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Davidson, s1ial.e the same group of students facilitatss correlat- 
ing instruction. 

Cooperative projccts grow from agriculrure Geld activities. 
When students attend a se11lin:ir or field experience, the English 
instructor mny also attend to collect possible ma-ior report 
topics. Alter the topics have been assimilated by the English in- 
structor, tlic agriculture instructor evaluates them for content 
validity. Another project involves the use of  visual aids and 
equipment for oral presentations. Again. much of  the ~natcrial. 
such 3s slides, filmstrips, and transparencies, comes from the 
agriculture department: the speaking skills are taught and evalu- 
ated b y  the English instructor. Checks on content facts are only 
a telephone call away. However, prqject conrent improves he- 
cause of  tlie student's interest and background in his ~na jor  i'ield. 
This instructional mctliod teaches conimunications skills while 
reinforcing the agriculture classrooni ~vork.  

The English classroom activities go beyond merely rei11fc)rc- 
irlg prcscnt learning to anticipating espdricnces ivhich t11e stu- 
dent tvill I'incl in subsequent agriculture class2s and, most impor- 
tant ofal l ,  oil t l ~ e  job. 

Agriculture Busi~iess and Supply, v sophoniore level class, 
coriccntrates on organizing and managing an agri-business. Stu- 
dents in  the English class ser up companies, altliough not t o  tile 
depth o f  tlie :cgricultur.e class. in order t o  develop problem solv- 
ing systems, write business letters and job descriptions. niake 
sales presenl;itiuns. tape teieivision comri~ercials. and produce 
customer infol.mation programs. 

Since the student functions as part of a company. arca busi- 
ness personnel are also included in cooperative instruction. 
Resource personnel include: RLIIII Sivingler - lllirlois C'onsoli- 
dated Teleplloric Company - Topic: The Business You Save 
klay Be Your Own: Good Telephone Usage: Jerry Buffenmeyer 
- Central Illinois Secd Conipany -Topic: Planningand hlaking 
Customer Sales Calls: Jirr~ Kincaid - Schilling ~u id  Sloan Jollrl 
Deere - Topic: Planning A C'ustonier Inforn~ation Progr;ir~i: Rob 
Corley - Corlcy International of Sullivan - Topic: Open I-loust. 
- Ficld Visitation. Student company pcrsonnei have the oppor- 
tunity to  ask questions and discuss comnii~nications problems 
with professio~ials on the job. T l i c ~ ~  begin l o  equate the class- 
room activities to  tile job sitiiatiorl. 

The job situation is further reiterated by tile final project 
which reqi~ircs the studerit cortlpany tu present u customer infor- 
mation program. The project derilarids high level co~linlunica- 
tions skillsand suhjecr matter ktiowledge since ir necessitares the 

The hfotivation 
"The topics for today inclucle: artificial insemination proce- use of  planning writing. and speaking skills. Each company is 

dures, a disease control prograril for new born pips, :tnd the ad- responsible for invitations :~nd advertising, content i~lforrnation 
vantages o f  minimum tillage." Just a typical day in an agriculture 
class? The class is, in fact, Comniunications 11 at Lake Land Col- Coniniunications I1 
lege with the instructor assigned from the English Division. The 42.051 
topics are part of  a student organized customer information pro- 

- 
ject approved I))/ an agriculture instructor. Project Communica- Company Organization 
tions places the emphasis on direct use of job language skills in 
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the classrooni. The projects are used t o  help the ~ t u d e n t  gain 
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tional-technical area. These projects emphasize job language 
mlaly%is, speaking, and writing. 

The Program 
The program lor i\griculture Productionlhlanagement stu- 

dents has evolved through coope~ative planning bc.t\bfeen person- 
riel in the two departments. Agriculture instri~ctors provide the 
specific field experience rebted to on job communications 
needs; tllo English instructor designs the class activities to meet 
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and presentation. sales materials and displays, audio-visual aids, 
introductions, and menu. The student company experiences all 
the inherent problems by being directly responsible for a pro- 
gram. The concepts initially developed in cornniunications are 
further reinforced in Retailing of  Agricultural Supplies class. 

The use of  real experiences in job communications. based on  
subject matter for which the student recognizes a need, encour- 
ages students t o  achieve cornrnunications skills. He is often sur- 
prised by  his own ability to d o  well in an English class. Much of 
the threat generated by  previous experiences with English classes 
is removed. Since the student is secure in his agriculture subject 
matter. he is able t o  concentrate on  his communications skills - 
and after all. that combination will earn his living. 

