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ABSTRACT

A PROCESS FOR DETERMINING VOCATIONAL
COMPETENCIES FOR THE PERFORMANCE OF ESSENTIAL
ACTIVITIES BY SALES PERSONNEL IN THE FEED
INDUSTRY, AND THE LOCI AT WHICH THE
COMPETENCIES COULD BE TAUGHT

by James Joseph Albracht

Purpose. The purpose of this study is to demonstrafé
a process for determining vocational competencies needed for
the performance of the sales function of the feed industry,
and the loci at which the competencies could be taught. The
process used in this study incorporated four factors: the
use of an industry function in identifying vocational
competencies; identification of all vocational competencies,
and loci at which the competencies could be taught; the use
of a regional survey; and the use of a combined industry-

education jury.

Procedure. An interview instrument was developed
with the assistance of feed industry and university personnel
who were experienced in the feed sales function of the feed
industry. The instrument contained forty competencies which
appeared to be important for the performance of nine es-

sential feed sales activities.
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The jury of twenty-four members were experienced in
the performance of the sales function of the feed industry,
or ‘in conducting occupational research. Personal interviews
were conducted, and the four sub-juries composed of six feed
dealers, six sales training directors, six agricultural edu-
cation researchers, and six business education researchers
indicated whether or not each of forty competencies were es-
sential for the performance of nine activities of the sales
function in the feed industry. For the competencies rated
as essential, the jury members also indicated at which loci
each of the competencies could be taught.

The frequency of the responses of the jury of ex-
perts were tabulated, and the results were analyzed by the
use of the chi-square test of significance, and by the

McQuitty Hierarchial Classification System.

Results and Conclusions. Twenty-one of the forty

competencies were considered essential for the performance of
the nine feed sales activities; seven competencies were con-
sidered essential for the performance of eight activities:
six competencies for seven activities; three competencies

for six activities; two competencies for four activities; and
one competency was considered essential for the performance
of three activities. The responses of the sub-juries were

significantly different on 14 of 360 possible items.
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Eighteen "general" competencies rated as essential
by the jury members, were considered to be "possible" for
teaching at all six loci, and "appropriate" at five or six
loci. The next group of seven competencies was considered
by the jury members to be "possible" and "appropriate" at
nine or ten loci. Eight competencies were considered by
jury members to be "possible" and "appropriate" at six, seven,
or eight loci. The last group of seven "specific" competen-
cies were closely related to the particular feed company, and
were considered by jury members to be "possible" and "ap-
propriate" at only the "dealer" and the 'on-the-job"loci. The
responses of the jury members were significantly different
on 41 of 480 items for the six "possible" and the six "ap-
propriate" loci at which the forty competencies could be
taught.

Very little disagreement between the four sub-juries
was indicated by the chi-square tests of significance; and
the McQuitty Hierarchial Classification System indicated a
relatively high level of agreement. The process which used
four factors appeared to be relevant for determining vo-
cational competencies essential for the performance of nine
sales activities by personnel in the feed industry, and to a
lesser extent for determining the loci at which the competen-

cies could be taught.
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CHAPTER I

INTRODUCTION

The Problem

This research represents an attempt to determine a
satisfactory process for developing educational programs to
prepare workers for entrance and advancement in occupations.
This study focuses principal emphasis on the "industry
function" rather than the "job title" approach as the basis
for developing the instructional program. The sales function
of the feed industry was selected to try out this process
for determining a vocational education curriculum.

The feed manufacturing industry in the United States
has grown from a "handful of grain and by-product mixers" at
the turn of the century to a dynamic industry that is present
ly producing between 44 and 50 million tons of feed annually.
The estimated tonnage produced by the feed industry in the
United States represents gross sales of more than $3.5
billion. Within easy reach of nearly every farm in the
United States, you will find a representative of the feed in-
dustry, a feed mill, or a retail feed store. Each is one of
more than 6,000 feed manufacturing plants and 25,000 dealers

in this country who together employ over 200,000 persons, and



make up the largest manufacturing industry exclusively
serving agriculture. The turnover of personnel, the new jobs
created by expansion of programs, and many other factors
have created a large demand for educational programs to pre-
pare new workers and to up-grade and up-date present em-

ployees in the feed industry.

Purpose of the Study

The main purpose of this study was to develop and
try out a process for determining vocational competencies
needed for the performance of the sales function of the feed
industry, and for determining the loci at which the competen-
cies could be taught. The process developed and used in this
study incorporated the following factors:

(a) the use of an "industry function" approach rather
than the traditional "job title" approach;

(b) £he inclusion of all vocational education competen-
cies involved in the performance of a function rather
than only those competencies which might be taught
by one of the vocational service areas;

(c) the use of a regional survey approach rather than
the traditional local survey approach; and

(d) a team approach of industry leaders and vocational
educators in determining which competencies are
needed, and the loci at which the cohpetencies could

be taught.



Objectives of the Study

The overall objectives of this study were to de-
termine the feasibility of using the combinations of four
factors listed above as a process to determine vocational
competencies needed for the performance of essential activi-
ties by sales personnel in the feed industry and the loci at
which the competencies could be taught. In order to ac-
complish the overall objectives of this study, the sales
function of the feed industry was studied:

1. to identify and verify the sales activities performed
by personnel in the feed industry, and to rank the
activities as to their relative importance to the
feed industry.

2. to identify and verify the competencies necessary to
the performance of the sales activities in the feed
industry, and

3. to determine the loci at which the sales competen-

cies could be taught.

Assumptions

This study was based on the basic assumption that if
there were general agreement between the four sub-juries in
determining the importance of forty competencies for the per-
formance of nine essential sales activities, and the loci at
which the competencies could be taught, then the process con-

taining four factors could be used as a basis for determining



the competencies and loci of instruction for an industry
function. Other assumptions which were made in the study
for demonstrating a process for determining the vocational
competencies and loci of instruction were as follows:

1. the use of the sales function in the feed industry
was an appropriate function and an appropriate industry to
use to demonstrate this process.

2. the instrument developed for this study was a valid
and reliable instrument for collecting information about the
essential competencies and the loci for instruction.

3. the use of the chi-square analysis is an appropriate
method for testing the differences which are significant be-
tween the four sub-juries, and the use of the McQuitty Hier-
archial Classification System is an appropriate method for

determining the agreement among the members of the jury.

Hypothesis

The hypothesis for the study was as follows: There
is no difference in the opinions expressed by members of the
sub-juries for the importance of forty competencies for the
performance of nine essential sales activities, and the loci

at which the competencies could be taught.

Scope and Limitations of the Study

General competencies in communications, human re-
lations, and occupational adjustment, although important to

employee success, were not included in this study.



. .~ The vocational competencies needed for the per-
formance of nine essential activities for the sales function of
the feed industry were included in this study. The other
activities performed by personnel who also sell and the other
vocational competencies needed were not included.

The conclusions and recommendations of th; study were
based on an analysis of the expressed perceptions of the

jury consisting of twenty-four members.

Definition of Terms

Included in this section are the specific definitions
of the terms as they were used in this study. (The terms as
used apply to the feed industry, but many could be applicable
to other industries.) References by Bloom (1),* the American
Vocational Association (2), Smith (3), and Winston (4) were
useful in defining the terms.

1. Activity - the particular act or set of acts related
to the performance of a function of an industry.

2. Feed industry - industry that manufactures, sells,
and distributes livestock feed.

3. Industry function - closely related activities which
contribute to the achievement of a specific purpose

of an industry.

*The number in the parentheses denotes the number of
the reference in the footnotes at the end of each chapter.



Industry function (feed sales) - closely related
activities which contribute to the achievement of
the sales phase of the feed industry.

Job-title - the name given to a classification of

the tasks required of a worker to perform specific

services.

Jury of Experts - Individuals recognized by others in

their respective fields as being authorities on the

performance of the sales function of the feed in-
dustry, and/or in conducting occupational research.

Locus - the educational facility where the sales

personnel competencies could be taught, as indicated

by time and place considerations.

Loci selections:

a. Possible - the location(s) where the competency
could be taught.

b. Appropriate - the location(s) where the competen-
cies could be effectively and efficiently taught
(not used to refer to a hierarchy of values).

Loci definitions:

a. High School - the secondary school with grades
9 - 12.

b. Post High School - a formal terminal educational
program of two years or less duration beyond the
high school.

c. Four Year College - the formal 4-year college

program.



10.

11.

12.

13.

14.

15.

d. Adult or Evening - a non-credit program available
to the public through the public schools or co-
operative extension service.

e. Dealer or Company - non-credit program offered by
the feed dealer or the feed company.

f. On-the-job - during employment on the job, ex-
clusive of cooperative on-the-job training
programs.

On-the-job - Any training given to the feed sales

personnel in the place of business exclusive of that

given in cooperative occupational programs between
the employer and an educational institution. The
training may or may not be of an occupational en-
trace nature.

Sales personnel - Industry employees who perform one

or more sales activities.

Sales personnel (feed) - Feed industry employees who

perform one or more feed sales activities.

Training - Making proficient by instruction and

practice.

Vocational competency - Knowledge. understanding, or

abilities needed to perform essential activities in

an industry.

Vocational competencies (feed sales) - Knowledge,

understanding, or abilities needed to perform the

essential sales activities in the feed industry.



16. Vocational competency levels: (1)

Q.

Knowledge - a familiarity with and recognition
of certain information.

Understanding - the comprehension of certain
knowledge.

Ability - skill in applying knowledge and under-

standing to actual situations.



Footnotes

Benjamin Bloom, Max D. Englehart, Edward J. Furst,
Walker H. Hill, and David R. Krathwohl, Taxonomy of Edu-
cational Objectives (New York: David McKay Company,
Inc., 1965).

"Definition of Terms in Vocational and Practical Arts
Education," American Vocational Association, Washington,
D.C.’ 19540

Edward Smith, Stanley Krause, Mark Atkinson, The Edu-
cation Dictionary (New York: McGraw Hill, 1956).

Winston Dictionary, College Edition (New York: Winston
Co., 1955).




CHAPTER II

REVIEW OF LITERATURE

The purpose of this chapter is to review and classify
some of the vocational education research which has been con-
ducted. Findings have been grouped as follows: industry
function approach; identification of all vocational competen-
cies and loci; regional survey; and combined industry and

education juries.

Industry Function Approach

Most of the previous vocational education curriculum
studies focus attention on "job titles." This study did not
use "job titles," but used the "industry function" approach
instead.

Related literature indicates that educational pro-
grams using the traditional "job title" approach may be in-
adequate, and that another focus, such as the "industry
function" approach could have merit. Sutherland and Thompson
(34) of the University of California found that similar
businesses under different managers make assignments to
personnel that vary considerably in requirements even though
the primary job descriptions are identical. 1In an industrial

technician study by Brandon (7) it was found that many

10
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industries do not have job descriptions for technicians;,; and
for those that did, technician activities were numerous and
diverse.

Shartle (31) has indicated that "job titles" are
often out-of-date, they are often ignored by the supervisor,
and unions often object to the performance of work that is
not given in the "job title" description. In a study by
Gardner (18) it was found that job titles were usually not
available for off-farm agricultural occupations. Clark (12)
found that job classifications and duties vary considerably.
Cushman, Christensen, and Bice (14) found that the amount of
time devoted to the use of agricultural competencies varied
widely within the various "job titles." Kennedy (24) re-
ported that in certain non-farm agricultural businesses the
same abilities and understandings were needed by the workers
as were needed by the farmers. He found a high degree of
similarity of needs for some workers, and practically no simi-
larity of needs for other workers.

In research conducted by Super (33) of the Syracuse
University it was found that in the case studies of some
young workers in their teens and early twenties, they moved
from occupation to occupation, but usually remained employed
within a family of occupations. For example, the worker
with clerical interests might have served in several of the
occupations within the family of clerical occupations. The

worker who was interested in mechanical occupations moved
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from occupation to occupation within the family of mechanical
occupations. This appears to indicate that there are inter-
est and aptitude considerations to consider in suggesting the
vocational training desirable for individual students. The
Strong Vocational Interest Blank, the Kuder Preference Test,
the Bernrenter Personality Inventory, the Humm-Wadsworth
Temperament Test, and the Man Test for ability to sell have
validity as predictive instruments (34). Mobley and Barlow
(25) have indicated that because of the mobility in our so-
ciety, it may be desirable to prepare individuals for occu-
pations in which they are interested, and for which they

have the talent to succeed, rather than limiting the indi-
vidual to training for occupations which are only available
locally.

Byram (10) has suggested educational programs in-
volving a career or family of closely related agricultural
occupations rather than training for one specific occupation.
Stadt (32) of the University of Alberta, Edmonton, suggests
that vocational education training should be broad enough to
provide for horizontal and vertical occupational movement.
Fawcett (17) reports that goal changes and re-assignment of
individuals within the organization occurs, and that work as-
signments are often unique in terms of the good of the organi-
zation. Woodring (38) suggested that vocational programs
should have a broader based emphasis on pre-employment edu-

cation rather than having a narrow preparation for specific
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jobs. Brandon and Evans (8) have suggested a broad field ap-
proach to vocational preparation. Swanson and Kramer (36)
suggest broader based pre-employment programs, and highly
specialized and narrow based curricula for those who have
entered the labor market.

A study by Face, Flug, and Swanson (5) indicated
that an orientation of course work for a broad focus on an
essential concept or function such as purchasing, shearing
and extruding, appears to be superior to the narrow focus on
the pre-selected skills approach for specific industries.
Gardner (18) found that experts who occupied high echelon
positions within the dairy industry were willing to identify
specific competencies that were needed by workers to perform
the functions of selling, installing, and maintaining milk-
ing systems or bulk tanks. Clark and Householder (13) re-
port that a study by the Agricultural Education Staff of the
Michigan State University indicated that the analysis of an
industry by functions, and by activities necessary for the
performance of the functions served as a satisfactory basis
for organizing training programs.

