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CHAPTER I

INTRODUCTION

Agribusiness sales and services are an important part of the agri-

cultural community 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 t9 the farmer on a continuing basis in.:sufficient quan-

ity 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 alternative 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 manageriz.1 ability of managers to provide need-

ed goods and services are a benefit to ndividuals who operate agribus-

inesses and to farmers needing the ma-erials and services.

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 or Agricatural 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."1 it was decided, after consulation with Dr. Donald

1Farm Management Education Research and Development Project (Un-
published research project proposal, North Dakota State University, Fargo,
1972), p. 1.
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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 --nagement education pro-

gram to off-farm agricultural businesses.

Statemen= 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 ed -ation. The specific objectives

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 information of the North Dakota farm
implement dealership managers as to their:

-age
- level of formal education
-management tenure
- size of business
-type of business managed

d. To compare the attitudes of North Dakota farm implement
dealership managers towa d their need for management education
with:

-number of full-time employees
- age

-levels of education
- management tenure

Delirnitations of the Stud

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 thestated objectives.



Definition of Terms

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

Small Business: a firm utith $2.5 million or less in assets,
$5 million or less in annual sales or 250
or fewer employees.

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

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

Pa -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.



CHAPTER II

REVIEW OF LITERATURE

Small business plays an important role in the total economic

structure of the United States. Small independent firms account for

approximately 40 percent of the nation's total business activity.

Nine ne percent of all manufacturing establishments in the United

States employ fewer than 100 people and 68 percent have fewer than 20

employees.3

Non-farm agribusiness represents an expanding part of the small

business picture. Smith and Moeller report growth rate- for off-farm

purchases of off-farm inputs by far ers to be in excess of 5 percent

annually and for some products much greater i creases are predicted.4

Musselman and Hughes report the growth i- the numbers of small

businesses in the United States to be approximately 15,000 new firms per

year. They also report that approximately 13,500 businesses fail duiing

their first year of operation.
5

Many business analysts and economic ex-

2 L. L. Steinmetz and others, MAnaging_the Sma Business Home-
wood, Richard D. Irwin, Inc., .1968), p. 1.

3-
Pearce C. Kelly and others, How to Organize and_Operate a Small

Busines_s, (Englewood Cliffs, Prentice Hall, 1968), p. 1.

4-Frank J. Smith and Robert J. Moeller, "what Makes A Successful
Farm Store Operation?" Farm Store Merchandisinc,, (Minneapolis, The
Miller Publishing Co., March 1964), p. 15.

5Vernon A. Musselman and Eugene H. Hughes, Introduction to
Mode_rn Business, (Englewood Cliffs, Prentice Hall, 1969), p. 165.
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perts agree that management of the small firm is an important ingredient

for success.

According to Musselman and Hughes, good management is a prereq-

ui i_e for the successful operation ' a small business. "In large con-

cerns, it is the professional manager,, rather than the owner who carries

the management responsibility, but

5

small firms, it is the owner or man-

ager who must make all the business decisions."8 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

Duu and Bradstreet study which reports almost 93 percent of the failures

of small business e. e due to a lack of managerial skills.7

Another study of agribusiness farm supply stores, by the same

firm, indicated that management factors accounted for 91 percent of all

business failures.8 Lack of adequate manage ial experience and compet-

ence were cited as the most prevalent re.son for business failures.

Hartog reported the educational level of farm supply store man-

agers to be quite low. He states: "The reail farm supply manager has

less of the initial educational inputs, and because of geographical dis-

persion of small firms, has fever opportunities to participate in formal

programs to upgrade his managerial skills. n9

6Ibid., p. 160.

7"Business Failures", Dun1s 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.

9
Edward C. Hartog, "Development of a Method to Determine Education-

al Content of Farm Supply Store Management" (Unpublished Ph. D. thesis,
University of Minnesota, Minneapolis, 1969) p. 10.



'iielland, in a study of.farm supply cooperatives, found that 72

---ent of the manage had a high school education or less.1° Amann

:and Kroller, in a study of retail outlets of regional cooperatives, found

,thatlewer than half of the 52 managers in the study had finished high

schoO1.11

Managers attendance at management education sessions appear to

'be limited. Volkin and Griffin, in a management training study of 9404

cOoperatives, -ith a 43 percent return, reported only 26 percent of the

managers had attended management training sessions.
12

Kelley et_ al 13 Steinmetz et al.,14 and Musselman and Hughes,15

as well as other autho s have stressed a need for continuning the man-

agers education. They concluded that a program of management education

is a most important key to business success in a constantly changing.

world.

10Robert Yelland, "A Study of Managerial Performance Patterns in
Cooperatives," (Unpublished Masters thesis, University of Minnesota,
Minneapolis, 1968)% p. 25.

11Victor F. Amann and Fred E. Koller, "Some Aspects of Management

in Farm Supply Cooperatives," Ninnesota Farm Bus111QssNotes, No. 430,

St. Paul, June, 1961.

12David Volkin and Nella Griffin, MInagepent Training AmoRS
Farmer Coo eratives, Farmers Cooperative Service General Report, No.

65, USDA, Washington, D.C., 1959.

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

14Steinmetz and others, op. ei p. 600.

15Musselman and Hughes, op. cit., p. 309.



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

p:roject.

population

The population seleeted for this study included all of the North

Dakota farm impleme t dealership managers actively managing a business

of January 22, 1973. There were a total of 359 managers located

throughout the state of North Dakota.

The names of the farm implement dealership managers were obtained

through the cooperatidn of Mr. Roger William_ Field Services Manager

f the No--th Dakota Implement Dealers Association, Fargo, North Dakota.

