Course:
01.051
Cooperative Agribusiness Sales and Marketing

Unit 3:
Agribusiness Sales and Merchandising  
Lesson 3:
Merchandising

QCC:
65, 70, 71, 73, 77, 79 
Objectives: 

1.
Explain the importance of merchandising products.

2.
Illustrate the steps involved in merchandising a product.

3.
Formulate an annual merchandising plan for seasonal consideration.
Teaching Time:

5 Hours
References:

Newman, Michael E. and Walter J. Wills.  Agribusiness Management and Entrepreneurship. Interstate Publishers.  Danville, IL. 
Materials and Equipment:

Teaching Procedure

Introduction and Mental Set

A business may be located in a modern facility with top of the line products at rock bottom prices.  However, unless the business markets those products, the business probably will not be successful.  The missing link in this situation may be a successful marketing plan. Some businesses may be located in rather out of the way places and still be leading sellers of their line of merchandise.  People may drive for many miles to buy from these businesses.  The main reason for the success of these businesses is that they have an aggressive marketing plan.    

Discussion

1.
Have students read the introduction to chapter 13, Marketing and Sales Management, in the Agribusiness Management and Entrepreneurship textbook.  Major points to surface:

A.
Our economy is based on free enterprise principles.  

B.
A business may decide which products (legal, of course) to sell.  

C.
The consumer is free to decide which products to buy and where to purchase them.  

D.
The key to a successful business to persuade as many customers as possible to buy from that business.
2.
Have students read the section on Advertising in the Agribusiness Management and Entrepreneurship textbook. Discuss major points:

A.
What does advertising convey to a potential customer?  

· The product may save time

· Save money

· Provide greater convenience

B.
What is a target market?

· That segment of the population that you wish to start or continue buying products

C.
How is market research used in advertising? 

· Provides information on needs and wants of consumers

D.
What are demographics and why is it important in advertising?

· Elements important to market research such as where people live, their hobbies, and life styles.

· There is no need to advertise snow shoes in southern Florida.
E.
What are the outcomes of effective advertising?

· Make potential customers aware of products/services

· Assist sales staff

· Increase perceived value

· Make customers brand conscious

· Strengthen buying decisions

F.
What methods of advertising are commonly used?

· Newspaper

· Radio

· TV

· Brochures

· Catalogs

· Word of mouth

· Letters
3.
Have students read the section on Sales Elements, in the Agribusiness Management and Entrepreneurship textbook. Discuss key points:

       

A.
What are the three essential elements in a marketing and sales program?

· Price

· Quality

· Service

B.
What effect does timeliness have on marketing?

· If the product is not delivered on time, it may be worth little if anything.

C.
How much influence can an individual salesperson have on the marketing program of a business?


· The salesperson may have positive or negative impact on business

D.
What effect does appearance have on marketing?


· Customers want personnel, products, facilities to appear as they perceive they should appear.

E.
What are some common indicators of quality?

· Warranty

· Utility

· Durability



F.
How does service affect marketing?

· Service may be determining factor for consumer to buy.

· Service may also affect price.

4.
Have students read the section on Measuring Performance in the Agribusiness Management and Entrepreneurship textbook. 

Discuss how the performance of a marketing program can be measured or evaluated.

· Market share

· Percent of increase over a past period

· Sales cost per dollar of sales
5.
Have students read the section on Working With customers in the Agribusiness Management and Entrepreneurship textbook. Discuss how new customers can be attracted to a business.  Discuss how existing customers can be retained by a business.

· People skills

· Personal contact

· Direct mail

· Customer education

· Field days
6.
Seasonal Marketing 

The marketing of many agricultural products is seasonal in nature.  Therefore, a marketing strategy must be planned carefully to assure that the products will be available in a timely manner and that the supply will be completely or nearly diminished by the end of that season.  For instance, how much is a cut Christmas tree worth on December 26th?  A number of other items are just as seasonal in nature.
7.
Activity

Make an assignment for students to develop a marketing schedule for a retail greenhouse/nursery business.  Emphasize the sales of plants at Christmas, Easter and Mother=s Day.  Nursery stock will need to be available for sale primarily in the fall and spring.  Bedding plants, including vegetable plants, need to be available in the spring.  All nursery stock and Christmas trees will be purchased wholesale. Other Christmas, Easter, and Mother=s Day plants will be gown in the greenhouse.  Bedding plants will also be grown in the greenhouse.  Students= reports should include the components of the marketing plan including ordering schedules, growing schedule, displays, advertising, and special product promotions.  The report should also include preparing an advertisement of the newspaper or radio.
Summary

Merchandising or marketing of agricultural products is an ongoing effort for businesses selling these products.  Careful planning to avoid weaknesses in the plan is critical to the success of the business.  Since some businesses market perishable agricultural products, these products must be in demand at the proper time.  Advertising is a key component to consume demand.
Evaluation

Written exam 

Marketing Schedule Plan

Employer evaluations
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