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I.D.E.A. Industry Update - November 7, 2003
What are Your Buying Practices? The Survey Results are in. ..

1. Who does the buying of chemicals in your organization? (The owner, the manager, an agrologist, etc.)
Owner - 33%; General Manager/Owner - 67%

2. Who does the buying of fertilizer in your organization?
Owner - 33%; General Manager/Owner - 67%

3. How do you choose suppliers?
] Based on Supplier Buying Programs - 67%
[ ] Based on Lowest Price - 67%
[] Other: 33% - supports our company objective

4. Is it important to ensure the price you paid for products is competitive with what others have paid?
[] Yes-100% [ ] No-0%

If yes, what means do you use to what other have paid in relation to you?
— none
— threaten to buy elsewhere if not competitive
— based on what suppliers tell us
— occasional questions to other retailers
— nothing specific

5. Do supplier incentives influence your purchasing decisions? [ | Yes-67% [ ]| No-33%

6. Does supplier support of organizations such as [.LD.E.A., CAAR, etc. influence your decision to

purchase from that supplier? [ ] Yes -67% [] No -33%
7. What do you look for in a supplier/distributor?
— product availability — competitive price and payment terms
— good pricing to keep us competitive — service, supply, support

— quality products and services
— technical expertise
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