MARKETING YOUR 4-H or FFA
LIVESTOCK PROJECT ANIMAL

A Tutorial for 4-H and FFA Members and Parents

The 4-H Experience: Learn By Doing

4-H members have a unique opportunity to gain many valuable life skills through their 4-H live-
stock projects. In addition to gaining such skills as communication, critical thinking, financial
management, organization, responsibility, and leadership through their project involvement
and 4-H club, the 4-H member also has the opportunity to receive a premium price for the ani-
mals that they market through the youth livestock auction sales at the County Fair. Many
youth use the money gained from their 4-H projects to help pay for college.

Thinking like a business person is essential to being successful. From the very beginning
of your project identify potential customers (buyers) to purchase the end product.
Know what your expenses are, and be able to calculate your break even price for the
product.

Successful completion of a market livestock animal project includes recruiting buyers to
bid on your animals during the auctions at the County Fair. You should contact buyers
several months prior to the fair to allow them ample ability to plan time away from work or
other activities to attend the auctions and opportunity to budget for their purchase. Contact-
ing potential buyers early also allows you the chance to build rapport with the buyer and an-
swer any questions they have about the auction.

Potential Buyers

Exhibitors should contact enough buyers to ensure that
at least 2 buyers are bidding on each animal they sell
during the auctions. Keep in mind that not every buyer
you contact will place a bid on your animal so it is nec-
essary to contact several potential buyers.
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Approaching a Potential Buyer

When approaching a potential buyer, you are not only marketing your animal, but also your-
self and your organization. Often times youth are nervous or scared about making this con-
tact. Marketing your livestock project animal is a great opportunity to develop stronger
communication skills and build self-confidence. Parents and club leaders can help you over-
come your anxiety by practicing together before visiting with potential buyers.

It is best to meet with buyers in person when possible, but a hand written letter can be sent in the
event that you are unable to establish a meeting time. When meeting with a potential buyer it is ap-
propriate to introduce yourself with a handshake. If the person you are marketing to knows your par-
ents you may also include that connection in your introduction.

Some of the important talking points to highlight during your conversation include:
e Your 4-H club
What projects you are exhibiting
What you have learned this year in 4-H
What your future plans are, including how you intend to use your earnings
The benefits of supporting 4-H and FFA members through the Livestock Auction
Resale and processing options available to buyers
When and where the auctions happen
How to register to buy an animal at the auction

Always close the sale by inviting the person to attend the auction. Marketing mate-
rials including posters and buyer pamphlets are available from the Livestock Sale
Committee and 4-H office.

Details Buyers Will Need to Know

Large Animal Sale  Thursday, August 4, 2016 12:00 p.m.
Small Animal Sale Saturday, August 6, 2016 1:00 p.m.

Both sales held at the Ingham County Fairgrounds Main Arena
Registration for both sales begins 1-hour prior.

Buyers not able to attend the sale may bid on or purchase livestock by contacting the sale committee
chairperson. The chairperson will explain the options and process to the buyer. All buyers are encour-
aged to pay at the sale for their purchases by cash, credit card or check. Checks are to be made out to
Greenstone Farm Credit Services. Large animals are sold by the pound, small animals are sold per indi-
vidual. Trucking after the sale is handled by the sale committee for most purchases.

Buyers have the following options for their purchases made during the auction:

A. Have the animal processed at a processor of their choice. The buyer is responsible for pay-
ing the processing fees. If purchasing a whole animal is too much for an individual buyer, it
is encouraged that the individual find other individuals to share the bidder number and split
the meat.

B. The buyer may opt to resell the animal. The buyer will be responsible for paying the pur-
chase price minus the resale price.

C. The buyer can keep the animal by picking it up at the close of the fair. The buyer is respon-

sible for transporting the animal.
Donations may be made to local food bank. Processing fee paid by the food bank.
Donate the animal back to the sale committee’s scholarship fund.
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