Course:
01.411 Agricultural Business and Management

Unit 7:
Marketing 
Lesson 1:
Marketing Concepts

QCC:
64, 65, 71, 79
Objectives: 

1.
Identify marketing concepts.

2.
Interpret the process of establishing values of agricultural products.

3.
Research market development.

Teaching Time:

4 Hours
References:

Deere and Company.  Farm and Ranch Business Management.  Moline, IL.  ISBN: 0-86691-135-9.  1992.
Deere and Company.  Farm and Ranch Business Management, Student Handbook.  Moline, IL.  ISBN: 0-86691-167-7.  
Materials and Equipment:

Teaching Procedure

Introduction and Mental Set

There are many definitions of marketing and they all contain common threads.  Marketing is a combination of all the decisions that are made about price, timing and method of sale in both the input and product markets.  Marketing may be further defined as all of the processes and services involved in moving a commodity from the producer to the ultimate consumer.

Marketing is the effect that bridges the gap between the producer and the consumer.
Discussion

1.
Establishing Values of Agricultural Products.

A.
Before one can understand the marketplace and marketing, we must first understand the foundation of marketing.  Scarcity (supply and demand) is a relationship between the amount of goods available and the value that people place on it.

B.
Example: People pay more for lobster in Kansas than they pay in Maine because lobsters must be transported to Kansas.  Tell the story of the Island People on page 7-2 and 7-3.

2.
Market Development.

Markets are agreements among people, such as auctioneers, peddlers, shipowners and tradespeople.  A market is a place where buying, selling or trading can take place.  Market prices depend on:

A.
The situation at a given location

B.
A given time for a given quality

C.
A specified form of a particular commodity 
3.
Functions of Marketing.

A.
There are two general functions of marketing:

· Tangible

· Intangible


B.
Tangible functions add value to the final product by physically changing the form, place, time or possession of the product.  Tangible functions include:

· Processing, grading and packing

· Transporting and distributing

· Storing and allocating

· Buying and selling
C.
Intangible functions associated with customer preference effect the production and the physical marketing of the product.  Intangible functions give the consumers what they want, when they want it and how they want it.  Intangible functions include:

· Pricing

· Financing

· Risk bearing

· Informing (advertising)

· Decision making
4.
What is the marketing concept?

A market is a negotiable trade between buyers (consumers) and sellers (producers).  Farmers and ranchers make transactions in two basic kinds of marketing concepts.

A.
Input markets

· Examples of items in the input market are

-
Seed

-
Feed

-
Fertilizer

-
Fuel

-
Machinery

-
Lumber

-
Repair parts

-
Pesticides

· These are all items used to produce their products.

B.
Product markets
  

· The product market provides cash for the farm business through the sale of the final product such as:

-
Grain

-
Milk

-
Beef

-
Poultry

-
Fruit

-
Vegetables
5.
Marketing is one of the and is equal to the other three basic agriculture decisions.

A.
Capital

B.
Production

C.
Labor

6.
Good marketing lets a farmer or rancher:

A.
Produce the quality or grade of product with the greatest profit.
B.
Deliver the product at the most profitable time
7.
A manager must develop a marketing strategy.

8.
Further, value is set by:

A.
Scarcity, or the lack of a product ( the pigs and coconuts)

B.
Specialization in a product


9.
Trade increases value.  No one willingly trades unless they gain.
10.
By following United States trade development, you learn how a market is:

A.
An agreement among people

B.
Situations at given locations


11.
There must be a comparative advantage (pigs and tools).

12.
There are two functions of marketing:

A.
Tangible (processing, transport)

B.
Intangible (finance, risk)

13.
Complete worksheet pages 7-1 through 7-3 in the Farm and Ranch Business Management Study Guide.

14.
Complete worksheet A on page 7-7 in the Farm and Ranch Business Management Study Guide.

Summary  

Marketing bridges the gap between producers and consumers.  

Describe the two functions of marketing.

What are the four basic agriculture decisions?

Evaluation

Written test

Activity worksheets
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