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EXECUTIVE SUMMARY 

During the period covered by this report, project activities focused on: 

" 	 The pilot workshops, conducted November 18 (Nitra), 20 (Brno), and 22 
(Prague), 1991 

" 	 Preparations for the series of eight regular workshops at each site, to start 
in January 1992 

* 	 Continuing production of the television program series, "The Market 
Economy: A Doorway to Opportunity" 

These activities proceeded successfully, subject only to pressures caused by time 
and fiscal limits and the difficulties inherent in working in the region. 

The one-day pilot workshops tested logistical and recruitment systems, 
workshop content and methodology, and evaluation techniques. While all 
performed well, the experience provided important feedback for ongoing 
prog:am refinement. Specifically, project personnel will give particular 
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attention to the challenging tasks of targeting program con';ent for relevance to 
CSFR audiences and overcoming the communications barriers presented by 
language, culture, and the lack of a commor frame of economic reference. 
(N.B. These have been priorities from the beginning of the project's
 
implementation.)
 

At ISU and in the CSFR, preparations were underway for the beginning of the 
regular workshops in January, includin C materials preparation and translation, 
recruitment, scheduling, and logistics. Production and negotiations on the 
television component also proceeded as planned and project personnel 
continued efforts to implement fiscal and accounting procedures for in
country project support. 

IL BACKGROUND 

The purpose of this report is to describe project activities in November and 
December and to update the information contained in the first quarterly report. 
Readers who are unfamiliar with the project should refer to the first quarterly 
report. (Copies are available from the project staff if needed.) 

Conditions in Czechoslovakia did not change substantially during the project 
reporting period. Political, economic, social, and institutional developments 
continue. Progress is difficult on all fronts, slower than expected, and is 
characterized by severe fiscal restraints and uncertainty about the future. 
Inflation, however, has been largely brought under control. The tension 
between the Czechs and Slovaks has also increased, leaving little chance for a 
resolution of the federal question prior to the June, 1992 elections. 

On November 6, 1991, the federal parliament passed a screening law that 
precludes former party officials and those with ties to the former secret police 
from occupying high positions in the government and other institutions. The 
law has triggered "the hunt" which is the subject of much controversy and 
discussion, pitting President Havel and many of the most prominent former 
dissidents against Finance Minister Klaus and a probable majority of the 
people. (Havel et al. oppose the law; Klaus, the right, and much popular 
opinion are in favor.) The implementation of this law is wreaking havoc with 
most major institutions in the CSFR. 

The lack of institutional stability, continuing uncertainty, and lack of resources 
all impede project implementation and the development of strong and 
dynamic institution-building relationships. 

In addition, some of the consequences of these trends do have other direct
 
impacts on our, and other, projects. The universities cannot count on any
 
given level of future financial support from the government. Universities,
 
then, face great difficulties in demtonstrating a solid commitment to projects,
 



3 

even for in-kind support. This uncertainty has also contributed to a lack of 
goals and priority setting by CSFR institutions in general. Finally, these 
conditions and the lack of job security prevent some faculty from 
enthusiastically embracing collaboration with ISU. 

Thus, while the project has successfully met its program goals to date, we have 
done so under quite adverse circumstances. 

III. ACTIVmES DURING THE PERIOD: NOVEMBER AND DECEMBER, 1991 

A. The Pilot Workshops 

Pilot workshops were conducted at all three sites, as follows: November 
18th in Nitra, the 20th in Brno, and the 22nd in Prague. In each instance 
the workshop lasted a full day and was conducted on the campus of the 
University of Agriculture. 

The ISU team traveling to the CSFR to conduct the pilot workshops and 
for other activities consisted of: 

Dr. Harold R. Crawford, Project Director (introduced the workshops, led 
television negotiations, and conducted administrative business for the 
project) 

Tim Chrisinger, Project Manager (moderated and evaluated the workshops 
and participated in television negotiations and administrative business foi 
the project) 

Mary M. de Baca, Television Manager (presented the television segment 
and accompanying evaluation at the workshops and participated in 
television negotiations and administrative business for the project) 

Dr. Dennis Starleaf, Professor of Economics and Chair, Economics 
Department (at the workshops presented the session entitled "Overview 
of American Agriculture," participated in discussions, and helped lead the 
evaluation by the participants) 

Dr. Robert Jolly, Professor of Economics (at the workshops presented the 
session entitled "Farm Management," participated in discussions, and 
helped lead the evaluation by the participants) 

Dr. August Ralston. Professor of Finance (at the workshops presented the 
session entitled "The Busines5 Plan," participated in discussions, and 
helped lead the evaluation by the participants) 
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Dr. Tohn Wong. Professor of Marketing (at the workshops presented the 
session entitled "Marketing in a Market Economy," participated in 
discussions, and helped lead the evaluation by the participants) 

1. Logistics 

The project's in-country personnel did an excellent job in 
coordinating the logistics for the pilot workshops (Ryan Hudson, the 
in-country coordinator, and the university coordinators, Dr. Peter 
Fandel (Nitra), Dr. Petr Prochazka (Brno), and Maria Curdova 
(Prague). In general, facilities and systems worked quite well. 
Occasional minor problems with sound systems were handled. 

The simultaneous interpretation, a key and difficult link in the 
workshop delivery, also worked fairly well. As anticipated, the 
language and experience barriers were considerable and some 
interpreters were better than others. Providing simultaneous 
interpretation for English-language video is particularly difficult, 
though the challenge was successfully met in this case by providing 
the interpreters with a Czech language script for the program. 

Workshop materials (booklets) were successfully prepared, translated, 
reproduced, assembled, and distributed to the workshop participants. 
Continuing efforts to ensure quality translations is a project priority. 

2. Recruitment 

The pilot workshop audiences were an invited mix of practitioners, 
faculty, and government representatives. Official rosters of 
participants are attached as Appendix A. The written evaluation also 
documented the diversity of the participants, showing substantial 
numbers for each of the three major groups (See Appendix E, Part I, 
Question 1). Students at the universities also attended part or all of 
the workshops as their time permitted. 

Project staff counted participants (not all of whom appeared on the 
official rosters) during the pilot workshops as follows: 

(Note that numbers varied because some participants had 
responsibilities which required them to either arrive late or leave 
early. This was in part due to the "higher level" of those invited to 
participate in the pilot workshops.) 

Nitra: 	 From 22 to 29, plus a very substantial number of 
students. 

Brno: 	 From 17 to 41, plus many students. 



Prague: 	 From 33 to 41, plus a few students. (Students were not 
specifically invited in Prague, but will be for the 
regular workshops.) 

Plans had called for 30 participants at each site, for a total of 90. 

Asseen above, a total of 111 attended the pilot workshops. 

3. Workshop content and methodology 

With minor variations and ongoing adjustments by the workshop 
team as the week progressed, the pilot workshop daily schedule was 
as follows: 

8:00 - 8:30 Registration 
8:30 - 9:00 Welcome, introduction and opening remarks 
9:00 - 9:50 "Overview of American Agriculture" presentation 
9:50 - 10:20 Video showing: preview segment from "Free to 

Choose," the first program in "The Market Economy: 
A Doorway to Opportunity," the ISU video series 
under production and evaluation 

10:20 - 10:30 Break 
10:30 - 11:30 "Farm Management" presentation 
11:30 - 12:30 Break-out discussion exercise on the farm
 

management case example
 
12:30 - 1:15 Lunch 
1:15 - 1:45 Reports from the break-out groups and discussion 
1:45 - 2:35 "The Business Plan" presentation 
2:35 - 3:25 "Marketing in a Market Economy" presentation 
3:25 - 4:00 Workshop evaluation (written) 
4:00 - 4:30 Panel discussion 

The ISU faculty presented their material in an informal manner 
typical of U.S. extension programs. The subject matter presented was 
basic, but intended to challenge the audience. One of the goals was to 
try to test the limits of the audience and in doing so learn more about 
how to appropriately target workshop material. Questions were 
encouraged and taken but more time was needed, especially in Nitra. 

A copy of the break-out discussion exercise is included as Appendix B. 
It built on an example developed in the "Farm Management" 
presentation and elicited a good range of answers and discussion. 
The exercise proved to be an excellent tool in breaking down barriers 
among the audience and building rapport between the audience and 
workshop presenters. 

Each of the invited participants received a booklet containing hard 
copy of the overheads used by the presenters. These overheads, 82 
pages, had been translated into either Czech or Slovak. University 
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faculty and other trainers were encouraged to retain and use these 
materials in their own activities. A copy of the booklet is included as 
Appendix C. 

4. Evaluation 

Two written evaluations were conducted at the pilot workshop: one 
for the television segment and one for the workshop as a whole. 
Copies of both instruments (English versions) are attached as 
Appendix D. The written workshop evaluation was validated 
through the use of a small group exercise in Nitra (see Appendix E). 

The results of the written evaluations (for the workshop in general 
and for the television segment) were very positive, and encouraging 
for the remainder of the project's first year programming. Comments 
indicated that overall quality in the television segment was good but 
that we will need to slow the pace of information and ideas and 
provide more explanation. 

The average of the ratings on a 1-5 Likert Scale for eight questions 
about the four lectures are as follows: 

Nitra 3.87
 
Brno 3.83
 
Prague 4.11
 

Nitra's overall score may have been lowered by interpretation and 
translation shortcomings and the lack of time for questions and 
answers. Audiovisual problems in Brno may have affected ratings 
there. Overall, however, the ratings and comments were quite good. 

Question and answer sessions and an end-of-the-day panel discussion 
also generated important feedback for the project. A representative 
sample of questions follow: 

How do U.S. farm subsidies work?
 
What is the share of production attributable to small farms in
 
the U.S.?
 
What is the role of the U.S. government in the farm economy?
 
How do the wages of farm and non-farm workers compare?
 
Please explain the "free market."
 

Evaluation, comments, and suggestions were also solicited from in
country personnel, the partner institutions, and the pilot workshop 
team. 

The summary of the written pilot workshop evaluations is found in 
Appendix E. See Appendix F for a summary of the evaluations for 
the television segment. 

("/
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Summary Findings: 

1. 	 Presenters must diligently limit the amount of material and 
carefully target it for relevance to CSFR audiences. This is a 
difficult and subtle task. We must: 

* 	 present principles and fundamentals, e.g. price discovery 
and the role of prices, risk management and the 
constructive role of risk, decisionmaking, the role of 
information, and the primacy of the customer; 

" 	 use concrete and practical examples, but strive to keep them 
as pure as possible, i.e. not connected to specific U.S. 
institutions or historical developments; and 

* 	 illustrate the incentives, values, mentality, and attitudes 
that make a market economy work, including those that 
limit behavior destructive to the common good. 

We must use' our U.S. experience, but make it relevant to CSFR 
audiences by reducing it to the essence. The essence, however, 
cannot be presented in the abstract, but in a context which is 
recognizable and understandable by the audience. See Appendix
G for guidance developed. 

2. 	 The barriers to good communication and learning presented by 
language, culture, and over 40 years of development isolated 
from the mainstream of the West are proving formidable. Great 
sensitivity and attention must be given to aiding translation of 
materials, working with interpreters, and carefully explaining 
terms and concepts. See Appendix H for guidance developed to 
assist presenters in working with simultaneous interpretation. 

Actions Taken: 

1. 	 Project staff are working closely with the regular workshop 
teams on the development of their materials, schedules, break
out session exercises, and methodology. A series of meetings 
and deadlines for each team is proving to be an effective 
framework. 

2. 	 Again, project staff have redoubled efforts at ISU to sensitize and 
acclimate workshop presenters to the communications pitfalls. 
We do see progress. In the CSFR, efforts have focusud on 
guaranteeing that there are always two interpreters to trade off 
during the workshops. During the pilot, at both Nitra and Brno 
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there had been only one interpreter. Regular workshop 
presenters will also be meeting with the interpreters prior to the 
workshop to discuss the material, answer questions, and agree 
on the best practices. Engaging good interpreters and 
maintaining continuity by having the same interpreters work 
consistently with the workshop series should also improve the 
quality of information received. Finally, more time will be 
allocated for questions and answers and discussion. 

B. Preparation for Regular Workshops. 

The drafting of materials (overheads and handouts) for the first two 
regular workshops were basically completed during the reporting period. 
These materials were sent to in-country personnel for translation. A more 
detailed schedule for the conduct of Workshop #1 (Farm Management) 
was finalized, and several meetings were held to further progress or 
planning for the first two workshops. 

In the CSFR, project personnel were extremely busy with recruitment, 
materials translation, and logistics. The project's ambitious timeframe 
and the holidays put pressure on Workshop 1 and 2 preparation. A 
smoother routine is anticipated for the remainder of the workshops. 

The evaluation instrument for the regular workshops was completed and 
is enclosed (English version) as Appendix I. 

C. Television Component 

During the November trip, project leaders met with several 
representatives of Czechoslovak and Slovak Television, presenting the 
finished twelve-minute segment from "Free to Choose," exploring 
broadcast options and structural questions, and discussing contract terms 
and procedures. The completed segment received universal approval and 
praise. Its overall program quality, production values, and technical 
accomplishment all exceeded expectations. One representative of the 
federal channel (F-i) said the series "can be very effective in our 
broadcasting and for our agriculture." The only criticism was similar to 
that heard from the pilot workshop participants, a need to avoid 
presenting too many new ideas too rapidly and to provide more 
background explanations. 

Incorporating this input, production work continued at ISU as projected in 
the first quarterly report. 
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Project Director Dr. Harold Crawford and Mary de Baca also worked closely 
with USIA WORLDNET and USIS Prague staff in preparing a Worldnet 
satellite program for broadcast to the CSFR and the region in early January, 
1992. (Due to reorganiztional problems in Czechoslovak Television, this 
broadcast was postponed.) 

A more detailed report on the television component is found in Appendix 
F, attached. 

D. Administrative and Other Activities 

Administration of the project continued during the reporting period 
under the structure outlined in the first quarterly report. 

One element of the legal and institutional environment described in 
"Background," above, is that regulations which tightly bound and 
subordinated the universities to the Ministry of Education under the old 
regime have not been changed. This subordination now hinders the 
project's administration in that fiscal transfers for project purposes can be 
diverted by the Ministry. Projects undertaken by the universities and 
foreign partners are thus forced to resort to untried mechanisms and to 
operate in "gray areas." 

Project personnel continued to struggle with the difficulties inherent in 
payment mechanisms and equipment purchases. Bids were developed for 
the equipment for the Czech and Slovak universities, but final ordering 
was not completed and is now anticipated in January 1992. 

Preliminary discussions were also held with the CSFR partners and 
among ISU project leaders regarding Year Two. Input was also solicited 
from in-country personnel. 

Dr. Gerald Klonglan continued his liaison activities for the project in 
Washington, D.C. during the reporting period. A summary of those 
activities can be found in Appendix J,attached. 

Finally, on December 17 and 18, project personnel (Jim Chrisinger, Dr. 
Peter Fandel, and Maria Curdova) met in Prague with the AID evaluation 
team (Dr. Leslie Koltai and Claudine Wolas). We described our project 
and progress and answered questions. (In response to the team's request, 
we completed their "Survey of Project Directors" form and returned it 
prior to the January 15 deadline.) 
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IV. YEAR TWO 

Simultaneously with this report, the project staff is submitting a proposal for 
Year Two activities. Reading the two documents together will provide the 
greatest understanding of current project intentions and overall development. 

V. SUMMARY FINANCIAL REPORT 
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Iowa State Univeruity
 

USAID
 

University of Agriculture In Nitra
 

KANAGEHENT TRAINING AND ECONOMIC EDUCATION 

P i lot Workshop
 
Participants
 
Nitra, November 10, 1991 

ra
A. Acadot/Univermitv of Agriculture ini 

1. Dec.Inw.Ladisl&v KABAT.CSc. -- rectQr/optrationE research
 

(Sun/Mon) 

2. Prof.Ing.Jozel VI6OVSKY,CSc. 	- dean/farm mngmnt, (Sun/Mon)
 

3. Prof.Ing.mrich FOGA9,CSc. - vice-deavag.economics,(Sun) 

4. Doc.Ing.Milan BELICA.CSc. - vice-dean/finance0 (Sun) 

5. Ing.Oto §1MKOCSc. - vice-dwan/ag.economice, (Sun)
 

- farm management, (Sun)
6. Doc.lng.V1adlmLr GOZORA.CSc. 


7. Prof.Ing.FrantibeX VAL0EK,DrSc. - operatione management,
 

(Non)
 

- personal management, (Mon)8. Doc.Ing.Emil IVANI6,CSc. 


9. Ins. Anton KfETTERCC.c. farm management, (Mon)
 

10. Inq.Jozef DVON6,CSc. 	- agricultural marketing, (Sun/Mon) 

11. 	Doc.Ing.J&n MURGA6,CSc. - planning, (Mon)
 

- ag.9conomice, (Sun/Mon)
12. Doc.lng.Frantibek KUZMA,CSc. 


