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Agribusiness Management – Economics & Sales

Fall 2017 & Spring 2017
Offered Third Period 
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Instructor:
Mr. William Carpenter


phone: 
385-715-2591


email: 
bcarpenter@harrisonvilleschools.org
Course Description:


A course that combines economics principles of business with sales, management, and service skills.  Economic principles will include supply/demand, fix/variable costs, time value of money, futures/options/ market, business management, and price forecasting.  Students will be expected to complete a farm or small business plan.  Sales units will include human relations, personal inventory, careers, sales presentations, customer relations, marketing, purchasing, grading, and transporting.  Prerequisites: Ag Science I
Course Goals:


Students will understand basic economic and business principles used in the agriculture industry, from production to retail.  Both a micro and macro economic approach will be applied to the operating function of a farm business, small agribusiness, and major world agribusinesses.  At the conclusion of the course students will understand how economics affect business performance, business management, market foundations and applications, tax management, product marketing, product sales, and sales techniques. Students in this class are required to compete in an agribusiness career development event CDE i.e. farm business management, agricultural sales, marketing plan. 
Course Rationale:


Agribusiness is the largest career sector of the United States agricultural economy.  A sound understanding of business management and marketing/sales will be crucial to all students after high school.  Fundamental knowledge in financial management, taxes, market investments, business plans, marketing, and sales communication will serve student needs throughout their lifetime.

Objectives / Essential Skills:

1. Determine the fixed and variable costs of production and use the fixed/variable concepts in making business decisions.

2. Determine the opportunity cost of choosing various business alternatives.

3. Determine the resulting change in price of commodities when shifts in supply and demand take place.

4. Determine the effects of the time value of money on business investment and decisions.

5. Complete a financial analysis of a business.

6. Calculate the depreciation of an investment.

7. Identify appropriate goal-setting activities that could be used for a farm business.

8. Utilize verbal and nonverbal communication skills, as well as effective listening.

9. Identify different communication styles and use this information to improve the sales presentation technique.

10. Describe how to obtain product, company, and industry knowledge and use it in a sales presentation.

11. Recognize the steps and tools involved in constructing an effective sales presentation.

12. Identify the activities the salesperson must do after the sales presentation to maintain a long-term relationship with the customer.
Costs:

	Notebook…………………..
	On Your Own
	Bring to class by: August 26th

	FFA Dues……………………..
	
	

	FFA Jacket……………
	$55 with shipping 
	


Grading:
Based on performance, students are guaranteed at least letter grade in table below:

	Percent Range
	Grade
	
	Percent Range
	Grade

	100 – 95
	A
	
	76 – 73
	C

	94 – 90
	A-
	
	72 – 70
	C-

	89 – 87
	B+
	
	69 – 67
	D+

	86 – 83
	B
	
	66 – 63
	D

	82 – 80
	B-
	
	62 – 60
	D-

	79 – 77
	C+
	
	59 – 0
	F


Note: Semester Final will be worth 10% of your semester grade.  All students must take final, regardless of home school’s policy.

See Class Outline below for tentative schedule of class assignments, lab work, quizzes, and tests.  In addition to those assignments:

· SAE / FFA Record book – 200 points
· Classroom / Lab Notebook – 100 points
Tardy / Absence Policy:
· Students are allowed 5 tardies per quarter before disciplinary action is taken & their quarter grade is affected.  A tardy is defined as failure to be within the student’s assigned seat at the beginning class bell.

· Students will be given every opportunity to make-up work, provided absence was excused.  Students will be given one day for each day missed to turn in class assignments/projects for full credit.  It is the student responsibility to find out if any work was missed during absence.
· During some class laboratories, a participation or work ethic grade will be assessed.  These points are only available for the specific laboratory.  Because these activities may involve extensive preparation or community volunteers, these points cannot be made-up.  These points will only consist of 5% of the total quarter grade.
Class / Lab Guidelines:
1. Respect and show consideration to all peers at all times.

2. Respect the wishes of the instructor(s) at all times.

3. Treat classroom, computer lab, greenhouse lab, mechanics lab, and all school property with proper care.

4. Use of the bathroom, snack shack, water fountain, etc. must be before the beginning class bell.
5. The use of electronic devices (phones, IPAD, etc) are only permitted during appropriate times.
6. Cursing or the use of foul language is strictly prohibited.

