Nevada Agricultural Exports
Agricultural Business Marketing and Sales Unit: Agriculture Science II
Standards: 
· Ag Science II
· PS 9.1.1: Distinguish between the four basic market structures
· PS 9.1.2: Define marketing and the marketing mix (the four P’s)
· PS 9.1.3: Investigate the b[image: ]enefits of a brand, and explain how to establish and maintain a brand’s reputation
· PS 9.1.4: Investigate the role of value-added products to an agricultural business
· PS 9.1.5: Define the purpose for developing a marketing plan
· PS 9.2.1: Identify the characteristics of an effective salesperson and define related terms
· PS 9.2.2: Compare and contrast the relationship between marketing and selling
· PS 9.2.3: Compare the customer buying process
· PS 9.2.4: Identify the six steps involved in the selling process
· PS 9.2.5: Identify the benefits of different types of sales to an agribusiness, including website and e-commerce
· PS 9.2.6: Assess the basic components and content of a business website
· PS 9.3.1: Identify basic career information related to sales and marketing
· PS 9.3.2: Name several sales and marketing careers
· Common Core Tie-Ins:
· NACS RST.9-10.1: Cite specific textual evidence to support analysis of science and technical texts, attending to the precise details of explanations or descriptions
· NACS RST.9-10.2: Determine the central ideas or conclusions of a text; trace the text’s explanation or depiction of a complex process, phenomenon, or concept; provide an accurate summary of the text
· NACS SL.9-10.4: Present information, findings, and supporting evidence clearly, concisely, and logically such that listeners can follow the line of reasoning and the organization, development, substance, and style are appropriate to purpose, audience and task
· NACS WHST.9-10.9: Draw evidence from informational texts to support analysis, reflection, and research.



Objectives:
· Students will:
· Identify examples of the four basic market structures
· Define and utilize marketing and the marketing mix in a marketing plan for a Nevada business
· Understand branding and value-added products and utilize both in a marketing plan for a Nevada business
· Understand what a marketing plan is and explain its importance
· Identify the six steps of the selling process and the characteristics of an effective salesperson
· Describe multiple different types of sales and compare/contrast three different e-commerce techniques used by BuyNevada members
· Utilize information on the selling process and benefits of different techniques to sell a Nevada-made product	
Vocabulary:
· 
· Agriculture Business
· Marketing Mix
· Product
· Place
· Price
· Promotion
· Perfect Competition
· Monopolistic Competition
· Oligopoly
· Monopoly
· Branding
· Value-Added Agriculture
· Marketing Plan
· Sales
· Customer Buying Process
· Traditional Selling Process


Included Materials:
· PowerPoint with activity suggestions and information in Notes section
· Market Structure Cards – key and blank – for Market Structures Activity (below)
· Branding Activity Worksheet (below)
· E-Commerce Activity Worksheet (below)
· Rubric for Career Highlights Activity (below)
· Career Highlights (below)




Needed Materials:
· Computer with projector
· Plastic bags to put Market Structure Cards in (if necessary)
· Classroom computers for student research
· Large poster paper for Pre-Assessment or Effective Salesperson Activities
· Binders for students
· Character descriptions for students and questions for them to ask during Final Activity
Suggested Procedure:
Use PowerPoint to instruct students, creating dialogue and asking engaging questions throughout lesson. Allow students to try to figure out market structures with Market Activity, then discuss the different market structures and how they interact. Continue through PowerPoint, using optional activities as you see fit. Finish marketing section by having students create a real marketing plan (very in-depth, will take time but can be used as an assessment). After finishing/assessing marketing section, go into sales section. Continue through PowerPoint and use optional activities as you see fit. Use both activities at the end of the PowerPoint. The Final Activity is also an in-depth project that will take time, but can also be used as an assessment.
Assessment:
In-depth activities discussed above, tests, quizzes per your preference.
Optional Extra Activities:
1. Branding Activity
Have students (either individually or in a small group) choose a business from the BuyNevada website to look at. They will fill out the provided worksheet examining the branding of the business and how it will affect who purchases their product.