13. Ing.Zlata SOJKOVACSc. 	- statistics, (Non)
 

14. Doc.Ing.9olia HACHEROVACSc. 	- accountiiiq, (Mon) 

I. Ing.Juraj NOCIAR - regional development, (Sun/Mon) 

3. Pr4vnt. Famr
 

1. Ing. Milan Karlublk - Nova 24, 917 04 Trnava 

2. 	 Ing.Oravee - PVOD KocUrice, 921 01 PieBtany, ul. DruZby 77 

Tel.0838/92258, 26063 

C. cllmetlive / Qtate_-EJaa 

RD Dolna Krup&, (collective
1. 	Inv.Jozel Vadovid - chairman. 


larm). 915 65 DolnA Krupt,
 

Tel 0805/95134, 95124,95151
 

2. 	 Ing.Poter BrezovpkV - economist, PP VP Nltra,(Univerwtty 

farm) Obrancov mieru 10, 949 0. Nitra 

Tel. 007/25786 
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D-r Krw nd 	 lIflMM&J~j=GIMA, Pr=Moclml 

1. 	 lng.ftria H1kW& - dlrctor, PNZ Nitra (state elevator) 

Sl&dkovlova 11, 949 34 Nitra, 

To.007/41 75 	90, 41 07 50
 

2. 	 Inw.Ladislav Murko - deputy director, MILEX Nltra (dairy 

procesing) zavod Nitra 950 22, 

Tel.087/4J 07 b7
 

3. 	Ing.Jdliue wehko PNZ Nitra, Sladkovidova 11, 943 34 Nitra,
 
Tel.087/41 07 50
 

E. Ninistry of Agrigulturo 	 (RouhLlia/RuqiOnal) 
1. Inv.JuraJ Stehlo - director, VehumnV Umtav ekonomiky porno

honpodlretva a potravinaratva - fil±1Jka
 
v Nitre. (Agriculture and Food Industry
 
Research Inetitute - brarch Nitra)
 

Cesta pod Z3atVnt brehom, 	Tel.087/41 21 80
 

2. Irg.Jin Fukas - director, Regiont3na pozemkova a informadni 

elutba Nitra (Regional Land and Iniormation
 

Servis), 9te&lA ikova $U, 949 95 Nitra,
 

Tel.087/254 77
 

3. 	Inv.E1eon6ra SabiakovA - director, Pozemkevo urad (Land
 

Office) Nitra, Tel. 087/291 27
 

4. 	Ing.van PrachAr - rogrnomtickl$ Outav SAV, (Institu ot
 

forecauting), Malinovmk~ho 56, UIl U5 Bratielava
 

Rmn
P. rredit
 

I. Ing. Peter 	Letho - director, Slovak Agr. Bank, Nitra branch,
 

Vyutavna 4, 950 45 Nitra, Te1.087/33625,
 

Fax. 087/339 71
 

1. 	Ing.Jozel Laraik - ofiicer, Okrewny urad Nitra,(dietrict
 

government), Utefanikova, Tel.087/22111
 



Appendix B
 

Break-Out Discussion Exercise 



Questions for Break-Out Session
 

A farmer has received a proposal from a processor to feed pigs. The 
farmer would provide the labor and facilities. The processor would supply 
the feeder pigs, the feed and the veterinary services. The offer of the 
processor is to pay $5.00 to the farmer for each pig that is finished. 

1. 	 Should the farmer accept the contract? 

2. 	 What are the risks taken by the farmer and how can they be 
controlled? 

3. 	 Why would the processor prefer to offer such a contract, instead of 
buying pigs at market price. 



Appendix C
 

Pilot Workshop Booklet 



Average net farm Income by sales classPRBMfRtN dISTY VYNOS FARMY PODLE VELIKOSTNfCH KATEGORIf
 
Dooars 

$500.000 and 712.414
 
over (a vc 0 8 84
 

$250,000- 129.844
 
499,999 
 122.569
 

$100,000- 49.957 r1988
 
249.999 47653987 

$40,000- 17.420 /
99.999 17.283
 

$20.000- 6.570
 
39.999 5,956
 

$10.000- 2.634
 
19.999 2.187
 

$5,000- 1.135
 
9.999. 1.320
 

$1,000- -906
•4.999 -9 
I#.'t before -999Icone a|tme~nt for Iventory change. 
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Farm Population Po0tY OBYVATEL .jT.-ICICH NA FA169CH 

About 4.8 million people, or2 percent of the Nation's total population, lived on farms in 1998. The 
farm population is about 5 years older (median age) than the rest of the U.S. population. The total 
number of farms and the farm population seem to have stabilized in the late 1980's. 

V roce 1988 -ilo na fardch zhruba 4,8 nil. lids, tej 2 % z celkov4 populace USA. 
Zem~dlskd populace je v pr'miru asi o 5 let starb_ neg zbytek populace USA.
 
Celkov- po~et farem a zem~dflskd populace se zrejm§ stabilizovaly koncem 80. let.
 

ChalI I Chart 2 

Farm population Number of farms 
Zem~dglskd populace Po~et f.'em 

Million persons Mil.osob Million 

20 3.5 

15 Old definition Strt definice 
Old definition deoinice 3.0 O-tldaen 

10 

2.5 

5~e Newfinintion 
Novd definice
Nova definice 


0 1965 70 75 80. 85 
1960 65 70 75 80 85 



Podil hrubdho prod,.ktu vytvofen4.ho no fa va ch 
z celkov.ho ndrodniho produlctu
 

Gross farm product 'share of gross 
national product 
Percent 
7
 

6
 

5
 

4
 

3
 

2

1950 55 60 65 70 75 80 85*
 

http:celkov.ho
http:vytvofen4.ho


HRUBY N(RODNf PRODUKT USA PODLE ODVfTVL N.KRODM.-MC HOSPODXASTv ( 1988 ) 

Gross National Product of the United States
 
by Industry During 1988
 

Agrjculture, Forestry and Fisheries (zemdsstvf, lesnictv", 

Mining (dtLln p ts 
 ) rybrstys 
Construction ( stavebnictv: ) 
Manufacturing ( v.roba ) 

Durable (zbol£ dlouhodobd spotl-eby) 530.3 
Nondurable (zbogf kr~tkodob6 sDot%1eby). 418.3 

Transportation and Public Utilities (doDrava a veiPijn4 sju!by) 
Wholesale and Retail Trade (velkoobehod a maloobchod) 
Finance, Insurance and Real Estate (finance, poji§jovnitvf 
Services ( sluSby obyvatelstvu ) a obehod nemovitostmi) 

Government and Government Enterprises (statnf sDrva A 
Net Earnings Abroad stdtnf pbdniky)( dist6 zab anidnf pfjmy ) 

Gross National Prod'ict (bhrub. ndrodn produkt) 

billions of Ss 
$99.8 

80.4 

232.6 

948.6 

414.4 

780.8 

830.3 

872.5 

570.6 

33.3 

$4,873.7 

% of total 

2.0% 

1.6 

4.8 

19.5 

8.5 

16.0 

17.0 

17.9 

11.7 

0.7 

100% 



Components of gross farm Income 
STRUKTURA HRUB1HO VYNOSU .FAIRY 

S billion (miliardy Usb) 

Gross larm income components" 
Slo.ky hrubho produkttu f 

Value ol inventory change...... 
150 - Zm~ny stavu zdsob/.....

120 ......
-

0....... Cash .. ......
 

....... P'y'en'.'........p.....rke-..'.

.'..'..''.~ t f .. .... . ....... .... .. .
 

::°:..°; ...... ,'
..... ........... 

60 ... ... .... ..... 

Nonca.h.income......... .... 

1970 74 ri78 82 86 

.........
 



Net farm Income 
HRUBf A 6ISTf. VnOS FAMY 

$ billion (miliardy USD)
180
 

Hrubt vynos farmy150 
 Gross farm income
 

120

90 

,Productionexpenses 

60
 

30 il ........................
 

:el farm income t0 

1970 74 78 82 86
 



Components of farm production expenses 
STRUKTURA VIROBNfC11 NKLADf FARMY 

(Os t,.'tnf) 

Labor 9 % 
(Praeovni ndk1ely), Other (tlroky)

11% 
Fertilizer
 

and pesticides 8%Itrs
 
a peaticidy)
(1lnojiva 


Capital (Odpisy)Fuel and 

electricity 5% nsumption
 

(Paliva a elekt'ina) 13%
 

nonoperator 

(te landlords .m.ajiem Feed. seed. andlivestock and polr•Kria svpt1dy) pu_rchased-(Krmivn, osiv, a 

Repairs and 2h nikup zfrat) 
(upravy a .roa . / 

Taxes 3% 
(Dand) 

198 data. Includes operito tarm dwellings. Other expenses iclude machine hire
 
'end cwtorwork. mukefng, storage, and tmnsportation: end rnscellaneous.
 



Who holds the -farm debt 

P&TEY NA MOVIY A NEMOV=TY MJ=ETEK ( rozdL1enj idne zdroj :.)
i~lio (mili rdy USD) 

120 

Real estate (Nemovit- majetek) Nonreal estate CMoviW majetek) 
C(eCelke
-Total -100 -. Celkem) 

80 - (Vyrobnr iivarov
(Federsdrulerif) 

(SDecidln
" 

stdtn Jednotlivci 
aPa 

pozemk, Produicd 
Production credit 

(Veobec 
Jednolivernk) 

Farmers Home Individuals banks 
Adrministration and others "std 

Obivy w 
-ljina -
comp~anlies omerdn ny~V 

Cornmermial 

60 

40 

2 

Spec. associations 

Farmrers Home 
Administration 

ci a ost. )AIl operating 
Inivdu')acbanksIndividuals bakand other 
and others 

-banks 20a 

0- . - ,- ! I I I 'I 

1965 70 75 80 85 1965 70- 75 80 85 



Cash receipts and farms by sales class 
ROZDgLENf FAPJEM PODLE OBJEMU TR2EB 

% in sales class Kategorie - procentickd zostoupeni 

100 
Under $5.000 
Pod 5 000 USD 

75 

$5.000-$9.999 

$10,000-419,999 
50 /$20.000-$39.999' 

$40.000-$99.999 

25 $249.999 
$250,000
$4990.999 

0 Land 
Cash receipts 

(TrYby) 

__________ 

Number 
'of farms (Po 

$500.000 
over ( 

et farem) 

a vfe )" 

1988 data.. Clth i'ceo)ts Iron farm markelbngs wckde net CCC'loens. 



Index of Inputs into U.S. Farming
 
(1977 = 100)


ZEM2D9LcKd PRVOVYfROBY USA 
ZEI SX .Ec:HNIKA CHEMCA'LIE VSTUPYMechanical11 .
ELKY 

Power and Agricultural Total 

INDEXY 
ROK ?.ACOVNfr 

Farm 
Year Lahor 

1947 297 

1952 237 

1957 196 

1962 163 


1967 128 

1972 110 


1977 100 


1982 93 

1985 85 


1986 80 

1987 78 


1988 75 

1989 76 


VSTUPf DO 
P8DA 
Sf-

Farm 

Land 


106 

log 

105 

104 


104 

102 


100 


102 

97 


96 

95 


94 

93 


Machinerv 

54 

81 

83 

80 


85 

86 


100 


92 

80 


77 

73 


72 

73 


Chemicals nputs 

15 104
 
23 105
 
27 100
 
38 98
 

66 98
 
86 97
 

100 100
 

118 99
 
115 92
 

109 89
 
111 89
 
111 87
 
122 88
 



Indexes of U.S. Farm Ouptut aikd Productivity 
(1977=100)

INDEXY VYSTU*r A PRODUKTIVITY ZEMAntS PRVOV ROBY USA 

ROK PLODINY 

Crop 
Year Otpt 

1947 56 

1952 62 

1957 62 

1962 71 

1967 77 

1972 87 

1977 100 

1982 117 

1985 118 

1986 109 

1987 108 

1988 92 

198) 107 


ROSTL- VIR. 
na 1 ha 

Crop 

Production
 
Per Hectare
 

57
 
62
 
65
 
81
 
86
 
99
 

100
 
116
 
120
 
116
 
123
 
107
 
119
 

HOSP.ZVf1A 

Livestock 

Otplt 


65 

74 

78 

86 

94 


101 

100 

107 

110 

110 

113 

116 

116 


CUE1 

Total 
Output 

58 

66 

67 

77 

83 

91 


100 

116 

118 

111 

110. 

102 

114 


VISTUPY" CELEm" 

Farm Output 
NA JEN.VST* 

Per Unit of 

Total fuit 


55 

62 

67 

78 

85 

94 


100 

117 

128 

124 

124 

118 

128 


NA 1 HOD.PRd°C 

Per Hour of 
Farmn Work 

18 

26 

33 

46 

64 

83 


100 

125 

139 

139 

142 

134 

148 




PODfL OBYVATELSTVA 6INf-1O VE VYROBA POTRAVII 
A TbXTILNICH SUROVIN uA CELKOViM EKONOMICKY CINO&M OBYVATELSTVU 

Food and flber system employment as a 
percentage of total civilian employment 
Percent ( % ) 

22.
 

21 

19
 

18
 

16 ..
 

15
 

1975 77 79 81 83 85 87
 

,o"
 



Food and Fiber System oidVTf VIOBY AZPRACOVNf POTPkVI; A TEXTfl 8 fCH SUROVIN 

Tho food and fiber system employed 19.6 million workers in 1988, 16.1 percent of the civilian 

But only 9 percent of those workers are in farming, which accounts forjust over 10 perworkforce. 

cent of total output of the U.S. food and fiber sector.
 
Toto odv~tvi zamzstndvn1o v roce 1988 ce2Aem 19,6 mil. pracovnikai, tj. 16,1 S v§ech pr-covnich sin.
 

Na farmdcn v~ak pracuje pouze 9 osob z tohoto potu; tito pracov.,ci vytvd-ejf o nlco vice ne2
 
10 % z celkovZch vyotupGi odv~tvi v3z'oby potravin a textilnich surovin.
 

-Struhture zamstnanost v odvt"vv'-vrobyCe1kov6 v.stupy odvbtvi vVroby 
a zpracov.ini potravin a te-xtilnich a zracovAnli potravin a textilnich 

surorin
surovin 

Total output by sectors of the Distribution of food and fiber 
food and fiber system system employment 

% Of S output (5, finanniho objemu v S~tLrpi) 

Other manufacturing 11.6% Farming 9.0% 
Oter nuauin 1.(Zemd(Zem d 1skg D-'V0h'.obT) 

ova(Ostetnf v,ro b) .rvovyroba) 


Faring (Velko- Textile 6.9% 

10.1% obchod(Vyroba textinichEa a 8urovin) .
 
10 2%Maio- %od proicessingEatigEating 10.2% obch.) 6.2% 

(St,,av ovnf ) Whotesale fprac.potravin) 

and retail trade Other manufacturing 
v Whoesalyro -";exlilznich 


andealte
Transportation 2.6%

surovin) e30.r


ood (Doanava) /
Transportation 3.2%(s ore va)av go 

(D"ra 20.3% All other 19.6% 

All other 18.1% ZDraco- (Ost-atnS) Ve!koob

(Ostatnf) v6nri potravin) hod a maio
obchod)
 



What a dollar spent on food paid for In 1988 

STRUIKTURA CENY POTRAVINKd.(SKHO VYROBKU ( 1988 ) 

Farm value 25 f 
(V~robnL cene)
 

arketlqg bill:'
 
marke tingov4 vydnje)
 
Packaging 8 f(Ba1eri1)
 
.ans portaion 4.5 

'3.0.Fue lant i t 
f~iceT zdaTnn 

uel an power
(Palive a. energie)
Depreciation 4.5' 4 

Adpe'tsinq 4.5 f 
Iama
 

yne st(net) 2 

(Prov nlkl,3dy) 
Other cact. k.¢lude IOpery t-xe a kiunce. acounki
 

and poluenrcss 4,viceu.pOmotlon. baed debs, and iTcelmneOui items.
 



What a dollar spent on food paid for In 1990 
Struktura maloobchodnich cen potravin v roce 1990 04 
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wtvoJ STRJ=K Y EXPORTU Z LSdCH KOMODIT USA PODLE OBJ( A IDDNOTY 

Value of U.S. agricultural exports by Volume of US. agricultural exports by 
commodity commodity 

$ billion (miliard USD ) Million metric tons (miliond tun) 

50 Celkem Ovoce,ofechy a zele- otal Otr a Fruits. nuts. Ovoceso't 
Total Osttn - Fruits. nuts. nina n and vegetables cly aS Oand veetablesv n-le~ /ZiVodi~nd " 150Anml iazelen.n 

40 •" / Cotton I nd products/ Animals v~zrobky v. o 
./ ~and svproducts 

G2a
Oilseeds andprpn 

300
 

10'o
 
. ........ 9 0....'......................: !!!:!):!i:i -!:-
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 ..... .. ... ... .. ... .. .. ... ........... Gains and preparations ........-.....
l o . ...... . .. .............. 
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.PODL EXPORTU ZENftgLSKCH KOMODIT NA WDiCf PRODUKCI A NA SVgTOVjM TRIMU 

U.S. exports: Share of domestic production and world trade 

Percent Percent 
100 100
 

.reenice ( o,3a)
 

75 Dormeftic producflo 75
mDot~ci produ ce) ..... 

50 50 
World trade ",,, ,",,,,•-,
 

25 (Sv~tovd trh) .. " 25
 

1977 79 81 83 85 87 89 1977 79 81 83 85 87 89 

Percent Percent 
100 
 100


Cowse grains Cotton
 
75 (Ostatni zrniny) (Bay a)
 

25 25 I,% ' . ... 

