h xx
18,21
14,02
9,37
16,15

9,20
17, %

1.28
1.33

20,99
22,91 x

16,01
10,73
16.67
16.20
6.03
8.42

36,67 xxx
22,46 %
15,07
16,42
14,58
12,21

16.54
18,74
20,99
11,70
13.26
10,90

14,32
15,11
10,50
7.15
6.01
16.21
8.8
23,49 x
26,71 xx
15.41

22,97 x
10,95
17,43
9.38
15.76
13,61
9,80
12,35
29,16 xx
12,97

3,15 xx
10,69
13,56
8.89
9,46
11,25
20,84
25,06 x
23,75 %
21.45 xx

(table continued)

=S



25,
28,
21,
28,
29,
30,
i,
32,

CHI SQUARE VALUES (continued)

Employee Training

Budget Planning Cost Control and Analysis
Source of Funds |
Managing Accounts Receivable

Bookkeeping Methods

Capital Planning and Investment

Financial Analysis of Entire Business
Computerized Records

x=.05 prabébility level

xx = .01 probability level
xxx = 001 probability level

Years
Management
Experience

Size
of

Level
of
Education

Age

200 Freedon 120 Freedom 100 Freedon 120 Freedon

24,24
37.78 x
18,98
34,32 x
37,85 xx
26,58
29,99
28,61

21,17
23.13 %
15,77
16,29
44,16 xx
17,73
18,92
9.80

12,2
8,66
20, %
15,78
20,42
11,60
13,34
8.8

18,43
13.18
15.13

5,60

6.2
11.47
7,10
18,91

Lo =y