2. Pre-Assessment Activity
Have five posters set up around the room titled: “Characteristics of an Effective Salesperson”, “Relationship Between Marketing and Selling”, “Steps in the Customer Buying Process”, “Steps in the Traditional Selling Process”, and “Types of Sales”. Each poster should have one example already written down/drawn to help guide students. After introducing what Sales is, have students form five groups – one at each poster – and write down/draw what they can think of to go on each poster. Give them 2-3 minutes at each poster and have them rotate so each group sees each poster. After this has finished, go into the rest of the PowerPoint, referring to the poster for each subject as you go.



3. Effective Salesperson Activity (should not be done if Pre-Assessment is used)
Have students in groups of three or four create a chart of words, images, quotes, etc. that describe characteristics of a salesperson. After doing this, have each group present what they think in front of the class. Talk about similarities, differences, etc. Then share with them the characteristics of an effective salesperson on the next slide.

4. Career Highlights Activity
Using Career Highlights, have students create a life-size poster of a person detailing the characteristics they have that match the possible career. This could be degrees from a university, traits like optimism, persuasion, etc., as well as professional dress. The poster should include written portions on the side as well as a main image (you could suggest that one student in each group be traced to create the image needed). This will likely require extra research by the students using computers or library access depending on how thorough you expect the students to be in their poster.
Resources/Extra Information:
Info on BuyNevada
Info on Ag Business (General)












 Monopoly
Oligopoly
Monopolistic Competition
Perfect Competition
Market has one seller and entry to the market is very hard because of the cost of competing with the current business, copyright, or  other barriers.
Market has a few sellers and entry to the market is hard because few “new” ideas can be found. Each business must be aware of the others to succeed.
Market is the “middle ground” and entry is relatively easy. Products have a lot of differences with a basic idea (or service) to provide.
Market is the easiest to enter due to nearly identical products sold at the same price in the same place. 




























































































Monopoly
Oligopoly
Monopolistic Competition
Perfect Competition
Market has one seller and entry to the market is very hard because of the cost of competing with the current business, copyright, or      other  barriers.
Market has a few sellers and entry to the market is hard because few “new” ideas can be found. Each business must be aware of the others to succeed.
Market is the “middle ground” and entry is relatively easy. Includes many firms offering products or services that are similar, but not perfect substitutes.
Market is the easiest to enter due to nearly identical products sold at the same price in the same place. 














































Name: _______________________________________ Date: ____________ Period:  ________
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Branding Research
Go to buynevada.org/businesses and choose one business to research. Visit their website, social media pages, etc. to determine what their brand is like. Using this information, fill out the following questions:

Name of the business: ___________________________________________________________

1. What does the business value? How is this portrayed to their customers?
ex. History, Family-grown, sustainable, etc. Shown through website description, pictures, etc.








2. What is their vision? Where do they see the business going in the future? How do you know? ex. Providing beauty and pesticide-free foods to future generations. Shown through Facebook description and focus on a setting for weddings.








3. What is the business’ Target Market (who are they trying to reach)? How do you know?
ex. A group that values no pesticide/herbicide, local, and historical food who are willing to pay a price premium for these qualities.








4. Knowing what goes into a good brand, what would you suggest changing or adding?
ex. Updating the Facebook page to support other local options and connect with more consumers

Name: _______________________________________ Date: ____________ Period:  ________
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[image: ]E-Commerce Activity
Instructions:
1) Go to buynevada.org/businesses and find the business you created a marketing plan for, plus select two other businesses (from “Producers” or “Manufacturing”). 
2) Describe the business’ e-commerce and website layout using the table below.
3) After describing each business’ e-commerce and giving suggestions, circle the business you think has the best e-commerce options.

                                              
	
	Business 1: 


	Business 2: 

	Business 3:

	Website Layout: Is it easy to navigate? Easy to read? Is it updated? Does it look nice?