Identification of all Vocaticnal
Competencies and Loci

In the past, vocational education research usually
included only training programs involving one vocational edu-

cation service area. This study included all the vocational
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competencies involved in the performance of the sales function
of the feed industry, and all of the loci at which the compe-
tencies could be taught.

Related research has indicated the need for training
programs that cut across the traditional vocational areas.
Research conducted by Clark (11) indicated that wide areas
of competencies are needed by workers in off-farm agricultur-
al occupations. An interrelated training program between vo-
cational agriculture, business education, trade and industry,
and distributive education is suggested. Clark indicated
that training is needed at all educational loci.

Taylor (27) in research at the National Center for
Vocational and technical Education reports that duties of
workers call for competencies which will require an "edu-
cational mix." Stevens (27) while doing research at the
National Center for Vocational and Technical Education also
speaks of an "educational mix" of training requirements for
preparing workers for non-farm agricultural occupations.
"Educational mix" refers to combinations of agriculture,
business, and trade and industry competencies. Taylor (27)
also reports that the greatest number of non-farm agricultur-
al employees were needed in the marketing and distribution
of agricultural supplies needed in farming.

In reviewing the programs in operation it appears
that a combination of agriculture, business, and trade and

industry competencies are desirable. The Michigan State
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University Short Course Program (26) has been training workers
for agricultural related businesses since 1946. Their pro-
gram included agriculture, business, basic science, and
general education courses. Coster (27) of the University of
Nebraska reported that a cooperative agriculture and trade
and industry program is in operation at the post high school
level to train technicians in agriculture, machinery-
mechanics, agricultural drafting, surveying, and soil
science.

Hoover and Weyant (22) of Pennsylvania State Uni-
versity, reported a successful agriculture-business pilot
project to train workers for the agricultural farm services,
and in marketing and distribution of farm products. The
training was given to high school seniors on an agricultural
area basis. In a recent study by Hamilton and Bundy (20) it
was reported that 41 competencies were needed by employees
and managers in the retail feed businesses, with 25 competen-
cies in crop or livestock production and farm management,
and the other 16 competencies dealing with phases of business
and dealership management.

Thompson (28) of the University of California found
in his study of the training needs of students going into
off-farm agricultural business about equal emphasis should
be placed on agriculture and business education. In a study
of business related to agriculture, Griffin (19) at the Uni-

versity of Missouri found that there were implications for
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interrelated training programs between vocational agricultur-
al and other vocational services. Cushman, Christian, and
Bice (14) of the Cornell University found that when agri-
cultural competencies were weighted by annual employment op-
portunities it appeared that training programs emphasized
competencies in agricultural business and agricultural mech-
anics were most needed by workers in all occupational

families.

Regional Surveys

"Local surveys" have been the mcst common approach
in planning vocaticnal education programs. This study made
use of the "regional survey" approach to curriculum planning.

A review of literature has indicated the desirability
of regional surveys in vocational education. Jacoby (23) of
the Pennsylvania Department of Public Instruction suggests
that surveys are indispensable in vocational education pro-
gram planning, but that the survey could be of a regional
nature. Evans (16) of the University of Illinois comments
that the local survey is no longer of value because of the
great increase in mobility of industry and labor, and he sug-
gests surveys of a regional or national nature.

Swanson and Kramer (36) suggest that regional
planning is often desirable for vocational education in
order to maintain large enough enrollment, and to provide a

choice in the vocational training that is offered. They
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indicate that 24 states are now offering post high school
area vocational education programs. Hamilton and Bundy (20)
indicated that programs to train workers in the retail feed
business should be offered on an area basis.

- Haskew and Tumlin (21) state that althcugh the
schools are community oriented in terms of training workers
for jobs in the local community, the school also serves a
region since the school serves many pupils who are on the
move, and are part of the national manpower force.

Referring to vocational education at the post high
school level, Seay (30) of the Michigan State University
states that local, state, regional, and national interests in
education must be made compatible in one institution. He
cites programs in the community college in Battle Creek,
Michigan where technicians are trained for the nation's
space programs, and technicians are also trained for the
local cereal industry. A private foundation located in
Battle Creek also helps support a program in another com-
munity college where technicians are trained for the State
Conservation Department.

Mobley and Barlow (25) have noted the increase in
the numberof area vocational schools. They recognized that
part of this increase has been due to the fact that small
high schools have been unable to offer multiple course

offerings in vocational education.

-
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Combined Industry and Education Juries

An industry jury usually determines the competencies
that are needed, and an education jury determines the loci
at which the competencies could be taught. This research
utilized a combined industry and education jury for de-
termining both the competencies needed, and the loci at which
the competencies could be taught.

The review of literature appears to suggest the use
of joint industry and educaticn juries for determining vo-
cational competencies, and the lcci at which the competencies
could be taught. Evans (16) states that vocational edu-
cation program content should be based on those activities
which are of concern to the people who are working in or who
are studying the industry involved. Sand (29) indicated that
the responsibility of vocaticnal preparation should be
jointly shared by industry and education leaders. Bruner
(9) suggests that training programs should be determined by
those actively engaged in and studying the area involved.

Swanson and Kramer (36) indicate that a continuing
contact with business, industry. and agriculture is necessary
to prevent the obsolescence of the instruction. Barlow (6)
states that information on "families" and "clusters" of occu-
pations must be based on information piovided by industry
and business. He also indicated a need for a more extensive

pattern of co-operative relationships with "outside"
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agencies. Walsh and Selden (37) call for cooperative com-
mittees from education, and from the business and industry
community.

Engelking (15) of Canton, Illinois reports on a
unique industry and education advisory group which has suc-
cessfully served a post high school farm mechanics course.
The make-up of the group includes the following: farm imple-
ment mechanic; farm implement salesman; owner of farm imple-
ment business; agricultural engineer associated with a major
farm implement company; a member of the Canton Board of Edu-
cation, and a dealer development manager of a major farm

implement company.

Summary

The review of the literature appeared to indicate
that the "job title" approach to curriculum planning might
be inadequate, because of the number of problems involved
with the use of job titles. Furthermore, the review of
literature appeared to indicate that the "industry function®
approach had merit, since it avoided the narrow focus on pre-
selected skills for specific jobs, and instead, focused
émphasis on the broader functions c¢f an industry.

Results of recent vocational education research has
indicated that many jobs involve vocational competencies which
cut across the traditional vocational education service

areas. The review of the literature appeared tc suggest
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research which would include all of the vocational competen-
cies needed for the performance of an industry function, and
all loci at which the competencies could be taught.

Findings from the review of literature indicate that
increasing technology, population shifts, and the increasing
mobility of industry and labor have caused an increase in
the need for the "regional survey." The review of the
literature appears to indicate an increasing number of vo-
cational education programs that were established on a
regional basis.

Results of the review of the literature also appeared
to indicate that the combined industry and education juries

were effective, and appeared to be increasingly important.
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CHAPTER III

METHCD AND PROCEDURE OF THE STUDY

The purpose of this chapter is to describe the
method and procedure that was used in conducting the study.
The topics included are as follows: the development of the
instrument; the selection of the jury; conducting the inter-
view; the analyses of the data; and the testing of the

hypothesis.

Development of the Instrument

In previous research by Clark (11}, nine functions
in the feed industry were identified. The functions were
sales, service, processing, transportation, office service,
research, public relations, purchasing, and maintenance. A
list of 28 activities (See Appendix F) by personnel for the
performance of the sales function i1in the feed industry was
submitted to a jury of twelve members who were recognized as
expert for the performance of the sales function in the feed
industry. The jury indicated whether cr not the activities
were performed in the sales function. For those that were
performed, the jury ranked the relative importance of each

activity to the industry through the use of a five-point
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rating scale with values as follows: O - not needed:;
1 - little importance; 2 - some importance; 3 - very im-
portant; and 4 - essential. Nine activities which had a
mean of 3.5 or more were used in this study. The activities
were as follows:
1. Assists farmers in planning feeding programs and
trouble shoots his feeding problems
2. Assists local dealers in promoting the use of spe-
cific feeds by local producers
3. Sells direct to producer
4. Assists producer to see through his own problems by
reviewing with him his own situation
5. Follows up results obtained by customers and reports
them to management
6. Sells directly to customer across the counter in an
informative manner without risrepresentation
7. Solicits local dealers to sell company's products
8. Recognizes abnormal and detrimental practices and
animal health conditions
9. Assists local dealers in promotional campaigns, and
feed and grain clinics for livestock feeders
The major steps in the development of the instrument
used for the study were:
1. The preparation of the list of competencies.
2. Consultations with representatives of the university,
and the feed industry to refine the list of

competencies.
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3. Personal interviews of the trial juries to further
refine the list of competencies.

An interview instrument for the study was developed
>3y~ listing the competencies that might be required for the
p>erformance of activity one, then adding any additional
—ompetencies that might be involved for the performance of
aa ctivity two, and again adding any additional competencies
tTiat might be involved for the performance of activity three.
“TIiis process was repeated until all of the competencies were

31 4 sted that might be involved in the performance of the nine

M ost important activities in performing the sales function
< £ the feed industry.
Additional competencies were identified through a re-
X~ dew of agricultural and business education text books, and
< onsultation with representatives of the Agricultural Edu-
< Xtion, and Michigan State University Short Course depart-
™M <nt. Representatives of the feed industry directly involved
B Y selling feed to producers were consulted, and they were
<ncouraged to add or delete any competencies that they felt
were or were not essential for the performance of the sales
function of the feed industry. Each of the personnel con-
sulted were also asked to identify competencies or activities
which they believed were emerging or becoming increasingly
important.
An interview instrument composed of 62 competencies

was developed. This instrument was then trial tested by six






27

individuals directly involved in selling feed to producers,
and by individuals who were responsible for training personnel
to sell feed to producers. It was found that the instrument
was too long causing respondent fatigue.

"Possible," "appropriate," and "best possible" loci
determinations were included in the trial questionnaire.
Several respondents said that the "best possible" loci de-

T e xrmination was either "too difficult," or "not possible" to
make, so the "best possible" location was arbitrarily dropped
£rom the questionnaire. In addition, it was discovered that
Se~eral competencies could be omitted from the questionnaire
be cause of a lack of support by the trial jury. Further

©b sexrvation also indicated that several competencies were
Ve xy, similar. After omitting some competencies, and con-
s°J-idating several others, the instrument size was reduced
to 44 competencies.

Another trial jury of six people similarly expert in
the sales function of the feed industry responded by yes or
RS answers as to the importance of 44 competencies for the

p%3":1:‘0rmance of nine essential activities by sales personnel
in the feed industry, and the "possible" and "appropriate"
loci at which the competencies could be taught. The trial
3 ul‘y had no difficulty in completing this instrument without
Lt being "too difficult" or "too long." The average time
T <omplete the revised instrument was about 1-1/4 hours.
An analysis of the results revealed that the re-

S v
D':>lises of the trial juries were such that eight competencies
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could be consolidated into four. Thus, the final instrument
that was submitted to the pre-test jury contained 40
competencies.
The pre-test jury then responded to the importance of
the 40 competencies for the performance of the sales function
o £ the feed industry, and the loci at which the competencies
—ould be taught. The pre-test jury of twelve persons with
J>a ckgrounds and positions comparable to the jury of experts
o sed in the study had no difficulty in making the determin-
At ions for the study. As a result of the experience with
the pre-test jury, no further changes in the instrument were

Mmade.

Selection of the Jury

Jury members were selected from the Vocational Agri-
S\ 1 ture North Central Region composed of the following
St ates: Michigan, Kentucky, Ohio, Indiana, Missouri, Kansas,
Scz’lJ.th Dakota, North Dakota, Nebraska, Iowa, Minnesota, and
Wi S consin.

Six members were chosen from each of four sub-jury
a:":%as. The criteria for the selection of the jury of ex-
L)et‘ts for each of the four sub-juries were as follows:

1. Sales ‘traininq directors from the upper echelon of

the feed industry who had experience in the training
or the supervision of the training of sales personnel

who sell feeds.
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2. Feed dealers who sold feed directly to the producer,

and who train sales personnel for selling feed di-
rectly to the producer.

3. Agricultural teacher educators who had experience in

conducting or supervising research in determining the
training needs of personnel in agricultural
occupations.

4. Office education and distributive education teacher

educators who had experience in conducting or super-

vising research in determining the training needs of

personnel in business occupations.

The sales training directors were selected from the
:LEilﬁgest feed manufacturing companies in the North Central
Region. The largest feed companies were identified by
}:r1<bvvledgeable feed industry representatives, and confirmed by
T« fFerence to Moddy's Industrials (39), Standard and Poors
('<L(3), and Dunn and Bradstreet (41) publications. It was
js(Dllnd that seven of the 10 largest feed companies were lo-
S 3= ted in the North Central Region with four of the company
1_lEEEac':lquarters located in the Chicago, Illinois vicinity.
IP:i‘Je of the six sales training directors agreed to serve on
the jury of experts. The other sales training director
€ commended a district sales training director who had the
ITGEESponsibility for training feed dealers, sales personnel,

Eit1<i district sales representatives as needed.
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The sales training director of each company then
recommended and ranked 2 or 3 feed dealers who were expert
in selling feed to livestock producers, and who were also re-
sponsible for training sales personnel for his business. All

of the first-ranked dealers who were contacted were very co-

operative, and participated as a member of the jury of

e xperts.

One company did not have dealers who sold from a
T raditional dealer business establishment, but sold directly
Tt o the producers on the farm. 1In effect, this company used
the "direct" sales approach in selling livestock feed to pro-

ducers. This company's representatives in turn set up sub-

de alers to also sell feed directly to producers.