7. Soda or snacks are not permitted in any class at any time

* Failure to follow class / lab guidelines will require disciplinary action in accordance with school policy

Electronic Devices
Student issued electronic devices will be utilized from time to time with-in the classroom.  Students will only be allowed to use devices during appropriate times.  At no time may a student use another student’s device without permission.  Only content directly related to the curriculum will be allowed.  All electronic data is run through the school’s WIFI and can be tracked.  Failure to abide by the rules and ethical use of electronic devices will be subject to the disciplinary action of the classroom.
Class Discipline:
Class discipline will follow school policy.  Class disruptions and interruptions will not be tolerated.  All discipline will be based on the severity of the offense; however I will handle classroom discipline by:


1st – Verbal warning in class / conference after class


2nd – Conference in the hallway & parent phone call


3rd – Conference with Assistant Director in the office
Class Outline(:

	Unit
	Lesson
	Assignments/Activity/Lab
	Points
	Your Grade

	SAE Update
	1: Expanding Your SAE Project
	Summer Record Book
	30
	

	Unit
	Lesson
	Assignments/Activity/Lab
	Points
	Your Grade

	Agriculture As An Industry
	1: Agriculture Today

2: Influences in Agribusiness
	Article Review/Food, Inc.
Agribusiness Presentation
	50
100
	

	Economic Principles in Agriculture
	1: Supply and Demand
2: Diminishing Returns
3: Fixed and Variable Costs
4: Substitution of Inputs
5: Opportunity Cost
6: Time Value of Money
	Note Packet & Test
Assignment

Gas vs. Diesel Trucks

Grocery Store Survey

Quiz

Quiz
	200
50

25

20

20

18
	

	Markets
	1: Cash Market

2: Future Market

3: Hedging

4: Options Market

5: Government and the Economics of Ag
	Predicting Cash Prices

Notes Packet
Grain Hedge

Worksheet

Test
	25

100
25

20

100
	

	End of the First Quarter (October 14)
	
	

	Business Management
	1: Ways of Organizing a Business
2: Steps in Buying Land

3: Using Contracts in Agriculture

4: Conducting a Financial Analysis

5: Effects of Income Tax

6: Calculating Depreciation for Taxes

7: Managing Risks in Agribusiness

8: Insurance Needs in Agribusiness
	Quiz
Land Survey Maps/
Movie-“Country”
Banker Role Play

Figuring Taxes

Asset Depreciation

Quiz

Test
	25
25

100
20

20

25

20

100
	

	Financial Management
	1: Managing Financial Resources
2: Developing a Budget
3: Credit

4: Developing a Savings/Investment Plan
	Enterprise Budget

Loan Problems
	100

50
	

	Semester Final
	Farm Business Plan
	200
	

	End of the Second Quarter (December 21)
	
	

	SAE / Financial Records Analysis
	1: Cash Flow Statements
2: Inventory Statements

3: Balance Sheets

4: Income/Profit & Loss Statements

5: Enterprise Summary Statements

6: Awards & Applications
	Form 5
Forms 6,7,8,9

Form 10

Form 11

Form 12

State Degree or Prof.
	10
10

10

10

10

100
	

	Retail Agribusiness Sales
	1: Selling Environments
2: Relationship Building

3: Customer Satisfaction

4: The Pre-Sale

5: Sales Presentation

6: Retail Promotional Tools & Advertising

7: Customer Transactions

8: Retail Operations
	Sales Presentation
	100
	

	End of the Third Quarter (March 10)
	
	

	Career Development
	1: Developing a Resume

2: Cover Letters

3: Job Applications

4: Follow-Up Letters
	Career Portfolio
	
	

	Business Plan Development
	1: Developing Business / Farm Plan
	
	
	

	Semester Final
	Business / Farm Plan
	200
	

	End of the Fourth Quarter (May 19)
	
	


Extra Credit will be given throughout the year by the instructor.  Sufficient notice will be given to students as to requirements and due date for these opportunities.

Useful Resources:

American Institute for Economic Research. How to Avoid Financial Tangles. AIER: Great Barrington, MA. 1995.

American Institute for Economic Research. How to Use Credit Wisely. AIER: Great Barrington, MA. 1996.

Baye, Michael. Managerial Economics and Business Strategy. McGraw-Hill: New York. 2003.

Crummett, Dan and Jerrie Crummett. Introduction to International Trade. Mid-America Vocational Curriculum Consortium: 
Stillwater. 1994

Cunningham, Billie, Loren Nikolai, and John Bazley. Accounting Information for Business Decisions. 

Dryden: Fort Worth. 2000.

Deere & Company. Farm & Ranch Business Management. Deere & Company: Moline, IL. 1987.

Farese, Lois, Grady Kimbrell, and Carl Woloszyk. Marketing Essentials. Glencoe: New York. 1997.