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.

glistthnn
It was decided, after consulation with Dr. Donald Priebe, Project

Dirac -r, to use a direct mail questionnaire to gather the data. The

questionnaire was designed to secure the information needed to reach

the objectives of this study, Dr. Donald Priebe, Professor Shubel Owen,

and Dr. David Cob a were consulted about the content and construction of

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

7
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8

uti_ized 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 Gathering

The questionnaire, an explanatory cover letter and a self-address-

ed envelope were mailed to the implement dealers OnAkpri113, 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 letter and self-addressed stamped envelope were mailed to

those individuals who had not responded to the first two letters.

A total of -18§_psable questionnaires were received by May15, 1973.

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

Anal sis 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 Agrl.cultural 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 por i-n- of the data. All mean sco es, fre-

quency counts and percentages were computed at the c_ puter center. Data

were then tabulated and included in this report.



ER IV

PROFILE PATA OF NORTH DAKOTA IMPLEMENT
DEALERSHIP MANAGERS

The information presen ed in this chapter relates to the personal

pro ile of the implement dealership managers returning usable question-

naires. The profile included the follming information: nature of

managerial positions, management tenure, size of business managed, number

of part-time employees, availability and involvement in management pro-

grai- 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 not o- There were 14 or 7.4 percent of the

managers who managed a company owned 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 imple ent business.

An inspection of Table II will show this to be the largest number of re-

spondents in any onetenure group. The second largest group, 35 managers

or 18.6 percent, indicated they had 26 ormore years of management ex-

perience.

9
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TABLE I

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

Nature of
MAnagerial Position

Owner - Manager

Line Company Store Manager

Cooperative Store Manager

Pr vate Business Manager

Number of Managers
in Group

160

14

8

6

Percent of Total

85.1

7.4

4.3

3.2

TOTAL

N = 188

1 100.0

TABLE II

YEARS OF MANAGERIAL EXPERIENCE OF 18d NORTH
DAKOTA FARM IMPLEMENT DEALERSHIP MANAGERS

Years o_
Management Experience

Number of Managers
in Group Percent of Total

'4 or fewer 29 15.4

5 to 10 40 21.3

11 to 15 29 15.4

16 to 20 30 16.0

21 to 25 25 13.3

26 or more 35 18.6

TOTAL 188 100.0

N = 188
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There were three experience groups which had similar numbers of

respondents repor ing. The experience 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 grcup. The group, with the fewest managers, 25 or

13.3 percent, had indicated fern 21 to 25 years m8nagemeut experience.

Number of Full-Time Employees

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

in Table III, was used as a measure of business size. A full-time employee,

as described in the questionnaire, was defined as a worker who was employ-

ed eleven or more months per year.

Nearly half of the implement managers, 44.1 pe c nt, indicated

they employed 5 to 10 full-time workers. One-fou th, 25.5 percent of

the dealersh ps, had 4 or fewer full-time employees. 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 full-time employees.

A total of 19 dealerships employed 16 or more e workers

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

TABLE III

NUMBER OF FULL-TINE EMR,OYEES OF 188 NORTH DAKOTA
FARM IMPLEMENT DEALERSHIP MANAGERS

Number o
Full-Time Em 1- ees

Number of
JIILEa. in Grou

Percent
of Total_

4 of fewer 48 25.5

5 to 10 83' 44.1

11 to 15 38 20.2

16 to 20 8 4.2

21 or more 11 6.0

TOTAL 188 100.0

N 188
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Mean Number of Pa- -Time Em loyees Per Deale sh'

The pattern of employment for pa -time help was seasonal in nature.

June, July and August were the peak part-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 .6 of.an average part-

time worker per dealership was reported.

The fewest part-time workers were employed during November. The

managers reported hiring an average of .35 partrtime employees, during that

month. December and January were the next lowest hiring months with .38

and .45 part-time iabore-s hired respectively.

Seasonal hiring did not play a large part in the total employment

pic u e. The average part-time help rnaintathed throughout the year was

.88 workers per dealership. Figure 1 and Table IV illustrate the mean

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

TABLE IV

MEAN NUMEER OF PART-TIM EMPLOYEES PER
DEALERSHIP BY MONTHS

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

i 0
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Dealership .8

.6

.4

.2

Figure.1

.1..)

4, 0 0
01 0 z

MEAN NUMBER OF PART-TIME EMPLOYEES PER
DEALERSHIP BY MONTHS

Knowled e of the Availabilily _and Extent ofParc1pationthManagemen

Education Programs

The managers were asked to 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-e1ghtmanagers or 46.8 percent reported

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 responden s who had

participated in a management education program within the past two years

or were currently enrolled in such a program.

2 0



TABLE VI

LEVEL OF FORMAL EDUCATION OF 188 NORTH
DAKOTA IMPLEMENT DEALERSHIP MANAGERS

15

Level of
Formal Education

Number o_
Managers in Group_

Percent
of Total

Eighth grade or less 18 9.6

Grade 9, 10 or 11 10 5.3

High school graduate or equivalent 58 30.9

Trade, technical or business school 18 9.6

Some college - no bachelors degree 45 23.9

Bachelors degree 30 15.9

Bachelors degree plus other professional
education

9 4.8

TOTAL 188 100.0

-= 188

Age of Managers

More than half, 54.9 percent of the implement managers indicated

they were between the ages of 35 and 54 years of age. Of this group, 49

managers or 26.2 percent were 35 to 44 years old and 28.7 percent or 54

managers 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 reported managing his business

for 50 years.