Conducting the Interviews

The interview schedules were arranged by telephone,
| A the purposes of the study thoroughly explained at that
time.

Most of the interviews were conducted during business
hours in the place of business. Every effort was made to
S S taplish good rapport (42) with the interviewee.

At the beginning of the interview, the author ex-
D:Lained the nine feed sales activities that were needed to
D%t‘form the sales function of the feed industry. The
aQ‘tivj.ties were "highlighted" by marking pencils for easier

x :
sading and reference. Both the interviewee and the






3.

interviewer had before them a list containing the feed sales
activities, definitions, and the interview questionnaire
forms.

Definitions were given pertaining to the activities,
and the competencies for the performance of the activities.
Definitions were also given for the knowledge, understanding,
and ability levels for the competencies. Next, the factors

o consider in determining the loci where the competencies
<ould be taught were reviewed, followed by a definition of

€ ach of the six loci, and also definitions for the "possible"
A rnd "appropriate" selections for each of the loci.

Each jury member selected the loci which, in his
O¥X>inion, would be "possible" and "appropriate" choices at
Wh i ch the competencies could be taught. Each competency was
S nsidered independently of other competencies. Each locus
Wa s selected on the basis of how the competency related to
the performance of specific activities. For determining the
1-<><:us at which each competency could be taught, the jury
Members were instructed to consider such factors as:

1. the experience of the trainee prior to the teaching
of the competency

2. the maturity of the trainee prior to the teaching of
the competency

3. the knowledge of the trainee prior to the teaching
of the competency

4. special facilities, equipment and materials needed

for the teaching of the competency
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5. the number of personnel who have the opportunity to
use the competency
6. the vocational commitment of the trainee to perform
the competency as a sales person in the feed industry
7. the legal requirements for employment have been met
by the trainee.
Following this, the interviewee was told that he was
Tt o indicate whether or not the competencies which were listed
wWere necessary (yes or no) for the performance of the nine
Feed sales activities:; and second, to indicate where the
COmpetencies could be taught. The interviewer recorded the
& sponses on the questionnaire, and the interviewees were
free to make their determinations orally. Examples were pro-
Vi ded (see Appendix A) to familiarize the respondent with
the instrument.
It was stressed that this should be considered an
S Pen-end questionnaire, and that additional activities and
SOmpetencies might be necessary for the performance of the
S & les function of the feed industry. Near the close of the
i"-"iterview the jury members were asked if they could think of
any additional competencies or activities that would be
Neeged to perform the sales function in the feed industry.
The interviewee then indicated at which loci the suggested
Qompetencies could be taught. It was also suggested that
the respondent identify any additional competencies or activi-

‘ties that were emerging or becoming increasingly important.
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Analyses of Data

The forty competencies were ranked according to
their importance (yes or no) for the performance of nine
essential activities by sales personnel in the feed industry
as indicated by the responses of the jury members. Tables

were prepared listing the frequency of the competencies in
rr>erxrcentages for the performance of the nine essential activi-
T idies by sales personnel in the feed industry. Also, tables
Werxre prepared listing the frequency of the competencies in
P exrcentages for each of the "possible" and "appropriate"

1 S ci at which the competencies could be taught as indicated
bxs the responses of the jury of experts. The frequency of the
COmpetencies which are emerging or becoming increasingly im-
PO xrtant for the performance of the sales function of the
feeg industry as indicated by the responses of the jury
M embers were listed.

The chi-square analysis of data was used for de-
teJr'mining the statistical significance of the responses of
the sub-jury members for the competencies which were con-

S i dered essential for the performance of each of the nine

S ales activities, and for determining the significance of
The responses for the loci at which the competencies could
be taught. The purpose of the chi-square analysis was to de-
termine if the distributions of the responses of the four sub-
J arijes were significantly different. The .05 level of

%ignificance was used for this study, where the observations



34

were significantly different than might be normally expected
to occur by chance in five cases out of 100. More infor-
mation on the chi-square test of significance may be ob-
tained in references by Dixon and Massey (43), Edwards (44),
and Hays (45).

The McQuitty Hierarchial Classification System (46)*
was used to cluster the responses of the jury of experts to
the importance of forty competencies for the performance of
r»ine essential activities by sales personnel in the feed
i ndustry, and to cluster the responses to the "possible" and
" appropriate" loci at which the competencies could be taught.
The Hierarchial Classification System by “"reciprocal pairs"
A s wused in this study is a form of Typal Analysis; where
' €S very member" of a cluster is more like every other "member"
S £ 3 cluster than it is like any "member" of any other
< L uster. "Member" is used in the first level of classifi-
Sa&tion to refer to the items; but in the second level it re-
j-:‘e:t‘s either to a reciprocal pair of items, or an item with a
e <iprocal pair, or an item with another item, or an item
W ith a reciprocal pair, and in later levels it refers to the
S Ombination of reciprocal pairs of items, and other combi-
™ ™ tions of members as indicated for levels one and two. The

S A assificaticn proceeds by selecting the reciprocal pairs

o *The actual classification was performed by the 3600
QQmputer at Michigan State. A program called "Program Hi-
Slas‘s" is available through the Computer institute for

S cial Science Research, Michigan State University.
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from every matrix at every level of classification until the

classification is completed.

Testing the Hypothesis

The hypothesis of this study was tested by the use of
tIhe chi-square analysis, a statistical test to determine
wlhether or not the sub-juries were different in their re-

s p>onses, and the McQuitty Hierarchial Classification System,
a statistical test to measure the extent of agreement among

th e twenty-four jury members.
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CHAPTER 1V
PRESENTATION AND ANALYSIS OF THE DATA

The purpose of this chapter was to present the data,
arx d to analyze the results by testing the externt of agree-
me mt of the four sub-juries in determining the vocational
c—>xmpetencies needed by sales personnel in the feed industry,
ax>a d the loci at which the competencies could be taught. The
P x— ocess used involved four factors for determining vocational
c< xnpetencies as follows: wuse of an industry functicn ap-

P x— ©ach rather than the "job title" approach; identification
o F= all vocational competencies and lcci rather than competen-
o 3 es and loci which are serviced by one vocational education
a x— <«a; use of a "regional survey" approach in place of the

'* A ocal survey"; use of a combined industry and education

3 vaxy in place of an industry committee tc determine competen-
—d es, and an educstlon committee to determine the loci.

Competencies which were rated as important by fifty
E>e xrcent or more of the jury of twenty-four experts for the
P e xformance of nine essential sales activities were pre-
Sented in percentages. The competencies which were not
rated as important by fifty percert or more of the jury
members were considered not essential to the performance of

the dJdesignated activities.

360



37

The Frequency of Forty Competencies for the
Performance of Nine Essential Activities

Table I indicates that competency number 25,

"IThoroughly understands his company's feed products" was
iAentified as the most important competency for the per-

fc> rmance of nine essential activities by sales personnel in
This competency had a total competency

tka e feed industry.
f x— equency of 201 out of a possible 216.°" Competency number
"Understands the criteria for appraising prospective

3=
‘was the least important competency for the

f &= ed dealers"
P<== rformance of the nine essential activities by sales person-
This competency had a competency

me= 1 in the feed industry.
This indicated that competency number 25

£ m—equency of 89.
and

W’ == s considered essential for all nine sales activities,
t—X= at competency number 38 was considered essential for the

= = rformance of a limited number of sales activities.

Competencies Necessary fcr the Performance of
Nine Essential Sales Activities

Twenty-one of the forty competencies were considered

¥Yox» fifty percent or more of the jury members as essential for
Table

Tth e performance of all nine of the sales activities.
"Thoroughly understands his

indicates that competency 25,

T
with a competency frequency of 201,

company's feed products"

*A competency frequency of 216 could be cbtained by

havwing each of the twenty-four jurors indicate that the
COmpetency was essential for each of the nine sales

Qctivities.
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TABLE 1

IMPORTANCE OF FORTY COMPETENCIES FOR THE PERFORMANCE OF
NINE ESSENTIAL ACTIVITIES BY SALES PERSONNEL IN THE
FEED INDUSTRY AS RATED BY A JURY OF
TWENTY-FOUR EXPERTS

COMPETENCY Competency
Frequency

.2 5. Thoroughly understands his company's feed

- products 201
2 <> . Understands the importance of personal sales
traits and a pleasing personality 185

3 O. Ability to greet customers and study their
needs 185

55, Understands feeding practices and programs
S used in the community 184

= R.. Ability to classify and cope with different
types of customers 182

3 =. BAbility to use suggestive selling and to

close the sale 179
'3 &5. Understands the research findings of live-
' stock (poultry) feeding trials 178
=1. Ability to determine raticns for specific
livestock (poultry) uses 177
=2 . Understands the compositicn of farm grains,
roughages, and supplements 174

26 . Understands other products scld by his
business (company) 171

3 . Understands the various methods of preparing
livestock (pcultry) feeds, 1.e.., grinding,
pelleting, etc. 168

15 . Understands the contrcl of livestcck
' (poultry) pests and parasites 165

20 . Ability to determine the approximate
amount of profit that is likely 165
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TABLE I--Continued

COMPETENCY Competency
Frequency
2. Understands the policies of his business
(company) 164
. = . Ability to determine the livestock (poultry)
performance records to keep 162
L=2. Ability to identify common livestock
T (poultry) diseases 159
2 "7 . Knowledge of the feed products of
competitors 158
3 3. Knowledge of feed mill operation 156
L 2. Ability to evaluate farmer's roughages,
- pasture, and grain resources 152
2 ==. Ability to determine the repayment ability
of the customer 152
"B . Knowledge of the physical make-up and
digestive process of farm animals (birds) 150
3 = . Ability to write up and interpret the feed-
ing results of his customers and convey them
to management 149
A 3. Understands the place of sanitation in the
livestock (poultry) operation 148
=21 . Ability to determine with the customer the
amount of credit needed 148
<2 O . Understands the promotional techniques for
increasing feed sales 148
37 . Ability to express feeding and nutrition
information to groups 147
7 - Understands the factors to consider in se-
lecting specific animals (birds) 145
18. Knowledge of livestock prices and price
trends 145
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TABLE I--Continued

COMPETENCY Competency
Frequency
3<F. Knowledge of transportation and delivery
procedures 145
1 =2. Understands the influence of equipment upon
growth and the rate of gain 144
1A _. Understands the influence of housing upon
- the growth and rate of gain 144
2 &E3. Ability to fill out company invoices and
sales contracts 136
. Knowledge of the agricultural practices used
- in the community 130
1 éﬁS} Understands the influence of heredity on the
i rate of gain 126
1_ &€ . 2Aability to fit animals for show or sale 123
3 <=>». Understands the problems of feed dealers in
the community 122
A_<=>. Knowledge of marketing channels for live-
stock (poultry) and their products 118
F3 . Ability to determine the grade of the
animals (birds) 109
= 3. Knowledge of the methods used in ccllecting
bills 107
38 . Understands the criteria for appraising
prospective feed dealers 89
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was considered essential by most of the jury members for the
performance of the nine essential activities by sales person-
nel in the feed industry. Competency 18, "Knowledge of live-
stock prices and price trends" with a competency frequenty
of 145 was considered essential by fewer of the jury members
but was considered essential for the performance of all nine
sales activities. The chi-square scores were significant

for the responses to seven out of 189 ratings of the twenty-
one competencies indicating very little disagreement between
the four sub-juries.

Competencies Necessary for the Performance of
Eight Essential Sales Activities

Of the seven competencies which were considered es-
sential for the performance of eight activities by sales
personnel in the feed industry, Table III indicates that
competency 9, "Ability to determine the livestock performance
records to keep" with a competency frequency of 162 was con-
sidered eésential by most of the jury members, and competency
6, "Knowledge of the agricultural practices used in the com-
munity" was considered essential by fewer jury members.
Competency frequencies for the competencies in this group
ranged from a high of 162 for competency 9, to a low of 130
for competency 6. The chi-square scores were significant for
two of the competencies for four out of a possible 63
combinations with the nine activities, indicating very little

disagreement between the four sub-juries.
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Competencies Necessary for the Performance of
Seven Essential Activities

Six of the forty competencies were considered by
fifty percent or more of the jury members as essential for
the performance of seven sales activities. Competency number
13, "“Understands the place of sanitation in the livestock
operation" with a competency frequency of 148, as indicated
in Table IV, was the most important competency for the per-
formance of seven activities by sales personnel in the feed
industry. Competency 8, "Ability to determine the grade of
animals (birds)" with a competency frequency of 109, was the
least important for the performance of the seven essential
sales activities as rated by the jury of twenty-four experts.
One chi-square score was significant for the responses to
one out of 54 ratings of the 6 competencies, indicating very
1 ittle disagreement between the four sub-juries.

competencies Necessary for the Performance of
Six Essential Sales Activities

Of the six competercies which were considered es-
sential for the performance of six sales activities. Table V
indicates that Competency 28, "Ability to fill out company
invoices and sales contracts" with a competency frequency cf
136, is the most important competency for the performance of
six essential activities by sales perscnnel in the feed

i ndustry- Competency 23, "Knowledge of the methods used in
i

ollecting pills" with a competency frequency of 107, was the
c
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least important of the three competencies which are essential
for performing six of the essential feed sales activities.

Competency 19, "Knowledge of marketing channels for live-
stock (poultry) and their products" with a competency fre-

quency of 118, was also included in this grcup of three

competencies. One chi-square score was significant for the
responses to one out of 54 ratings of the 6 competencies,

indicating very little disagreement between the four

sub-juries.

