
B
usiness consultant Ron Farrell
says there are plenty of plati-

tudes that could be said about the 
challenges retailers are facing, but 
even if those may feel good to say, 
they don’t change anything. 

He says the industry has arrived 
at a time that will bring “huge 
changes,” and now is the time for 
ag retailers to assess their people, 
services and products. 

“The lessons of 2019 shouldn’t be 
put together with the lessons from 
previous downturns or weather 
issues,” Farrell says. 

From Farrell’s perspective, suc-
cessful retailers will position them-
selves in two ways: being technically 
strong and eager to lead. For 
25 years, his consulting busi-
ness, Farrell Growth Group, 
has assisted hundreds of 
retailers with benchmarking, 
mergers, acquisitions and 
business strategies.

“Retailers need to be pre-
pared to get out of the rut and 

advance their business strategy to one 
of change leadership,” he says. “The 
economic reset will bring tremen-
dous pressure to the entire market.”

Here are six ideas he’s shared: 

1. Look out 10 years ahead in

time. Then, backfi ll your strategy 
from there. He says only looking out 
three to fi ve years isn’t far enough. 
One exercise he shares is for retailers 
to identify the top 10 customers at 
each business location. Then, assess 
and explain why each customer will 
still be your customer in 10 years. 

2. Find something different

to do. “We can continue to improve 

our businesses by doing what we’ve 
done in the past only better, but 
there’s a limit to the gains made, 
particularly in a down ag economy,” 
Farrell says. “It’s tough to change, 
but it’s paramount retailers are dif-
ferentiating themselves and promot-
ing themselves to customers.” 

Farrell says farmers are looking for 
information and opportunities. 

“You need to be situation-chang-
ing—so unique and refreshing that 
farmers won’t participate in any-
thing else,” Farrell says. 
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“You need to be situation-

changing—so unique and refreshing 

that farmers won’t participate in 

anything else.”  —Ron Farrell

Reprinted with the permission of AgPro.



8  /    /  July/August 2019 www.AgProfessional.com

products and giving away service. 
“Service is the one thing 

we should be selling,” he says. 
“E-commerce threatened status quo 
and forced retail to become better.”

He suggests retailers look at the 
services they are currently provid-
ing, and ask yourself if the customer 
sees value in those services. And 
then also ask if your business is pro-
viding services the customer does 
not find to have value. 

4. Assure your role as the

trusted adviser. “The trusted 
adviser relationship you have with 
your customer is yours to lose,” 
Farrell says. “Whatever you do, do 
not give up that relationship.”

In his view, success will be directly 
tied to being a trusted adviser. 

5. Field the right team with

the right goal. Farrell says one 
thing in business has not changed: 
the principle of providing a great 
customer experience. He advises to 
invest in, monitor and recognize 
professionalism in your team. 

“In the highly competitive world, 
customer experience is possibly the 
only factor that can give an organi-
zation the competitive advantage,” 
he says. “Top-drawer customer 
experience is only delivered by top-
drawer personnel.” 

6. Be a technologist. “The
only way to stay competitive is to 
stay ahead on technology,” Farrell 
says. “Retailers who stay up-to-date 
and ask questions about technology 
put themselves into a position where 
they can also advise farmers, who 
are also at times overwhelmed with 
technology themselves.”

Technologies on his list to watch 
include blockchain, artificial intel-
ligence, autonomy, 3D printing, 
predictive weather and more. 

“When retailers can position 
themselves to serve the role as a 
valuable adviser, they’ll continue to 
find success,” he says. 
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3. Evaluate what you’re

selling. Farrell says for the past 
50 years, ag retail has been selling 
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