Green Trac Spray Masters




EXECUTIVE SUMMARY

The main objective of Green Trac Spray Masters is to sell John Deere high clearance sprayers to customers along with providing customer service covering a sales area consisting of a large portion of Eastern Saskatchewan and partially covering the Western portion of Manitoba.  The company is owned collectively by three existing John Deere dealers.  Green Trac Spray Masters offers new and used sprayer models with the new being most important.  The new sprayer is a John Deere 4710 high clearance sprayer. 

Operations


Green Trac Spray Masters has a coverage area which consists of:


-the area bordered by Highway #6 to the west;


-Highway #83 to the east;


-Canada-US border to the south;


-the area around Melfort, Saskatchewan to the north.


In order to accommodate such a large sales area, GTSM will have a network of dealers assisting in the sales of the sprayers.  It will be in the interest of GTSM to have new sprayers on hand year round.  The total capital costs of GTSM is $70,000, shown in Table A, and is financed through shareholder’s equity.

Table A. Capital Requirements

 Trucks
$60,000 

Office Equipment
$10,000 

Total 
$70,000 

Marketing


There are competitors in the high clearance sprayer industry.  These competitors are the Case SPX4260S, the RoGator 1254, the Willmar Eagle 8500, and the Walker 44. The size of the potential markets includes custom spraying businesses, large farmers and small farmers who live in damp areas making it harder for them to get their spraying done in time.  This large market area is achieved through the number of dealerships signed on along with the number of salesmen that each dealership has.  Green Trac Spray Masters has a coverage area that consists of all of Eastern Saskatchewan.


The typical customer making purchases from Green Trac Spray Masters will be the larger farmer.  It will be farmers who have 5000 acres or more to spray and are needing to have it done quicker.  These people will all be in rural areas.  The factors that influence the customer’s decision would be the price, the name of the sprayer, the quality of the sprayer, the amount of add-on’s available, advertising, location, and the income of the producer.  


All advertising is done in local newspapers, radio stations and agriculture shows.  Promotion is done through John Deere days, demonstrations provided by the dealerships, and group rides.  


Pricing is achieved through a 10% mark-up on each sprayer sold based on the price that John Deere sets on the sprayer.  The retail price from John Deere is $275,677.00.

Human Resources


A general manager is employed who is required to have a background in the agriculture industry and knowledge about John Deere and the sprayer itself.  There will be two Wet Systems Specialists who are experienced at running John Deere sprayers and also have a background in the agriculture industry along with John Deere products.  The technicians are already currently employed at the existing dealerships are required to take training to update their knowledge on John Deere sprayers.

Financial


Green Trac Spray Masters has no long-term debts because it is backgrounded by the three existing dealerships.  The company requires $70,000 in start-up capital that is funded through the sale of shares.  The company sells shares totaling $100,000.  


Table B shows the expected financial results for years 2, 4, 6, 8 and 10.


Year 2
Year 4
Year 6
Year 8
Year 10

Net Income (after taxes)
$482,376
$474,764
$497,058
$510,000
$538,981

Net Cash Flow
  $70,917
  $12,607
  $85,825
  $26,579
  $54,303

Dividends Paid
  $50,000
$470,143
$423,970
$492,596
$490,981

Growth in Revenues
1.5%
1.5%
1.5%
1.5%
1.5%

Growth in Total Operating Expenses
1.6%
8.0%
0.3%
3.7%
0.0%

Table B.
Summary of Financial Results
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