
1. The Bar Keeps Rising for Agri-Salespeople 

A. When you think back over the last five years, what are some things you are doing 

differently in your job as a Field Marketer?  What are some things you’ve had to 

learn?  What are some new skills you have had to develop?  How has the bar been 

raised for you? 

B. How about your customers?  What are they having to do differently?  What are they 

trying to learn or master?   

C. How are your customers’ expectations for you and your company changing as the bar 

keeps rising for them? 

D. Many of our farm customers are also buying products from other vendors who are 

constantly offering more services, removing obstacles and automating their 

purchasing and billing processes.  What would be some examples where vendors such 

as Amazon.com are raising the bar for you and your company? 

E. We heard the comment, “Historically, the salesperson’s role has been to ‘sell stuff.’ 

But, this role is rapidly shifting to one of bringing total business solutions to the 

customer. Today, value goes much farther than the value provided by the product 

itself.”  What are some examples where you and your company deliver value beyond 

the product itself? 

F. Share an example on how the following factors are causing the bar to rise for you and 

your company? 

 Larger farms with a focus on efficiency and profit. 

 Increased complexity due to new technologies. 

 Increased competition. 

G. Discuss Don Bennink’s suggestion, “Don’t worry about what you are going to sell to 

this farm.  Focusing on what you want is very short sighted and does not build long-

term relationships.  Focus on helping this farm to be more profitable.  The dollars for 

you will come later.”   Share an example where following this advice has paid off for 

you.   


