Question 21 Notes – analyzing by category
Looking at numbers within each product category separately rather than looking across all categories lets us use the data that I had chucked out previously.

For each product category (crops, livestock, produce, value-added), I calculated the average percentage for each type of sale.  Then I used those averages as the data to calculate a standard deviation.

Astonishingly, this data is fairly “normal!”  It follows a typical bell-shaped curve far more closely than the data for any other question we looked at.  In fact, the data for produce is very normal.

Again, these data say nothing about total volume or dollar value of the products that were marketed – they are the choices that farmers made for marketing whatever quantity of product they happened to have.

Crops:

Number of surveys showing crop sales = 124

Percentage of times each sale type was chosen by farmers:

Contracts =  33

Brokers =    34

Direct =      25

Fm-mkt =     2

Retail =        1

CSA =          0

Other =        5

Mean = Random chance number = 100/7 = 14

Standard Deviation = 16

So Contracts and Brokers both were chosen more than one SD more often than one would expect by random chance.

--------------------------------------

Livestock:

Number of surveys showing livestock sales = 46

Percentage of times each sale type was chosen by farmers:

Contracts =  23

Brokers =      5

Direct =   37

Fm-mkt =  1

Retail =      3 

CSA =       2   

Other =    38    

Mean = Random chance number = 100/7 = 14

Standard Deviation =  15

Direct and Other were both chosen more than one SD more often than one would expect by random chance.

---------------------------------------------

Produce:

Number of surveys showing produce sales = 28

Percentage of times each sale type was chosen by farmers:

Contracts =  5

Brokers =    0

Direct =      21

Fm-mkt =   13

Retail =       33 

CSA =        19   

Other =        9

Mean = Random chance number = 100/7 = 14

Standard Deviation =  11

Note that the SD is less than the mean – another indication that this is actually pretty normal data.

Brokers were chosen less than one SD less often than one would expect by random chance. Retail was chosen more than one SD more often than one would expect by random chance.

-------------------------------------------------------------

Value Added:

Number of surveys showing value-added sales = 13

Percentage of times each sale type was chosen by farmers:

Contracts =  0

Brokers =    0

Direct =    36  

Fm-mkt =   0

Retail =     27  

CSA =        0  

Other =     37 

Mean = Random chance number = 100/7 = 14

Standard Deviation =  18

Here the SD is quite a bit larger than the mean, an indication of skewed data.  That’s to be expected when you have such a small sample of only 13 surveys.

The Direct and Other categories were both chosen more than one SD more often than one would expect by random chance.