0" I , I , I I I I. .I I I 0 I I 1l I I p i 

1977 79 81 83 85 87 9 1977 79 81 83 85 87 89 

Percent Percent 
0'% 100
 

Rice Unmanufaclurd tobacco
 
(Nezirecovan, tebdk)
75 - 75 

50 50 

25 goe -25
 

0 L 0 1 I ' I ' 

1977 79 81.. 83 85 87 89 1977 79 81 83 85 87 89 
OCO "wemUw IV d imue e""aP"MA 



Land values per .4046 hectare 

HODNOTA 1 AKRU FODY ( 0t4046 ho) V JEDHOTLIVCII STTECH 
USA 

Dollars 1.323 
._......_=2.180 \


727 IA,39 1\ 
. 167 3.782-,Ni/\ 30l1 602Z.... 


1041 2.201 6.676 

80-- ?.29 2.217 

141 212 1419 664 1.126 1.126 2.216 

1989 dale. 46-Sale Iv age. 697. 
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Total Cropland: 1987 
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Market Value of Agricultural Products Sold: 1987 
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Value of Crops Sold 1987 
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Value of Livestock, Poultry, and Their. Products Sold: 1987 
HODNOTA PRODEJE HOSPODASKfCH ZVMAT, DRbBE2E A 2.VOtItrZCH VYROBKO 
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Komodita 

Hovtdzl dobytloka LAI* 

Mlieko 

Klrmneobilniny 

S6ja 

Olpand 

Pgenica 

Hydina avajcda 

Zelenina 

Bavlna 

Tabak 

Ryla 

Cukxovi repa atrtina 

PodzemnicaoleJn 

Commodity 

Beef Cattle and Caves 
Dairy 

Feed Grains 
ISoybeans 

Hogs 

Wheat 

Poultry and Eggs 

Vegetables 

Fruits and Nuts 

Cotton 

Tobacco 

Rice 

Sugar Beets and Cane 

Peanuls 

Politika vlidy USA, ktori priamo ovplyvfluje 

ceny pornohospodrskych produktov a prijmy fariem 

Charnkter proramu 

Dovozn d obmedzenia 

Podpora cien protrcdnlctvom Stdmych nhkupov 
Dovoutd kvtry 

Podpora den prostrcdnclvom Itinych nikupov 
titomgaantovanA mininmina efektivna cena 

Obmedzenie omevnch pl6ch' 

StAtom Sarantovand minimllna efektivna cena 

Prileitostn line nikupy ak je cena nezvyeajne nlzka 

Podpom den prostcdulctvm Sttnych nikupov 
9titom arantovans minimilna efektivna cena 
Obmedzenie osevnmch pldch 

Prileftlosnt Ititne ndkupy ak je cena nezvyajne ntzka 

Dovo bmedzena 
Riadenie ponuky 

Stitom gantovand minimhlucfektlveacena 
Obmedzene osevnich pl[Och 

Stitom pmatovan mintmaJnaefektlvnacena 
Riadenie osevnh pl6ch 

StItom gPntovana mlnimtna efektlvna cena 
Obmedzenie oeMvn.ch plOch 

9dompgntovasa minlmtna efektlvna cena 
DovoznE kv6y 

Podpora den prostrednktvom Siulych nlkupov 
Obmedenie osevn.ch plc.th
Doome kvdty 

U.S. Governmesit Policies that Directly Affect
Farm Product Prices and Farm Incomes 

Nature of Policy Program 

Some import restrictions
 
Price supports through government purchases
Impot quotas
 

Price supports through government purchases

Government guarantees minimum effective price

Planting restrictions
 
Government guarantees minimum effective price
 
Occasional government purchases when price is unusually low 
Price supports through government purchases
Government #uarantees minimum effective price
Planting restrictions 
Occasional Fovernment purchases when price is unusualli low 
Some input restrictions 
Some supply control 
Some import restrictions 
Some supply control 
Government guarantees minimum effective price 
Planting restrictions 
Government guarantees minimum effective price 
Planting controls 
Government guarantees minimum effective price 
Planting restrictions 
Government guarantees minimum effective price 
Import quotas 
Price supports through government purchases
Planting restrictions 
Import quotas , 

http:osevn.ch
http:oeMvn.ch
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Hlavnf nfkupcl pornohospodirskych produktov v USA 

Komodita 

HovAdzie mAso 

Mlieko 


Kfmne obilie 

S6ja 

Ogfpand 


PHenica 

Hydina 

Vajcia 

Zelenina, ovocie, orechy 

Bavina 

Tabak 

Ryia 

Cukrovd repa a trstina 

Podzemnica olejnd 

Ndkupca 

Baliarne (MAsozdvody) 

Podniky pre spracovanie mlieka 

Verkoobchod s obilfm (sili) vrdtane druistevnfch sfA 

Verkoobchod vrtane dru~stiev 

Baliarne 

Verkoobchod sobilfm, vritane dru~stiev 

Baliarne 

Spracovaterskd podniky a distribfitori 

Spracovatersk. podniky, konzervArne a distribtitori 

Verkoobchod s bavinou, vr~tane dru.stiev 

Verkoobchod a spracovatelia 

Spracovatelia ryie 

Verkoobchod a spracovatelia, druistvi 

Verkoobchod a spracovatelia, druistvd 

Major Buyers of U.S. Farm Products
 
Commodj 

I Deef 
Dairy 

Feed Grains 


Soybeans 

Hogs 

Wheat 
Poultry 
Eggs 
Vegetables, Fruits and Nuts 
Cotton 
Tobacco 
Rice 
Sugar Beets and Cane 

Peanuts 

Buyer 
Packing Plants (Slaughter Plants) 
Dair' Processing Plants 
Grain Merchants (Elevators) 
including Coops 
Graia Merchants including Coops 
Packing Plants 
Grain Merchants including Coops 
Packing Plants 
Processors and Distributors 
Processors, Canners and Distributors 
Cotton Merchants including Coops 
Merchants and Processors 
Rice Mills 
Merchants and Processors, Coops 

Merchants and Processors, Coops 



VLJ(DNf OPATfIENf PlMO COVLIVA~kJ1Cf CENY ZEMMDLSO'CII PRODUKTO 

KOMODITA TYP VL(DNAUO OPATAENf 

Ilovdzi a tecl maso N~kterd1 dovozovi Omczenf 

Mld~nd vj$robkvy 

Krmnd obill 

SOj a 
Jetednd prasota 

Ptenice 

Cenowd dotace proati dnictvim vlddnfch naikupd 
Dovoznf kvo'ty 

Cenovd dotace proatkednictim vlddnich ndkupd 
Vlddni zdruky minim~lnfch can 
Vlddni regulace oaevnich ploch 
Vlddnf z&ruky minimd11nfch cen 
Obdasnd viddnf ndkupy pfi neobvykle nfzkych cendch 
Cenovd dotace prostfednictvfm vJAdnfch ndkupd 
Vlddrif zdrulcy minimdlnflh cen 

Drabe2 a vejce 

Zeleotina 

Regulace osevnfch ploch 
Dbdasnd vltddnf ndkupy pifi neobvykle nfzk.ch cendch 
Ndkterd dovozovd omezeni 

Ovoce a of'echy 
Urdit6 kontrola nobfdky 
N~kterd dovozovl omezenf 

Bavina 
Urditd kontrola nabidky 
V14dni zix'uky minimdinfch can 

Tabdk 
Eegiilace osovnich ploch 
Vlddnf zdruky miniaadlnfch con 

Rj2e 

Cukrovka a cukrovd tiftina 

Regulace osevnfch plbch 
VlddnT zdrukiy miniiud1nfch con 
Regulace osovnlch pioch 
Vlddnf mdruky minimdlnfch can 
Dove zovd kvo'ty 

-

Podzemnico olejnd Cenov6 dotace prostft~dnictvfm viddnfch nzdkupd 
Reguluce osevnfch pioch 
Dovozowr4 kv~ty 
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KOMTODITA 

IIOVgZf MASO J,,TKY* 
PsISIY::;L 

I-RMNA4 orillf OES111-7-r1tirr"I ODILAIP SILA (vilctO dru2--tev) 
DCHODN 'I 03lLb.', vZictii.*- drtitsu.-v 

JATECNA PRASATA"I llOUP.AMllY A DALfRNY MA--')A 
P -.NICE (-BCIIODlf,-I 0311ALT v6atn6 dru2stev 
Dr&132 ZPRACOVAT131-:1d PIZFNIYSL 
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PODZEMNICE 011-UNS ZPRIACOVATEUSKY PRNYSL, '. RU(40STVA 



Farm Management in a Market Economy 	 A ze=G-,-, = m .-.m * I M .--

A. "Prohled 
A. Overview 

". Funkca €r eni 
FuamagmamEn

1. Function o 	 leiat 
2. Rozhodov&nt
 

2. Desaim Mabag 
- Proces rozflodovnx 

" of decis maring 	 - raktor nAkladd v ro=nouovani 

- am ecet un decision =Mug - OeekaVw.i cany
 

- - - odhad riika
 

- risk assesmen 	 and anagement tzyd lkv 
Ot~zky do Gisks
 

3. 	 Discussm Qmeionis
 

m B. Funkcs
B. FunctioanMs Mazel'eI 

1. Plop 
1. PIanov~ni
 

-s 

- strategick°
 

.tcical - taktick* 

2. impsaion. 	 Realizace 

rntrola3. Casa l. 

C. Oblast- elzent 
C. Areas O nagmen 

1. Vroba 
1. ftodon 

Marketing 

2. J g 	 r.Finance 

3. FRmamn 

Prepared by Robert W. Jolly. Department of Economics, Iowa State University, Ames, 
Iowa, USA. Prewuml at pilo workshops in Nitra, Brno and Pragud, Czechos6akia. 
November 1, 20 and 22. 1991. 
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11. Steps inDecision Maldng 

I. 	 Define Goals 0. El py ,o-ztduv-.it
 

I tiefiisvAnt cild a Vritdtif
2. Identify Alternatives 
2. ldeiitifilace alternativ


3. Obtain Information on Alternatives 
3. ZfsI'&vAni iiformact o jednatlivich atternativAch 

4. Analyze Contribution of Alternatives to Goals 4. Arnaliza vhindno-iti alternattv pro splngiif rild. 

5. Make a Decision and Take Action 5. Vlastrif roztuanuti a jeho realizace 

6. Accept Responsibility for the Decisions 6. Pfevzetf odpovdnosti :a roiodnutf 

7. Evaluate theOtco 	 7. Vyhudciacerif vistedtti ro:hodnutl 

R. Cost Concepts for Decision Madng 	 E. IlASifitacO hAl Iadd 

I. Variabilni nAl lady

I. Variable Cost 

- se mo~lif v z.Avis|o.r.ti na Cirivii proatd P 

changes with the level of production - Jim vytinut usiitenftes vjrobj 

can be avoided by not producing 2. Fi::nl i,.l lady 

2. Fixed Cost - gieapnLh se v z4vislo.ti rna oiovni vi.roby 

- does not change with the level of production - mt [lt vyllaat riy i v pesp'ad6-, !e e nic #ie.yrAt-, 

* must pay even if nothing is produced 

- '.Py~actijt r',fm* vyialn ei fnridn 
3. Cash Cost 

4. tWF 41102i /Upnr tiri t ri / nMt ttrly
requires a direct outlay of funds t:11 f v:u it aj irI 	 it h- u rAt lady pou! I ,AitIm fi::i. rdr o 

4. Non-cash Cost 5. OF-or tusil i IjU lady 

- accounting charge for use of fixed resources - ri. 	 IAy urCen-1 nopoutti rejlep f altereativy 

5. 	Opportunity Cost vyti tt zdt-ojd
 

cost determined by use of a resource in its next-best alternative
 

http:z4vislo.ti
http:z.Avis|o.r.ti
http:o-ztduv-.it
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6. 	 Examples of Costs 6. PrFIlady n4kladd
 

Variabilni Fi::nf
 

Hnojiva IUroky z pdjEek

C'mh Fertiizer Intereon Dt 	 Penilni Pohonn* fimoty Dan* z majetku 

F-- Nepen 2nf/ Krmiva Odpisy
 
Non-Cash/ Corn Used In vesock Feeding D n oportunitnt Pracovni nhklady Pracovni nhklady vlastnlka
 
O)pportunity 	 Operator Labor 

F. 	Formulac.e problau
FFredpoklhdejme farmu s vlimirou 200 ha zamlfenou na piatov&is i 

F. Problem Setting kukurice na zrno a s6ju. tisti vinos farmy v rote 1990 byl
37000 USD. Perspektiva far.e zanAfen~ch na tr2nt obilniny nent 

* 	 A 200 ha. Iowa grain farm that produces corn and soybeans. Net farm income dobra. 
for 1990 was$37,000. Futureincome prospectsfaragnhrnuenot ftyrscwtne * Predpoklhd.Jme manfeorscas pgr" se t0em1 datmi e
good. 	 2


t ena Je u~itelkou na prvnim stupni zAl ladni ikoly a vydfiAv. 
20.000 USD roCnd.
 

* 	 Married couple in their mid 40's with 3 children ages 10. 12, 14 V prdbahu inul:ch let pracoval mu2 v zimnm obdobt jako toft,
vydIlAval asi 8 01'i UDI,.

Wife is an elemcnty school teacher who cams $20.000 a year Fara je zati.ena vysoim Civdrem a m& finannf problmy. Ural)ea over Cint 50 000 roenl. livotni nAllady rodiny Jsou 20 ofo 
For the past 10 years. the husband drove a truck part-time during the winter. • UDSS ro t neL. fary isou tapacity pro vgrobu prasat. Tyro apact, 

However, thispastyearhelosthisjobduetoeonomicdowntum. Hehadearned nebyly vyuIvAny pa vice jak 11) let. jsnru viak Pou iteln be: 
about S8,000 a year. vit41ch oprav. Jejich kapacita Je 5(10 Vs. 

a Rodina zva-uje moanusti vjkrmu pratiat jaio dodatetn~ho zdrojf
* 	 Farmcarriesahighdebtloadandisexperiencingcash flowproblems. Interest Pijmd. F'edpol 14djme, !e sp J VAm Prilli poradit. Jak byste 

payment on land debt isS50,000 per year. Family living costs are $20.000 per jim i'orwiliti anaIy:u.,t jej ich mo.,1osti ' 

year.
 

" 	 A hog finishing facility is located on the farm. It has not been used in over 10
 
years. but i6 usable without major repairs. It has a capacity of 500 head.
 

" 	 The family is considering finishing feeder pigs to provide additional income.
 
They have come to you for advice. How would you help them analyze their
 
options?
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G. Feed Requiremeam o Finish a 20 kg Feedw 

m 

Pig 

Mark Waght (kg) 
nm100 

G. Poladavkv 
hmotnoutl 

.na krmiva 
20 :g. -

pr! .vykruu pramL =autavovangch 

Jate..a hmotnoat kg 
110 1-20 

V -vo 

Com (kg) 

su~I (k 

233.6 

55.3 

274.4 

64.0 

316.6 

7r.69mn,, 
Kukurico /kg/ 

dopwnk /kv/ 
233.3 
55.3 

274.4 
64.0 

316.6 
-2.6 

Tal (k) 

Gaim (k) 

F-d Coaweaim ((md/ p) 

Days Oeed 

289.4 

I0.0 

3.62 

133 

338.4 

90.0 

3.76 

143 

319.2 

100.0 

3.89 

153 

CeLke. /kq/ 

PtLrstok /kg/ 

Konverze kmiva 
/krnivo.pf~r lLek/ 

289.4 

80.0 

3.62 

338.4 

90.0 

3.76 

389.2 

100.0 

3.89 

Rate of Gala (ikg/day) 0.60 0.63 0.66 Doba vtkrinu /dnO/ 133 143 153 

IL Initwa Pric ezrio 

DennI pfIrOstek /kg/dny/ 0.60 0.63 0.66 

Fada Pip WSJoM 50.00 H. POvodn4i ,Cekkvan* cony 

Slau El (Oft 

Cam (Sim) 

supplm (S/us) 

1.00 

35.00 

350.00 

OdstAvCe /UDI /ku/ 
JaLteen& prasm /UDS/h-/ 

Kukuric. /UDS/t/ 
Krlnt doplnik"/UDS/t/""roky /X/ 

50.00 
1.00 

85.00 
350.0010.5 

(S) 10. 
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p.Emj Budg. Rozpodat podniku 

Fasng Feader Pigs, O. Fig 
20 1to 110kg 

SS.o0 

.Akladv na vrkro I prewLe 

o20kg - 110 kg 

Food CaM 
Cm1a 274.4 kgx S.0SSopoema 64.o kg z5.35 
Tomi Fad c.., 

Vomy. mi 

Utilis rs 
b 

23-3222.40 4.2Mldkrav 

1.50 

2.00 
2UWA.2.15 

Cana odstavCete 

Kukulce 274.4 x 0.085 UD/ 

Krun9 dopLndk 64.0 x 0.35 LOS 
Celkow* n~kladv na kraiva 

23.32 

22.40 

50.00 UDS 

45.72 US 

ic= (for143 days) 

Tad " Cam 

Lear•.5 .7 x S6.00bOu4 4.50 

VerinArnt a 1dpgk& P*e 

(ldrba. opravy 

arketinw. rOzn 

1.50 UD 

2.00 UDS 

2. UDS. 

Fxd cn 
TOUL Cam S116.52 

Ukoky / =a 143 dnG/ 4.15 UDS 

J. isk AnaaiyS 

Celkov" variablnI 

PracovnL nklady 

nhkLady :05.52 UDS 

AOt t t d is 2ee,m Wy 0.75 h x 6.00/h 4.50 

1. Mk~U~P .Lr-oJe a zar=enl 6.50 

2. Fadef Ptice 

.3. Cam Pdc
.=eLkovd n~klady 116.2 UDS 

4. 

5. 

Food RbqukrmUaei 

Days on Fed 

J. Anaitza ri~.ika 

Kt.rA uvedonlch kiltovch Promerlmch !a v okauliku rozhodovant 

6. Da LoSS 

1. Tr-nI cena 

2. C na oda Lvaeo 
3. Cana kukutico 
4. .'oLfba krmiv 
. Krmn4 Jny 
6. Uhyn 

Ho;ejistA 



K. Fortaing Prim Epccladoo for Sanh 

1. Problem: Wbi pices am likly 

6 

Iog 

o occurourmls from now? (March 1992) 

K. Formulace Q~akAvan# cony JataCn~ch pramat 

1. Problam ; Jaki buds pravdapodobn& cena za ctyrs mulice ? 

/ V b~eznu 1992/ 

2. Conskdealios 

- pork 

SPri of sbsiS 

2. VWchodluka 

- oCek&van& nabldka vepPovdho mama 

- cony aubatltucnlch wirobkO 

-consumer -~com-droven prlJm8 spotirabitale 

ldemad 

Smukro margins for prcessorsW, 

- faktory mezdnl popthvky 

- cenovi rozpftl zpracovateld 

3. laformiaioa: 

- currntpces 
3. Inlormace 

- b*Xn cony 

- curent inventoies - mouCamn4 cony 

-afiowia in - plAnovana produkco nelat 

-pfC M, expert Op o - dtvJ*l zkumlenouL 

4. 

- prcvim expericel 

Forcast (example): 

Pessimistic 

S~k9 

0.75 

4. Odt"ad / PrIkiad 

Pealmlutickg 

WNeipravdapodobnoiJl1 

Optimiatickj? 