Competencies Necessary for the Perfcrmance of
Three and Four Essential Sales Activities

Three competencies were ccnsidered as necessary for

the performance of three or four of the essential feed sales

Qctivities, as shown by Table VI. Ccmpetency 16, "Ability

to fit animals for show or sale," and Competercy 29. "Under-
Stands the problems of feed dealers in the community" were

rated as necessary for the performance of four activities.

COmpetency 38, "Understands the criteria fcr appraising prc-

Spective feed dealers” was rated as necessary fcr the per-

formance of three of the feed sales activities. Total

CoOmpetency frequencies for the three competencies were as
Y .

follows: Competency 16, 123; Ccmpetency 39. 122; and

competency 38, 89. There were no significant chi-square

Scores for the three competencies indicaring nc disagreement

between the sub-juries.
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Significant Chi-Square Responses
for the Ccmpetencies

Ten of the forty competencies received ratings by

the sub-juries which were significantly differert on seven

of the activities. There were 14 chi-square sccres which

were significant out of a possible 36C. as shown in Table

VII. In Table VII, the responses of the jury members indi-

cated that there were fourteen chi-sgquare scores which were

significant, involving ten ccmpetencies, and seven of the

nine activities. Competency 2, “Understands the compcsition

of farm grains; roughages, and supplements.” was rated as

being essential for the performance of Activity 1, “Assists

Producers", and Activity 6, "Sells over the counter," by

more members of the educator sub-juries than by the members

Of the industry sub-juries. For the rema.ning nine competen-

Cies involving twelve chi-square scores which were signifi-

Cantly different, the competencies were rated as being es-

Sential by more of the members of the i1ndustry sub-jur:es
than by the members of the educator sub-juriss.
Since there were cnly 14 out ¢f a pcssible 360 re-

SpPonses which were sign.ficartly different, this indicated

Very little disagreemen*t between the sub--uries for determin-
1l Ng the importance of forty competencies fcr the performance

S ¥ nine sales activit:es in the feed industry.
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Determination of Loci

The twenty-four member jury of experts indicated the
loci at which they believed the competencies could be taught
for the performance of essential activities by sales personnel
in the feed industry. Each jury member made his loci se-
lections for each competency on the basis that the competency
was required for the performance of one or more of the nine
essential sales activities.

The loci at which the competencies could be taught
were considered to be "possible" or "appropriate"” if they
were checked by fifty percent or more of the members of the
jury. The loci which were not considered to be "possible"
or "appropriate" by fifty percent or more of the members of
the jury of experts, but which had sub-jury responses which
were significantly different, were enclosed by parentheses
and included in the tables.

Competencies Which Could Be Taught At Eleven
and Twelve "Possible" and "Appropriate" Loci

Table VIII indicates that all of the six loci had a
"possible" rating at which each of the 18 competencies could
be taught for the performance of the nine essential sales
activities by sales personnel in the feed industry. The sub-
juries members considered it "possible" to teach eighteen cof
the forty competencies at all six of the loci, as shown in

Table VIII. All of the 18 competencies were rated as
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"appropriate"” at the "post high schozl,” "4 year college.™
"adult," and "dealer" loci. In addition 12 of the 18
competencies were rated "appropriate" at the "high school™
locus, and 10 of the 18 competencies were rated as "apprcpri-
ate" at the "on-the-job" locus. Thirteen chi-square scores
out of a possible 216 were significant. This indicated very
little disagreement between the sub-juries.

Competency 30, "Ability to greet customers, and s+tudy
their needs," and Competency 31. "Ability to classify and

cope with different types of customers,” were rated as "ap-
propriate" by 45.8% of the jury of experts, and each competen-
cy had a chi-square score which was significant at the "high
school" locus. In other wcrds. the sub-juries tended to
disagree regarding the teaching of these two competencies at
the "high school"” locus. Competency 1, "Knowledge of the
physical make-up and digestive process of farm animals
(birds)," was rated as "appropriate"” by 45.8% of the jury of
experts, and it had a chi-square score which was significant
at the "on-the-job" locus.

Competencies Which Could Be_ Taught At Nine
and Ten "Possible" and "Appropriate" loci

Table IX has seven competencies which the jury
members indicated could be taught at either nine cr ten
loci. Competency 36, "Understands the research findings of

livestock (poultry) feeding trials” had the highest total
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competency frequency of 178. Competency 36 and Competency
37, "Ability to express feeding and nutrition information to
groups" were not rated as "possible" or “appropriate" at the
"high school" locus. Competency 37 was not rated as "ap-
propriate" at the "adult" locus. The dealer or company
"locus" had the highest percentage of selections at both the
"possible" and "appropriate" levels.

The other five competencies were "possible™ at each
of the six loci except Competency 6. "Knowledge of the agri-
cultural practices used in the community,"” which was rated
as neither "possible" nor "appropriate" at the "4 year
college" locus. Competency 6 was not rated as "appropriate™
at the "high school” and "on-the-job" loci.

Competency 7, "Understands the factors toc consider
in selecting specific animals (birds) ., Competency 18.
"Knowledge of livestock prices and price trzands." and
Competency 19, "Knowledge of marketing channels fcr live-
stock (poultry) and their products. were not rated as "ap-
propriate” at the "dealer® and "cn-the-job" loci. Neither
was Competency 19 rated as "apprcpriate" at the "high school”
locus. Competency 10, "Understands the influence cf heredity
on the rate of gain" was not rated as "appropriate™ at the
"high school" and "on-the-jcb" lcci. There were nine out of
108 chi-square scores which were significant for the seven
competencies indicating very little disagreement betwesn the

four sub-juries.






Competencies Which Cculd Be Taught At Six,
Seven, and Eight "Possible" and
"Appropriate" Loci

Eight of the forty competencies were considered by
the jury members to be "possible" and "appropriate" at six,
seven, and eight loci. Table X indicates that Competency 3,
"Knowledge of feed mill operation," Competency 16, "Ability

a

to fit animals for show or sale,” Competency 8, "Ability to
determine the grade of the animals,"” were considered "possi-
ble" at each of the six loci. Competency 23, "Knowledge of
methods used in collecting bills," was considered "possible"
at all loci, except at the "high school” locus where it had
a chi-square score which was significant. and a locus fre-
quency of 45.8%.

The "post high schoecl® locus was rated as "appropri-
ate" for Competency 16 and Ccmpetency 8, and the "4-year
college" locus was "apprcpriate" for Competency 8 and Com-
petency 4, "Understands the promotional techniques for in-
creasing feed sales." Ccmnpetency 16 was "appropraiate' at
the '""dealer" locus. The remaining competencies, except for
Competencies 16 and 8, were "appropriate” at both the
"dealer" and "on-the-jcb" loci.

There were twelve out c¢f 96 chi-square scores which
were significant for the eight competencies indicating some

disagreement between the four sub-juries.
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Competencies Which Cculd be Taught at Three
and Four "Possible" and "Appropriate" Loci

The seven competencies, shown in Table XI, were con-
sidered by the jury members as "possible" and "“appropriate"
at both the "dealer" and the "on-the-job" loci with one ex-
ception. Competency 38, "Understands the criteria for ap-
praising prospective feed dealers," was nct rated as "ap-
propriate" at the "on-the-job" locus. The ratings of the
jury members indicated they considered that the “"dealer" and
the "on-the-job" loci were the only "pcssible” and "appropri-

ate" loci where the seven competencies could be taught.
Competency 24, "Understands the policies of his
business," Competency 28, "Ability to fill out company in-
voices and sales contracts," Ccmpetency 39, "Understands the
problems of feed dealers in the community,” and Competency 38,
"Understands the criteria for appraising prospective feed
dealers" have chi-square scores which were significant.
There were seven out cf 48 chi-square scores which were sig-
nificant for the four compstencies. Hcwever, it should be
noted that less than 50 percent of the jury members indi-
cated it was either "pcssible" or "appropriate” to teach
these four competencies at the loci where the chi-square

scores were significant (see Table XI!.
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Significant Chi-Square Responses for
"Possible" and "Appropriate" Loci

The 31 out of 480 chi-square scores which were sig-
nificant, as shown in Table XII, were fcr the loci determi-
nations which were considered important by 45.8 percent or
more of the twenty-four jury members. The 45.8 percentage
was used, in this case, to present a broader view of the
differences of the sub-juries since nine of the 31 responses
which were significantly different had been rated as "possi-
ble" or "appropriate" by 45.8 percent of the jury members.

Fifteen competencies had 31 chi-square scores which
were significant for the "pcssible" and "appropriate loci de-
terminations. Loci where the 31 chi-square scores were sig-
nificant were high school, 11; post high schocl, 11; 4-year
college, 2; adult, 4; dealer, 2; and on-the-job, 1.

For all of the 28 cases where the "high school,"
"post high school," "4-year college." and "adult" loci de-
terminations were significantly different, the responses of
the educator sub-juries were higher than those of the industry
sub-juries. For the three "dealer" ard "on-the-jcb" loci
determinations which were significantly different, the re-
sponses of the industry sub-juries were higher than the re-
sponses of the educator sub-juries for the importance of the

loci at which the competencies could be taught.
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The McQuitty Hierarchial
Classification System”™

The McQuitty Hierarchial Classification System (46)
was used to cluster the responses of the jury members to the
importance of forty competencies for the performance of nine
essential activities by sales personnel in the feed industry,
and to cluster the responses to the "possible" and "appropri-
ate" loci at which the competencies could be taught.

The McQuitty Hierarchial Classification System by
"members" and "reciprocal pairs" as used in this study was
a form of Typal Analysis. '"Member" was used in the first
level of classification to refer to the items. When two
"members" come together to form a "reciprocal pair," the re-
sult also was called a "member," and treated in the same
manner as a single item. Therefore, as the "members" were
brought together at the various levels they consist of single
items or groups of several items. The following diagram

illustrates the method of association that was used for this

analysis.

*Capabilities and Improvements of Linkage Analysis
as a Clustering Method." Louis L. McQuitty, Education and
Psychological Measurement, Vol. 24, November 3, Fall, 1964.
The actual classification was performed by the 3600 Computer
at Michigan State. A program called "Program HiClass" is
available through the computer Institute for Social Science
Research, Michigan State University.
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Level Three

Level Two

Level One

The lower levels have higher indices of association
between "members" or "reciprocal pairs." The higher the
level the lower the indices of association between the combi-
nations of "members" and "reciprocal pairs” (41).

Clusters of responses using
McQuitty Hierarchial System

The clustering of the respcnses of the members of
the jury of experts were illustrated in Figures 1, 2, and 3.
The characteristics of the sub-groups which were formed as a
result of the clustering of the responses of the jury members
were given in Tables XIII. XIV, and XV. Figure 1 and Table
XIITI should be read as a single unit, since they both de-
scribe the clusters that were fcrmed by the hierarchial
classification of the responses of the jury members to the
importance of forty competencies for the performance of nine
sales activities. Figure 2 and Table XIV make a unit and
should be read together. since they both describe the clusters
that were formed as a result of the clustering of the re-
sponses to the importance of six "possible” lcci at which
the forty competencies could be taught. Figure 3 and Table

XV are read together, since they involve the clustering of
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six "appropriate" loci at which the forty competencies could
be taught.

The information included in Figures 1, 2, and 3 are
interpreted in the same way for each figure. For example,
Figure 1 indicates that the responses were clustered into
three sub-groups; A, B, and C. Sub-group A was composed of
members 1, 21, 19, 5, 2, 10, 16, 13, 17, 4, 7, 11, 3, and
24, and was considered the most valid sub-group, since larger
categories were presumed to be more dependable (39). This
sub-group of 14 members agreed on 69 out of 360 items at the
twelfth level for the importance of forty competencies for
the performance of nine sales activities. The highest agree-
ment in this sub-group was between individual 10, a sales
training director, and individual 16, an agricultural edu-
cation researcher whose responses were in agreement on 342
out of 360 items at level 1. Sub-group B was composed of
individuals 18, 20, 23, and 6, and sub-group C was composed
of individuals 8, 194, 9, 15, 12, and 22. Figures 2 and 3
were interpreted in the same manner as Figure 1.

Table XIII indicates that there were three clusters
for the responses to the importance of forty competencies
for the performance of nine essential activities by sales
personnel in the feed industry. The sub-group A was composed
of the following members of the jury of twenty-four experts:
feed dealers, 1, 2, 3, 4, and 5; sales training directors,

7, 10, and 1ll; agricultural education researchers, 13, 16,
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and 17; and business education researchers, 19, 21, and 29.
The table also lists the characteristics of sub-groups A, B,
and C. Tables XIV and XV are read the same as Table XIII.
Summary of the McQuitty

Hierarchial Classification
System treatment of the data

When the responses by the jury of twenty-four members
to the importance of forty competencies for the performance
of nine essential activities by sales personnel in the feed
industry were clustered, three sub-groups were formed. It
was found that there was an even distribution of all the sub-
juries in the fourteen member Sub-Group A. Sub-Group B was
composed of 4 members, and Sub-Group C of 6 members, and both
were probably too small to obtain an even distribution from
each of the four sub-juries.

When the responses by the jury of twenty-four experts
to the importance of six "possible" loci at which forty
competencies could be taught for the performance of nine es-
sential activities by sales personnel in the feed industry
were clustered, three sub-groups were formed. The sub-
groups that were formed did not have as even representation
from the various sub-juries as was the case in the hier-
archial classification of the competencies and the activities.
One 8 member sub-group for the "possible" loci was composed
of mostly business education researchers, another sub-group

of 12 members was composed of an over representation of
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Sales training directors and agricultural education re-
searchers. The third sub-group was too small for an even
distribution from the four sub-juries.