TABLE VII

AGE DISTRIBUTION OF 188 NORTH DAKOTA
IMPLEMENT DEALERSHIP MANAGERS

16

Age Group of Number of
Managers in Years Managers in Groups Percent o_ Total

25 or less

26 to 34

35 to 44

45 to 54

55 to 64

65 and over

TOTAL

2 1.0

29 15.4

49 26.2

54 28.7

5 18.6

19 10.1

188 100.0

N = 188'



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 fox the 32 questions asked of the farm implement managers

rega ding the importance of selected management skillareas in an ed-

ucation program. Chi square values for association between question re-

sponses for selected profile grouping_ are also included.

Data_Treatment

Mean scores were compiled for the responses to each of the 32 man-

agement skillareas. A chi.square test of independence, a statistical

analysis method for comparing seperate groups of informatIon as.to their

probability of being independent was used to compare the responses to

the-skill areas to responses of selected profile groups. A score was

computed for each skill question according to: nager's age, level of

formal education, years of management experience and size of business.

The response frequency for each management skill area is presented

in Appendix B.

Basis for Establishin Mean Scoress'or_Management__Skills

The mean score was based on fiv_ possible responses to the 32 an-

agement skill areas. The type of rewionses available were: essential,

very important, somewhat important, impo tant, and not useful. These

responses were in reply to questions as to whether a pa Acular management

skill would be a desirable part of a management education program if

17
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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 being

assigned to a- 'essential", r- ponse. Mean scores were then computed on

the bas s 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 decending order in Table VIII.

Man!gement Skill Areas with_Mean Scores Exceeding.4.00

There were a total of seven skill areas which the implement deal-

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 ac ounts receivable and human relations

followed viith mean scores of 4.35, 4.27 and 4.16 respec ively.

Other areas managers considered ve y important in a management

education program available to them were: decision making 4.15, profit

planning 4.11,andpurchasing with a mean of 4.09.

Selected Mna_ement Skill Areas with Meari Scores Exceedipi, 3.00 but Less

Than 4.00

A mean value from 3.00 to 3.99 was considered "impo apt" based on

the numerical values given for the possible respo s., The managers

rated source of funds and handling problem customers the highest in this

area with mean sc _es 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, price determination, financial analysis of business,

budget planning, and employee motivation. This group r presents one-tlird

of the manageme t skills found in the

9

r tan category.
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TABLE VIII

-MEAN SCORES FOR 32 MANAGEMENT SKILL
AREAS AS RATED BY IMPLEMENT

DEALERSHIP MANAGERS

1. Inventory Management and Con

2. Salesmanship-

3. Managing Accounts Receivable. * * * 0 O 0 * 0 0

4. Human Relations

5. Decision Making . = ... 0 0 . 0 0 .

6. Profit Planning . . . ........... . 0

7. Purchasing-

-8. Source of Funds

9. Handling Problem Customers

10. Directing Employee Leadership

11. Financial Analysis of Entire Business

12. Price Determination . . . . . . . . . . .

13. Budget Planning Cost Control and Analysis

14. Employee Motivation

15. Bookkeeping Methods

16. Employee Training

17. Managing the Manager's Time

18. Development of General Business Policy. . . . 0 0

19. Product Promotion

20. Managing the Business for Short and Long Range Goals . .

21. Capital Planning and Investment

22. Office Management .. . . . .... . ..
23. Organizing and Staffing a Business

24. Labor Relations 0 .
25. Problem Identification

26. Business Control Guides.

27. Transportation Problems.

28. Insurance Management. . ... . .

29= Business Law Needs . . . . . . . ...... . . .

30. Marketing Segments (special groups of customers) .

31, Security (shop lifting, other theft and employee pilfering_

32. ComputeriZed Records

0 0 . 0

. . . = .

4.42

4.35

4.27

4.16

4.15

4.11

4.09

3.99

3.98

3.92

3.89

3.89

3.86

3.85

3.82

3 80

3.79

3.77

3.75

3.74

3.73

3.72

3.72

3.67

3.59

3.40

3.09

3.06

2.97

2.93

2.85

2.46

Possible mean score range 1.00 to 5.00
A mean score of 5 represents an "essential" management skill area... .a
score of 1 represents a'hot useful" management skill area.
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There we a total oftenikill area's which received mean scores

from 3.82 to 3.67. They are ar-anged in decending order: bookkeeping

methods, employee training, managing the manage _ime, development of

general biliiness policy, product promotion, managing the business 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 "impor ant" classification. These four skills:

problem identification, business control guides, transportation problems,

and insurance management received mean scores of 3.59, 3.40, 3.09 and

3.06 respectively.

Mana e-ent Skill Areas with Mean Scores of Less Than 00

There were only four skill areas which had a mean score of less

than 3_90. The "somelq.hat,t-ortan ' category in which they were located

had a value range of 2.00 to 2.99. Business law needs, marketing seg-

ments, and security had mean scores of 2.97, 2.93 and : 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 importan " and the "important" rating levels.

hi uare C m-a isons Between Res.onses to the 32 na ement Skill_ Areas

The chi square test of independence was used to determine re-

lationships between frequency of responses of related profile groups to

the 32 management skill area questions. The test of independence was

based on RxCcontingency tables. This test measures the independence

conversely the association between the row, or question reSpenses and

2 6
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the column categories or profile groupings. A significant association

indicate_a_differentlal. response .pattern for the various_groups

within the profile category.

Associa ion Between Res.onses to the 32 na ment uestions. and Years ol

Management Experience Groupinga

Chi square values were computed by comparing the responses of

managers with varying years 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 plannAg and managing accounts receivable were not in-

dependent of managemRnt experience at the .05 level of probability.

Human relations and bookkeeping methods were dependent on management

tenure at the level.