USk 
0,75 

1.00 

1.. 10 

Most Likely 1.00 

optimistic 1.10 
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L. • Break-yen AnuyS$ 

Pce Needed tocover Variable Costs (S/kg) 

IL.Kritickt bod rentability
Cana potrabnA na kryt varlabilnich nhkladd /USD/kg/ 

105.52 UDS 
= 0.96 UJSD 

S105.52 - S0.96 
110 kg 

Price Needed to Cover Total Costs (S/kg) 

110 kg 

Cena pot.ebn, na kr-tl calkov~ch nlklad6 / USD/kg/ 
116.52 USD 

-1.06 USD 

$116.52 
110 kg 

-$1.06 110 kg 

M. Maximum Bid Price Analysis for a 20 kg Feeder Pig i H. Analtza maximhlnl nabtdkovd ceny na odethvaw /20 kg/ 

I. Expected Revenue 
110 kg. x l.00kg !!0.0 

1.Oeekivan9 vno. 

110 kg x 1.00 USD/kg 110.00 USD 

2. Costs (excluding the feeder pig) 
Variable 
Fixed 

53Varabtln 
.00rixn 

2.Nhklady /bez 

i 
FlxnX 

ceny odst&veete/ 
53.47 JSD1. 00 USD 
11.00 USD 

3. Revenue Availabie for Feeder Purchase 
and Interest 

Variable Costs Only 

Total Costs 
Bid Price 

45.53 

3.Vfnou pouklteln# na 
56.53 

Pouze vartabt n 

CelkovE n&klady 
NabldkovA cana 

nikup odutlvCete a splAtku drokO 

klady 5653 USD 

45,53 USD 

Variable Costs 56.53 .Variabilni n&klady 56,53 

(l.r) 1.039 
(1+r) 

-
1.039 

= 54,41 USD 

Total Costs 
([e r) 

- 45.53
1.039 

- 43.92 Celkovd nhklad, 
_________ 

(1 
45,53 

__ 
1 43.82 USD 

r = .105 (1431365) = .039 
r = 

(1+r) 
0,105 (143/365) = 

1,039 
0,039 

N. Sensitivity Table Analysis 

Price 

Market Price Needed to Cover Total COSts 

cn Corn____________ 

(S/kg) 

N. Analtza citllvostl 
Trlnl cena 

Cana kukulice/USD/t/ 

potroebnl na pokrytf celkovjch n&klad6 

/USD/kq/ 

Cana odat&vLote /IJSD/ku/ 
_______________________ 

(S1mtl 

9595 
40 

Price of Fe-ders (S/head) 

-.%o A60 

85 

40 
99 

0.96 

50 
1.09 
1006 

60 
1.18 
1.15 

85 0.96 1.06 1.15 75 0.94 1.03 1.13 

75 0.94 1.03 1.13 



PLANNING
 

* STRATEGIC 

* BUSINESS
 

* OPERAT I NG 

PLANOvANI
 

* STRATEGICKE 

* PODNIKATELSKE
 

* OPERAT I VN 



BUSINESS PLAN
 

* A 	WR ITTEN DOCUMENT 

* 	 status of company 

future plans 

one -to five-year 
outlook 

PODNIKATELSKIY PLAN je:
 

PSANM DOKUMENTEM
 
obsahuje:
 

* 	 soudasnj' stav podniku
 
zAmdry'•
 

* roCni a2 p.tiletf vehled 



•PREPARE A BUSINESS PLAN WHEN 

• Startup Venture 

* 	 Seeking Additional
 
FinanCing
 

New Activities Within an
 
Existing Company
 

PODN IKATELSKY' PLAN SE ZFRACOVAVA 

Ik.dy I : 

* zaE 	f nAme podri ikat 
* 	 h1edAiie dodatedn6 finandnf 

prosteedky 
v* 	rozbfhAme nov6 aktivitY 

rAmci stAvaj'icfho podniku 



CONTENT OF A BUSINESS PLAN
 

- overview,of the.company 
- markets, competition and. 

-selling 
operation and products 
man a gemen t. 
financial needs and
 
forecasting
 

OBSAH PODNIKATELSKtHO PLANU
 

popis podniku 
- .trhy,konkurence a prodej 
- v.robn dinnosti a v)robky 
- 0i4zeni 

-finan~nI potogeby a prog6zy
 



QUALITY OF BUSINESS PLAN
 

* 	GOOD 

* 	evidence of customer acceptan
ce 

* 	evidence of focus 
* appreciatiun of investor-needs 
*p .roprietaryposition 

KVALITA,PODN IKATELSKtHO PLANU
 

* 	DOBRY PLAN 

doloa.er zAjem z~l,,aznfka 
* 	dukazy o spr4vnosti podnika

tesk ho z~m~ru 
* 	 zhodnocenL investi nich 

potreb 
* 	majetkovL poamry 

http:doloa.er


BAD
 

* 	infatuA.ation witi I he product 
* 	projections which deviate frro, 

industry norms 
* 	unrealistic growth Projectiofs 
* 	 modi'ficaticn of product for

each customer 

* SPA'INY PLAN 

* 	 p cenOn.f kvality v'.robl..u 
zArmnry odchyliti . f se c.1 pru
myslov"ch noren 

* 	 nereAlnms* proaj ki-. rust.. 
* 	 modif ikace v.rabku pro kaldLho 
z~kazn. ka 



EXAMPLE: 
USing a spetciajty 'fprt-il.zer
 
produrer
 

* Prn-dtuc! fe~rtilizers arplier
in the apple indtiustry
 

*coniparty is. rtr -ratitoy' a f. 
 fu I I 
capicity in 1991 

PRIKLAD:m 

pcidni.k vyra'b j fc I c.;J~_j -.n 
s trujiP.. wA mijjjva 

- vyr-bhL hncoji.vA- Pro PA ~tuv~ri£ 

jab-lonf 

- v race. 1991. ruvcnz na pln! k,

http:hncoji.vA


-INCOMESTATEMENT, 1991 


SU 	 ,bjem
Sales 	 USD 7,500 

Cost of goods sold 67000 
Adm~inistrative.=expens~as. 7160 

Earnings before.nterest 

and taxes 	 USD 720 

Tnterest _N.pense 	 120 


.Farningsbefore taxes 	 600 
240Taxe* E40 X3 

Net income USD 	 360 


Dividends [ 30 % payout3 i06 


Addition to retained
 
earnimgs USD 252
 

,1
VYSLEi2'CKA 190


prodeje USD
W robn f n-,k'ady 

prodan!ch vrabklu 

rdnh',obu630


Adininitrativni naklady 


HV [zisk] peed zdannim
 
a splacen m :,roku 


Spltka ,aroku 


HVE~isk3 .Ped zdandn-m 

Dana [ 40 % 3 

Cist. zisk 
Dfvidendy E 30 Z z C. ziskul 
PI'irustek nerozd~len~ho 
zisu 


7 500
 

000
 

780
 

720
 
120
 

600
 
240
 

360
 
iC1.
 

252
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DULI.ITrz UDAJE 

* Objem prodeje v roce 1991 
byl 7,5 mil. USD

I V roe 1992 se peedpokldA
IMPORTANT DATA 	 zvgent prodeje o 20X 

* 	 Podnik zam!lf nezvytovat 
v:platu dividend, d-m2 se 

* SALES WERE $ 7.5 MILLION snili pomdr dividend k zisku 
IN 1991 

* A 20 % SALES INCREASE IS
 
FORECASTED FOR 1992
 

- COMPANY INTENDS TO NOT
 
INCREASE ITS DOLLAR
 
AMOUNT OF DIVIDENDS,
 
THUS REDUCING ITS
 
PAYOUT RATIO
 



PRYNI K.RIT1C1KA OT4tLVA 

*Prot Ta prtesn& pronoza ,:rAeb 
pra ptesnou
FIRST CRITICAL yznam
zasani 


QUESTION 	 ffinanni ,rognazu ?
 

bude 	,rognlza *roLJe
• :JeEtiI 


.za. p°"--j.-°e-°e"'tI
WHY ISAN ACCURATE SALES 
 " iv Prodota tei
d1SPOZ 1.1
FORECAST ESSENTIAL TO AN 
ACCURATE FINANCIAL FORECAST ? 

e juauv ir -jmi it.

* Objednavr " 

* ovdal Mat,,*
IsToo 	

e 

ThDva IIfSales Forecast 
Low, the 

k 

Company Will.:drn, 
-a "ude
-Pd." rrhu
Not Have Sufficient 

Assets in Place to Meet 
Customers' Needs 

o Orders Will Back-Up 
o 	Delivery Times Will
 

Lengthen
 
o 	 Customer Dissatis

faction Wifl Increase
 
o Market Share Will Be
 

Lost
 



* 	Jestli-e bude progn6za pe'i-2 vyso
kA doide k : 

* 	 If Sales Forecast Is Too High, - pebytku kapacit, vybaveni a z

sob 
- nfzk& obrctkovosti zasob 

o 	Excess Plant, Equipment, - vysok!mskladcvacmnnckla-dam 
and Inventories 

o 	Low Inventory TurnoverRatios n *V KAZDEM 
PIPADE BUDE SNIZENA REN
o High Costs TABILITA ZDROJO, COZ POVEDE KEhCarrying SNIZENI HODNOTY KMENOVYCH AKCII 

(ZAKLADNIHO KAPITALU) NEBO CI!STEHO
 
JMrNt
 

-IN EITHER CASE, RETURN ON 
EQUITY (ROE) WILL BE LOWERED, 
WHICH WILL LOWER THE VALUE 
OF COMMON STOCK OR NET 
WORTH 



MAKING THE SALES TVORBA PROGNOZY PRODEJE 

FORECAST * v.chozfm bodem je skute:n9 trend 

prodeje 
STARTING POINT IS THE HISTO-

RICAL SALES TREND - a dle rozbar: 
* ekonomickch trendd 

-ALSO ANALYZE: * podnikatelsk6 aktivity zAkaz
nfkd (pstiteld jablek)

*Economic Trends * zav&ddni nav~ch v5robkd podni
kem
 

*Business Activity Of Customers * dinnost konkurence 
* reklamnich kampanf, reklamnch 

"The Apple Growers" slevftovacich akcf a ,ivdrov6 
politiky


*Introduction of New Products 

By Company 

*Actions Taken by Competitors 

*Advertising Campaigns,
 
Promotional Discounts, and
 
Credit Policy
 



SECOND CRITICAL
 
QUESTION
 

WHAT ADDITIONAL EXTERNAL 

FUNDS WILL BE NEEDED ? 


-BECAUSE THE COMPANY IS 
OPERATING AT FULL CAPACITY, 
ANY SALES INCREASE MUST BE 
SUPPORTED BY ADDITIONS TO 
FIXED ASSETS 

DRUHA KRITICKA OTAZKA 

jak6 dodatednL externf zdra ie 
budou zapotrebf ? 

Vzhedem k: tomu, le poanik pracuje 
na pinfl vykon, inusf b!'t jakdkoli 
-. ,4.enI ,aojemu prodeje podpoeeno 
zvyienin stal. ch aktiv 



Prprava puedb&n~ho v:kazu o
 

hospoda eni podniku (vsiedovky)
 
pro rok 1992 pei poulitt metody
 

progn6zovAnt procentick~ho zv fenfl*Prepare the Company's 1992 Pro 
objemu prodejeForma Income Statement, Using 

athe Percentage o Sales 
(1n..Forecasting; Method 

p

1 191:J 1 mt)' 

vCss-tI ,cd 
( 1) (Cs. 1 1 

1992 Pro Forma Income Statement 
UJD 7Coo ?ooo

Ofimm 6romcjm(Thousands of Dollars) 

I= 6 = - "2r bkI 

mmOOO 

Projection Am±I, in *-*ratin 
1991 1992 CEoX3obj -rm im) 7OO 

(1) (Co1.1 x 1.2) nAkLmd 7I0 

Zimic px^d ms=L tAk:3Sales. $T,500 $9,000 
o -C.-r---oCost of Goods Sold (80% of Sales) 6,000 7,200 

P 1 b ""r'k0Administrative. Expenses 780 936 10
 

$ 864
Earnings Before Interest &Taxes $ 720 
Z;Ik Fard =dan rs UJSD3 dOO 74Interest Expense 120 120 

'4 CP.ODar-A* C4O )Earnings Before Taxes $ 600 $ 744 

Taxes (40 %) 240 298
 

ik UJSD a304Net Income- $ 360 $ 446 

$ 108 $ 108Dividends (30 % Payout) 
1OI3 I1e3

252 $ 338 e±.lmtl-Iih pipet jmu.1)Addition to Retained Earnings $ 
rf ek dL--Op1 ~±neroa 



IMPORTANT POINTS 


wForecasted Sales 
=$7,500(1 .2)=$9,000 

-The Cost of Goods Sold and 
Administrative Expenses Are 

at Theirto RemainExpected 

Current Percentages of Sales. 

These Accounts Can Be 

Forecasted By ultiplying the 


By 1.2 Forecast1991 Value 

Interest and Dividend Payments 
Will Be a Function of the 
Financing Requirements. For Now, 
As a First Approximation, They 
Are Held at Their 199t Levels. 

VYZNAMNt ODAJE
 

.peedpoklidanl objem prodeje (tr~eb)
7500 x ( 1,2) = 9000 USD 

PeedokldA se, 2e vyrobnf nAk lady
 

prodangch vrobka a administrativn
 

nhklady zdstanou na soudasn& procen

tickd Cirovni ve vztahu k objemu prode

je. Tyto pololky Ize odhadnout vyncso

benlm hodnoty z roku 1991 koeficientem 

Platby airokd a vy-plAcent dividend budou 
jakofunkci finandnich po2adavk.. I4yni, 

sou Zachovny
prvni aproximace, 




- --- 

teys 1992 Pro 
*Prepare the Company' 

Forma Balance Sheet, Using the 
Percentage of Sales Forecastingo 
Method 

1992 Pro Forma Balance Sheet 
(Thousands of Dollars) 

1991 1992 
Projection 

(1) (Col.1 x 1.2) 

$ 300 $ 360Cash 

Receivables 500 600 


1,000 1,200
Inventory 

Current Assets $1,800 $2,160 


Net Fixed Assets 4,000 4,800
 
$5,800 $6,960Total Assets 

$ 200 $ 240 

Accounts Payable 


10 0 1 2 0
Ac c r u als 
Notes Payable 250 250 


Current Liabilities $ 550 $ 610 

Long-Term Debt 2,400 2,400
 

Total Debt $2,950 $3,010 

Common Stock 2,000 2,000 

Retained Earnings 850 1,188 

Total Claims 
 $5,800 $6,198
 

P!'prava peeobe2neho Y!'kazu o
 
hospodaeeni podniku (v!sledovky)
 
pro rok 1992 pei pou~it6 metody
 
progn6zowAn- procentickeho zvgenf
 
objemu prodeje 

.	 . .
 
= 
 , 31 MUsn >C NO 

91 	 1I97
 
u1, "1
 

ZISl:tekh tres..
 
UD USD
r9_ .2.1 	 ,.) 

- a
 

AL -AC. $r3s d a480C 4CI, 

E3 4.0k.m 

v = --Sc.-	 - , CO 4. (

'o

E3 k I. a-- e 

.... 
a = 

:< --AL*-I< 1A 

I h . *4,) 

-CinkIv"	 v . 

_Iamorn."

- n 	 . - 1=)
 

r w " I n :2'OI Le'xt_ 



THE ANALYSIS ANALYZA 

nti poulitf metody prognozovdnf* 
procentick~ho zv! tenf prodeje jsou*INTHE PERCENTAGE OF SALES 
nLkter6 v!daje a poio~ky rozvahy

METHOD, SOME EXPENDITURES AND 
BALANCE SHEET ITEMS ARE zv.Aeny o stejne procento 
INCREASED BY THE SAME * pei plnd kapacit& jsou distA stAiA 

aktiva zv)ena o stejn6 procento (20%;PERCENTAGE 

*istA stAlA aktiva 4000 -- 400 USD 
*BECAUSE AT FULL CAPACITY, NET 

FIXED ASSETS ARE INCREASED BY 
THE SAME PERCENTAGE-20 % 

*NET FIXED ASSETS: 
$4,000 -- > $4,800 



• ALSO; 

*Cash 

*Receivables 

•Inventory 

*Accounts 
Payable 

*Accruals 

* vyujI se tedy i dai=1 po..... 

Z00 -- 360 USD na hotovosti-zdstateK 

500 -- 600 
> $360 -pohledivky$300 !0 -10 

- zasoby 2o-- 20 
-- > $600$500 0 -- 240 

- =',,2 

-- 127stAlA pasiva$1,000 -> $1,200 

$240$200 --

> $120$100 -



VSECHNY NEBO NKTEE Z NASLEDUJICICH 
POLOZEK SE ZMENl 

* Obligace USD 250 

*Dlouhadobd z~vazky USD 1000 

-ALL OR SOME OF THE 
FOLLOWING WILL CHANGE Provoznl kapitl USD 200) 

*Notes Payable $250 

*Long-Term Debt $1,000 

*Common Stock $2,000 



FORECAST OF ACCUMULATED 
RETAINED EARNINGS 

*1991 Balance $850 

-1992 Earnings $446 
-Less: Dividends 108 

-Add to Ret.Earnings $338 

*1992 Balance $1,188 

PROGNOZA UROVNP AKUMULOVANEHO
 
NEROZDELENEHO ZiSKU
 

* 1991 po Ateni zastatek USD 850 
- 1992 ddchody USD 44o
 
- minus dividendy 108
 

- plus peirdstek nerozdd

lentho zisku - USD 338 

* 1992 Konen9 zdstatek LSD 18 



*EXTERNAL FUNDING REQUIREMENT 
* POZADAVKY KLADENE NA FINANCOVAN -I 

Z VNFJ8ICH ZDROJO 

*From the 
Balance 

1992 Pro 
Sheet 

Forma 
* Z peedbdnd rozvahy roku 1992 

CelkcvA ak'i',a USD 6960 
Minus: Ceikov& zdroje USD 6198 

Total Assets $6,960 Poti'eDce rdr'2je UiDS 762 

Less: Total Claims $6,198 

Funds Needed $ 762 



ZROJE FTNANCNICH PROSTAEDK6
 

* Mo~nosti
FUND SOURCES 

splatnd smdnky (vydan& obligace)* 
+ 62 = USD 312USD 250*A Possibility 

* 	dlouhodob& splatne diuhy 
USD 2400 + 200 = USD 2600$NotesPayable $ 312$ 250 + 62 = 

* kmenuv6 jmdni 
IJSD 25,0'USD 2000+ 500 = 

°Long-Term Dobt 

$2,400 + 200 = $ 2,600
 

0Common Stock 1DODATEtNE
 
o~mo 	 USD 762SokZDROJE 

$ 2,500+ 	 5 = 
$2,000 

FUNDS ADDED $762
 



DEFINITION OF AGRICULTURAL MARKETING 

The performance of all business activities involved in the 
flow of food and agricultural products and services from 
the producers to consumers. All participants, including 
those providing input resources' to farm operations 
comprise the agricultural marketing system. 