When the responses by the jury of twenty-four ex-
perts to the importance of six "appropriate" loci at which
forty competencies could be taught for the performance of
nine essential activities by sales personnel in the feed
industry were clustered, four sub-groups were formed of 5, 8,
7, and 4 members each. As was the case with the "possible"
loci, an even representation from each of the four sub-juries
was not obtained by the McQuitty Hierarchial Classification
System. The sub-group with 8 members was composed of repre-
sentatives from each of the four sub-juries. The two sub-
groups of 5 and 7 members each had representation from three
of the jury sub-groups, while the grcup with 4 members was
represented by one agricultural researcher, and by three
business education researchers.

The results of the McQuitty Hierarchial Classification
System appeared to indicate that the four sub-juries were
not markedly different from each other, since all four sub-
juries were about equally represented in each of the sub-
groups that were formed as a result of the three analyses.
However, more agreement was evident among the represponses
of the sub-groups for the competencies that were needed for

the performance of essential sales activities, than for the
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responses for the "possible" and "appropriate" loci at which

the competencies could be taught.

Competencies Emerging or Becoming
Increasingly Important

This open-end phase of the study elicited 51 re-
sponses for 23 competencies which were considered to be
emerging or becoming increasingly important. No attempt was
made to differentiate between the "emerging" and "becoming
increasingly important" categories. Neither were the
competencies rated as to their importance for the performance
of nine essential activities by personnel in the feed
industry.

Table 16 shows that the competency "Understands the
specific technique of product promotion" was indicated as a
competency that was emerging or becoming increasingly im-
portant by five jury members. The competencies "Understands
the credit problems of producers," and "Understands the im-
portance of the allocation and management of the salesman's
time" were each indicated as important by four jury members.

Most of the 23 competencies shown in Table XVI, as
emerging or becoming increasingly important, were included
in this study. Several competencies mentioned were of a
general nature such as: "Understands the importance of the
allocation and management of a salesman's time"; "Ability to

use mathematical skills"; "Understands computer services and
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TABLE XVI

TWENTY-THREE COMPETENCIES WHICH ARE EMERGING OR

BECOMING INCREASINGLY IMPORTANT FOR THE
PERFORMANCE OF THE SALES FUNCTION OF
THE FEED INDUSTRY AS INDICATED BY
A JURY OF TWENTY-FOUR EXPERTS

COMPETENCY

COMPETENCY
FREQUENCY

Understands the
promotion
Understands the
Understands the
management of
Understands the

dealers

Understands the
Understands the
Ability to plan
situations
Understands the
Understands the

Understands the
Understands the

specific techniques of product

credit problems of producers
importance of the allocation and
the salesman' time

inventory management prcblems of

techniques of salesmanship
specialization in agriculture
profit for producers in specific

principles of farm management

analysis of farm records
problems of feed dealers
psychology of selling

Ability to use mathematical skills

Ability to communicate written and oral skills
Understands computer services and analyses

Understands the

importance of individual self-

improvement while on the jcb

Understands the
company

Understands the

philosophy and image of own

economy of the area

Understands feeding mechanization

Ability to set-up sub-dealers

Understand the philosophy and image of com-
petitor's company

Understands business law as it affects the
dealer and salesman
General knowledge of animals

Understands the

feed storage

Total

N NN DN DWw ww w > IS,

NN

—

51
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analyses"; and "Understands the importance of individual
self-improvement while on the job." The competency, "Under-
stands the importance of the allocation and management of the
salesman's time," had four responses as a competency that is
emerging and becoming increasingly important. This competency
appears to be important for the performance of the sales
function in the feed industry, and it would probably be
valuable for the performance of the sales function for any

other industry.

Summary of the Responses

The competencies needed for the performance of nine

sales activities. Twenty-one competencies were considered

important by 50 percent or more of the jury of experts for
the performance of each of the nine sales activities. Very
little disagreement was evidenced since there were only
fourteen responses out of 360 which were significantly
different for determining the importance of forty competen-
cies for the performance of nine sales activities. For
twelve of the fourteen responses which were significantly
different, fifty percent or more of the jury of twenty-four
experts had indicated that the competency was necessary for
the performance of the activity.

The McQuitty Hierarchial Classification System was
used to cluster the responses of the twenty-four member jury

of experts to the importance of the forty competencies for
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the performance of the nine essential sales activities to de-
termine the extent to which the members within the sub-juries
would cluster based on agreement of their responses. Three
sub-groups were formed with approximately equal represen-
tation from each of the dealer, sales training director,
agricultural education educator, and business education edu-
cator sub-juries. There appeared to be very high agreement
between the four sub-juries concerning the competencies

needed for the performance of nine essential sales activities.

The loci at which the competencies could be taught.

When the competencies were grouped according to the number of
loci at which the competencies could be taught some unique
characteristics became evident. It was found that the jury
members considered eighteen competencies could be taught at
either eleven or twelve "possible" and "appropriate" loci.
The eighteen competencies were considered "possible" at each
of the six loci, and "appropriate'" at either five or six of
the loci. Of the eighteen competencies, six were not con-
sidered "appropriate" at the "high school" locus, and seven
were not considered "appropriate” at the "on-the-job" locus.
The eighteen competencies were ccnsidered to be of
more than average importance since they had ccmpetency fre-
quency ratings from 141 to 185. The competencies appeared
to be of a "general" nature, and nct specifically related to

any particular feed company. There appeared to be good
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agreement among the jury of twenty-four experts as to where
these eighteen competencies could be taught.

Seven competencies were in the next group which fifty
percent or more of the jury members considered could be
taught at nine or ten "possible" and "appropriate" loci.
These éompetencies were of lesser importance than the first
group having a competency frequency range from 178 down to
118. The competencies in this group were of a "general"
nature, and not specifically related to any particular feed
company. These competencies appeared to indicate that they
were quite complex so that education beyond the "high school"
and "on-the-job" loci would be needed. It appeared that
there was comparatively good agreement among the jury of
twenty-four experts as to the loci where these competencies
could be taught. There were eight out of 86 chi-square
scores which were significant for the seven competencies in
this group, as compared to 41 out of 480 for the 40 competen-
cies in the study.

The jury members indicated that eight competencies
could be taught at six, seven, or eight "possible" and "ap-
propriate" loci. This group of competencies appeared to have
a wide range of importance for the perfcrmance of the nine
sales activities. The competency frequencies ranged down-
ward from 185 to 109. The five most important competencies
appeared to be company related and were considered "appropri-

ate" at only the "dealer" and "on-the-job" loci. The three
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competencies of lesser importance were ‘"general" competencies
with competency frequencies from 123 to 107. These three
competencies were "possible" at all loci. The competency
"Knowledge of methods used in collecting bills" had six of
the twelve chi-square responses which were significant for
this group of competencies. However, there was very little
disagreement between the juries for this group.

The last group of seven competencies were "possible"
and "appropriate" at three or four loci. Competency fre-
quencies ranging from 201 to 89 indicated a wide range of im-
portance for the performance of nine sales activities. How-
ever, it should be realized that the competency with a
frequency of 89 was necessary for the performance of only
two activities, and that the competency with a frequency of
122 was necessary for the performance of five activities.

The remaining five competencies were ccnsidered essential by
more of the jury members. All of these competencies seemed
to refer to policies or practices cleosely related to the par-
ticular feed company 1involved in the perfocrmance of the
competency rather than tc the industry 1n general. The jury
of twenty-four experts indicated that cnly the "dealer" and
the "on-the-job" loci were the "pcssible" and "appropriate"”
loci at which the seven competencies could be taught. There
were five out of 84 chi-square responses which were signifi-
cant for these seven ccmpetencies indicating that there was

little disagreement among the members of the jury of experts.
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In analyzing the McQuitty Hierarchial Classification
System for the "possible" and "appropriate" loci determin-
ations, it was found that three sub-groups were formed for the
"possible" loci, and four sub-groups for the "appropriate"
loci. In neither case was there a consistent representation
from each of the jury sub-groups.

The "possible" loci sub-groups had 8, 12, and 4 mem-
bers in each of the three groups. Representation by sub-
jury on each sub-group was as follows: dealers, 1, 3, 2;
sales training directors, 1, 4, 1l; agricultural education re-
searchers, 2, 4, 0O; and business education researchers, 4, 1,
1.

The "appropriate" locu sub-groups had 5, 6, 7, and 4
members in each of the four sub-groups. The representation
by sub-jury on each sub-group was as follows: dealers, 2, 2,
2, 0; sales training directors, 1, 2, 3, 0; agricultural edu-
cation researchers, 2, 3, 0, 1; and business education re-
searchers, 0, 1, 2, 3.

The Mcquitty Hierarchial Classification System was
used to classify the responses to the loci for all of the
competencies, and there appeared to be general agreement con-

cerning the loci at which the competencies could be taught.

New and emerging competencies. When the jury members

were asked if any additional competencies were emerging or

becoming increasingly important, twenty-three competencies
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were elicited. Among those most often mentioned were the
following: "Understands the specific techniques of product
promotion"; "Understands the credit problems of producers";
and "Understands the importance of the allocation and manage-
ment of the salesman's time."

Although most of the competencies mentioned had been
included in the study, it should be noted that four members
of the jury of experts indicated that the competency "Under-
stands the importance of the allocation and management of the
salesman's time," was important for the performance of the

sales function in the feed industry.

Summary of the Process Used in the Study

The purpose of this study was to demonstrate a
process which included four factors: an "industry function"
approach , the identification of all vocational competencies
and loci, a "regional survey," and an industry and education
jury.

There appeared tc be very little disagreement be-
tween the four sub-juries in rating the forty competencies
for the performance of each of the nine sales activities.
There were 14 out of 360 chi-square scores which were sig-
nificant for the responses of the jury members to the im-
portance of the forty competencies. The agreement between

the industry sub-juries was very high, and on only four of
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the fourteen significant chi-square scores for the essenti-
ality of the competencies did the responses of the two sub-
juries differ by more than 8.5%.

For three of the fourteen significant chi-square
scores the industry sub-juries recorded lower response fre-
quencies for the competencies considered essential for the
performance of the nine sales activities than did the edu-
cator sub—juries.*

Each of the McQuitty Hierarchial Classification
System sub-groups had about equal representation from each
of the sub-juries. The nearly equal representation by the
sub-jury members on the sub-groups which were formed by the
McQuitty Hierarchial Classification System indicated agree-
ment between the responses of the feed dealers and the sales
training directors for the importance of forty competencies
for the performance of nine sales activities by personnel in
the feed industry, and the loci at which the competencies
could be taught.

There were 41 out of 480 chi-square scores which
were significant for the loci at which the jury members con-
sidered the competencies could be taught which indicated
very little disagreement between the sub-juries. One

competency, which was rated essential by less than 50

*Although the chi-square analysis indicated much
agreement, subjectively, some of the educators indicated
that they did not feel comfortable when making some of the
competency determinations for their importance in performing
the nine essential feed sales activities, and the loci at
which the competencies could be taught.
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- percent of the jury members, had six chi-square scores which
were significant. The "high school" locus had 16 of the 41
chi-square scores which were significant. The McQuitty Hier-
archial Classification System classified the "possible" re-
sponses into three sub-groups of 8, 12, and 4, members each
with representation from each of the four sub-juries in the
sub-groups of 8 and 12 members. The "appropriate" responses
were clustered into four sub-groups of 5, 9, 7, and 4

members each. The "appropriate” sub-jury representation was
not as evenly distributed as for the "possible" analysis.

For all twenty-one chi-square scores which were sig-
nificant when 45.8% or more of the jury members had indicated
that the loci was "possible" or "appropriate," the educator
sub-juries had higher response frequencies. Most of these
responses which were significantly different were at the

"high school" or "post high school" loci.
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CHAPTER V

SUMMARY, CONCLUSIONS, AND RECOMMENDATIONS

This was a study to demonstrate a process for de-
termining the vocational competencies essential for the per-
formance of nine feed sales activities and the loci at which

the competencies could be taught.

Method and Procedure

Procedure. An interview instrument was developed
with the assistance of feed industry and university personnel
who were experienced in the sales function of the feed
industry. The instrument contained forty competencies which
appeared to be essential for the performance of nine feed
sales activities. 1In previous research conducted by Clark
of Michigan State University, feed industry personnel rated
these nine activities as being essential for the performance
of the sales function of the feed industry.

Personal interviews were conducted with a twenty-
four member jury of experts who indicated whether or not
each of forty competencies were essential for the performance
of the nine activities of the sales function of the feed

industry. For the competencies rated essential the jury
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members indicated at which loci they believed each category
could be taught.

The competencies rated as essential by fifty percent
or more of the twenty-four jury members were listed in
percentages.

The total frequency of the competencies having been
rated as essential for the performance of one or more of the
nine activities was used to determine "competency frequency."

The loci rated as "possible" and "appropriate" by
fifty percent or more of the jury of twenty-four members were
listed in percentages. Competencies were listed by the
number of loci at which the jury members believed the
competencies could be taught.

The chi-square analysis of data was used for de-
termining the statistical significance of the responses of
the jury for the competencies which were considered essential
for the performance of each of the nine activities, and for
determining the significance of the responses for the loci
at which the jury members believed the competencies could be
taught.

The McQuitty Hierarchial Classification System was
used to cluster the responses of the jury members to the es-
sentiality of forty competencies for the performance of nine
sales activities by personnel in the feed industry. Also,
this system was used to cluster the responses to the "possi-
ble" and "appropriate" loci at which the competencies could

be taught.
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Summary of Findings c¢f the Study

Twenty-one competencies were identified as essential
for the performance of each of nine activities of

the sales function in the feed industry.

All forty competencies were considered by the jury
members to be essential for the performance of more
than one activity.

All forty competencies were considered "possible" or
"appropriate" for teaching at more than one locus.
The "dealer or company" locus appeared to be the
most commonly selected locus at which the jury
members considered many competencies could be taught.
Some of the competencies appeared to be '"general,"
and other competencies appeared to be "specific" to

a particular feed company. The “general" competencies
rated as essential could be taught at any of the
"possible" and "appropriate" loci in the opinion of
the jury members. The competencies were rated as
"possible" and "appropriate” at the "dealer" and "on-
the-job" loci.

