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Marketing purebred livestock 6
1. Assess the cost of marketing purebred livestock 
and different avenues breeders use to sell purebred 
livestock.

22.5

3.5
1. Identify marketing demands associated with a 
successful sale.
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Marketing commercial cattle 2
1. Present diverse marketing opportunities to add 
value to a commercial operation.

1. Develop knowledge in the tradition and 
evolvement of livestock sales.

Executing an online sale 6
1. Identify necessary information to an online sale 
format.

History of production sales
Executing an online sale

Conducting a production sale 3
1. Determine the time, information and overhead 
involved with a production sale.

History of production sales 2
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Conducting an online sale
Marketing purebred livestock
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This course is a study in the planning and execution of a successful online livestock sale, including topics on the diverse options of 
merchandising purebred and commercial livestock.
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Secondary Laker Learning Competency Creative Thinking & Problem Solving: Students think creatively to solve problems.

*Course and program outcomes will be used in the software for outcomes assessment and should include at least 1 primary and 1 secondary Laker Learning Competency. Limit 

Course Outcome 4 Identify contacts that can be of benefit to their business.

Outcomes* At the successful completion of this course, students will be able to:

Course Outcome 1 Determine the diverse merchandizing avenues of the livestock industry.

Course Outcome 2 Coordinate a successful online sale.

Course Outcome 3 Generate necessary information for an online sale.

Primary Laker Learning Competency Communication: Students communicate through the exchange of information.
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