DEF r N " CE - Z E-tm'].lL" am cml-IE I:RaE-I NlJ 

CA AICLe XLA2mi : c3 i r-c 1 me 4~ia Inuud P UrnM 

Lci umr-ic=.mLnAw ee t4w c U&a k t=u' 
k-t-LAJ Iua'Ci : uJun 

el elvluke mznadt 'kmi-n c i-kLus- r

http:E-tm'].lL


TIlE AGRICULTURAL MARKETING SYSTEM 

' 

' 

SP~trebxtel* 

K r Noc'j SYSr' 

Vajonskiak 

Consumers~~kupMiitr andinsinu 

Orokevekopom.n chi 

FodMnustuerJV~o 

aeossVl 

!Llctcm Zpr 

ianacmt 

o btPodI 

o tldvJy 

pracavatia&neaveoooco 

F 

•nProcessors o 

sD. 

prod FhFtar.aotrixvi 

FarmS, aFabtarlhcnBUplkfseradO 

Input Suppliers 

Conoume 

Dodavaat16 V 



AGRICULTURAL ACTIVITIES OR FUNCTIONS ZdDLS K IE TNNOSIT NEB F I<I: 

1. EXCHANGE (Buying/Selling) 
a. Markets (Prices)
b. Contractsc. Integration 

S 

a) 

b)c) 

( nAkup, 

Trhy (Ceny) 
Kontrakty (Ceny)
Integrace 

prodwi 

2. 

.3. 

PHYSICAL 
a. Processing 
b. Storage 
c. Transportation 

FACILITATINGa.5 Financin1F 
a. Financing
b. Grading 
c. Risk Bearing. 
d. Market Information 

2. 

-

FYZ I CItt- ZIENNOSTI 
a) Zpraaovhn1*
b)b) SkadovafDopava
c) Doprava. 

PP4NI 6 Z NNOC:ST- X 
a) FinancovAnt 

b) Hodnocent kvality-) Podstupov&ni 
rizika 

d) Tr ,n informace 



AGRICULTURAL MARKETING SYSTEM
 

Key participants of Interest Groups
 

1. Consumers 

2. Producers. 

3. Middlemen 

4. Regulators 	(eg. Government, 

5. 	 Evaluators- (eg. Economists, politicians, 
special interest groups) 

ZwE~t'r Lgl V IlARK<Er--][Nt3r_v' Sy'€Tr--M
 

HIavrit pfedttaviteld z&jmovich skupin
 

1. Spotrebitel*
 

2. V~robci
 

3. Zprostfedkovatel*
 

4. Aidic (Cragularii) argAny,(napF.vlda)
 

5. 1lodnotct skupiny (rapl.ekoaomovd- politici 
zdJmov& sdrulenf)
 



A MARKET 

All of the people, institutions, and-facilities 
involved in the buying and. selling, trading, or 
exchanae of a dommodity or product.. 

The precise definition of' the., comiodity,
form, location of exchange, and time of exchange
determine the specific scope or meaning of a 
particular market. 

I

11naina vltch 1ldt, 
ihstituci a zalfzent oautngctch so n&kupu,
 
prodsja nabo uilny kaodit nabo v#r'obk8. 

PImn& dfinice ,komodity, foray, m*jta umily a daby smlny 
ureuJi upecifickt rozuah nubo vtznam ureltho trhu.' 



Examples of Different Markets 

-Tonight's Local Fed Pig Auction Market 

•Today's 	 No. 2 Yellow Cash Corn Market In 

Chicago 

-Today's U.S. Beef Market 

•Tofoorrow's World Soybean Market 

PmUA"t KLt TRHLU<inY 

" Pravidnln* vef-ernf .lutnt aukcu Jatentch prasat 

" Ka2dodenni tri prvotlfidni krmnd kukurice v Chicagu 

" Kadoduln trh hovlzlho masa v USA 

" Budauct svltovt trh 96Je 

ti 



PRODUCER ISSUES 

-Marketing concerns 

•Doing less than "Better" job of marketing 

-Annual 
corn, 

-Annual 

-Impact 

-Ability 

-Pricing 

price ranges for commodities 
soybeans, hogs, cattle 

price range summary 

of better marketing 

to influence price 

alternatives 

CHARAI('rERF I BT I Kv V R2BCE 

* Marketingovd zAJmy 

* "Ndoutatuen* markettigov6 (uilt 
* 	 Ro~nt cenov& rozpltt u komodit 

kukurice, s6Ja, jatmetnA 

* Roent 	 pf'hlud cunoviho rozpltt 

* Vliv dokonalojfho marketingu 

* Schopnost ovlivflovat ceny 

* Altmrnitlvy tvorby cer 

=
 

prasata, skot
 



Former Marketing Concerns MfaRKITNcO:Jl A i Y =F.m lR 


1. ObJam vgroby 

1. Production level 
2. Koll:sAntr v~roby
 

2. Production volatility 
3. Poeit-kupuJclch (kankunmcm) 

3,Number of buyers (competition) 
4. flarkstjnov& altrnativy 

4. Marketing alternatives PoEat alturnativ a pfidru2n, n~klay 
number of alternatives and associated costs 3. Obchdl -zonOnz (-ariry. ca.iPng) 

5. Trae issues (barriers, product dumping) 6. st~tnt intdw-,,nae Wptl vlk*. pflit -L-", 

6.Gqvdrnment involvement (too much, too little) 7. Incr,=ac trhu 

7. Market information 8. poD-ava & dAIGI vatupy (n&kiay. dostummaat) 

8.Transportation and other inputs (cost. availability) 9. Poladqvty SPOtfabxt.a (adez-va. zvyGowvn paptvky) 

9.Consumer demands (responding to, enhancing) 



ABILITY TO INFLUENCE PRICEFARMERS' 

1. Traditional View 
are 	 price takers. This is probably

Individually, farmers 
a given point in time.true for a given buyer at 

price
2. Producer marketing decisions that influence the 


they receive:
 
a. where to sell 
b. when to sell 
c. how to sell" 

l l	 l~E : O%'L_ Ir.J~'lJ %T C ENYllFtMA=	 ~ ~
BCU--IOFINOBT 

1. TRADIENi PcNLED 
f J 	e m c i c e n
p ' 
Fare~f'i JakoaJudinci juou 


Plattito pravdlpodobn& pro dandho kupuJicIllo 
v dandm akam2iku
 

kter, ovllvfluJi dosalenou

rozhodnutt vtrobco,
2. 	 Iarketlngov* 


cunu I
 

a. kde prodivat
 

* b. 	kdy prod&vat
 

c. Jak prodivat
 



Direct Marketing 

A sale directly to the buyer from the producer 

Examples: 

Producer to packing plant 
Producer to packer buying station 
Producer to consumer 

°
PI iMH' MARKET r11103 

PFImP prodwJ vWrobka kupuJlcim
 

P F i k I a d y'
 

Wrobca balrna 

Wrobcs. n&kupnt orgwiszace 

VWrobca spotsbitil 



Terminal Marketing 

The sale through major central markets, exchanges, 
or public stockyards 

Examples: 

- Livestock consigned to and sold by commission 
firms, on behalf of the producers 

* "Twin " Markets - continued reliance on low 
volume markets for price information 

-rERIP11.INI L.N S W'dRIVET 1 2,' . 

PradeJ proastfednictvim va,kl#cl cenitr1elcIni trlid, bturz rnebo 
vi rfaJiilch !-.k ladO. 

P F I k I a (I y z 

dn kamisionAllskou firmou zastuiicbytek nakupovang a prodivant 

i'tmjlc v.robce 

"Podvojit.s" IFrhly - st-ld ziskAvAri cenov9ch iruformaci ita ma

laubiemovr.h trzlch 



Auction Marketing. LJKIoNr" M± : nR Ixr T NO 

Selling through auction (eg.saie barns) to buyers Who 	 ProdeJ Proautfdnictvi. aukc (nape. . ukCnch halAch) kUujIC,.
•bid jgainst one another ktaf'1 'palu .. a~.. 

Typy aukcl s
 
Type of Auction: 

1. 	A n g I i c k A - potupn* =vyLov&nI cany (p.ihazov~nt)
1. 	English - ascending bids with the last (highest) ukanEnne Puludni (nJvy*t9) nabtdkou

bidder purchasing. 2. H 0 I a n d a k A - postupn* mInbv&an cmny ukan eun*.pP 
pryvn (nejvyGlG) nabidca

2. 	Dutch - ascending bids with the first bidder 3. 	E I a k t r a n 1 c k A - propoJun kupujfclch a prodAvaJfcI.ch
(highest) purchasing. 	 telkounikanim, Protftadky (taofan. 

dAlnopts. satelit. televi=., po ttaC. fax) 
3. 	Electronic - bringing buyers and sellers together "TEVCx" 

electronically (telephone. teletype, satellite, TV, 4.'T-,a j n A d r a 2 a n " - cmy .isou nabi=any , -al Snch 
computer, fax) "Teleauctionr. ob&lk~ch. plat! nejvy~ll naoidka 

Z.3 I a u I t A n ,p I d r a aa n i - soueaaun vef.jnl onkagavnl
4. 	Sealed Bid - "private* bids by buyers (or sellers). nabidek pradva~jcm i kupujicla 

5. 	 Simultaneous Bid - simultaneous public, open
 
outcry offers to buy (by buyers) and to sell (by
 
sellers).
 

http:prodAvaJfcI.ch


ODOIUMER 
 I BSUE3s
 

Food waists or* corcerris 

Iistr'ibutionD of food e:perditures 
* Causes of irocrease in the marketing bill 
* Farmers' shpre
 
* 
 Farm value and marketing bill
 

* Converting productiorn into rooosumption 

" Income spent un food 

ZI-J31v SF'OT1E =L 0 

NAroky na potraviny
 

9truktura* S vgdajd ita n.&kup potravin 
* PI' f.ny rdstu marketiogovgch v4daJd 

* Farmrdv podil 

* Vrobni cea a marketingovi v~daje 

* PremnIa produkcs ve spotrebu 

* VtcaJ& za potravin'y 



WHAT CONSUMERS WANT 

-Low price 

Availability 

-Product characteristics 

A. Taste 
B. Nutrition 
C. Appearance 
D. Safety 
E. Variety 
F. Convenience 

" Ntzki ceiiy vtrabkO 

" IDostupnost vtrabk8 

" Vlamtnout vtrobkdt 

A. Chutfav6 vlastnasti
 

B. Vg ivn& hodnota 

C. Vzhled
 

D. Nezvadivost 

E. Peustrost 

F. V#hodnost 



Causes of Increase In Marketing Bill 

" Increase in quantity of services performed 

" Increase in cost oi services -performed 

* Increase In quality of services performed 

P 3IV ReIBTJU MA;ET X 1AC3OV""C3-I 

" Rozmtrit g*obkytovanichl alufab
 

" ZvWteni rt&kladO na "poskytovan& slu2by
 

* ZvW¢ng kvality.poskytavankchslu~eb 



Farmers' Share of Consumer Food Expenditures
 

Podil v~robol ceny 

Year 
Rok 

1960-64 

19"65-69 
1970-75 

1975-79 

1980 

1983 

1985. 

1986 

1987 

.1988 

1989 

1990. 


iia maloobchodril cen# 

Percent 
0 /0
 

33
 
34
 
34
 
32
 
31
 
27
 
25
 
25
 
24
 
.24
 
24
 
24
 



A IvER I IT t POTfCED IIT L r-uu E 

V-DAej3 

DI3PON-

ZA 

I B 

FOTRAINYV 

ILii t-1H OSOBN 

PROCElTECH 
isHOa PfI I HUmu 

Year Percentage 
1930 24 
1940 22 
1950 23 
1960 20 

1970 17 
1980 16 
1988 12 



HIGHLIGHTS 

AGRICULTURAL MARKETING 

*Agricultural marketing is complex; involvirg 
the performance of many activities by multiple 
interest groups with various concerns and goals. 

-Prices that. are discovered or determined In 
numerous ways play a major role in. coordinating 
marketing activities and balancing production
with consumption. 

*Effective markets generally require decen
tralized 'decision makers, freedom of 
choice, economic Incentives, and 
competition. 

Z., Al V It RMY 

Zemld&lskt markecting Je. k b m p I e x zahrnuJfcf vsltdky mnaha 
tinasti mohia zJwov~ch skupin S rdzn~mi zAJmy a cily. 

C a n y , ktlr* Jsou stanovuny nlbo ur~euny muoha zp~loby, hraJi 

hlavni roll pi koordinaci markatingov~cho Einnosti a vtroviv&vhnf 

vWroby s spotfmbou.
 

Efektivnl trhy abacni pPedpok1AdaJi x
 

* dac ntr .l zaci rozhodovaclch 

.R.r a c.€ ..
 

a vobo u vo I by
 

k a n a-m i c k a u i n i c i a t i v u 

kon k u ranci 
* S 
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I). Step in Decidson Making 

1. 	 ine Goa.is 

2. 	 Identify Alternatives 

3. 	 Obtain Jafarmatlai on Alternativ 

4. 	 AnlyzeContibutionof t to G4. 

5. 	 Make a Decision mad Take Action 

6. 	 Accept Responsibility for die Decision 

7. 	 Evaluate t 

E. 	 Cost Concepts for Decision Making 

I. 	 Vaziable Cost 

-	 cages with th level of production 


can .- w.oided by not poducilg 


2. 	 Fixed Cost 

- does not dge with the level of prodi 


- must pay even if nothing is produced
 

3. 	 Cash Cost
 

arires
a dinet outlay of funds 

4. 	 Non-cash Cc.s 


- &xounting charge for use of fixed resources 


5. 	 Opporlunity Co0i 

cost determined by use of a resource in its next-best alternative 

D. 	Etapy rozhodovhnt 

1. 	Definovhni cia a I:rit~tif
 

2. 	 tdovtifi~ace aiternativ 

3. 	ZiskivAnt informact 
o 	Jednotlivich alternatlvhch
 

Analgza vhodnosti alternativ pro splnlnt cild. 

5. 	 Vlastnt rozhadnutf a jeho realizace 

6. Pfevzett 	odpovodnoati za rozhodnutf
 

7. 	 Vyhodnocent visledku rozhodnutt 

E. 	l.]asifikace n&iladd 

.1. Variabilni niklady 

-	 se mni v z~vislosti na urovni prodtitce 

- lIze se Jim vyhuiout neuskutetnentm vroby 

2. 	 FixnI nAk lady 

-	 nemaanf so v zhvislosti na 6rovni viroby 

-	 mtAst bit vyiialoPeny i v PIpad&, !e so nic nevyrAbi 

3. 	Pen#ni Iwklady
 

- Vy~aduji pffm@ vyrialo~en1 fnridh
 

4. 	t4ependni /oparttoritnf/ nA.Alady 

- uietnt nhklady vzniajlcI pou 1vAsIto fi:ritc.h zdro. 

5. 	 Oportunitrf nhklady 

- nAklady ureen6 nepou~itim nejIlep~ altornativy 

vyu itA zdrojn 



: -
-

-
-

7 
7 

-
7 

~A
A

~4IL

 

o 
N

fl 

-V
i>

~s~~V
5 

4 
~

~~:
~. 

* 
>5 

~A
sU

~, 
~~ 

~iI 
J

~ 
>

~siA
.S 

4
 

A
"~

~
~

~
 

<
P

.A
4 -~ 

S
.E

 
* 

I 
-

U
~

~
1. 

L
~t

;1 
S

i k
~

 

~ 
IA

~
C

 

~<
sA

 

V
~

~
A

~
k
~

S
 

~.i*4* 
S

 
i 

,-~
~

'~
: 

~ 
-

i~
iA

~
0


-

~
~

P
.A

 
A

j
N

 
-

u~~ 
> 

7
 

-~
 

7
 

~ 

c
.
 