Chi-square scores were significant for 14 out of 360
possible responses of the jury members for determin-
ing the importance of forty competencies for the per-
formance of nine feed sales activities, indicating
very little disagreement between the four sub-juries.
Chi-square scores were significant for 41 out of 480

possible responses of the jury members for determining
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the loci at which the competencies could be taught
indicating little disagreement between the four
sub-juries.

There was less disagreement among the jury sub-groups
for the "appropriate" loci selections than for the
"possible" loci selections.

The responses of the jury members to the "high school"
and "post high school" loci had the greatest number

of significant chi-square scores indicating a greater
difference of opinion by sub-juries for these two loci.
The McQuitty Hierarchial Classification System grouped
the responses regarding the essentiality of forty
competencies for the performance of nine sales activi-
ties into three sub-groups with nearly equal represen-
tation from each of the sub-juries indicating a very
high level of agreement among the twenty-four member
jury of experts.

The McQuitty Hierarchial Classification System grouped
the responses to the "possible" loci into three sub-
groups, without equal representation from each of the
sub-juries indicating a low level of agreement be-
tween the four sub-juries.

The McQuitty Hierarchial Classification System grouped
the responses to the "appropriate" loci into four sub-
groups, three of which contained nearly equal represen-
tation from each of the sub-juries indicating a medium

level of agreement between the four sub-juraes.
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Conclusions

The hypothesis was accepted. There is general agree-
ment between the four sub-juries for determining the im-
portance of forty competencies for the performance of nine
essential sales activities in the feed industry, and the loci

at which the competencies could be taught.

Recommendations

It appears that the application of the process in-
volving the four factors used in this study could be studied
for determining the vocational competencies and loci of
instruction for other functions in the feed industry and for
the functions in other industries.

The competencies identified as essential for the per-
formance of sales activities could be considered by those re-
sponsible for development of curricula and courses of study
for persons in or preparing to enter positions which require
the performance of sales activities.

The loci identified as "possible" and "appropriate"
could be given consideration by thcse respcnsible for de-
velopment of curricula and courses of study fcr persons in
or preparing to enter positions which require the performance

of sales activities.
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APPENDIX A

INSTRUCTIONS

This study concerns the SALES FUNCTION of the feed industry. The information from this study
will serve as a basis for developing training programs for personnel who perform the sales function
of the feed industry. You are asked to help by doing two things: first, to indicate whether or not
the competencies which are listed are necessary for the performance of the various feed sales
activities, and second, to indicate where the competencies could be taught.

Here is a list of nine ACTIVITIES which have been identified as essential by feed industry
personnel for the performance of the sales function:
. Assists farmers in planning feeding programs and trouble shoots his feeding problems
. Assists local dealers in promoting use of specific feeds by local producers
. Sells direct to producer
. Assists producer to see through his own problems by reviewing with him his own situation
5. Follows upon results obtained by customers and reports those to management
6. Sells directly to customer across the counter in an informative manner without misrepresentation
7. Solicits local dealers to sell company's products
8. Recognizes abnormal and detremental practices and animal health conditions

S wWwN -

9. Assists local dealers in promotional campaigns and feed and grain clinics for livestock feeders
Now read the S-1 sample and check the appropriate columns:
ACTIVITIES
o
COMPETENCIES :4, g s
H N > (] N~
n o 0w n 0w o o wu [PInT] P 0 -~ @ uu
PO PN » £ 0 PP 0| AN cE o H
w3 u o w w 3 M- o P 0o o (/]
-~ T = ~ 0 -+ T o3 - C o~ oo o =
wo|wam - N @ 0 an| A3 Aw© 0c o q
ghla8| B4 | 25| g2l gp) Qe |24 |ag
1 2 3 4 5 6 7 8 9
S-1. Ability to identify poison
plants and the symptoms of illness
that they cause when consumed by
livestock

Six loci, or locations at which each competency could be taught, have been listed:

a. High school - the conventional high school with grades 9 - 12

b. Post High School - a formal terminal educational program beyond the high school of two years or
less duration

c. 4 Year College - the conventional 4 year college

d. Adult or Evening - a non-credit program available to the public through the public schools or
cooperative extension services

e. Dealer or Company - non-credit program offered by the feed dealer or the feed company

f. On the job - during employment on the job

Now read the S-1 sample and check the loci determinations as follows:
a. possible - the location(s) where the competency could be taught

b. appropriate - more selective location(s) where the competency could be taught
LOCI
High Post 4 Year| Adult| Dealer|On
COMPETENCIES school| High | Coll. | or | or |the
Schoo Eve. Com. | job
S-1. Ability to identify poison plants and (a) (b) (c) (Q) (e) (£)
the symptoms of illness that they cause Pos.
when consumed by livestock App.
Now follow the same procedure in checking S-2 sample:
L ACTIVITIES LOCI
7]
Q
COMPETENCIES _ . 0l P 8
M ~ S o {85 3 ] o |
n oju W mmmmg unl-< ol 0 ~ o o [~} H ﬁ g
b olo M LlP Ol P HulcE M o [ (9 |8 H |9 8|
b 3le 0w Ojw 3k ~ln Dv ol kln o £ 0 PO HA e g | =
H O~ oA B0 S SiH~| 0 OfA ~ oo 0 .G > HO ®OE
HIFE R FIEEE 25 |88 | <8 [2%2 (878 | 5
PR e I R e R | R
11234 6 |7 |8 |9 (a) (b) | () (a) (e) (£f)
S-2 Understands special]
terms of sales Pos.
ApPp.
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APPENDIX B
List of Jury Members

Feed Industry -- Feed Dealers (Direct Sales to Farmers)
Joseph Metsker, Central Soya, South Whitely, Indiana.
Wayne Hogge, The Quaker Oats Company, Renick, Iowa.
Duane Klein, Allied Mills, Algona, Iowa.

Jack Harper, Hales and Hunter Company, Norborne,
Missouri.

Louis Zobel, Ralston Purina Company, Columbus,
Nebraska.

Raymond Wilke, Moorman Manufacturing Company,
Norfolk, Nebraska.

Feed Industry -- Sales Training Directors
Reid Erickson, Central Soya, Decatur, Indiana.

Norman Smith, The Quaker Oats Company, Chicago,
Illinois.

J. D. Lawler, Allied Mills, Libertyville, Illinois.

Maurice Durfee, Hales and Hunter Company, Riverdale,
Illinois.

Clifford Garrison, Moorman Manufacturing Company,
Quincy, Illinois.

Donald Rix, Ralston Purina Company, Omaha, Nebraska.
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Agricultural Education Researchers

Dr. Robert Taylor, Director of the Vocational and
Technical Education Center, Columbus, Ohio.

Norman Ehresman, University of Illinois, Urbana,
Illinois.

Dr. Clarence Bundy, Iowa State University, Ames,
Iowa.

Dr. Raymond Agan, Kansas State University,
Manhattan, Kansas.

Dr. John Coster, University of Nebraska, Lincoln,
Nebraska.

Dr. Raymond Clark, Michigan State University, East
Lansing, Michigan.

Office and Distributive Education Researchers.

Dr. Raymond Dannenburg, Western Michigan University,
Kalamazoo, Michigan.

Dr. Harland Samson, University of Wisconsin,
.Madison, Wisconsin.

Dr. Fairchild Carter, University of Indiana,
Bloomington, Indiana.

Dr. Eugene Wylie, University of Indiana,
Bloomington, Indiana.

Dr. Donald Jester, DePaul University, Chicago,
Illinois.

Dr. Robert Poland, Michigan State University, East
Lansing, Michigan.
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List of Pre-Test Jury Members

Feed Industry -- Feed Dealers (Direct Sales to Farmers)

Harold McTaggart, Bad Axe Elevator, Port Hope,
Michigan.

Frank Vedrode, Farmers Elevator, Emmett, Michigan.
Feed Industry -- Sales Training Directors

Marvin Salmon, Ralston Purina Company, Lapeer,
Michigan.

Kenneth Yerrick, Economy Feed Company, Owosso,
Michigan.

Agricultural Education Researchers

Dr. Harold Ecker, Michigan State University, East
Lansing, Michigan.

Dr. Paul Sweeny, Michigan State University, East
Lansing, Michigan.

Office and Distributive Education Researchers

Richard Schupe, Department of Public Instruction,
Lansing, Michigan.

Edward Ferguson, Business Education, Michigan State
University, East Lansing, Michigan.



APPENDIX C

TABLE XVII

IMPORTANCE OF FORTY COMPETENCIES FOR PERFORMANCE OF NINE
ESSENTIAL ACTIVITIES BY SALES PERSONNEL IN THE
FEED INDUSTRY AS RATED BY A JURY OF

TWENTY-FOUR EXPERTS

ACTIVITIES
]
[
N 0~
9 o
7] 1] > 2] N~
u o [ ] o9 [ o M L0 - O 0o
PO oM ) SO0 BB g |dn [eE Y
> w 3 wo| oo w 3 e oo oo 2X]
25 -~ g Hed |~ 0 g &: g A~ 80 =
58 8% | 85035 (82| 88 (55 (38 (35 | 53
ig <0 |[<T|wwv 4& XN |0 |aT mﬁ < T
g g COMPETENCIES 1 2 3 4 5 6 7 8 9
O &
Sub Jury % % % % % % % % %
25. Thoroughly understands his | Dealers 25.0/25.0] 25.0]20.8] 25.0]25.0/25.0/25.0/25.0
company's feed products Trg. Dir. 25.0[20.8] 25.0025.0] 25.0]20.8[20.8]|25.0[16.7
201 Ag. Ed. Res. 25.0125.0] 25.0}25.0] 25.0025.0]/20.8{16.7[25.0
Bus. Ed. Res. 25.0]25.0] 25.01{20.8| 20.825.0/20.8{12.5{25.0
Total Jury 100.0/95.8/100.0191.7] 95.8195.8]/87.5/79.1{91.7
29. Understands the importance rggalers 25.0]25.0! 25.025.0| 25.0]25.0{25.0{25.0/25.0
of personal sales traits .
and a pleasing Trg. Dir. 25.0/20.8] 25.0425.0] 25.0[20.8]|20.8/20.8]/20.8
185 personality Ag. Ed. Res. 25.0125.0] 25.0(20.8] 16.7125.0{16.7(12.5]/25.0
Bus. Ed. Res. 16.7]20.8] 25.0]12.5 8.3125.0/20.8| 8.3|12.5
Total Jury 91.7]91.7{100.0(83.3 75.5 95.8/83.3/66.7[{83.3
30. Ability to grget customers | Dealers 25.0125.0] 25.0(25.0] 25.0]25.0[/25.0[/25.0{25.0
and study their needs Trq. Dir. 25.0[20.8| 25.0]20.8] 20.8|20.8[20.8]20.8]20.8
185 Ag. Ed. Res. 20.8[25.0] 25.0116.7f 12.5]25.0{16.7]12.5{25.0
Bus. Ed. Res 20.8|12.5| 25.0]20.8] 16.7]25.0{20.8(12.5/16.7
Total Jury 91.7(83.3/100.0183.3]| 75.0]95.8]83.3[70.8/87.5
5. Understands feeding Dealers 20.8/20.8]| 20.8|20.8| 16.7]20.8/20.8]20.8)20.8
practices and programs .
used in the community Trg. Dir. 25.0]16.7| 25.0425.0} 16.7(16.7]16.7]25.0}16.7
184 Ag. Ed. Res. 25.0]25.0f 25.0025.0f 25.0)25.0]/25.0}20.8]25.0
Bus. Ed. Res. 20.8]20.8{ 25.01]16.7] 16.7[25.0]16.7]16.7]|20.8
Total Jury 91.7/83.3] 95.8187.5| 75.0187.5/79.1[83.3/83.3
31. Ability to classify and Dealers 25.0]25.0f 25.0025.0] 25.025.0]25.0]25.0{25.0
cope with different types .
of customers Trg. Dir. 25.0]20.8] 25.0(20.8] 20.8]20.8|20.8/20.8{20.8
182 . EQd. Res. 25.0[25.0] 25.0(25.0} 16.7(25.0]25.0]12.5[/25.0
Bus. Ed. Res. 16.7112.5| 20.812.5] 12.5/20.8]16.7| 8.3|12.5
Total Jur 91.7(83.3] 95.8183.3| 75.0]91.7(87.5]66.7|83.3
32. Ability to use suggestive Dealers 25.0]25.0] 25.0)25.0| 25.0]25.0425.0]25.0/25.0
selling and to close the | pyg. pir. 25.0]20.8] 25.020.8| 20.8[20.8[20.8[20.8/20.8
179 Ag. Ed. Res. 20.8|20.8| 25.0120.8] 12.5(25.0]20.812.5/25.0
Bus. Ed. Res. 16.7112.5| 25.0/16.7 4.1]25.0120.8| 8.3[/12.5
*
Total Jury 87.5[79.1/100.0183.3| 62.5]95.8]|87.5(66.783.3
36. Understands the research Dealers 25.0125.0] 25.0]25.0| 25.0]25.0/20.8]25.0]/25.0
findings of livestock .
(poultry) feeding trials Trg. Dir. 25.0/16.7| 25.0(20.8]| 16.7]16.7]16.7116.7]12.5
178 | Ag. Ed. Res. 25.0420.8] 20.825.0] 20.8]16.7/16.7/20.8]20.8
Bus. Ed. Res. 20.8|16.7] 20.8116.7| 16.7]20.8]16.7]16.7/20.8
Total Jury 95.8]179.1] 91.7187.5[ 79.1]79.1]70.8[79.1}79.1
4. Ability to determine | Dealers 25.0/25.0] 25.0020.8] 20.8(20.8]20.8]25.0/25.0
rations for specific s
livestock (poultry) uses Trg. Dir. 25.0[/16.7| 25.025.0| 20.8]16.7]16.720.8}/16.7
177 Ag. E4d. Res. 25.0/16.7] 16.7]25.0] 16.7]20.8]12.5]25.0/16.7
Bus. Ed. Res. 25.0[16.7] 25.020.8]| 12.5]25.0/12.5]20.8]16.7
Total Jury 100.0/75.0f 91.7191.7] 70.8]83.3|58.3]91.7[75.0
*x2 scores significant at the .05 level.
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TABLE XVII--Continued

