
Agriculture Business Assessment Plan 

AGBS B2 Agriculture Economics 

Assessed Fall of 2015 

Student Learning Outcomes: 

Assessed by pre-test and posttest. 

The following SLO’s were analyzed… 

1. Interpret factors of production 

2. Describe the monetary system in the United States 

3. Compute and explain changes in supply and demand schedules 

 

5 of 60 students exceeded expectations (8.3%). 

40 of 60 students met expectations (66.7%). 

15 of 60 students do not fully meet expectations (25%) 

There was a hope that 80% of students would have met the expectations of mastering the above SLO’s. 

Although the students we close to measuring up (75%), we still fell short of the goal.  It is possible the 

shortfall was due to testing anxiety that many students feel.  It would be prudent t to develop a differing 

assessment methodology that does not put students in a “time pressure” situation.  We are planning on 

developing economic article analysis assignment that will be turned in with an attached evaluation 

rubric. 

  



AGBS B6 Agriculture Sales and Communication 

Assessed Spring of 2016 

Student Learning Outcomes: 

Assessed by Class Sales Demonstration 

The following SLO’s were analyzed… 

1. Design, create and present a sale/promotional powerpoint presentation for an agriculture product 

or company (student's choice). 

2. Practice and be capable of assessing and handling a mock set of customer complaints. 

 

16 of 90 students exceeded expectations (17.78%). 

61 of 90 students met expectations (67.78%). 

13 of 90 students do not fully meet expectations (14.44%) 

Students were given an opportunity to develop a mock sales presentation with a partnering student, 

role-playing the customer.  Each student was given approximately 5 minutes to communicate their 

knowledge of the chosen product, overcome a sales objection and attempt to close the sale.  There was 

an expectation that 80% of the students would be up to the task as evaluated via an instructional rubric 

(which the students were 2 weeks prior to the presentation).  85.56% of the classes met or exceeded 

expectations.  I believe this was due to their prior planning, sue of the rubric when planning and the fact 

they were presenting in front of their peers (looking unprepared in front of their peers and therefore 

foolish was avoided). 

The only modification that will be made with this assessment is to better randomize the potential 

objections a salesman could receive. 

  



AGBS B3 Introduction to Agriculture Business 

This course will be assessed in the Fall of 2016. 


