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(5) To help clientele incorporate Price Projections into sales
Management decisions.

The emphasis of the bProgram is on commodities produced in the Midwest--

corn, soybeans, cattle, and hogs.

dealers, (7) periodic Programs via a wide-area telephone System, and

(8) mass media.
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Short course in price forecasting and sales management

The central feature of the delivery system is g coursé for pro-
ducers and agribusiness People on the methodology of forecasting prices
and the development of sales management strategies. The course was
first conceived and presented during the winter of 1976-1977. The
subject matter and format have evolved to the current structure. The
course is taught at the county or multi-county level. Each course
consists of four one-half day sessions presented a week apart. The
course has been presented in 12 to 18 locations in each of the past
four years. Attendance ber meeting is restricted to armaximuﬁ of
forty. |

A textbook has been developed as a teaching aid in the short
course. It is comprehensive enough to serve as a useful reference
outside of the framework of the short course. The book is divided into
Sections which coincide with the topics presented in the short course.
The topics covered include:

a) money, inflation, and consumer demand

b). forecasting hog prices

e) forecasting cattle prices

d) forecasting corn prices

e) forecasting soybean prices

f) pricing alternatives for grain and livestock

g) developing sales management programs

Over the past five years, clientele from 65 of the 102 counties in
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Illinois have participated in the short course, Attendance has totaleqg
nearly 2,100. Participants have included farmers, land owners, grain
merchants, elevator managers, lenders, farm managers, and commodity

brokers.

Outlook Update newsletter

It was recognized early in the development of the Price Fore-
casting and Sales Management short course, that a procedure for main-
taining participants' understanding and skills at satisfactory levels -

during the year was needed. The Outlook Update newsletter was developed

as such a tool. The publication was designed to keep short course

the latest market information, price analysis and pPrice outlook. The
format follows that Presented in the short course. The newsletter is
issued 16 times Per year. Four issues are devoted to eadh of four
commodities: cattle, hogs, corn, and soybeans. The dates of the news-
letters are keyed to the release of significant Uspa commodity
reports--Hogs and Pigs, Cattle Inventory, Cattle on Feed, Grain Stocks,
Prospective Plantings, and Crop Production. Beginning in January 1980,
the newsietter was offered on a subscription basis. Subscriptions

total nearly 2,000.

Weekly Outlook letter

A weekly newsletter has been published by the Department of Agri-
cultural Economics since 1947. That newsletter, now called Weekly

Outlook, has been integrated into the educational efforts of the Task
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Force. The publication is issued 50 times per year and each newsletter
covers a specific topic. Subject matter is tied to the release of
Statistical information from the USDA and others. The primary purpose
of the newsletter is to provide subscribers with current information

and analysis to supplement the information provided in Outlook Update.

It is designed to fit into the context provided by the Outlook Update

series. Subscription to the Weekly Outlook totals nearly 3,000.

Copies are made available to farm editors of newspapers, magazines,

and radio and television Stations throughout the state.

Weekly radio and television tapes

by the Agricultural Communications Department. These tapes. are picked
up by approximately 100 radio stations each week. 1In addition, the
subject matter is presented weekly on a local television program,

Today on the Farm.

County outlook meetings

grams at about 60 county locations in the State. Most of these meetings.
continue to be offered in the fall, prior to corn and soybean harvest.
These meetings offer excellent opportunities to discuss marketing

Strategies as well as specific price outlook.
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Out of the annual County Outlook meetings are growing a number of

"marketing clubs." Wwith the help of the Task Force, county advisers

in about 10 counties have now developed a program consisting of

four to six outlook meetings per year. The Task Force provides a

Specialist for one of these meetings per year. For the remainder of

the meetings, advisers draw on local reésources, including grain merchants,

livestock commission firms, lenders, commodity brokers, and market

analysts. This combination of university and industry resources is

working well and will likely expand rapidly in the future.

Grain dealers meetings

a series of 11 special outlook meetings for grain elevator managers.

These meetings are held regionally, near the beginning of harvest.

A publication Prices and Outlook is prepared for distribution at these

meetings. In addition to flat price considerations, this publication

and the meetings also address the issue of basis and spread relation-
ships,

-

Our surveys suggest that farmers depend heavily on elevator managers

for price outlook and sales management advice. This brogram with grain

dealers is an indirect outlet to a large number of farmer clientele.
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Telenet programs

Telenet is a telephone network available in about 90 percent of
the counties in the stadte. Two-way communication is possible to all
of these counties simultaneously. This system has been used to present
two basic types of programs:

1) Current information and analysis update for county extension
advisers. This system has been used to provide all interested
advisers with same-day analysis of major USDA commodity reports.

2) General outlook programs for local audiences assembled by
extension advisers. Such programs involve the distribution of printed
material to the participants. When such Programs involve the updating
of balance sheets, etc., the adviser is provided visual aids to guide
the participants.

- In the future, the Telenet system will likely be used more
extensively. Advisers are now interested in assembling local audiences
a number of times each year for an outlook update and discussion of

sales management alternatives,

Mass media

Each October, the Task Force prepares an 8-page Agricultural Outlook

section for Prairie_Farmer magazine. In the spring, follow-up articles

are published in various issues of the magazine. The circulation of

Prairie Farmer exceeds 100,000.

Extensive contract is also maintained with other farm publications,

newspapers, and radio and television stations. Numerous interviews are




390

brovided to the media on a4 request basis. Thege Serve as a quick out-
let for interpreting current market news and revising previous
analysis.

For the immediate future, plans are to continue to support the
current delivery system as described. The degree of Success of the
Programs depends on two major factors: (1) the extent of clientele

following, and (2) the quality of the analysis.

described here as well as local resources. The formation of marketing
clubs are specifically being encouraged. Counties developing such

Programs will receive first priority in Task Force support of their

Programs.

deliver price outlook information should be involved in the development
of those price forecasts. The methodology for making price forecasts
has generally not been well developed, Many of us in Extension have
mistakenly held ﬁhe belief that somebody somewhere knew how to forecast
Prices. It is clear that this is not so. Current plans of the Task
Force involve more emphasis on Tresearch in the area of meth&dology of
pPrice forecasting. Basically, we believe that pProfessionals involved in

the delivery of Price outlook information should have a 50 percent

research appointment.