ACTIVITIES
o
1] Q-
COMPETENCIES " " 4 o 84
n o oo o Q oo |ON|+Pd e | Ag]| o
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2. Understands the compo- Dealers 25.0125.0 ] 25.0/25.0] 20.8]25.0/25.0/25.0{25.0
sition of farm grains, .
roughages, and supplements Trqg. Dir. 25.01 8.3116.7]16.7] 16.7] 8.3]12.5/16.7]12.5
174 Ag. Ed. Res. 25.0/25.01 25.0]20.8] 20.8|20.8/20.8{/20.8/20.8
Bus. Ed. Res. 25.0[/20.8]16.7]|20.8] 20.8|25.0| 8.3|16.7/20.8
Total Jury 100.0 79.ﬁ 83.3(83.3] 79.1 79.{ 62.5[79.1[79.1
26. Understands other pro- | Dealers 20.8]120.8 ] 20.8|20.8| 20.8)25.0/25.0/20.8/25.0
ducts sold by his .
business (company) Trg. Dir. 16.7)16.7 1 16.7]16.7| 16.7]16.7)16.7}16.7|12.5
171 Aq. E4d. Res. 20.8]120.8 | 25.0]16.7] 20.8[25.0]|20.8/16.7]25.0
Bus. Ed. Res. 20.8|16.7 | 25.0]20.8f 12.5(25.0[/20.8]12.5]20.8
Total Jury 79.1]75.0]187.5[/75.0] 70.8{91.7|83.3]66.7[83.3
3. Understands the various Dealers 20.8]20.8 | 20.8/20.8| 20.8(20.8|20.8]/16.7]20.8
methods of preparing live- :
stock (poultry) feeds, Trg. Dir. 25.0]16.7 | 25.0]25.0f 20.8]16.7/12.5/20.8]|16.7
168 i.e., grinding, pelleting, | Ag. Ed. Res. 20.8125.0120.8/25.0] 25.0/25.0]12.5120.8]/25.0
etc. Bus. Ed. Res. | 16.7[16.7 |12.5]12.5]| 20.8[20.8[16.7]16.7|20.8
Total Jury 83.3/79.1]179.1(83.3] 70.8(83.3]62.5]/75.0{83.3
=
15. Understands the control of | Dealers 25.0]25.0 [ 25.0]25.0] 25.0]25.0]25.0{25.0/20.8
livestock (poultry) pests :
and parasites Trg. Dir. 25.0/16.7 | 25.0/20.8]| 20.8(16.7]12.5{25.0]12.5
165 Agq. Ed. Res. 20.8(12.5 ] 20.8|25.0| 20.8|16.7| 8.8|25.0]12.5
Bus. Ed. Res. 16.7116.7 | 20.8]12.5] 12.5]|16.7| 8.3/20.8{12.5
Total Jury 87.5/70.8 | 91.7183.3] 70.8]/75.0/54.1]/95.8]/58.3
20. Ability to determine the Dealers 20.8(16.7 | 20.8|20.8] 20.8(16.7]12.5]12.5]12.5
approximate amount of .
profit that is likely Trg. Dir. 25.0/20.8 | 20.8]|25.0] 20.8/20.8|16.7]16.7]|20.8
165 Ag. Ed. Res. 25.0/20.8 | 20.8|25.0| 20.8/16.7]|12.5]112.5]16.7
Bus. Ed. Res. 20.8[12.5 | 25.0]20.8] 20.8|20.8]20.8|12.5/20.8
Total Jury 91.7|70.8 [ 87.5]|91.7) 83.3|75.0/62.5|54.1/70.8
24. Understands the policies Dealers 16.7/16.7 | 16.7|16.7| 20.8/20.8/16.7]12.5/16.7
of his business (company) | g, piy. 20.8/20.8 | 20.8[20.8] 25.0]|16.7]|20.8]|20.8]16.7
164 . Ed. Res. 16.7125.01 25.0]16.7| 20.8 25.0/20.8/12.5]25.0
Bus. Ed. Res. 20.8|12.5] 25.0]12.5| 16.7(25.0/20.8] 8.3120.8
Total Jury 75.0/75.0 1 87.5[/66.7] 83.3[87.5[79.1[/50.0/79.1
—
9. Ability to determine the [ Dealers 25.0]25.01 25.0{25.0] 20.8]25.0{16.7]20.8/25.0
livestock (poultry) .
performance records to Trg. Dir. 25.0/20.8 | 25.0]20.8] 25.0]/16.7]16.7/25.0[16.7
162 keep | Ag. Ed. Res. 20.8/12.5 | 20.8|25.0] 25.0/16.7]| 4.1]116.7]|12.5
Bus. Ed. Res. 20.8] 4.1]12.5/20.8| 20.8[/16.7] 4.1/12.5] 8.3
Total Jury 91.7 62.; 83.3/91.7]| 91.7/75.0/41.7]75.0/62.5
==
14. Ability to identify Dealers 25.0[/25.0] 25.0f25.0] 25.0[/25.0/25.0{25.0]20.8
common livestock .
(poultry) diseases Trg. Dir. 20.8/16.7 | 20.8]16.7| 12.5|16.7)12.5/20.8[/12.5
159 Aq. Ed. Res. 20.8]12.5 | 20.8]20.8| 20.8|16.7| 8.3]/25.0]12.5
Bus. Ed. Res. 20.8]/12.5] 20.8/12.5| 12.5])16.7| 8.3/20.8]12.5
Total Jury 87.5|/66.7 | 87.5]75.0] 66.7]75.0/54.1]91.7|58.3
27. Knowledge of the feed | Dealers 12.5]16.7 | 16.7(12.5) 8.3]12.5/12.5} 8.3112.5
products of competitors Irg. Dir. 25.0{20.8 ] 20.8|25.0| 16.7]20.8[20.8[25.0[12.5
158 | Ag. Ed. Res. 25.0/25.0 | 25.0{16.7| 20.8/25.0{20.8/20.8]/25.0
T
| Bus. EG. Res. 16.7/16.7 | 20.8]16.7| 12.5/20.8/25.0{12.5/16.7
Total Jury ,| 79.1]79.1]83.3/70.8f 58.3|79.1]79.1/62.5|66.7
*xz score significant at the .05 level.
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33. anwlnge of feed mill Dealers 25.0]25.0| 25.0]25.0| 20.8]25.0]20.8/20.8]25.0
operation Trg. Dir. 20.8/20.8) 16.7/16.7] 12.5]16.7 2o.a| 8.3|12.5
156 Ag. Ed. Res. 20.8/20.8{ 25.0{20.8] 16.7]20.8/16.7]12.5]/20.8
Bus. Ed. Res. 12.5/16.7] 20.8] 8.3 4.1]16.7]16.7| 8.3]12.5
Total Jury 79.1183.3] 87.5]70.8] 54.1(79.1}75.0/50.0/70.8
17. Ability to evaluate Dealers 20.8/120.8| 20.8/20.8] 16.7]20.8[/12.5|20.8{16.7
farmer's roughages, .
pasture, and grain Trq. Dir. 20.8|16.7| 20.8]20.8| 16.7116.7{16.7|16.7]16.7
152 resources Ag. Ed. Res. 25.0/25.0| 25.0|25.0| 20.8]16.7| 4.1]/20.8]16.7
Bus. Ed. Res. 20.8|16.7] 20.8]/20.8 8.3| 8.3] 4.1}12.5| 8.3
Total Jury 87.5/79.1| 87.5/87.5] 62.5162.5/37.5/70.8/58.3
22. Ability to determine the Dealers 25.0/25.0] 25.0]25.0{ 25.0]20.8}12.5/16.7}12.5
repayment ability of the :
customer Trg. Dir. 25.0|/16.7] 20.8/20.8] 20.8]16.7]|12.5[12.5/16.7
152 Ag. Ed. Res. 25.0{20.8] 20.8{25.0] 20.8116.7]12.5/12.5/20.8
Bus. Ed. Res. 12.5| 4.1 8.3120.8| 20.8]12.5]12.5| 8.3] 8.3
* w *
Total Jury 87.5/66.7| 75.0/91.7]| 87.5166.7]50.0{50.0/58.3
1. Knowledge of the physical Dealers 25.0125.0] 16.7/20.8] 20.820.8]20.8|25.0[/25.0
make-up and digestive .
process of farm animals Trg. Dir. 20.3 8.3] 16.7116.7] 12.5| 8.3| 8.3/20.8] 8.3
150 (birds) Ag. Ed. Res. 25.0]16.7| 20.8125.0] 16.7{16.7| 4.1}125.0[12.5
Bus. Ed. Res. 20.8/20.8 12.5]12.5] 12.5(16.7| 4.1|25.0/16.7
Total Jury 91.7/70.8] 66.7]/75.0| 62.5162.5137.5/95.8162.5
35. Ability to write up and Dealers 20.8]25.0] 25.0/20.8]| 25.016.7/16.7]16.7)20.8
interpret the feeding re- . :
sults of his customers Trqg. Dir. 20.8|20.81 20.8]16.7] 25.012.5[16.7/16.7] 8.3
149 and convey them to | Ag. E4. Res. 12.5/20.8] 16.7]16.7| 25.0(12.5/16.7| 4.1]20.8
management Bus. Ed. Res. | 12.5|16.7| 8.3|16.7] 25.0] 8.3]12.5/16.7[12.5
Total Jury 66.7/83.3] 70.8/70.8{100.0]50.0162.5/54.1}62.5
13. Understands the place of Dealers 20.8|120.8] 16.7/20.8! 16.7(16.7]16.7{16.7[16.7
sanitation in the live- .
stock (poultry) Trg. Dir. 25.0/16.7{ 25.0[25.0f 25.0/20.8}12.5[/25.0/12.5
148 operation Agq. Ed. Res. 20.8|12.5] 20.8]25.0] 16.7120.8] 4.1/25.0| 8.3
Bus. Ed. Res. 20.8} 8.3] 16.7/16.7} 12.5]12.5| 4.1]120.8| 4.1
Total Jury 87.5[(58.3] 79.1{87.5] 66.7]70.8/37.5/87.5]41.7
21. Ability to determine with Dealers 25.0/20.8| 25.0/25.0| 20.8/16.7]12.5{16.7(20.8
the customer the amount
of credit needed Trg. Dir. 25.0]16.7 | 20.8/20.8] 20.8[16.7112.5| 8.3}16.7
148 Ag. Ed. Res. 25.0/16.7| 20.8|25.0f 20.8(16.7] 8.3]12.5]/20.8
Bus. Ed. Res. 8.3] 4.1] 12.5|20.8] 20.816.7]12.5] 4.1| 4.1
Total Jury 83.5 58.3] 79.1191.7| 83.3[66.7145.8[/41.7]66.7
40. Understands the promotion- | Dealers 20.8[25.0] 25.0]16.7| 16.7(20.8/25.0]16.7]25.0
al techniques for in-
creasing feed sales Trg. Dir. 12.5116.7 | 12.5[12.5} 16.7]12.5}12.5/12.5/20.8
148 Ag. E4. Res. 16.7125.0| 16.7]12.5| 16.720.8/20.8[12.5[25.0
Bus. Ed. Res. 12.5]16.7 ] 25.0| 8.3 4.1]116.7/20.8] 4.1/20.8
Total Jury 62.5|83.3] 79.1/50.0] 54.1[70.8]79.1]45.8]91.7
37. Ability to express feed- Dealers 20.8)25.0] 25.0(16.7} 16.7]16.7120.8]16.7]25.0
ing and nutrition infor- s
mation to groups Trg. Dir. 20.8]/20.8( 12.5]16.7| 16.7]| 8.3/16.7{12.5/16.7
147 Ag. E4. Res. 16.7116.7] 12.5/16.7 8.3]| 8.3] 8.3[12.5([25.0
| Bus. Ed. Res. 20.8]20.8( 16.7]20.8] 12.5]16.7]16.7]/16.7(20.8
Total Jury 79.1]83.3| 66.7]70.8] 54.1]50.0]62.5[58.3{87.5
=

*xz score significant at the .05 level.

*»*x2 gcore significant at the .0l level.