Possible Projections 
I. An institutional research project has been submitted which 

would send an English instructor to  the job location with the 
agriculture supervisor during the student intern program. 
Communications skills could be taught. analyzed. and evalu- 
ated on  the job during the period students most recognize 
their language skill needs; this method could also provide fol- 
low-up and evaluative possibilities for the present program. 

2. The student job intern could make 8m1n filrns related t o  job 
activities. These could be used inagriculture seminars forjob 

analysis discussions and in Enghsh classes for problem solving 
and writing job descriptions. 

3. A workshop for sm:~ll agri-business conccrnscould be jointly 
sponsored. Several business individuals have expressed an 
interest in the realistic approach the program takes t o  busi- 
ness communications. 

4. Agriculture and English instructors could be assigneg team 
teaching of  at  least one block of  time to include both ficld 
content and comn~unicationsactivities. 

5. All coni~liunications students could be assigned t o  English 
classes by  vocational-technical blocks permitting more spe- 
cific content planning. 

Cor~clusion 
Project Communic:~tions is an effort to  develop a program 

which will serve the non-transfer vocational-technical student. 
Whether the field is agriculture or some other nlajor field. the 
student has language skill needs. Each program can. through 
cooperative planning, provide the student with meaningful c o r n  
municat ions experienccs. 

Consultants 
E. J. Dunpliy. Agriculture Instructor; Bill Rich, Agriculture 

Division Chairman;W. C. Taylor, English Division Chairman. 

ECONOMY OF ABUNDANCE CALLS FOR N E W  APPROACHES 
Walter J. Wills 

Many textbooks define economics in tcrnis of allocating 
scarce resources. Smith, Malthus and Ricardo were writing at a 
time when food and fiber t o  feed and clothe the peoples of the 
then more developed countries of  the world was limited. The 
present day marketing and pricing systems in the so-called free 
market more developed countries of the world were developed 
witlun the context of  an econo~iiics of scarcity. In the more de- 
veloped economies agriculture has been operating largely i n  an 
economy of  abundance for the past few decades. In most of  the 
less developed countries certain commodities are produced 
under an economy of  abundance. The economy of  abundance is 
probably defined as those portions of the agricultural sector of 
the economy in which various income transfer schemes through 
the federal treasury t o  agriculture are made while there is a rapid 
outmovement of people from that agricultural sector and in 
most cases there is a t  least an alleged attempt at government pro- 
duction controls. 

The classical description of  price determination and market 
performance does not portray what happens. The added contri- 
butions of  Robinson and Chamberlin still provides an awkward 
explanation and a theoretical framework that at best is of mini- 
mal assistance in p rov id i~~g  ;I better understanding o f  the market 
forces that have such a major bearing on  agricultural income. 

When income ma..imization niay not be the controlling fac- 
tor in decision making; when discretiona j spending may repre- 
sent a substantial portiori of both individual arid business budg- 
ets: when hazily defined and even more hazily understood objec- 
tives are constantly changing; nnd when the management func- 
tion in government. industry arid other sectors of  the economy 
becomes separated froni their constituencies, hcnce non respon- 
sive: then there is need for a re-evaluation of  the framework 
within which the system fi~nctions. 

There are four principal actors in this complcx system: farm- 
ers, agri-business firms, government and consumers. The particu- 
lar role each playsvaries by regions. countries and over time. Tlic 
interdependence of each actor and the relative roles played is 
shown sclicmatically in figure 1. 

Fig. I .  Schematic Interrelationships in Marketing 

What are the Issues? 
Pricing. Where there are large numbers of  buyers and sellers, 

where both buyers and sellers have equal information, where 
there are few barriers t o  entry and exit, where there are no domi- 
nant firms on either side of  the nlarket a person could under- 
stand the pricing system. I-lowever. there may be serious doubt if 
t l~ere  was ever a time when such conditiorisexisted. Price deter- 
niination was and is often only one of a number oftransactioris 
that become the final bundle of goods and services under consid- 
eration. In some cases both sides o f t h e  market are aware, either 
implicitly or explicitly, of  these considerations, in other cases 
each side of the market rilay have different non price considera- 
tions lh31 may or may not be known by the other side of the 
nnrket.  In other cases the non pricc considerations may be 
masked by a number of rcal or iniagined subterfuges. 