The chi square values for management skill question responses as

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

Association Bet een Res onses to the 32 Manaement luestions and _Selected

Age Groupings

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

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

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

Only two of the 32 skill areas were statistically significant at

the .05 level of probability or below. Labor relations was not inde-

pendent of the managers age at the .05 ievel of probability. The other

management skill in-which there was a significant difference in responses

was employee motivation. This area received a chi square value-whiCh'in-

dicated it was dependent upon age at the .01 level of significance.

7



TABLE IX

CHI SQUARE VALUES FOR COMPARISON OF ASSOCIATION* BETWEEN
RESPONSES TO THE 32 MANAGEMENT SKILL AREA QUESTIONS

AND YEARS OF MANAGEMENT EXPERIENCE GROUPINGS

= 188, Degrees of Freedom = 20)

2. Product Promotion

22

GENERAL

1. Inventory Management and Control
2. Development of General Business Policy
3. Profit Planning.... .... ..... ....... . . .... .. . ..

4. Decision Making
5. Problem Identification

18.48
15 22

.....18.79
17 83
25 45

6. Business Control Guides 24.65

7. Managing the Business for Short and Long Range Goals.- .28.27
8. Managing the Manager's Time....... ... . .. ........... ....20.96

9. Security (shop lifting, other theft and employee pilfering) .20.22
10. Business Law Needs 18.24

11. Insurance Management 22.43

12. Transportation Problems.. . . ...... ........ . ..... ..........20.71

B. MARKETING STRATEGIES

1. Price Determination.... . ......... . ... . ....... ......19.78
24 -42

3. Marketing Segments special groups of customers 22_64

4. Purchasing 20-96

5. Salesmanship 15.54

C. CUSTOMER SERVIC
1. Human Relations
2. Handling Problem Customers

_

D. PERSONNEL MANAGEMENT
1. Directing Employee Leadership
2. Office Management
3. Labor Relations
4. Employee Motivation
5. Organizing and Staffing a Business
6. Employee Training_--

38.12 xx
26.62

21.96
29 _26

30.14
33 86 x

33:25 x
24.24

E. FINANCE MANAGEMENT
1. Budget Planning Cost Control and Analysis. .. ... ... .. . ...--- 37.78 x

2. Source of Funds _18.98

3. Managing Accounts Receivable 34.32 x

4. Bookkeeping Methods-- 37.85 xx

5. Capital Planning and Investment 26.58

6. Financial Analysis of Entire Business-- 29.99

7. Computerized Records 28.61_

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

xx = statistically significant chi square value at .01 level

xxx = statistically significant chi square value at .001 level
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TABLE X

CHI SQUARE VALUES FOR COMPARISON OF ASSOCIATION* BETWEEN
RESPONSES TO THE 32 MANAGEMENT SKILL AREA QUESTIONSAND

SELECTED AGE GROUPINGS OF MANAGERS

= 188, Degrees of Freedom = 12)

A. GENERAL
1. Inventory Management and Control..... ........... ..... 16.65

2. Development of General Business Policy 8:68

3. Profit Planning. . . .. ............... .. .. .. .. . .. ..... 12.68
4. Decision Making 8.78

5. Problem Identification 9.87

6. Business Control Guides 8.96
7. Managing the Business for Short and Long Range Goals.... 9.20

8. Managing the Manager's Time 17_94

9. Security (shop lifting, other theft and employee pilfering) 16.01
10. Business Law Needs :..10.73

11. Insurance Management. . . . .... .. . . ............ .

12. Transportation Problems 16.20

B. MARKETING STRATEGIES
1. Price Determination 6.03

2. Product Promotion 8.42

3. Marketing Segments (special groups of customers) 14 32

4. Purchasing 15.11

5. Salesmanship 10.50

C. CUSTOMER SERVICE
1. Human Relations 7.15

2. Handling Problem Customers......... ..,....... .... 6.01

D. PERSONNEL MANAGEMENT
1. Directing Employee Leadership 16:21

2. Office Management
3_ Labor Relations 23.49 x

4. Employee Motivation.............. .......... ............ 26.71 xx

5. Organizing and Staffing a Business...-. ................ 15.14

6. EmploYee Training 18_43

E. FINANCE MANAGEMENT
1. Budget Planning Cost Control and Analysis -13-18

2. Source of Funds.... . . . ... . ........ . . . ........... .. 15.13

3. Managing Accounts Receivable 5.60

4. Bookkeeping Methods., 6.24

5. Capital Planning and Investment 11.47

6. Financial Analysis of Entire Business -= 7:10

7. Computerized Records 18.91

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

xx = statistically significant chi square value at .01 level

xxx = statistically significant chi square value at .001 level

9
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AssociatOn Botween Rosnonses_ to_the _32 Management _Sk_i_11. Areas. Questions

and Selected Size of Busines Grou n
_ _ _ _ _

Size of business was determined by using selected categories of

full-time employees. The chi square values, found in Table XI, were

derived by comparing the manage _ responses to the management skill

questions within the size of business categories.

Responses to five management skills were found to be dependent on

business size at the .05 level _of significance. They are: managing the

manager's ti e 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 s gnificant at the .001 level

of probability..

An inspection of the frequency count data indicated five manage-

ment skill areas; development of general business policy, managing the

manager's time, employee motivation, organizing and staffing a business

and budget planning we-e directly related to business size. As the

business incrclsed in size, _he managers regarded these manage ent skill

areas as more important.

Ass Aation Be ween Responses to the 32 Management Skill A eas uestions

and Selected Levels of Formal Education Groupipga_

The chi square values were computed by comparing the implement

managers responses to the management skills by selected levels of education.

These levels n e less than a high school graduate, high school graduate

equivalent, trade-technical-business school or some college,and a

bachelors degree or more professional education.