	
	
	

	Online Sales: Do they sell online? Are options/products easy to see? Is it easy to find where to order?

	
	
	

	Social Media Outreach: Do they have social media accounts? Are they updated? Do they give a good variety of information?

	
	
	

	Suggestions for improvement?



	
	
	





Career Highlight Poster Rubric
	Item
	Excellent 9-10pts
	Average 5-8pts
	Improvement 1-4pts

	Drawing of Career Person
	The career person is wearing proper dress for their given career, such as a suit and tie, a business skirt and jacket, khaki pants, etc.
	The career person is drawn, but is wearing clothing that does not match the given career
	The poster does not include a career person or the career person is incomplete.

	Written Explanation
	Around the drawing of the career person is an explanation of their career (as found on the Career Highlight), at 3-5 traits they would need, an explanation of what education or experience they would need and 3-5 skills they would need.
	Around the drawing of the career person is an explanation of their career, 1-3 traits they would need, an explanation of what education or experience they would need and 1-3 skills they would need.
	Around the drawing of the career person there is either incomplete information on the explanation of their career, traits, education/experience and skills or there is no information at all.

	Creativity and Teamwork
	The poster shows creativity with color, design or arrangement and all members of the group were involved at all times and solved any disagreements by communicating professionally
	The poster shows some creativity and only some members of the group were involved or the group did not work together to accomplish the task.
	The poster is black and white or has no true design and only a couple people worked on the project together while the rest of the group didn’t work.


Please follow the following rubric to create your Career Highlight Poster:
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Govermor’s Offfice of [Ecomomic

Development — Global Trade
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These people may work with local, state, and
federal governments to take advantage of
assistance programs. Some will work as a
liaison between companies and agencies to
ensure that regulations are met while others
will work with foreign governments to establish
a relationship with the government in order to
sell products in a particular market.

Govermment Relations Representatives
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Sometimes, a farm or company needs more
resources to employ sales and marketing teams
or spend time abroad in the country they hope
to export to. They may form cooperatives with
other producers or join associations and
councils that market on their behalf

Councils, Cooperatives amd
Associations
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These people provide support and representation
in foreign countries. Living in the country
allows them to have extensive knowledge of
markets, both trends and major players. They
help connect companies to likely buyers and
distributors and may also provide advertising
public relations and trade show event
information and logistics assistance.

In-Country Contractors
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These people represent a state’s products
and industries abroad. They spend a great
deal of time travelling and networking on
behalf of their state’s
producers/products. Often, this includes
attending trade shows and organizing and
attending trade missions, both inbound and
outbound.

Imternational Marketing Coordinator
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These people allow sellers and buyers to
communicate with each other by speaking both
languages. They attend trade shows and trade
missions as well as independent meetings along
with companies. They can be hired by buyers or
sellers. They are an integral part of the
exporting process because they allow
communication at all points of an interaction.

Interpreters
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These people manage scheduling, shipping
methods and materials, and handling of the
products. One of the trickiest parts of
exporting is getting the product to its
destination safely and in the best possible
condition. Logistics supporters manage the
supply chain to ensure that the product reaches
its destination in good condition.

Logistics Support
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Each country is governed by its own food
safety, water, transportation, and animal
welfare laws. Regulatory specialists are
experts on both the company’s products as well
as requirements in various countries. They
ensure that no laws are violated both
domestically where food is grown, during
transport, and abroad where it may be sold.

Regulation Specialists
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These people are experts on a company’s
products and their customers. In sales
individuals seek to build rapport and establish
ongoing relationships to supply products. In
marketing, individuals research market trends
and work to develop products and plans in order
to reach new customers.

Sales & Marketing Representatives





image27.png
These people facilitate a meeting place by
providing a location and booth services as well
as recruiting both exhibitors and visitors.
Trade shows are an excellent place for
participants to network and find new or quality
products. Trade shows serve as excellent
meeting places to find buyer and sellers in a
market as well as discover market trends.

Trade Show Orgamzers
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