-

N
 

A
 

u
0
 

A
s
7

u
-

-
-
 
-


-

-
Q

' 
'A

 
(2

 

~~~~~~
-
A

 
~@

 
4
 

&
 

U
P

 

' 

&
 

~ 

I
-

a
 

"; 
a
 -

0
 

-s
 

2
 

7 

C
0
 

L
 

Im
 

C
-

>
 

iA
~

~
 

E
.M

 

.m
 

4
O

 

-m
 

S
 

Q
A

. 

C
 L
 

C
 

u
q



>
 

U
 

>
U

 

A
~

~
 

C
 

> 

A
A

S
L
 

A
 

.0
-

6
 

0
 

a
 

a
. 

'a
 

L
 

'i
A

 

&
 

C
 

1
3
 

C
 

a
4
4
 

S
 

N
5
 

-. 
Ii 

A
 

., 
U

 
4
, 

J
A

~
*p

s . 

4
0
 

N
L

 

<
i4

3
 

L
 

0
S

 
L

 

S
 

-1
 

5 

-
*~

 
4
 

-,A
 

C
0
. 

0 Ii 

. 
L

 

IL
 Is 

0
 

W
 

IL
aL

1
a4

 

Is 
0
 

U
 

I 

* 
*

p
 

v
..ii~

jj 

a
A

 

L
 

~ 

J
ia

 

U
n
 

II 

5
 

1
K

M
 

$ 

S
 ~**~ 

A
 

<
4
 

3
 

-
****Z

 

a
 ~ 

i-
,fA

 
5
 

*
fl 

3
, 

5
 

4
 

5
1

2
 

5 
'A

3
f 

1
 



t, 
q

in
 

0
 

C
 

i 

40 0
M

 
In 

212 

4 .
. 

.
. 

P
7
 

.
. 

bc4 

...............................................................
 

"1
. 

d 



~
' 

*b 
~ 

*~ 
4 

~
 

'F
 ' F

"'F
F

F
F

F
~

""' 
F

" 
"F

 
F

'' 
~

 
~

 
,~

, 
F

' ~
 

,'F
F

''F
''F

'~
'F

F
'F

'~
F

'~
F

'" ~
 

JtF
~ 

''F
'~

F
'F

F
 

<
F

' 
~

'F
 

~
 

~
 

~
*~

~
"''F

~
 

~
F

F
F

 
'~

' 
~ 

''F
. 

~
2
 

~
. 

F
~

F
~

~
'F

~
' 

,~
 

"722.
2 W

'W
~ 

'""~
'~

 
'~

 
'F

 4~~~j''?J 
F

"F
 "'F

 
~

~
~

'F
' 

~
 

'<
 

~
.F

F
~

F
F

F
F

~
~

 
'~

F
F

"
F

F
'F

'F
'~

'~
',

'F
~

<
F

jF
~

F
F

F
F

'F
~

F
F

~
F

.F
'F

F
 

F
 

I 
~

"'I
'~

F
'' 

~
 

F
' 

'F
F

F
~

'F
 

" 
'~

 
T

F
'F

F
"~

F
5
F

~
 

~
F

~
' 

"<
 

"F
F

'F
'F

F
~F

 
F

'K
"F

F
''~

'F
F

'F
F

~
F

'F
 

F
4
'~

F
F

F
F

;F
 

S 
c
'" 

~
 

" 
''~

~
 

~
 

'k5>~F'4! 
~

--''' 
A 

F
' 

'' 
~ V

"F
~

 
F

~ F" 
FF

i A
F

"'
'F

'~
 

F
F

F
F

.
<

''F
 

A
' 

'F
 

~F
 

F
F

~
F

F
~

F
F

'F
k
F

K
F

F
~

~
~

,F
K

~
 ~

'~
'~

' 
'§iF

'. 

~
 

-'F
 

d 
'F

F
" 

F
F
F
' F

F
F

' 'F'F
~

, 
~

 
-

""F
"' 

'F
"'F

F
' 

"f~
"'"""' 

F
F

'F
F

F
F

 ' 
F

'."F
''F

 
'F

'F
F

F
'F

"
 

~
'F

 's" 
F

"~
,," F 

' 
F

F
'F

" 
~

 
"'F

 
'~

,. 
'F

F
F

'*
<

F
'F

 
F

 
<

'F
F

 
F

F
'F

F
~

'F
''F

'F
F

F
~

''
F

' 
~

 
0
 

~
'

'FE 
~ 

<
)~

'F
fiF

~
V

 
~

<
 

,~
J
>

F
 

~
 

'v'~<"r7'r" 
'iF

~
'Y

F
2

 
~

'F
F

L
~

,~
F

''F
F

. 
7 

~
F

F
'F

 
<

'<
'F

' 
F

 
' 

F
F

F
'~

'F
 

F
F

F
F

F
'~

'F
F

'F
~

~
<

'4
F

'<
"'F

'~
F

F
'F

 
~

 
_
_
_
_
_
_
_
_
_
_
_
_
_
_
_
_
_
_
_
_
_
 

~
 

~
 

F
F

'J
~

F
4
F

F
F

F
F

. "'F
' 

' 
(,~ 

(F
4
F

'F
 

<
'F

"F
""F

'F
'F

A
"F

'F
"' "F

~
 

~
 

F
 g 

~
 

'~
 

""'F
"'F

""F
~

 
F

F
F

; 
F

"
"~

F
F

~
 

~
':~

 ~
 

'F
 

'' 
F

" 
'9

 
F

F
 

1<
F

~""4F
'F

'~
''F

'"t"F
 

'"F
F

"~
' 

F
''F

'F
~

F
~

'F
"F

'F
 
'F

~
F

j"
"
"
 

F
A

~
'F

'F
~

' 
~
F
'
'
F
F
F
F
F
 

~
 

F
 

~ 
'F

'F
F F

''' 
A

'''F
F

"
'F

'
* 

F
F

 

,F

"F
5
F

F
'~

F
'F

 
~

. 
.4 


*~
F

'F
'F

'. 
F

~
F

F
F

F
"<

 
0 

F
"F

 
F

' 

'F
" 
~
"

'4<' 
'F

' 
' 

~
F

'~
'~

j 
~

<
' 

A
'"' 

F
 

F
 

~
F

~
'

F
'F

F
"F

 
F

F
 F

F
~

'F
F

F
~

"~
"F

 
F

F
F

F
F

 
A

' <
"

F
F

S
M

 
".4

 
,-F

'""F
 

* 
F

 
'F

F
F

~
K

F
~

F
~

'F
~

4
'5''F

 
' 

~
,F

'F
'jF

"~
" 

'F
F

 
~

i' 
<

" 
5 

F
F

~
.~

 
~

 
F

~
' 

'F
'F

F
'~

F
F

F
 

'5 
.
.
.F"'F

'''''
,
'
,
,
,
F
F
'
F
F

' 
F

5
''F

F
' 

F
F

'F
F

<
~

F
'""''F

'F
~

F
 
F

'"
 

F
'"' 

~
''F

~
~

F
' 

'F
F

 
5

~
4
F

F
F

' 
'F

~
F

F
F

F
'F

 
~ 

, 
F

F
''F

~
'F

F
'F

~
~

~
 ~

S
1,h' ~ 

F
''F<F

' 
F

'"
''"

i 
'F

F
 

F
" I'F

"F
F

K
 

""' 
F

'F
'F

F
" ~F

F
.

I 
<

'F
'F

'F
' 

F
'U

 
F

g~ 
~ 

4F
'5F

~'F
'~4F

''~ F~
F

 
'F

F
"F

F
F

F
,'F

F
<

F
'~

F
F

'F
 

'F
'~

~
F

F
"F

 
'F

l" 
~ 

-

F

 F
"'F

'F
 F

' 
<

'F
'. 

F
 


so 
'<

"
"
2

 
F

'F
F

' 
N

 
I 

',F
'F

<
'F

F
' 

' 
'5'

-
4

q
F

F
 

~F
' 

F
'F

~ 
,~ 

~F
'F

~ 
~ 

F
'5 

F
 

F
'

'F
F

"F
'~

F
F

 
'F

F
 

' 
''F

' 
' 

"F
 

~ 

*F
~

'F
,~

~
F

F
'F

 

N
 

-.
 
~

F
F

F
'%

"' 
5 

' 
5
 

F
~F

F
F

F
F

'F
 

"
'F

 
F

 
F

'~F
' 

ft 
* 

F
' 

' 
" 

9
 

F
" 

1* 

'F
.

F
" 

F
'

F
F

'F
'F

A
",F

' 
M

 
-

F
'5F

F
F

 ' 
5 

g 
'F

F
 F

F
F

~
F

F
F

F
'F

'F
'F

'F
'F

F
 

5' 
'<

' 
L

 
. 

"'i8~ 
~ 

~'F
 

F
 
''F

 
"F

""'"'''"F
F

'5 
-

't.F
F

jF
~

q
g
~

'F
F

'~
 

~~F
~'~t,'F

 
F

~5jF
~ 

~ 
F

F
F

~
~

 
<

>
 

q 
~ 

-
'F

" 

F
"" 

'F
' 

'~ 
F

~ 
F

 
A

'. 
F

F
F

U
~

~
 

t 
~ 

,~F
'F

A
 

~F
F

L
*',* 

F
 

:~ 
F

~ 
~ 

~ 
F

" 
F

" 
~' 

, 
V

~F
~15 

4 
4 

~
'F

F
 

F
 

4
'F

J 
' 

9 
U

 

F

 

'F
 F

F
''F

' 
F

F
F

'F
F

J
5
'


A
K

"' 
F

*
F

~
F

F
F

'~
'F

"'5
~

F
 

' 
F

'' 
'F

 ''#1 
'F

 
~ 

F
 

I-U
 

*~ 
1 

F
'' 

"F
 

* 
'F

 
F

 ~'' 
' 

F
 

F
' 

gig 
F

 
F

F
F

 
F

F
' 

4 
~

F
'F

~
 

F
'~ 

'F
F

F
.F

/~ 
'F

F
F

*~)
F

F
F

*F
"F

'F
F

F
'F

F
~

F
5 

F
' F

 
F

'~F
' 'F

 
F

'' 

"F
F

F
F

 
'' 

F
 

,4 
, 

F
 

'"F
F

F
'F

 
,, 

F
~ 


'F
"
'"

F
 

'F
 

'~F
A

'F
 


F
' 

F
 

F
F

'F
F

F
F

'~F
 

F
F

5
F

~''F
''F

" 
F

 
F

 
"F

''''' 
'F

 
'F

',''" 
F

F
'F

' 
F

~F
F

F
F

 
''F


 
~F

~F
''F

F
F

F
F

F
'F

F
'F

 

F

F
,~

A
'

'F
 

-~
 
5 


F
A

'F
F

~ 

'F
' 

F
",'F

'F
'

'F
"F

 
F

' 
F

' 
F

'F
'F

F
F

F
"F

5F
' 

"F
"'' 

~
'F

'' 
F

" 
4F

F
 5A

F
'F

F
F

F
'~ 
~ 

5"' 
F

' 
~

/'F
 

'F
F

F
~,

'
F

F
'F

~'F
~F

'F
'F

'F
F

F
 ~'~'~F

F
 

F
'' 

F
' 


'F
'F

' 
,4 

'F
 

F
 

F
F

 
F

' 
F



'F

'"'4 
F

F
F

F
F

''F
''F

" F
'F

 

F

 

<
'~

F
'~

F
<

'F
F

F
F

F
F

F
F

F
~

F
~

F
F

'F
F

'F
'F

F
F

' 
F

4 

,F

' 
' 

IF
 

~k~'F
4F

F
~F

'fF
"F

'5F
'F

F
5F

 
F

F
F

F
F

F
'F

 
F

F
F

' F
F

~ 'F
'F

~' 
~ 

F
"')'F

 
"'F

 
' 

'''''F
 

~ 
'F

 
F

' 
F

 

' 
'5 

F
' 

F
F

F
'F

'F
F

'F
" 

F
' 

'~
F

F
 

"F
F

'~ 
F

 F
A

'F
F

'F
 

F
/F

''F
I'~

 
'F

' 
''F

 
'"5F

F
 

5~ F
F

F
F

F
F

9 
'F

~
:F

F
~

F
F

 A
ss>

" 
''''''K

 

F
~F

~F
' 

F
~ 

F
 

F
 F

 '5~
" 

F
' 

F
'

'''''
F

F
'~F

F
A

"F
F

F
5'F

F
F

F
 

"4 
'K

 
*F

F
F

'F
~ 

F
~ 

F
F

F
F

F
F

F
F

' 
~F

F
F

F
rF

<
'A

 

I 
I 

A
l 

F
F

'F
F

"
d 

-~ 
'F

 
I 

F
F

'F
F

F
~ 

I 
I 

I
'"'F

~ 
I 

F
 

' 
' 

F
'

1-' 
-

I 
III

F
 

' 
F

'' 
F

 
F

' 

~ 
I 

I 
I 

F
'F

 
'''.'F

'F
F

"
F

~
F

'2
F

F
F

F
S 

~ 
A

 
F

' 

'~
~F

F
'F

.I'~F
F

F
F F

 F
A

'F
 

F
' 'F

' 
S 

~ 
~ 

"''F
~ 

F
F

'F
'F

fF

 

F
F

'~'F
 


~F
5fF

F
F

.F
F

'F
' 

R
n 

F
~

'F
~

 F
'

F
F

A
K

SF
 

F
 

F
 

F
'F

'F
"F

IF
F

' 

-
F

~4F
'5',~'F

~F
'F

F
F

'F
F

'F
 

! 
j 

I 
I 

I 
~

I 
I 

I 
~4F

F
.F

'' 'F
.'5S~F

F
F

~F
'S

F
 

'F
5F

F
 

F
F

F
'F

'F
F

F
~F

F
F

'A
''F

"F
" F
F

'F
'F

F
S

' 

M
N

 
I

'F
5 

~ 
*1

'I 
N

 

F
F


 
F

'F
'F

F
"F

F
'F

"'F
'F

"F
F

F
'F

'F
~

F
' 

F
' 

'F
 

9 
1
 
-

~4F
'F

F
F

F
F

'F
'4F

"F
'F 'F

A
'F

'5F
F

F
'F

'F
 F

' 
F

F
~III 

F
 F

F
'F

'F
F

'
' 

j 
** 

-
*~

 


'F
 

'<
'5

' 

U
. 

N
 

U
 

~ 
* 

~F
I 

~uU
 

I 
~ 

F
~'5~~'F

F
5'5~ 

<
"'"F

~J4~
~'I

'A
"F

A
' 'F

" 
'F

'F
F

'55 
-

N
-

. 
(F

SF
F

F
F

F
'5F

'F
~F

F
;F

'S~F
'F

~IF
A

~F
'F

F
'F

 
F

-
'F

F
'F

'"F
F

F
F

F
F

~'F
F

 
F

F
F

F
'F

F
' 

F
" 

'F
'F

''F
'F

~F
F

 
'F

F
F

 F
 

~
"F

' 
~ 

F
 

'. 

j 
F

 
iE

 
-

y~
 

*~
 

~F
' 

~F
 F

F
'F

 

-

'F
 

' 
F

<
'~ 

*~7~F
' 

~ 

'F

 
'F

 <
~

F
' 

F
'~ F

 

<

'F
 ,'F

F
' FF

F
 

' 
'F

'5F
F

SF
F

F
 

'F
 

~ 
F

 'F
>

' 
F

' 
F

' 
F

~F
~F

F
F

F
'F

A
'S'F

F
F

F
A

'5F
F

F
F

F
'F

F
 

F
 

F
"~

'F
 

~ 
'F

~F
'~ 

'F
 

F
F

j~''~ 
'F

'F
4~F

 
F

F
'F

F
F

F
F

'g' F
'F

' 
F

F
,~

j 
F

'' 
F

'F
F

'''" 'F
~'F

~F
'F

'F
F

'F
F

'F
' 

'F
 

9' 
~ 

~
5

~
F

' 
~.F

F
' 

F
F

4
j'A

'"F
 

~ 
"'~

'F
 
'F

4
"
F

F
~

 
~ 

A
' 

F
 

'F
F

'F
"

F
 

'F
i5

~
F

F
F

F
F

 
F

'F
F

'F
 

F
F

~
F

F
~

'F
 

F
 

F
'>

" 
<

~'F
 

"~ 
F

'F
 

<
'SF

 
S 

~ 
A

' 
5.~ 

F
'F

F
 

F
 

~ 
S
F

 
F

"'( 
' 

F
.

V
4

~
'. 

F
'F

' 
~ F

F
F

~'F
F

A
 

'F
" 

F
 

'A
 

F
'F

'S 
'F

~ 
~"F
5 

' 
'F

 
5' 

"'~'F
"F

F
 

"F
'F

'~
iF

'5S'4A
'F

"F
"'r 

A
' 

F
~ 

'F
F

~
F

~
F

'F
 

~F
 

'F
' 

' 
F

'F
F

'F
'F

F
F

'F
' 

F
F

~~~F
F

~F
F

 
<

"'F
''

F
' 

"F
~~ F

F
'F

'F
F

'F
~F

~,F
F

F
'

'F
iF

' 
F

>
~' 

F
F

F
~ 

'F
>

' 
,,5

 
'F

 
A

'" 
A

" 
F

F
~F

F
'F

F
F

~F
2'F

'F
SS'~ 

''F
""F

"''" 'F
'F

F
F

F
F

,' 
"'>

' 
~ 

F
 

"5 
5 

'F
' 

',F
'F

"~"F
F

"~
5' 

'F
~

 
.F

"'F
F

' 
F

'F
'F

"F
 

""F
''"'F

'" 
'F

 
F

F
F

 
'F

 
'F

"5~ ''" 
" 

' 
i4~F

F
 

-F
'F

F
F

' 
~"~5F

A
'~ 

F
'F

F
F

' "'F
' 

'F
F

; 
'F

F
F

~F
F

F
~'F

' 
F

'F
 F

' 
F

'~ 
F

r4 
5 

5 ~



6 
K. Farin PriceExp aa tsaforWSaqu" Hop 

1. Probm: What prces a lkey lo ou tfouthm sfrm now? (March, 1992) 

K. Formulace ocokavand cony Jat.eenich prasat. 

1. Probldw ; JakA bude pravd*podobn& cana za eLyti mASIce ? 

/ V braznu 1992/ 

2. Ca0sidenrdo s: 

- pricef stites 

2. Vchodlmka 

- oCekAvan nabldka veprovdho 

- cony subsLltuCnlch vtrobkO 

mama 

Consumer J-

- seaorl demnd tacux 
DIB 

- marketing margins for processors 
Ot 

drovett prljmo spoLtrbitaie 

- taktory mozdnl poptAvky 
- cenovd rozplJLl zpra PvaLolc 
-cnv op~ pawtl 

3. Information: 

- u rrenp c es 
3. Infornace 

- bblnd cony 

- current inlventries - sou~amnd cony 

-

-

farrowing ini 
p forasts, .xpwo 

- plhnovanA produkco 
- drlvaist zkusenoat. 

oela 

4. 

- prevowU UipCOM 

Forecast (example): 

pem iic 0.75 

4. Odhad / Plrklad 

PealniaLicko 

NeJprudpodobn4jSj 

OPL i nic1. 