3 0
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TABLE XI

CHI SQUARE VALUES FOR COMPARISON OF ASSOCIATION* BETWEEN
RESPONSES-TO THE 32 MANAGEMENT-SKILL AREA QUESTIONSAND

SELECTED SIZE OF BUSINESS GROUPINGS

(N = 188, Degrees of Freedom = 12)

A. GENERAL
1. Inventory Management and Control
2. Development of General Business Policy ..................
3. Profit Planning.. . .. ............ . ...

4. Decision Making
5. Problem Identification... ......... ........ . ..

6. Business Control Guides.................. ... . . . .. ..

7. Managing the Business for Short and Long Range Goals
8. Managing the Managei's Time
9. Security (shop lifting, other theft and employee pilfering

10. Business Law Needs
11. Insurance Management
12. Transportation Problems.,

B. MARKETING STRATEGIES
1. Price Determination.. . . ..... ... ........ ............

2. Product Promotion..... ........................ .. . . .

3. Marketing Segments
4. Purchasing
5. Salesmanship

C. CUSTOMER SERVICE
1. Human Relations
2. Handling Problem Customers....... . ............ . .. .. . .

....... ...... ..........

18.14
. 26.74 xx
. 18.21
14.02
9.37

16.15
20.99
22.91 x
16.54
18 74

.99

11.70

. 13.26

. 10.90
34.15 xxx
10.69
13.56

8.89
. 9.46

D. PERSONNEL MANAGEMENT
I. Directing Employee Leadership
2. Office Management
3. Labor Relations
4. Employee Motivation
5. Organizing and Staffing a Business
6. Employee Training_

E. FINANCE MANAGEMENT
1. Budget Planning Cost Control and Analysis
2. Source of Funds
3. Managing Accounts Receivable
4. Bookkeeping Methods._ .. .... ........,... .

5. Capital Planning and Investment_
6. Financial Analysis of Entire Business
7. Computerized Records

11_25
20.84

.

25.06 x
23.75 x
27_45 xx
21.17 x

23.13 x
15.77
16.29
44.16 xxx
17.73
18 92
9.80

x = statistically significant chi square value at .05 level
xx = statistically significant chi square value at .01 level

xxx = statistically significant chi square value at .001 level

3 1
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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 increased as the level of formal education in-

creased.
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TABLE XII

CHI SQUARE VALUES FOR COMPARISON OF ASSOCIATION* BETWEEN
RESPONSES TO-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 19.16

2. Development of General Business Policy.... ... . . ....... 7.71

3. Profit Planning 15.65

4. Decision Making 12.40

5. Problem Identification 18.22

6. Business Control Guides 11.73

7. Managing the Business for Short and Long Range Goals 7.28

8. Managing the Manager'L Time 7.35

9. Security (shop lifting,other theft and employee pilfe g ) 36.67 xxx
10. Business Law Needs 22 46 x

11. Insurance Management 15.07

12. Transportation Problems-- . ... . ... . . .. ........ .. . 16.42

B. MARKETING STRATEGIES
1. Price Determination 14.58

2. Product Promotion 12 21

3. Marketing Segments special groups of customers) 22.97 x

4. Purchasing 10.95

5. Salesmanship 17.43

C. CUSTOMER SERVICE
1. Human Relations 9.38

2. Handling Problem Customers 15.76

D. PERSONNEL MANAGEMENT

E.

1. Directing Employee Leade ship 13.61

2. Office Management 9.80

3. Labor Relations 12.35

4. Employee Motivation 29.16 xx

5. Organizing and Staffing a Business 12.97

6. Employee Training 12.23

FINANCE MANAGEMENT
1. Budget Planning Cost Cont ol and Analysis 8.66

2. Source of Funds 20.94

3. Managing Accounts Receivable 15.78

4. Bookkeeping Methods 20 42

5. Capital Planning and Investment ... .... . .. . . 11.60

6. Financial Analysis of Entire Business 15.34

7. Computerized Records 8.98

x = statistically significant chi square values at .05 level

xx = statistically significant obi square values at .01 level

xxx = statistically significant chi square values at .001 level
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CHAPTER VI

RESPONSE OF IMPLEMENT MANAGERS TO POSSIBLE
SOURCES OF MANAGEMENT EDUCATION PROGRAMS

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 preference

regarding the part each agency should play in providing an education pro-

gram. An open end question allowing 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 p ogram, (4)

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

are shown in Table XIII.

Im- ement Mana ers Ra n s of Educational A encies as Possible Sources

of Mana ement Education_ProgiAma

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" or

"maybe provide" an educational program. Only 8 percent of the respondents

indicated they lhould not be involved:' The remaining 24.5 percent of the

managers preferred that these agencies should assist : providing such a

program.

28



TABLE XIII

RESPONSE FREQUENCY-0E-188 FARM-IMPLEMENT MANAGERS TOWARD SELECTED

EDUCATIONAL AGENCIES AS A POSSIBLE SOURCE OF A MANAGE ,f

EDUCATION PROGRAM

N N
0 0

0 44 A

.4' o
`44

0

Fqn. Fqn. 7 Fqn. % Fqn, % Fqn.

