COURSE SPECIFICATIONS FOR:  AGRICULTURAL SALES AND SERVICES



The STUDENT will be able to:

AGRICULTURAL SALES AND SERVICES

ACTIVITY/COURSE CODES  5606, 5607

COURSE DESCRIPTION:

The course in Agricultural Sales and Services includes subject matter and learning experiences that will prepare the student for occupations involved in providing consumable supplies used in the production phase of agriculture including processing, marketing, consulting, and other services.  The instructional program can also include animal breeding, horseshoeing, small animal services, and animal hospital care services.

Typical learning activities include planning a sales program and inventory for a typical product; operating a cash register; completing a sales slip; locating and using resource information for advising customers; conducting or role-playing a typical sale; participating in FFA activities relevant to agricultural sales and services, and planning and conducting a supervised occupational experience program in agricultural sales and/or services.

OBJECTIVE:

Given the necessary equipment, supplies, and facilities, the student, upon completion of the prescribed number of instructional hours, will be able to successfully complete the following core competencies.

Credit:  1/2 - 1 - 2  units

Competency/Objective

A.
CAREER OPPORTUNITIES

1. List ten job titles related to Agricultural Sales and Services.

2. List the physical and educational requirements for at least ten jobs related to Agricultural Sales and Services.

3. Prepare in outline form a plan for integrating the FFA program into the course.

4. Prepare in outline form a supervised occupational experience program that will enrich and complement the course.

B.
AGRICULTURAL SELLING

1. Identify and list ten traits of a good salesperson.

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

C.
ORGANIZATIONS AND FUNCTIONS OF AGRICULTURAL BUSINESSES

1. Define and list the advantages and dis-advantages of the following:  corporation, cooperative, partnership, and entrepreneur.

2. Plan a typical farm supply store operation.

D.
BUSINESS PROCEDURES

1. Set up and maintain inventory.

2. Select and calculate an acceptable mark-up price.

3. Calculate the carrying charge on an item.

4. Calculate the sales tax.

5. Complete a sales ticket.

6. Complete a monthly statement.

7. Calculate a typical daily or monthly cash balance.

E.
SMALL ANIMAL CARE AND SERVICES

1. Identify housing requirements for common pets.

2. List the veterinarian/health practices that should be carried out by need or law, and tell when they should be carried out.

3. Prepare a feeding program for common pets.

4. Outline the operation of a pet care business.

F.
SALES AND SERVICES RELATED TO FEED

1. Prepare a plan for the inventory, storage, display, and sales of a typical feed or feeds.

2. Formulate and mix a type of feed using a feed computer/microcomputer and a mix mill.

G.
SALES AND SERVICES RELATED TO CROPS, LAWNS, AND GARDENS

1. Prepare a plan for the inventory, storage, display, and sales of crop, lawn, and garden seeds.

2. Prepare a plan for the inventory, storage, display, and sales of live plants for crops, lawns, or gardens.

H.
SALES AND SERVICES RELATED TO FERTILIZERS
1. Prepare a plan for the inventory, storage, display, and sales of a typical fertilizer material.

2. Interpret fertilizer requirements from a soil lab report.

3. Demonstrate product knowledge by interpreting a fertilizer tag, citing a fertilizer recom-mendation, and recommending a type and placement of fertilizer.

I.
SALES AND SERVICES RELATED TO AGRICULTURAL CHEMICALS

1. Prepare a plan for the inventory, storage, display, and sales of a typical agricultural chemical.

2. List the federal regulations as they relate to sales, private and commercial applicators, and general-use and restricted-use chemicals.

3. Prepare a written recommendation of chem-icals, rates, and formulations using an appropriate chemical handbook, for example, Agricultural Chemical Handbook by Clemson University Cooperative Extension Service.

J.
SALES AND SERVICES RELATED TO PETROLEUM PRODUCTS

1. Prepare a plan for inventory, storage, display, and sales of a typical petroleum product.

2. Demonstrate product knowledge by defining API Service Classification, Octane Rating, and SAE Rating.

K.
SALES AND SERVICES RELATED TO HARDWARE, TOOLS, BUILDING MATERIALS, EQUIPMENT, AND PARTS

1. Prepare a plan for inventory, storage, display, and stocking of hardware, tools, building materials, equipment, and parts.

2. Prepare a sales and pricing plan for hardware, tools, building materials, equipment, and parts.

3. Demonstrate the use of a parts catalog and cross-reference between manufacturers of similar products.

L.
LEADERSHIP/COMMUNICATION/FFA

1. Lead a group discussion for five minutes.

2. Define leadership.

3. Identify various leadership styles.

4. Identify qualities of successful leaders.

5. Define communication.

6. Explain the relationship between communi-cation and leadership.

7. Explain the communication process.

8. Identify three suggestions for improving each of the following skills:  listening, reading, writing, and speaking.

9. Recite the FFA Creed.

10. Demonstrate knowledge of history, activities, and purposes of FFA.

11. Identify the basic principles of public speaking.

12. Demonstrate the basic procedures of parlia-mentary procedure.

13. Conduct a simulated meeting.

14. Identify the functions and purposes of a committee.

15. List the basic steps in problem solving/decision making.

16. Identify the major reasons for setting goals.

17. Identify the steps in developing a positive self-concept.
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