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This consists of 3 STEPS
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What do you think
constitute a suitable

criteria of selecting an
agro-dealer ?
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AGRO-DEALER RATING FOR SELECTION PURPOSE

Date: AGRODEALER NAME: AGRODEALER LOCATION:
Rating : Excellent 1.00, Good=0.75, Average= 0.50, Poor=0.25, Very Poor=0.00
DESCRIPTION RATING WEIGHT (RxW) SCORE

1.Volume of Prior Year Sales:

2.Growth of Prior Year Sales:

3.Distance/Ease of Traveling to Shop:

4.Professionalism:

S.Location Relative to Target Customers:

6.Value added services eg Agronomic Support to Customers:
7.Storage Capacity and Quality:

8.Low Returns:
9.credit and financial conditio it S O

10.Sales strength/ experience of sales people ,
Seed Enierprises Management Institute
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11.Product Lines carried
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12. Reputation of the proprietor

13.Sales performance

14.Management ability

15.Attitude

16. Management succession

17.Location

18. Trade licenses

19. Trade history

20. Ease of identification/branding

21.Shop display

22. Referrals from other seed cos

23.Customer service S O
24. Conducts marketing drives eg villa )

25.Market coverage Seed Enterprises Management Institute
Manager Approval:

* SCORE and Classification; >75 - Excelleru HJ—FV&I,.SISW—O;SN— @]()QbJ—FB, 50 —
59- Average =C, < 50-Poor=D
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