-
a. Local or area public school

b. state junior college or vocational-

technical school

25

71

1 ,3

37.8

34

54

18.1

28.7

65

46

34.6

24.5

59

15

3114

8.0

5

2

2,7

1.1

c. state college or state university 65 34.6 55 29.3 45 23.9 20 10.6 3 1.6

d, private business or technical school

e, North Dakota Cooperative Extension

39 20.7 69 36.7 50 26,6 28 14.9 2 1,1

Service 26 13.8 53 28,2 64 34,0 40 21.3 5 2,7

f. Small Business Administration

g. The line company (John Deere, Case,

20 10.6 44 23,4 60 31,9 61 32.4 3 1,6

International Harvestor, etc.)

with which your firm currently does

large portion of its business

h. North Dakota Implement Dealers

59 31.4 39 20.7 68 36.2 18 9 6 4 2.1

Association 38 20,2 49 26.1 76 40.4 20 10 6 5 2.7

i. other 3 1.6 0 0 5 2.7 7 3.7 173 92.0

TOTAL 188 100.01 188 100 0 188 100.0 188 .100.0 188 nu

*N for each agency 188
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State colleges or universities -ere 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 indicating 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 Tanagers

were in favor of having private business or technical schools "provide"

or "maybe provide' management education. There were 26.6 percent of e

respondents who indicated these agencies "should assist" others in providing

such a program. Nearly 15 percent of the manage s 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-slx per-

cent of the respondents indicated they would like 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 the respondents indicated they

would look to their p-ofessional organization, the North Dakota Implement

Dealers Association, to "provide" or "maybe provide" a management ed-

uc tional program. Seventy-six or 40.4 percent of the group replying

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.
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The North Dakota Cooperative Extension Service was chosen by 41

percent of the respondents to provide" or "maybe provide" a management
T _

education program. Thirty-four percent or 64 managers indicated they

would expect the Cooperative Extension Service to "assi,E;t:'* other agencies in

conducting : --nagement education program. There were 40 managers

21.3 percent of this group wto did not want this agency to be involved in

a management program.

The implement managers gave the S :11 Business Administration 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

B Ndministration. The local schools and the Small Business

A6:nistrati were given ratings of 34.6 and 21.9 percent respectively

by t:iragers when asked if they agency"shouldassDW'otherawith such a

program. Thirty-one and four tenths percent of the managers indicated

local schools "should notbe involved" and 32.4 percent did not look to

the Small Business Administration for a management education program.

,::fteen managers responded to the open end question regarding

other poss lie sources of management education programs. The replies to

this question were too divergent to properly summar ze in this study.



CHAPTER VII

SUNNARY AND CONCLUSIONS

Significance of Study

This study was done in pa tial fulfillment of one of the major

objectives as stated in the proposal of the Farm Management Education

Research and Development Project. This pro ect was funded by the State

Board for Vocational Education and conducted by the Agr cultural Educat-

ion Department, North Dakota State University, Fargo, North Dakota. The

specific objective states: "to examine the use of the variation of the

Farm Management Education Program for other agr_cultural businesses man-

agement needs. u16

S.atement of the Problem

It was the purpose of this study to determine the attitudes of the

farm implement dealership managers in North Dakota towards their needs

for selected areas in management education. The specific 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 determi__ the attitudes of North Dakota farm implement
dealership managers toward various agencies or groups as
possible sources of management education

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

-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 Dakota State University, Fargo,
1972), p. 1.
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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

uea_ionnaire

Direct-mail questionnaires were sent to 359 farm implement deale

ship managers in North Dakota on April 13, 1973. One hundred and eighty-

eight usable replies were received.

Characteristics of Im lement Manasers

1. Most managers in this study, 85.1 percent, either pa tially or

completely owned the implement businesses which they m1,1- ged. Fourteen

or 7.4 pe cent of the managers managed a company ow.-,u 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 rep rted 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

exper ence 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 mo e months. There

were 25.5 percent of the implement managers who repor ed 4 or fewer full-

time personnel. Twenty percent stated they had 10 to 15 people employed

40
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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 percent 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 so e trade, technical, bus-

iness or college education. TWenty and seven tenths percent of the re-

spondents reported they had received a bachelors degreeor bachelo

degree plus other professional education.

5. Thirty-one or 16.5 percent of the manage _ 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 ement Skill Areas as Rated b Implement Deale shi

Managers

Seven management skills had a mean score above 4.00. The skills

managers felt were "very useful" in an education course were inventory

management and control, profit planning, decision making, salesmanship,

human relati ns, purchasing and managing accounts receivable.

0 -third of the 21 skill areas w th 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 score in excess of 3.65. The general areas managers in-

dicated were "important" dealt with the personnel and financ al aspects

f the implement business. These areas included the importance of e ployee

leadership, employee motivation, labor reations, t a ning and office man-
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agement as well ag investment planning, business analysis, funds sources,

budget planning and bookkeeping methods.

Management skills in which manage s had the least interest were

computerized records, security, special marketing segments and business

law needs. All had mean scores of less than 3.00 and ranged to a low

2.46 for computerized records.

Chi S uare Values for Association Between Mana:ement Skill Area on

Res onses with Selected±tnal Groupings

Chi square values were derived by comparing the managers responses

to the 32 management skill area questions by the managers' age, size of

business, years of management experience and level of educat on.

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

business, level of education, years management experience or managers1

age at the .05 percent level of probability or lower.

There were 9 management skills dependent at the .05 level 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 responses were statisti-

cally significant at the .05 percent level of probability or lower with

more than one managerial grouping. They are; bookeeping, budget plan-

ning and cost control, organizaing and staffing a business, employee

motivation, labor relations and marketing segments.

Only one management skill question, employee motivation, was

associated at the .05 1 vel of significance or below 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 comparisons.

Frequency Response of Managers To ard Educational Aggncies as Possib

Sources of Maria ement Education Programa

The implement managers were asked to respond to que tions regard-

ing educational agencies as possible sources of management education pro-

grams. 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" o "maybe should" provide a manage-

ment education program while 63 percent reported a state college or uni-

versity "should provide" or "maybeprovide"such a program. There were

57.4 percent of the managers who indicated private trade and business

schools " hould" or "maybe should" participate and 52.1 percent of the

respondents who reported the i plement line co panies should" o "maybe

should" provide a management program. Eighty-seven managers or 46.3

percent indicated their professional organization, the North Dakota Im-

plement Dealers Association, "should" or "maybe should" provide a progra

and 40.4 percent suggested they "assist" some other agency. The North

Dakota Cooperative Extension Service was selected 41 percent of the time

as a manage ent education source and 34 percent of the managers indicated

they "should ass i s t " another agency.