117

TABLE XVII--Continued

ACTIVITIES
a
” oA
COMPETENCIES o oW
N N > (] N~
28 |25 o 28138 |°g|nb| SR80
Pl a3 oo 0y jus3 ] [ ] 0o gE 0w o
0 > D | 42|33 |83 e | AA 0| Am
5 & 55 (85 | 3o (82|58 (5558 55) 83
Eg 28 |<s | 85 |2a &8 |88 86| &3] <%
£% 1] 2 3| 4 s| 6] 7| 8| o
8
Sub Jury % % % % % % % % %
7. Understands the factors to | Dealers 25.0/25.0) 25.0]25.0} 16.7120.8]16.7]25.0]/20.8
consider in selecting spe- :
cific animals (birds) Trg. Dir. 20.8112.5] 20.8120.8] 12.5]16.7]16.7]16.7]16.7
145 Ag. Ed. Res. 16.7)12.5)] 16.7]20.8} 16.7]12.5| 4.1]16.7}| 8.3
Bus. Ed. Res. 16.7120.8 8.3116.7] 12.5] 8.3]12.5]20.8| 8.3
Total Jury 79.1]70.8] 70.8]83.3] 58.3]58.3]|50.0]79.1}54.1
18. anwledge of livestock Dealers 16.7[16.7 | 16.7)20.8] 16.7]20.8{12.5]/16.7]16.7
prices and price trends Trq. Dir. 20.8]20.8 16.7[16.7] 16.7]16.7{16.7]12.5]|20.8
145 Aq. Ed. Res. 20.8/16.7 | 20.8)25.0] 16.7|16.7| 8.3112.512.5
Bus. Ed. Res. 20.8(12.5] 20.8116.7 8.3/16.7[16.7] 8.3[20.8
Total Jury 79.1166.7 | 75.0]79.1] 58.3]70.8[54.1]50.0]/70.8
34. Knowledge of transpor- Dealers 25.0125.0 25.025.0| 20.8/25.0420.8]20.8]25.0
tation and delivery :
procedures Trg. Dir. 16.7j16.7 | 16.7]16.7} 12.5]12.5]|16.7] 8.3112.5
145 Ag. Ed. Res. 12.5/16.7 ] 25.0] 8.3 8.3]25.0]25.0] 4.1]120.8
Bus. Ed. Res. 8.3/20.8)] 20.8] 4. 8.3]16.7(20.8] 4.1}12.5
Total Jury 62.5179.1 | 87.5/54. 50.0(79.1(83.3]/37.5]70.8
12. Understands the in- | Dealers 20.8116.7 | 16.7120.8] 16.7}16.716.7[16.7}16.7
fluence of equipment up- .
on growth and the rate of Trg. Dir. 25.0/16.7 | 25.0(25.0] 20.8]20.8(12.5}25.012.5
144 gain Ag. Ed. Res. 20.8]12.5] 20.8(25.0| 16.7(20.8] 4.1|25.0{ 8.3
Bus. Ed. Res. 16.7112.5 8.3116.7] 12.5) 8.3] 4.1]16.7| 8.3
Total Jury 83.3(58.3] 70.8187.5] 66.7166.7]37.5]83.3]45.8
11. Understands the influence Dealers 20.8/16.7 |1 16.7]20.8] 16.7}16.7116.7]16.7]16.7
of housing upon the .
growth and rate of gain Trg. Dir. 25.0116.7 | 25.0025.0| 20.8]20.8}12.5]25.0]12.5
144 Ag. Ed. Res. 20.8(12.5 ) 20.8]25.0] 16.720.8] 4.1(25.0]12.5
Bus. Ed. Res. 16.7112.5 8.3]12.5] 12.5] 8.3} 4.1]16.7} 8.3
Total Jury 83.3(58.3]| 70.8[83.3]| 66.7166.7{37.5(83.3[50.0
28. Ability to fill out Dealers 20.8/20.8 |20.8 |12.5] 12.5]25.0/20.8]12.520.8
company invoices and sales | qp o, pjy, 25.0]16.7 | 25.0]16.7] 16.7]16.7]20.8] 8.3] 8.3
contracts
136 Ag. E4. Res. 16.7]20.8 | 25.0f12.5] 12.5(25.0]20.8] 4.1]20.8
Bus. Ed. Res. 4.1] 4.1 {20.8] 4.1 4.1120.8112.5]| 4.1112.5
Total Jury 66.; 62.5 191.7145.8) 45.8187.5175.0]29.762.5
6. Knowledge of the agri- | Dealers 12.5]16.7 | 12.5]12.5]| 12.5}12.512.5[12.5]12.5
cultural practices used in s
the community Trg. Dir. 16.7]12.5 | 16.7[16.7] 12.5}12.5}12.5]16.7|12.5
130 Ag. Ed. Res. 20.8(20.8 | 16.720.8] 25.0{20.8] 8.3]20.8/20.8
Bus. Ed. Res. 12.5112.5[16.7[12.5| 12.5/16.7]| 8.3]12.5]16.7
Total Jury 62.5162.5 | 62.5162.5| 62.5162.5141.7 {62.5162.5
10. Understands the influence Dealers 25.0]25.0 { 20.825.0] 25.0)20.8]16.7 [20.8 {20.8
of gjigdlty on the rate Trq. Dir. 20.8] 4.116.716.7] 12.5|8.3| 4a.21012.5/8.3
126 Agq. Ed. Res. 20.8412.5 ] 12.5]16.7| 16.7| 8.3] 4.1]12.5]12.5
Bus. Ed. Res. 16.7112.5 8.3]12.5] 12.5(12.5] 4.11{16.7] 8.3
Total Jury 83.3 54.; 58.3/70.8] 66.7(50.0029.1162.5]50.0
16. Ability to fit animals for | Dealers 20.8(16.7 | 16.7120.8]| 16.7|20.8 {16.7 [20.8 [16.7
show or sale Trg. Dir. 20.8l16.7 | 20.8]12.5| 8.3|8.3[12.5|8.3|8.3
123 Ag. Ed. Res. 16.7112.5116.7[16.7] 12.5]12.5]| 4.112.512.5
Bus. Ed. Res. 16.7(16.7 | 16.7] 8.3] 12.5]12.5{ 8.3} 8.3]16.7
Total Jury 75.0162.5 | 66.7]58.3] 50.0(54.1/41.7 [50.0(54.1
*x2 score significant at the .05 level.
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39. Understands the problems of| Dealers 12.5|/12.5}| 16.7] 8.3 16.7]|12.5[/16.7| 8.3|16.7
f\ﬁiftieale’s in the com- | pyg. pir. 12.5{16.7] 12.5(12.5] 16.7| 8.3]20.8/12.5[20.8
122 Ag. Ed. Res. 12.5/120.8| 16.7112.5! 16.7[16.7]25.0[12.5{25.0
Bus. Ed. Res. 4.1120.8| 12.5| 4.1 4.1f 4.1/16.7| 8.3/20.8
Total Jury 41.7/70.8| 58.3[37.5] 54.1]41.7]79.1/41.7|83.3
19. Knowledge of marketing Dealers 12.5/16.7| 16.7f16.7} 16.7116.7[12.5[16.7|16.7
channels for livestock
(poultry) and their Trg. Dir. 16.7]16.7 | 16.7112.5] 16.7]|16.7]|12.5]| 8.3[16.7
118 products Ag. Ed. Res. 20.8| 8.3} 16.7|25.0} 20.8{16.7| 4.1]12.5]|12.5
Bus. Ed. Res. 8.3] 8.3 8.3|16.7 8.3]1 8.3 4.1} 8.3]| 8.3
Total Jury. 58.3|/50.0] 58.3]70.8]| 62.5[58.3|33.3|45.8|54.1
8. Ability to determine the Dealers 16.7}20.8] 12.5]120.8] 16.7] 8.3| 8.3/16.7/16.7
%‘;igg:f the animals Trq. Dir. 12.5| 8.3|12.5[12.5| 8.3| 8.3] 8.3|12.5] 8.3
109 | Ag. Ed. Res. 12.5] 8.3 8.3]20.8] 12.5| 8.3| 4.1| 8.3| 8.3
Bus. Ed. Res. 20.8/20.8| 16.7| 4.1} 20.8{12.5] 8.3|12.5[16.7
Total Jury 62.5/58.3| 50.0]58.3] 58.3{37.5/29.1{50.0]50.0
23. Knowledge of the methods Dealers 12.5| 8.3] 12.5]16.7| 20.8| 8.3| 8.3]| 8.3! 8.3
used in collecting bills | gy, piy, 16.7/16.7 | 20.8]16.7] 16.7]16.7[16.7| 8.3[20.8
107 Ag. Ed. Res. 4.1120.81 20.8]12.5] 12.5{20.8{12.5| 4.1}16.7
Bus. Ed. Res. 0.0} 4.1]112.5/| 8.3 4.1]16.7]16.7| 4.1] 0.0
* *
Total Jury 33.3{50.0]| 66.7(54.1]| 54.1]162.5]|54.1]25.0{45.8
38. Understands the criteria Dealers -3/ 8.3 8.3/ 8.3 8.3 8.3]20.8] 8.3116.7
for appraising pros-
pective feed dealers Trg. Dir. 12.5{12.5] 12.5{12.5| 12.5} 8.3|20.8)12.5]16.7
89 Ag. Ed. Res. 8.3/12.5 8.3{ 8.3 8.3] 8.3125.0| 8.3(20.8
Bus. Ed. Res. 0.0]12.5 4.11 0.0 0.0f 0.0116.7| 0.0412.5
Total Jury 29.1145.81 33.3(29.1[ 29.1125.0183.3]29.1(66.7
*X° score significant at the .05 level.
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APPENDIX E

TABLE XIX

CLASSIFICATION INTO SUB-GROUPS BY THE RESPONSES OF INDIVIDUAL
MEMBERS OF THE JURY OF TWENTY-FOUR EXPERTS FOR THE IMPORTANCE
OF FORTY COMPETENCIES FOR THE PERFORMANCE OF NINE
ESSENTIAL ACTIVITIES BY SALES PERSONNEL IN THE
FEED INDUSTRY, AND THE "POSSIBLE" AND "AP-
PROPRIATE" LOCI AT WHICH THE COMPETENCIES
COULD BE TAUGHT

Ind. Conipetencies "Possible" "Appropriate

Jury for Activi- Loci Loci
Member Sub-group ties Grouping Grouping Grouping
1 Dealer A 3 II
2 Dealer A 2 II (4)
3 Dealer A 2 IIT (4)
4 Dealer A 2 I
5 Dealer A 1 I (1)
6 Dealer B 3 II
7 Trg.Dir. A 1 I1I
8 Trg.Dir. C 2 III (5)
9 Trg.Dir. C 2 IITI (5)
10 Trg.Dir. A 2 II (3)
11 Trg.Dir. A 2 I
12 Trg.Dir. C 3 I1T
13 Ag.Ed-.Res. A 2 I
14 Ag.Ed.Res. C 2 II (3)
15 Ag.Ed.Res. C 1 Iv (2)
16 Ag.Ed.Res. A 1 I (1)
17 Ag.Ed.Res. A 2 II (3)
18 Ag.Ed.Res. B 2 IT
19 Bus.Ed.Res. A 1 III
20 Bus.Ed.Res. B 1 II
21 Bus.Ed.Res. A 1 v (2)
22 Bus.Ed.Res. C 3 v
23 Bus.Ed:.Res. B 1 Iv
24 Bus.Ed.Res. A 2 IITI (4)

(1) Number 5 and 16 were in the same sub-group for
each of the three McQuitty Hierarchial Classification
Analyses C
(2) Numbers 15 and 21 were in the same sub-group for
each of the three McQuitty Hierarchial Classification
Analyses

(3) Numbers 10, 14, and 17 were in the same sub-group
for each of the three McQuitty Hierarchial Classification
Analyses

(4) Numbers 2, 3, and 24 were in the same sub-group
for each of the three McQuitty Hierarchial Classification
Analyses '

(5) Numbers 8 and 9 were in the same sub-group for
each of the three McQuitty Hierarchial Classification

Analyses.
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APPENDIX F

TWENTY-EIGHT ACTIVITIES FOR THE PERFORMANCE
OF THE SALES FUNCTION OF THE FEED INDUSTRY”

MEAN
1. Assists farmers in planning feeding programs and
trouble shoots his feeding problems. 3.91
2. Assists local dealers in promoting use of spe-
cific feeds by local producers. 3.58
3. Sells direct to producer. 3.50
4. Assists producer to see through his own problems
by reviewing with him his own situation. 3.50
5. Follows up on results obtained by customers and
reports these to management. 3.50
6. Sells directly to customer across the counter in
an informative manner without misrepresentation. 3.50
7. Solicits local dealers to sell company's products. 3.50
8. Recognizes abnormal and detrimental practices and
animal health conditicns. 3.50
9. Assists local dealers in promotional campaigns
and feed and grain clinics for livestock feeders. 3.50
10. Develops reputable company rapport with dealer
through honest representation of products. 3.41
11. Helps farmers to arrange credit and accepts re-
sponsibility for the collection of accounts
receivable. 3.33
12. Sells directly to farmer on the farm. 3.25
13. Evaluates and disseminates other tried and tested
programs, techniques and efficiency ideas- 3.16
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MEAN
14. Arranges mode of delivery and of handling of
feed on the farm of the producer. 2.91
15. Keeps records of sales, inventories, credit ac-
counts, deliveries and other pertinent records. 2.91
l6. Keeps personal records, time, travel, expenses,
and data required in the personnel office. 2.91
17. Innovates and designs promotional sales programs. 2.91
18. Assists local dealers in maintaining adequate
inventories for regular business and seasonal
fluctuation. 2.83

19. Reviews credit ratings of local dealers and feed
customers and recommends credit extension to them. 2.75

20. Provides local dealers with market trends and out-

look information concerning the industry. 2.75
21. Promotes rewards for outstanding production by
producers. 2.66

22. Understands acceptable techniques in entertaining

dealer customers. 2.50
23. Develops complete accounting systems for producers
and analyses of results. 2.50

24. Keeps progress charts on national and local trends
of feed industry, outlets for local sales and
other evaluation data. 2.41

25. Keeps a file of sales techniques on each customer. 2.33
26 . Knows how to do many farm skills which he can per-
form and thereby impresses the farmer he wants to

sell. 2.00

27. Digests developing technclogy and explains agri-
cultural policy information. 1.83

28. Increases sales of company's products through
pressure salesmanship. 0.66

*Raymond Clark, "Vocational Competencies Needed by
Workers in Non-Farm Agricultural Occupations, " Michigan State
University, June 1964. (Mimeographed.)
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