UDS/kv 

0.75 

1.00 

MostLikely i.00 

optimistic 1.10 
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L Break-evn Analysis 

Pue Neded to Cover Variable Costs (S/k 

L.Kritick# bod rentability 

Cena potrobn& na kryti varlablInIch nhkladd /USD/kg/
105,52 UIDS 

= 0.96 tJSD 

$105.52 - $0.96 
110 kit 

Price Needed to Cover Total Costs (S/g 

110 kg 

Cena potPebnA na kryt. colkovfch nhkladd / USD/kg/ 
116.52 USD 

- 1.06 USD 
$116.52 

11o kg 
- $1.06 110 kg 

M. Maximum Bid Price Analysis for 0 20 lrg Feeder Pig H. Analtza maxim int nabfdkovf cony na odat&vfe /20 kg/ 

1. Expected Revenue 
l0kg. xS1.00 ks 

2. Costs (exduding the fwer pig) 
Variable 
Fixed 

110.00 

53.47 
11.00 

1.(Eekhvar '4now 

110 g x 1,00 USO/kg 

2.HNklady /bez cony odatwlete/ 
Variabilni 

Ffxnt 

110.00 USD 

53.47 USD 

11.00 UISD 

-. Revenue Available for Feeder Purchase 
and Interest 

Variable Costs Only 
Tolw Cos 

56.53 
45.53 

3.Vfnow pougiteln1 na nkup odotvete a opl~tku drokf 
a 

Pouze variabilrhi nhklady 56.53 USD 

Colkowd nlklady 45.53 USD 

Bid Price 
Variable Costs 

(lr) 

Total Costs 

56.53 

-45.53 

54.41 

43.82 

NabldkovA cona 

VarlabilnI n&klady 

(1~r) 
Celkovd niklady 

-

56.53 

1,039 
45.53 

= 54,41 USD 

(! (I +r)+r 1.039 . - 43,82 USD 

r = .105 (143/365) = .039 r 
(1 r) 

-0.105 (143/365) 
1,039 

-0,039 

N. Sensitivity Table Analysis 
N. Analtza citlivoutl 

Market Price Needed to Cover Total Costs Trhnt con& potrobnl ne pokryti colkowtch nAkIad6 

1 USD/kg/ 

Price of Corn___________ 
Cena kukurice/USD/t/ Cana oduthv~eto 

___________________ 
/USD/ke/ 

.$1mtD. 

9595 
40 

Priuce of Feeders (S/badl 
50 60 40 

.99 
50 

1.09 
60 
I.1 

85 0.96 1,06 1.15 

R5 0.96 1.06 1.15 75 0.94 1.03 1.13 

75 0.94 1.03 1.13 



Appendix D
 

Evaluation Instruments
 
from the
 

Pilot Workshops
 



PILOT WORKSHOP
 

INDIVIDUAL EVALUATION 

Questionnaire 

Part I. 
Type of professional responsibility you have (check one) 

-Agribusiness manager __ Government official __ University personnel 

Private Farmer - Other 

What is your specific job tide? 

How many years of experience working with this type of work? 

Was this your first experience participating in an internationally presented workshop? Yes _ No 

_If no, how many international workshops have you attended? 

In your future, do you plan to participate in other international workshops? Yes __ No _ 

At what level were you able to understand the information? 

All information in full detail 

-_ 7e information, but not indetail 
- The Information in general 

Do you feel that the translation enabled you to fully undersand what the presenter was trying to deliver? 

- Yes No 

How can the workshops be improved to better fit your needs? 

Part II. 

Directions: It is important to know how you feel about these workshops. Your evaluations will be used 
to make changes in future workshops and to make them more relevant to future participants. Respond to 
each of the following items in terms of your perception of the usefulness of the workshops inmeeting the 
following. If you think that the seminar was very useful in addressing a statement, write "5"inthe space 
in front of the statement. If you feel the workshop was nt useful in addressing the statement, write ' in 
the space. You may use any number between I and 5 to indicate your true feelings of each statement. 
Please respond to all statements. 

When responding to the statements, please use the following scale: 
1 2 3 4 5 

Not useful Somewhat useful Very Useful 

How useful was the lecture on orientation and structure of U.S. agriculture? 
Relevance of topic ra your needs - Translation of lectures 
Format and teaching methods - Audiovisual presentations 

- Instructor's exampks_ Printed material handed out 
- Question and response periods - Information presented 



How useful was the lecture on farm management? 

Relevance of topic to your needs - Translation of lectures 

- Format and teaching methods - Audiovisual presentations 

- Instructor's examples Printed material handed out 

.--- Question and response periods - Information presented 

How useful was the lecture on business plans? 
-- Relevance of topic to your needs - Translation of lectures 

Format and teaching methods - Audiovisual presentations 

-- Instructors examples - Printed material handed out 

- Question and response periods Information presented 

How useful was the lecture on marketing in a market economy? 

-_ Relevance of topic to your needs - Translation of lectures 

_- Format and teaching methods - Audiovisual presentations 

- Instructors examples Printed material handed out 

-_ Question and response periods - Information presented 

When responding to the following statements, please circle the number that fits your response. 

How useful was the breakout session to you? 
1 2 3 4 5 

Not useful Somewhat useful Very Useful 

How helpful was the discussion question in providing insight into management in a market economy? 

1 2 3 4 5 
Not helpful Somewhat helpful Vtry helpful 

In what ways were you able to contribute to the discussion? 

Your personal comments about the effectiveness of the workshop: 



Evaluation
 
Pilot Television Component
 

Management Training/Economics Education Project
 
Iowa State University - CSFR
 

Situation 
You have just observed a pilot segment (15 minutes) for a series of six television programs that 
will be televised throughout the Czech and Slovak Federal Republic for public awareness between 
Match and JAue, 1992. We are interested in your reactions to this pilot program in order to be sure 
that the program will meet the needs and interests of the viewers. Thank you for your response 
to each of the questions. 

Part I. Objective Response (check one) 

Evaluation Questions 	 Evaluation Rating 

Excellent Good Fair Poor 
1. 	 How well did you like this pilot segment of fdm? 
2. 	 How do rate what you learned about Iowa's market 

economy from the film? 
3. 	 How do you rate your desire to see M six films if 

they are similar to this one? 
4. 	 How does this film compare to other agriculture 

films that you see on Czech/Slovak TV? 
5. 	 How do you rate the language as being clear and 

mea gfni?
6. 	 How do you rate the balance between the use of 

narration and the use of family interviews in the
film?
 

7. 	 How well does this tape illustrate an lowafari 
family making decisions? ,

8. 	 What is the probability of the TV audience wanting 
to see the whole series of six television programs? 

9. 	 How do you rate television, such as thi program, as 
away to raise awareness of the people of CSFR on 
ideas and concepts of a market economy? 

10. 	 How do you rate the way in which the following 
concepts were illustrated? 
a. 	 Decision making
 

ort-mties for choice
 c. 	 Financial planning 

d. 	Shared responsibility 
e. 	 Family operation 
f. 	 Marketorientation__" 

-g. 	 Risk taking _ 



Part IL Subjetive Response 

Please write a concise statemnent about each of the four criteria as they rlate to public awareness 
television progms for the CSFR. 

A. Quality of the film. 

B. Subject matter content. 

C. Audience appeal of the program. 

D. Overall impression for C(zec lovak Public Television. 



Appendix E 

Summary of Evaluation
 
Pilot Workshop
 

Please note that not all workshop participants completed evaluatio" forms. Others 
did so, but did not answer all questions. Hence, the numbers on the evaluation 
summary do not equal the total number of participants. 



Pilot Workshop Evaluation Summary 

Part I. 

1. Type of professional responsibility you have. 

Nira BErague
Agribusiness manager 4 4 6 
Government official 5 1 9 
University personnel 8 4 7 
Private farmer 1 3 
Other 1 head, Econ. Dept. 1 student 1 education 

1 research 1head, inst. 2 research 
1marketing 

2. Was this yc=i first experience participating in an internationally presented workshop?
Nia D=rnagu 

Yes (Ano) 8 7 13 
No (Ne) 12 4 15 

3. 	 In your future, do you plan to participate in other international workshops? 
Nitra _BmPg 

Yes (Ano) 20 8 26 
No (Ne) - 2 3 

4. At what level were you able to understand the information? 

Brno Prague
All information in full detail 8 5 16 
The information, but not in detail 11 6 13 
The information in general 

5. Do you feel that the translation enabled you to fully understand what the presenter was trying to 
deliver? 

Yes (Ano)
No (Ne) 

Nin 
12 
8 

Brno 
9 
2 

Prague 
23 
2 

6. What was the level of translation? 

Excellent 1 
Brno 

1 
Prague 

3 
Very good 
Good 

5 
11 

8 
2 

17 
2 

Not very good 3 - 1 
Poor 

Part II.
 

Overall rating of all questions for the four lectures by the participants.
 
Nitra = 3.8663 (n=20) Brno = 3.8333 (n=l I) Prague = 4.1091 (n=29) 

*Participants were asked to rate each of the four lectures on a "1-5 Likert" scale. 



How useful was the lecture on orientation and structure of U.S. agriculture? 

NfI12m Prague 
Relevance of topic to your needs 3.889 4.000 3.667* 
Format and teaching methods 4.316 3.900 4.222 
Instructor's examples 4.000 3.889 3.963 
Question and response periods 2.737 3.600 4.192* 
Translation of lectures 3.526* 4.300 4. i0 
Audiovisual presentations 4.158 3.700* -.3 
Printed material handed out 4.421 4.100 4 'S 
Information presented 3.579 3.700 , 

2. How useful was the lecture on farm management? 
Ni= Brno 

Relevance of topic to your needs 3.842 4.364 3.786* 
Format and teaching methods 4.211 4.182 4.143 
Instructor's examples 4.000 4.182 3.840 
Question and response periods 2.789 3.636 4.143* 
Translation of lectures 3.474* 4.000 4.222 
Audiovisual presentations 4.316 3.636* 4.222 
Printed material handed out 4.474 4.091 4.407 
Information presented 3.579 3.909 4.071 

3. How useful was the lecture on business plans? 
Brno Pmrno 

Relevance of topic to your needs 4.211 4.273 4.308 
Format and teaching methods 4.158 3.727 3.846 
Instructor's examples 4.105 3.818 4.080 
Question and response periods 2.842* 3.455 4.077* 
Translation of lectures 3.421* 3.909 3.960 
Audiovisual presentations 4.263 3.545* 4.400 
Printed material handed out 4.316 4.091 4.308 
Information presented 3.684* 3.818 4.040 

4. How useful was the lecture on marketing in a market economy? 

Nia Bno Prag 
Relevance of topic to your needs 4.368 4.364 4.320 
Fonnat and teaching methods 4.211 3.182* 4.000 
Instructor's examples 3.947 3.100* 3.708 
Question and response periods 2.944* 4.000 4.292* 
Translation of lectures 3.421* 3.727 4.174 
Audiovisual presentations 4.211 3.364* 4.190 
Printed material handed out 4.421 3.727 4.083 
Information presented 3.842 3.364* 3.708 

Summation of all four lectures to the same .ight questions. 

Nita Bogue
 
Relevance of topic to your needs 4.0800 4.256* 3.9808 
Format and teaching mriethods 4.2237 3.744* 4.3269 
Instructor's examples 4.0132 3.756* 4.3000 
Question and response periods 2.8270* 3.674 4.130* 
Translation of lectures 3.4605 3.977 4.173 
Audiovisual presentations 4.2368 3.558* 3.9010 
Printed material handed out 4.4079 4.094 4.0566 
Information presented 3.6711 3.698 4.009* 

* Areas of difference for further review 



Appendix E 

Pilot Workshop Evaluation Comments 

Handwritten comments on Pilot Workshop evaluation forms (Appendix C) 

Results of 3-person exercise in Nitra 

STRENGTHS 

Good quality of printed materials (twice) 
Good level of lectures (on market economy) (three times) 
Practical aspects - examples and applications (twice) 
Topical subjects and specialized topics (twice) 
Exposure to world trends in agriculture 
Possibility to make decisions (twice) 
Possibility to get a lot of information in a short time and information on 
market economics and U.S. agriculture (three times) 
Good methods and organization. 
Close contact and informal relationships with pa,, cipants (twice) 
Use of video - good audio/visual presentations (twice) 

WEAKNESSES 

Terms (twice) 
-- discordance between market and central economic terms 
-- need glossary 
Not enough time for discussion (five times) 
Adjust level of lectures for the participants 
- material can't be applied to CSFR at present 
Not enough time and too many problems in a short time (three times) 
Closer rontact 
More definite problems 
Inadequate equipment for interpretation 

SUGGESTIONS 

Better translation of market terminology (twice) 
More time for discussion (five times) 
-- for "cleaning up problems" 
Adjust the courses to the participants and to the conditions of country (twice) 
More specialization - more factual information (twice) 
More work in groups 
Maintain good quality of printed materials 
- hand out a week before course (twice) 
More topics, i.e. accounting 
Give practical information for farmers, e.g., marketing 
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More time/less material
 
More definite problems
 
Lecture for beginning business men/women
 

NITRA 

* 	 In the first lecture on the structure of credits, it would be interesting to add 
the information on the proportion of credit on the property. 

Add to first lecture: for how many people can one Iowa farm produce food.
 
In graphs, better to use percentages than dollars - easier to compare.
 
In lectures 24, better to leave out general information and have more time
 
for factual information in tho form of case studies.
 
Better to choose more difficult examples.
 

Very good. If possible, I'll attend others.
 

* 	 Shortage of time. Better to have closer contact with lecturer - more 
discussion. 

0 	 Difficult to pay attention during the translation. 
Better to discuss imm,:Iately after lectures. Not enough time for tids. 

0 	 Need better equipment for listening. 

0 	 I have no remarks because this is the first course I attended. 

* 	 Good opportunity to get to know something about American businesses and 
think about our conditions of the market and the impact of the former 
socialist influence on production. 

0 	 Bad translation of some terms - especially in business plans. 

0 	 Need more time for questions and answers. 
Better translation of terms. 

0 	 A lot of information and not enough time for discussion. 

* 	 Not enough time for questions and answers and discussion. 
Lecturers were very good. 
Use more audio/visual presentations, including film. 

IA
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Appendix E
 

BRNO 

Marketing lecture too general.
 
There were no definite examples.
 
Suggestions: in enterprises of 100, 200, 300, and 700 workers, include
 
motivation and management.
 
Not enough time for evaluation.
 

Last two lectures too general.
 
Lectures too fast.
 

Better to have specialized lectures or definite subjects and explain in greater 
detail. 

PRAGUE 

Too fast.
 
Some terms we didn't know (opportunity cost).
 
More time for small groups and smaller groups.
 

Excellent. More time for discussion. 

* 	 Need more detail. 
Explain necessity for cooperation with the food industry. 
Explain the significance of market information. 
Lectures should be more informative. 
Every advice is a great help for Czechoslovakia now. 

Solving examples is a very good method of teaching, but need more attention
 
to the evaluation of this example.
 
Discuss in more detail all possibilities for solving the example, including the
 
opinion of the lecturer.
 

Suggest more practical examples and the concrete procedures which are used
 
on the farm every day.
 

All lectures were well prepared, but should be in more detail.
 
Explain terms (especially on business plans).
 
Want factual information and the possibility of applications to our
 
conditions.
 

/,
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* 	 Suggest dividing into two parts: 
- for students, general basic information and basic examples 
- for specialists, practical view; information not in books 
This is very important for our agriculture. 

Some terms in "business plan", not interpreted well.
 
Don't do changes in information during lecture. It's not easy to follow the
 
lecturer and write information at the same time.
 

* 	 Leave up the graphs or tables on the screen for a longer time. 
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Television Component
 
Quarterly Report and Summary
 

of Evaluation of the
 
Television Segment
 



APPENDIX F 

"Management Training and Economics Education" 

Quarterly Report 
Television Component 

Mary M. de Baca 
1-15-92 

Part I. Pilot Test 

The pilot segment of the television program was well received at the three 
workshop sites in Czechoslovakia in November 1991. The participants were 
fascinated bl" the film segment and many commented favorably on the video. The 
script translation to Czech had been prepared at ISU. Majka Curdova and Ryan 
Hudson previewed the film with the translation and felt confident the translation 
was appropriate. However, to simultaneously interpret a video at the pilot 
workshop was no small task. The first six films will be dubbed in Czech and Slovak. 
Most gratifying was the positive feedback from the ISU workshop team. Each of 
them readily identified market concepts from his own area of study. 

As talks continued with Czech and Slovak television stations, it became evident 
that the intent of the grant, "to provide management training and economics 
education," and the interest of the television stations were not one and the same. 
Our purpose, even in the public awareness films, is to let people know about a 
market economy. How do people live in a market economy? What satisfactions 
and problems arise because of the market economy? How does a particular family 
make a living, acquire goods and services, and feel in a market economy? 

The interest of television stations is to provide good viewing. At prime time the 
viewers want to be entertained, or at least not "educated." At hours other than 7:00 
to 10:00 p.m., the stations seem interested in providing viewers with more 
educationally oriented material. 

The goal of the six public awareness films under this grant, is to provide education. 
Prime time viewing is not the objective of the television component, thus the 
continuing negotiations with the television stations is to air programs at times 
when there are many viewers. 

The workshop participants gave a very positive response on the potential use of the 
programs on public television. The summary of responses from the pilot 
workshop's evaluation is attached. These evaluations have implications for 
developing the film series. 
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A logo has been designed to show "The Market Economy: A Doorway to 
Opportunity." This title tends to convey that there are openings for new 
opportunities as the CSFR makes the transition to a market driven, rather than a 
command driven, economy. Opportunities can be infei'red by seeing how real 
families live in such an economic environment. Understanding more about the 
forces that drive a market economy can be absorbed through viewing real families 
living and working in such an economic system. 

Our purpose is to increase public awareness of how a market economy works. Our 
vehicle is the portrayal of real families, Iowa families, who make production and 
consumption decisions in a market economy. 

Part II. Television Production Progress 

To date, production has been concentrated on the six general audience programs. 
Each program will follow a similar format: 

I. Opening 

" Logo of series 
" Globe--Eastern Europe/USA--Czech/Iowa--Iowa 
" Title of series: "The Market Economy - A Doorway to Opportunity" 
" Series explanation 

II. Introduction 

* Montage of Iowa farm family with key decision, choice, or management 
process involved in program's topic. 

* Host raises questions keyed on the program topic. 
* Host introduces topic and how it will be illustrated in this program. 