The Small Business Administration and localipublic schools

4:3



rated about equally. Approx tely one-third of the mangers selected

hoth agencies to "provide' ybe provide program, one-third in-
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Aicated they "should asSiSt" and the remaining one-third of the mangers re-

ported they did not feel these agencies should be involved in a management

education program.

Conclusions

1. All management skill areas were regarded by implement managers

as being relatively importan_ 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 invencory management and control, managing accounts receivable,

salesmanship, and human relations.

3. Approxi tely two7thi ds of the implement managers regard

junior colleges, vocational-te hnical schools, state colleges and state

univers les as a possible source of management education prog ms. 0_ er

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-

ope ative Extension Service, local public schools and Small Business

Administration.

4, Nearly 29 percent of the implement managers in this study we e

years of age or older. It is very probable that one-fourth to one-

thi d 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 were
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employed by company owned .stores, local cooperatives or private implement

stores in which they had no equity.

6. One-fourth of the managers reported having four or fewer full-

ti_e employees. Sixty-nine percent of the managers employed ten or fewer

workers and 89 percent indicated thcir business employed 15 or fewer

employees in their farm implement dealership.

7. Almost one-third of the managers in this study had finished

high school but had not received more formal education. More -han 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 of business and years

of management experience, there are more differences regarding opinions

concerning needed managementakill areas to be included in a management

education program than in analyzing managerial groupings by age or level

of eduCation.

9. Five management 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 busine-s

and budget planning. As the size of business increased, managers indica ed

more concern about the.e skill a eas being included in a manage ent 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

44

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 manageffient 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.

49



kssume that an agricultural business management
education program were available for you in your

.community or area. Please rate each of the
following management skills based on how important
you belie e it to be as a part of such an ed-
ucational program. Check only one box for each
Management area listed.

A. GENERAL
1. Inventory Management and Contro 000000*
2. Development of general business policy......
3- Profit Planning
4. Decision Making 4.

5. Problem.Identification
6. Business Control Guides
7. Managing the Business for Short and Long

Range .. . . . ......
8. Managing the Manager's Time....... . .

9. Security (shop lifting, other theft and
employee pilfering)...... . .........

10. Business Law Needs. ... . .... . .

11. Insurance Management
12. Transportation Problems

B. MARKETING STRATEGIES
1. Price Determination ....... .. . ==.11.1111
2. Product Promotion MM.=
3. Marketing Segments (special groups of

customers )

4. Purchasing
5. Salesmanship

C. CUSTOMER SERVICE
1. Human Relations
2. Handling Problem Customers

D. PERSONNEL MANAGEMENT
1. Directing Employee Leadership
2. Office Management
3. Labor Relations..........
4. Employee Motivation
5. Organizing and Staffing a Business
6. Employee Training

E. FINANCE MANAGEMENT
1. Budget Planning Cost Control and Analy
2, Source of funds
3. Managing Accounts Receivable. . e 400 @Nee

4. Bookkeeping Methods-
5. Capital-Planning and Investment.... .
6, Financial Analysis of Entire Business.
7. Computerized Records . . ........ .

5 0
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11. 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 maaagement
education program.

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

Circle only one number for each category below.

a. Local- or area public school........ ........ . .......1 2 3 4
b. State junior college or vocational-technical schoo1.1 2 3 4
c. State college or state university _1 2 3 4
d. Private business or technical school-- --1 2 3 4
e. North Dakota Cooperative Extension Service..... . ... 1 2 3 4
f.

g.

Small Business Administration......... .. . ... .1

The line company (John Deere, Case, International
2 3 4

_rvester, etc.) with which your firm currently
does a large portion of its business 1 2 3 4

h. North Dakota Implement Dealers Association 1 2 3 4

i. Other 1 2 3 4

III. OTHER INFORMATION: Please complete the following questions.

1 Which category best describes your current managerial position?
Check only one.

a. Manager of company store.
b. Manager of private business but do not own.
c. 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 c. 11 to 15 e. 21 to 25
b, 5 to 10 d. 16 to 20 f. 26 or more

Number of fUll-time employees working eleven months or more in-
cluding yourself? Check only one.

a. 4 or less c. 11 to 15
b. 5 to 10 d. 16 to 20

21 or more

How many seasonal or part-time employees have you employed in the
past year in each of the following months?

January
February
March
April

May
June

July
_

August

September
October
November
December
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5.a. 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

5.b. Are you now or have you been enrolled in such a program in the past

two years?

yeS no

6. Level of your formal education. Check only one.

a. 8th grade or less
b. Grade 9, 10 or 11

e. High school graduate or equivalent
d. Trade, technical or business school

e. Some college, but less than a Bachelors degree

f. Bachelors degree

B. Bachelorsdegree plus other professional education

Your age group.

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

b. 26 to 34 a. 55 to 64

c. 35 to 44 f. 65 years old or
older



NORTH DAKOTA STATE UNIVERSITY
OF AGRICULTURE AND APPLIED SCIENCE

FARGO, NORTH DAKOTA 58102

TO: Members of the North Dakota Implement Dealers Association

FROM: Marvin Kleen_e_and Dr. Donald Priebe
Agricultural Education Department, North Dakota State University

DATE: April 25- 1973

About WO weeks ago you received a questionnaire which is being used
to gather information about management skills you feel are important
in a 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 questionnaire 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 le questionnaire will be much appreciated.