Ferris, John. Agricultural Prices and Commodity Market Analysis. McGraw-Hill. 1998.

Internal Revenue Service. Circular A, Agricultural Employer’s Tax Guide. 2000.

Internal Revenue Service. Farmer’s Tax Guide. 2003.

Internal Revenue Service. Tax Guide 2003. 2003.

Kapoor, Jack, Les Dlabay, and Robert Hughes. Personal Finance. Irwin McGraw-Hill: Boston. 1999.

Mankiw, N. Gregory. Principles of Microeconomics. Harcourt: Fort Worth. 2001.

Mietus, Norbert, John Anderson, & Edward Conry. Law for Business. South-Western: Cincinnati. 1993.

Mishkin, Frederic. The Economics of Money, Banking, and Financial Markets. Addison-Wesley: Boston. 2001.

Parkin, Michael. Microeconomics: Fourth Edition. Addison-Wesley: Reading, MA. 1998.

Purcell, Wayne and Stephen Koontz. Agricultural Futures and Options. Prentice Hall: Upper Saddle River, NJ. 1999.

Ricketts, Cliff. Leadership: Personal Development and Career Success. Delmar: Albany. 2003.

Schneiderheinze, Ronald and Christina Wood. Agribusiness Sales, Marketing, and Management. Instructional Materials Laboratory: University of Missouri. 1997.

Schwager, Jack. A Complete Guide to the Futures Market. John Wiley & Sons: New York. 1984.

Sexton, Robert L. Exploring Macroeconomics. Dryden Press: Fort Worth. 1999.

Ag Tax Tidbits: http://agebb.missouri.edu/agtax/index.htm
Agricultural Electronic Bulletin Board: http://agebb.missouri.edu
AgWeb: http://www.agweb.com
Chicago Board of Trade: http://www.cbt.com
Chicago Mercantile Exchange: http://www.cme.com
Internal Revenue Service: http://www.irs.gov/
Missouri Farm Accounting Resources: http://agebb.missouri.edu/mgt/mofar/index.htm
Missouri Farm Land Values Opinion Survey: http://agebb.missouri.edu/mgt/landsurv03.htm
National FFA Organization: http://www.ffa.org
ROOT’S  FFA Organization:
Enrollment in any course in the Agriculture Department gives students the opportunity and obligation to participate in the National FFA Organization.  The ROOT’S FFA Chapter was established in 2015 to help students build leadership, career awareness, and technical skills in agriculture and natural resources.

The mission of the FFA is to make a positive difference in the lives of students by developing their potential for premier leadership, personal growth and career success through agricultural education.

The ROOT’S FFA holds many activities throughout the year to engage students in leadership and fun activities.  Some of the activities include:  parent/member softball game, local, area, and state leadership workshops, National FFA Convention in Indianapolis, IN, COLT (Chapter Officer Leadership Training), Field Trips, State FFA Convention, FFA Banquet, Judging Teams, and Career Development Events.  Members raise money for these events through fundraising.

Students are eligible to participate in many of the FFA’s award programs, based on their Supervised Ag Experience Program.  Leadership positions as Chapter, Area, State, and National Officers are also available.  Four FFA Degrees are awarded to members based on their level of participation.  Also, over $3 million National, State, and Local Scholarships are available to seniors with FFA involvement and agriculture career interest.

Supervised Agriculture Experience (SAE) Programs
With supervised agricultural experience programs (SAEs), a student designs a program to gain hands-on experience and develop skills in agricultural career areas that interest them.

A SAE program is the actual, hands-on application of concepts and principles learned in the agricultural education classroom. Students are supervised by agricultural education teachers in cooperation with parents, employers and other adults who assist them in the development and achievement of their educational and career goals.  There are three types of SAEs available for students at the Cass Career Center:

Exploratory/ Research
Beginning students "explore" which aspect of the agriculture and natural resource industry they are interested in through supervised study and observation.  Example programs include: volunteering at a local vet office, observing wildlife in forests, helping build a picnic table, etc.. 
Ownership/ Entrepreneurial 
Students own a business, plants, or animals related to the agriculture or natural resource industry.  Example programs include: owning a market hog, owning a lawn mowing service, raising quail, operating a cow/calf herd, etc..

Placement
In this SAE, students work for a business in agriculture or  natural resources.  Example programs include: working at local farm, training horses, working at a local feed store, bailing hay in the summer, etc..
( Class Outline is tentative.  Teacher has the right to delete, add, or amend to it throughout the school year.  However, sufficient notice will be given to students as to changes in the Class Outline.
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