III. Focus on Iowa farm family and supporting entities 

* Focus on one or more family members, their activity and involvement. 
* Follow family member(s) to supporting entity, interview with support 

persons. 

IV. Pinpointing the underlying concepts 

* Host pinpoints concepts illustrated in the program and ties past/present 
programs together. 

V. Preview of coming programs 

* 	Host introduces (video flashes) family and content to be featured in the 
next program. 

VI. Closing 

* Montage of program, key quotes or scenes. 
* Closing logo with credits. 

,\0 
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Program I. 

Title: "Free to Choose" 

In a market economy "employment" takes on many forms. There are different risks 
and opportunities with different choices of employment. Individuals are free to 
make choices, as illustrated by a farm family decision. The market integrates all 
kinds of choices. The quality of life of individuals and families is closely tied with 
occupation, employment and other choices. The agriculture sector can be used to 
illustrate the many facets of a market economy. 

Program 2 

Title: "Acquiring and Allocating Resources" 

Land, labor and capital are the resources of agriculture. How is land priced; how 
does one acquire land or capital; how does credit work; what legal aspects are 
involved in owning, renting, leasing, borrowing? What is the labor structure, cost, 
and return? Information concerning alternatives, prices, and procedures comes 
from a variety of sources. 

Program 3 

Title: " To market to market" 

Producers need a market for their produ. or services. Demand for products helps to 
determine price. Primary and secondary markets offer alternative marketing 
possibilities for producers. Price expectations influence choices of what and how 
much to produce. Risks can be minimized in several ways. Markets fail causing 
dramatic losses; markets are subject to regulations. Information systems are vital to 
increasing profit and minimizing risk in the market. 

Program 4 

Title: "From Field to Plate" 

Demand for food and fiber comes from consumers or from producers for inputs. 
Products sold in the market aie inspected, processed, packaged, and distributed to 
meet demand. Market research and advertising identify and influence demand. 
Employment, income, and consumer credit affect consumption. Economic and 
other constraints prevent movement in this chain. 



Projamr 5 

Title: "For the common good" 

Within a society, producers and consumers share common concerns: education, 
housing, urbanization, conservation, environment. Families in a market economy 
have interchanges with the economic, political, socio-cultural and technological 
systems. 

Program 6 

Title: "A voice" 

How does one individual, one family have a voice in a market economy, and in a 
democracy? How do commodity organizations, interest groups, and individuals 
influence policy and law? How do bills become law? What is the role of 
government at the local, state, and federal level? How are voters, taxpayers, citizens 
informed concerning these issues? 
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MEMORANDUM
 

DATE: January 14, 1992 

TO: Workshop Team Members 

FROM: Jim Chrisinger 

RE: Preparation of Materials 

Regarding your materials for translation, reproduction, and distribution: 

1. Do not try to include too much. Each team should have no more than about 100 pages 
of overheads, handout, and discussion material. That number works out to about 10 pages 
per presentation. It is enough. 

Along these lines, try to keep your materials and presentations straightforward and 
simple. Our goal is to describe and explain fundamentals, to show how a market 
economy works and wh,, especially why. We use the U.S. as our example because 
it is what we know, but our goal is to explain how a market economy works using the 
U.S. as an example, not to explain how the U.S. economy works. Your materials 
should illustrate the basic economic and management priniciples and relationships 
in a market economy. 

While we want to be basic, we do not want to be too abstract. Audiences want 
something they can use. Examples and concrete illustrations are a must. 

However, material with considerable detail tends to obscure the main points, hence 
our suggestion to keep things simple and direct. For example, case studies and 
examples should be as "pure" as possible. They should go directly to the basic 
questions and avoid items that the audience can misinterpret or contrast to their 
situation. 

Also, avoid too much data. For example, in presenting a time series, only present 
as many years as needed to make your point, or, if appropriate, only use sample 
years from the time series. 

Obviously, precisely targeting materials for these audiences is not an easy task. 
Please consult with me, your college coordinator, and others on the project as you 
prepare. 



2. Watch out for technical terms and items too rooted in our own history or experience. 
While we are teaching from the U.S. perspective, we should do so in a way that is 
meaningful to our CSFR audiences. Put all measurements in metric terms, e.g. hectares 
instead of acres, metric tons instead of bushels, metric tons per hectare instead of bushels 
per acre, kilometers instead of miles, kilograms instead of pounds, etc. You may use 
dollars; do not try to convert your data into Czechoslovak crowns. Other examples include: 

"futures differentials" (OK to use technical terms, but you will need to explain to 

your audience. Be sure you want to. Also, when you put a term like this in your 
materials for translation, it would be good to also include some explanation to help 
the translators.) 

"founding fathers" (avoid too much specific history, or seyism) 

"CCCinvent." (avoid getting into specific details of U.S. programs or institutions, like 
the CCC. We need to talk about fundamentals, principles, w our system works the 
way it does. Also, do not abbreviate.) 

"weighted cost of capital" and "equity charge for capital" (need to explain for the 
translator) 

3. Another difficulty arises when a given term is used in different ways. For example, 
"labor"in the U.S. farm context sometimes refers to hired labor and sometimes includes Ehe 
labor of the farmer/owner. When you pull charts and graphs from disparate sources, this 
difficulty may be common. When you need to use the same term in different ways, note this 
for your audience and explain. 

4. Also, watch out for language-dependent terms or phrases, for example: 

"R&D," "Mil. Bu.," "Planted A., (Mil.)," "Bu./A.," (need to spell out; also, do not use 
acres or bushels) 

"the 4 Ps" or "the 4-Cs of Credit Analysis" (you can use the items but know that 
when translated they all will not begin with the same letter) 

"rule of thumb" (may need to explain) 

(the above examples are taken from materials for Workshops 1,2, and 3) 



5. Glossaries. The first two groups sent so much in the way of glossary entries that as a 
result, there will be no glossary in the materials. Team 3 has done a good job on this and 
I hope a glossary will be part of the booklet for Workshop 3. Do not just photocopy a 
glossary out of the back of a book. We need to limit the glossaries to no more than five 
pages per workshop. Also, team members should coordinate their glossaries so no term 
appears twice, with the attendant risk of inconsistent definitions. 

6. Be sure to label materials so that it is clear which ones are to become overheads and 
which not. All overheads will also appear in the booklet. Also be sure to include your 
break-out examples and questions in your materials. 

7. Each team's materials should be numbered in sequence as a whole. Especially through 
an intern'reter, you will have a difficult time getting the audience to look at pages out of 
sequence. We need a simple, direct way for you to be able to direct attention to a given 
page in the booklet. 

8. Be sure your photocopies of graphs, charts, and tables are good ones. In these cases, the 
coordinators will often superimpose Czech/Slovak labels and make an overhead. If the 
quality is poor on their original, the language version overhead will be of poor qualiry as 
well. 

cc: 	 Harold Crawford 
Mary de Baca 
Gerry Klonglan 
Bob Jolly 
Augie Ralston 
Jack Whitmer 
Denise Bjelland 
Ryan Hudson 
University Coordinators 

doc:workshop.mem 
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MEMORANDUM
 

DATE: January 13, 1992 

TO: Workshop Team Members 

FROM: Jim Chrisinger 

RE: Working with Interpreters 

Some of you have worked through interpreters (simultaneous or consecutive), and some of 
you have not. Interpretation is more than just putting your words into another language. 
What you are saying may not quite exist in Czech or Slovak or may not have the same 
connotation, or even denotation. And there are other problems.... 

Following are tips for successful communication across the language barrier: 

1. Make sure your pace is reasonable. You may need to speak a bit more slowly than your 
habit. Try it out on the interpreters prior to the opening of the workshop. Also, go over 
your material and particularly the technical terms with the interpreters befort.-: . .d. If you 
go too fast (likely at the end of your presentation if you have too much material) tne 
interpreter will have to just start skipping whole blocks. (This would also mean that you 
would not leave time for questions.) 

2. Speak in complete sentences. Czech and Slovak are not grammatically constructed like 
English. In English our sentences tend to be: subject-verb-object. In Czech and Slovak, you 
put the most important word (the part of the sentence you want to emphasize) at the end. 
Therefore, the interpreter is assisted by knowing your complete thought. 

3. Avoid idioms and slang. You cannot be sure that the interpreter will understand. And, 
even if the interpreter can figure it out, that process will take time and the interpreter will 
often lose other words during that time. 

4. Avoid analogies which will be unfamiliar, e.g. baseball, U.S. politics, etc. Again, either 
the interpreter will not understand, or will not be able to instantaneously put them into 
Czech or Slovak equivalents. 



5. Humor usually does not work well. To use it, you need to know what your audience 
thinks is funny, which is not necessarily what you or U.S. audiences think is funny. 

6. Remember there is a time lag. When you are pointing to one item on your overhead, 
and then move to another, remember that your audience may only then be hearing about 
the first point. Go slowly when trying to connect your "pointing" with your verbal delivery. 

7. Become familiar with the listening equipment and be ready to listen over your headset 
when someone asks a question. You can then hear the English on your headset. But you 
need to be ready before the person starts to ask the question. 

8. During any extended discussion or Q&A period, you may want to switch to consecutive 
interpretation. Consult Ryan, the local coordinator, and the interpreter ahead of time about 
this eventuality. By the time you get to the CSFR, they may have had enough experience 
to definitively recommend a certain method. 

9. Be sure you meet with the interpreters ahead of time to answer all your (and their) 
questions. 

Even with the best of efforts, not more than about 80% will get through. But 80% is better 
than what you get if conditions are not optimum. On your return, please be prepared to 
report on this aspect of your experience. Thank you. 

cc: 	 Harold Crawford 
Mary de Baca 
Gerry Klonglan 
Bob Jolly 
Augie Ralston 
Jack Whitmer 
Denise Bjelland 
Ryan Hudson 
University Coordinators 

doc:workshop.mem 
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EVALUATION FORMS FOR
 
WORKSHOPS I - 8
 

Todays 	Date 

WORKSHOP EVALUATION 

Part I. Directions: It Is important for us to know your perceptions and attitudes 
about these workshops. Your evaluations will be used to make changes in future 
workshops and hopefully, make them more relevant to future participants. Please 
complete the following: 

1. What is the major professional responsibility you hold in your present position? 

Agribusiness manager _Government official . University personnel 
Personnel at State or cooperative farm Private farmer 

_ Personnel at research institution _ Other 

What is your specific job title? 

2. How 	many years have you held your current position? _ Years 

3. What is your age? _Years old. 

4. What is your gender? _ Male _Female 

5. 	What is the highest level of education you have attained? 
- Less than a secondary education. 
- Completed a secondary education.
 

B.S./B.A. Degree
 
-. Graduate Studies 

6. 	 Was this your first experience participating in an internationally presented 
workshop? ___Yes _No 

7. 	 In the future, would you like to participate in other I.S.U. related international 
workshops? _Yes No 



8. 	To what extent were you able to understand the information presented in the 
workshop? 

- I completely understood the information In full detail. 
I understood most, but not all of the information presented. 

-_ 	 I partially understood the information presented, in general. 
I did not understand the information presented. 

9. How would you rate the quality of language translation for the workshop? 

- Excellent __ Very Good _ Good __ Not Very Good Poor 

Part II. 

Please respond to each of the following items regarding your perception of its 
usefulness. If you think that the seminar was very useful in addressing a statement, 
circle the number "50 after the statement. For example If you feel the workshop was 
not useful in addressing the statement, circle"1 . (You may use any number between 1 
and 5 to indicate your true feelings of each statement). Please respond to all 
statements. 

When responding to the statements, please use the following scale: 

1 2 3 .4 5
 
Not useful Of little use Somewhat useful Useful Very Useful
 

How 	useful was the workshop to you in your efforts to understand a market economy? 

Relevance of topic to your needs 1 2345
 
Relevance to the country's needs 1 2 3 4 5
 
Translation of lectures 1 2345
 
Format and teaching methods 1 2 3 4 5
 
Audiovisual presentations 1 2 3 4 5
 
Instructor's examples 1 2345
 
Printed material handed out 1 2 3 4 5
 
Question and response periods 1 2 3 4 5
 
Information presented 1 2345
 
Case study activities 1 2345
 



Part III 
Please rate the following statements using the scale below. 

1 
Inadequate 

2 
Less than 
adequate 

3 
Adequate 

45 
More than 
adequate 

Outstanding 

How would you rate: 

1. The organization of the workshop? 	 1 2345 
2. The explanation of the purpose of the workshop? 	 1 2345 
3. The amount of time planned to cover material? 	 12345 
4. 	Your satisfaction with the daily schedule (frequency and number 

of breaks, class starting and ending times, leisure time)? 1 2 3 4 5 
5. The time allowed for your participation in the actitivies? 	 1 2 3 4 5 

Please provide your overall rating of the workshop. (Circle one) 

1. Poor 
2. Below average
3. Average 
4. Above Average 
5. Excellent 

Part IV 

Please provide us with some of your personal comments about the workshop and/or 
it's value: 

Things 've learned during this workshop are: 

Actions I plan to take because of what I have learned are: 

Benefits of the workshop I'll share with friends and fellow associates are 
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COORDINATION OF ISU PROJECT WITH OTHER ORGANIZATIONS
 

Dr. Klonglan, Project Co-Director, continued on a one-half time
 
Intergovernmental Personnel Act appointment with USDA/CSRS during this quarter.

His one-half time Iowa State appointment was spent linking to other agriculture
 
programs in Czechoslovakia and Eastern Europe. Of special interest was the
 
sharing of information and plans to operational link programs being developed by

ISU (workshops and television) and programs of other organizations.
 

1. USDA Office of International Cooperation and Development
 

a. Food Industries Division-

Several meetings with Maria Nemeth-ek, both before and after her
 

three week trip to Czechoslovakia, to study the food import/export
 
potential with the U.S.
 

ISU and FID are sharing information about ISU 1992 workshops and
 
potential FID workshops in the Fall of 1992. ISU workshop teams
 
will promote the FID training program and ISU faculty may

participc&;e inthe FID training sessions.
 

b. Cochrane Program
 
Cochrane Program Director, Gary Laidag, facilitated the
 

interaction between Dr. Klonglan and several Czech and Slovak
 
visitors to the U.S. Some discussions occurred as C/S personnel
 
arrived in the U.S. Some occurred prior to their return to the
 
CSRF. And some occurred at both the beginning and the end of their
 
U.S. visit. Some were able to visit Iowa State as part of their
 
U.S. program.
 

2. USDA Foreign Agriculture Service
 

Dr. Klonglan had several meetings with staff in the East European

and Soviet Secretariat. (Tom Pomeroy, Doug Freeman, Patti Kieffer, and
 
others.) Of special value was the exchange of ISU needs assessment team
 
conclusions and the FAS assessment team on Banking and Finance
 
(Agriculture) in Czechoslovakia which was led by Doug Freeman (22

September - 5 October, 1991). Reports and materials inthe FAS' newly

established East European/CIS Library was also valuable. The creation
 
of a periodic travel itinerary for USDA staff to East Europe and the
 
former Soviet Union should also be a valuable resource to keep up on the
 
fast moving activities inthose parts of the world.
 

3. USDA Federal Extension Service
 

Dr. Klonglan was a member of the Extension International Marketing
 
Initiative Team. Many individual and group meetings shared insights on
 
how to introduce market concepts in East Europe (especially comparing

Extension's major program inPoland, and emerging programs inother East
 
European and former Soviet Union Republics with ISU project plans. Key

Extension Staff involved were A.J. Dye, Dixon Hubbard, David Holder, and
 
Vivan Jennings. Had interaction with several other extension staff.
 



4. USDA Economic Research Service
 

There were several interactions with ERS staff (Nancy Cochrane and
 
Ed Young) working with CSFR ministries to develop a Situation and
 
Outlook Report capability. Dr. Klonglan gave a lecture on November 21
 
to the 12 CSFR staff who came to ERS in November explaining ISU's
 
project and how the S/O information is important information for
 
decision makers in U.S. agriculture.
 

5. USDA Cooperative State Research Service
 

Dr. Klonglan gave a CSRS seminar on Agriculture inCzechoslovakia on
 
December 2. Major focus was on the role CSRS might play indeveloping
 
the science and education institutions in the CSFR.
 

1. USDA Joint Council on Food and Agricultural Sciences' National Lommittee
 
on international Icience and Education (NCISE)
 

The USDA Joint Council created the NCISE inJanuary, 1991. Itheld
 
its first meeting September 16, 1991. In December, Dr. Klonglan
 
prepared a brief information piece for the co-chairs of the NCISE
 
(Federal Co-Chair Harry Mussman and Non-federal Co-Chair Ray Miller)
 
about Agriculture Science and Education activities in Eastern Europe.
 
The committee will meet in February to discuss ways to keep on top of
 
the many agricultural related activities inEastern Europe and the CIS,
 
how to coordinate and how to share information in a timely fashion.
 

7. USDA Agriculture Library
 

Visits were made to the USDA Agriculture Library in Beltsville,
 
Maryland to obtain the first publications focusing on the CSFR and other
 
East Europe countries.
 

8. USIA
 

Continued interaction with East European office. Of special value
 
was the information generated by USIA's research office from their study
 
of CSFR citizens.
 

j. USAID
 

Dr. Klonglan spent a half day briefing Paul Randolph, USAID Desk
 
Officer for Czechoslovakia, and Marie Mamlouk, USAID East Europe Area
 
office, on Iowa State's Project and conditions in the CSFR. (Both had
 
Just begun their Jobs and were to be travelling to the CSFR soon.)
 

10. NASULGC
 

Dr. Klonglan attended all the international program sessions of the
 
National Association of State Universities and Land Grant Universities,
 
Nov. 10-12. Of special value were sessions focusing on East Europe and
 
the Soviet Union.
 



I1. 	Agriculture Cooperative Development International
 

Oriented a new ACOI staff member who will be working in Moravia,
 
CSFR. Also discussed the Agriculture Roundtable Program ACDI plans to
 
carry out in Czechoslovakia inearly 1992.
 

12. 	 Interacted briefly with several other organizations and agencies, as
 
well as several U.S. individuals who had experience in the CSFR.
 