5 3
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NORTH DAKOTA STATE UNIVERSITY

OF AGRICULTURE AND APPLIED SCIENCE
FARGO, NORTH DAKOTA 58102

TO: Members of the North Dakota Implement Dealers Association

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

DATE: May 3, 1973

About three weeks ago you received a luestionnaire
which is being used to gather informa.tion 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-add essed,

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

apprecaited. It you have already returned your survey, thank
you for your hel

5 t
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A. GENERAL

FREQUENCY OF RESPONSES TO THE 32 MANAGEMENT
SKILL AREA QUESTIONS

51

4.4
JD

1. Inventory Management and Control 117 43 21 4 3

2. Development of General Business Policy 42 72 62 5 4
3. Profit Planning 76 68 33 5 4
4. Decision Making 81 65 31 6

5. Problem Identification 42 56 65 19 5

6. Business Control Guides 28 52 78 21
7. Managing the Business for Short and Long Range

Goals 43 71 58 10 4
Managing the Manager's Time... . . . . . . 57 60 47 13 7

Security (shop lifting, other theft and employee
pilfering) 13 31 67 64 10

10. Business Law Needs 16 39 63 63 6

11. Insurance Management 18 39 78 40 12
12. Transportation Problems 17 40 78 46 6

B. MARKETING STRATEGIES
1. Price Determination 58 67 49 7 5

2. Product Promotion 34 85 56 8 3

3. Marketing Segments (special groups of custome 15 31 76 49 12

4. Purchasing 69 78 34 4 3

5. Salesmanship 96 67 20 4 1

C. CUSTOMER SERVICE-
1. Human Relations 78 71 25 9

2. Handling Problem Customers 66 73 31 13 4

PERSONNEL MANAGEMENT
1. Directing Employee Leadership 53 78 45 7 3

2. Office Management 40 70 63 12 2

3. Labor Relations...... .... . ............... 39 66 68 12 3

4. Employee Motivation 52 67 55 8 3

5. Organizing and Staffing a Business 46 65 54 16 4

6. Employee Training 44 75 58 7 3

E. FINANCE MANAGEMENT
1. Budget Planning Cost Control and Analysis 63 58 47 11 7

2. Source of Funds 70 64 38 11 4
3. Managing Accounts Receivable........ . .... . 84 74 24 2 2

4. Bookkeeping Methods........... .. .. ... ........ . . . 57 57 60 12 2

5. Capital Planning and Investment 43 66 63 11 3

6. Financial Analysis of Entire Business..... . .. 62 61 50 10 4
7. Computerized Records 13 20 52 55 46

N= 188



APPENDIX C

SUMMARY OF ma SQUARE VALUES

5 2



CHI SQUARE VALUES FOR COMPARISON OF ASSOCIATION BETWEEN THE 32 MANAGEMENT SKILL

AREA QUESTIONS AND SELECTED MANAGEMENT CATEGORIES

(N = 188)

Years

Management

Experience_

200Freedom

Size

of

Business

Level

of

Education

Age

120 Freedom 120 Freedom 12° Freedom

1. Inventory Management and Control 18.48 18.14 19.16 16,65

2, Development of General Business Policy 15.22 26,74 xx 7.71 8.68

3. Profit Planning 18.79 18.21 15.65 12.68

4. Decision Making 17.83 14,02 12.40 8.78

5, Problem Identification 25.45 9.37 18,22 9.87

6, Business Control Guides 24,65 16.15 11.73 8.96

7, Managing the Business for Short and Long

Range Goals 28,27 20.99 7.28 9.20

B. Managing the Manager's Time 20.96 22,91 x 7,35 17.94

9, Security (shop lifting, other theft and

employee pilfering) 20.22 16.54 36.67 xxx 16.01

10, Business Law Needs 18.24 18.74 22,46 x 10,73

11, Insurance Management 22.43 20.99 15.07 16.67

12. Transportation Problems 20.71 11.70 16.42 16.20

13. Price Determination 19.78 13.26 14.58 6,03

14, Product Promotion 24.42 10,90 12.21 8.42

15. Marketing Segments (special groups of

customers) 22.64 34,15 xx 22.97 x 14,32

16. Purchasing 20.96 10,69 10.95 15.11

17. Salesmanship 15.54 13.56 17.43 10.50

18. Hu6an Relations 38.12 xx 8.89 9.38 7.15

19. Handling Problem Customers 26.62 9.46 15.76 6.01

20. Directing Employee Leadership 21.96 11.25 13.61 16.21

21. Office Management 29.26 20.84 9.80 8.85

22. Labor Relations 30.14 25,06 x 12.35 23.49 x

23. Employee Motivation 33.86 x 23,75 x 29.16 xx 26.71 xx

24. Organizing and Staffing a Business 33.25 x 27,45 xx 12.97 15 41

(table ntinued)



CHI SQUARE VALUES (continued)

Years Size Level

Management of of Age

Ex erience Business_ .Education

200 Freedom 12 Freedom 1211-Freedom ricrTeTir'a

25. Employee Training 24.24 21.17 12.23 18.43

26. Budget Planning Cost Control and Analysis 37.78 x 23.13 x 8,66 13.18

27. Source of Funds 18.98 15.77 20,94 15.13

28, Managing Accounts Receivable 34.32 x 16.29 15.78 5.60 ,

29, Bookkeeping Methods 37.85 xx 44.16 xx 20.42 6.24

30. Capital Planning and Investment 26.58 17.73 11.60 11.47

31, Financial Analysis of Entire Business 29.99 18.92 15,34 7.10

32, Computerized Records 28.61 9.80 8.98 18.91

x r. .05 probability level

xx m .01 probability level

xxx .001 probability level


